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Bilim Bros. ..ccccccccscccccccceveses 000 eeUe Costumers. Eyelets. 

Blotter Pads. ; pam pl eee -<oeennee Barrett Bindery Co..........e+ssseseees 
Boorum & a ee + +227 Furnas Office Furniture Co................156 Machine Appliance Corp’n ° 
Fox, George E., & C0.......+.seeeeeeees 28% Udell-Predock Mfg. Co....... pata 255 Rivet-O Mfg. O0....cccccccsccdscvcssseee 277 
DE. Ee, 00beoccecesesweemeeedecesesesnee 
I oe ae ch le i vnce gedit 244 Crayons. y : Eyeshades. 

Bond Boxes. American Crayon GO. sescsescecnsccccones 293 Chicago Byeshield ©0......ccccsscccscscs .272 
Corry-Jamestown Mfg. Corp’n........ 7) Dixon, Joseph, Crucible Co............s6. 109 Featherweight Eyeshade 0 ES Sea 277 
aT MM A A al 100 Cuspidors. U-Wan-Ta Novelty Mfg. Co........--+++. 268 
Meilink Steel Safe Co., The............++. 282 Se (OR Ts a ed os ce gba ux eee 254 Filing Cabinets, ae Covered. 

Metal Office Furniture Co...........seee8. 211 Ireland & Matthews a ‘ie Diemer, John F., OO.ccccccssccesencceses = 
Steel Equipment Corp’n ............e006. 115 Imperial Methods GO. 008s 0 cdeene sécoapien 
Van Dorn Iron Works Co., The...... 122, 123 Onelaiae te oe Case). 151 Sainberg & CO... ..ccccsccrecsccsscsseve 244 

Book Holders. eiekmiaie te ek ae ‘ Filing Cabinets, Metal. . 
American Electric Co.............2ee000: 161 ating Stamps. , = Aurora Metal Cabinet Works............+- 176 

Book Rings. Fulton Specialty Co. ....... tee eeeee eee eet® Rarehal O80. oi cassscudiscss sidéee oeeeeeee 231 
Adams, Henry T., Mfg. Co........... vackee Traut & Hine Mfg. Co........cccccccvres 280 Bentson Mag. OO... ..00cciescsssvdvucavesen 278 
—S OE eee ee ee 227 Desk Calendars. Canton Art Metal Co., The.........ss00¢+> 298 
Morden Mfe. Corp’n, The.......-..+0++++-200 Omen Wee, Ge ccs ccadeicbs , <a Cary Safe Co., The......-..cccesees vese ne 

Bookkeeping Machines. Beale Mpeckatty Ce... Be. occa ccccsccc cc ccote Cicero-Chicago Corrugating Co, .......5.+. .194 
Underwood Typewriter Co. ........+++: 2, 94 MOOEOOM, BIRGRE B OO.c oc cccdccrccctb ocak Corry-Jamestown Mfg. Co.......+++ oeeeee 259 

Business Shows. Weinman Brothers .......... ocececcn uae General Fireproofing Co.......... ocsvcenas® 
Annual Business Show Co............-+-: 288 Desk Trays. Globe-Wernicke Co., The .........+++ 110, 111 
Fusiness Fxnosition Co 28: Automatic File & Index Co............... 192 Imperial Steel Cabinet Co..........eee0% 240 

Calculating Machines. Barbee Wire & Iron Works.. ..+-290 Invincible Metal Furniture Co......... osolee 
Coxhead, Ralph C Zeirach Bros., Ime. ..,......:; Jccucch eae Macey (0., TRE cccoccesesdevossseets .... 164 
Erie Caleulator Co. . Fox, George E., & Co..... 287 Medart. Fred. Mfz. Co..... os dénahe hee . 152 
Felt & Tarrant Mfg. Imperial MME Wis. 5 cocsacaee oss coxeeca 139 Metal Office Furniture Co........5+eesee+ .211 
Meilicke Caleulator Co. a re ree ere te 164 Safe-Cabinet Co., The 21. 
Monroe Calculating Machine Co........ 143 SUAW-WOlIEGP GO. acccccescces 88, 89, 90, 91 Shaw-Walker Co. ovceces 
Morschhauser. W. A. ......0005- 79 J Oe Oe er rr 241 Steel Fquipment Corp’n 
Teese C6., ThOsccscacvccecesenes 276 Work Organizer Specialties Co............259 Terrell’s Kquipment Co........-.+++++e0. 

Cash Registers. Yawman & Erbe Mfg. Co........ 106, 107 Van Dorn Iron Works Co., The...... 122, “128 
National Cash Register Co., The 128, 129 Desks. Watermn Mog. Oe... ccccoccccccccsoscnnces 266 

Chair Irons, Automatie File and Index Co............. 192 Yawman & Erhe Mfg. Co.........s+: 106, 107 
Caller Kerworth Go.  .cccccocceccecssves 208 sentley & Gerwig Furniture Co..........283 Filing Cabinets, 

Chair Pads and Cushions. Casha Oe. ca ddas dhae de ndenssexacdséaan 281 Automatic File & Undex 00... sccrcassianr 192 
eeemanne Teme CO. sacs ccsvcusedesetswces 222 Corry-Jamestown rg 2g ree toston Index Card CO......ccececsecewces 182 
Felt Products Mfg. Co....... a meets, ‘The 3. Wig GBvise nase Bean Es 82 Browne-Morse Co. ....++++++s .. -136, 187 
a RE SE ae ee eee 287 Dornette, J., & og inca 4eietecns nomen 235 Globe-Wernicke Co., The.......ss¢00+ 110, 111 
Penne Te. GM. wicvevnsstndeescsessccens 173 BDOOOR TE Gib dca oc ti scncckéesentcas 144 Imperial Methods ©o......+..+ceeeee atau 
WE GOO, TO cvccinccccntaveveceusean 264 Excello Products Corp’n.......cccscsccesoahe Macey Co., The.....-seccseeeessssses soem 

Chairs. General Fireproofing Co...........eeeeeees 159 Rhaw-Walker C0. ...cecceesecs 88. 89, 90, 91 
Conrades ee. GO.  vivvcedicsdeccancopees 80 Giemm Wermitere Gh, Tiss cvcccccwccoses 247 Wabash Cabinet Co..........+sseeees <5nen 
( Cook, Cc. A Ps secede edateanaddeseonecés 225 BEIPORN TR Giiniddctamtadocsesccvécane 142 Wacemaker Co., Ltd.......--sseeesee 167, 

an Me OU. 5 <5 oak cciemakdapecdabawe 243 Jamestown Metal Desk Co........ccccece 197 Wein Mie, GO. .006600s0206% 147, 148, 149. 150 
Grand Rapids Office Chair Co............. 249 Jasper Manufacturing Co...... vai . 205 Yawman & Erbe Mfg. Co......-.20++ 106, 
Gunilocke, W. H.. Ohalr 00...2..ccccccces 253 meee Gh. Bias 50s dns teescas< .164 Filine Specialties. 
een. me 2 Wis ss cevcetpesteveacessne 162 Metal Office Furniture Co........ ea Advance Paper Box Co.......... 
tee Gee Oe... ic cic etbaeesaanceucs 187 PEGS TM Ws 63-5 bos 60.4044 00c8eauewes 27! Pnehnell, Alwah & CO0.....ccccccessccees 
io Me BR ere ee 114 Gee TOO Gis sc ksknesceevtsss Diemer, John F., CO... ccdccoecsssesese 
.. Ce errr ee 206 Quigley Furniture Co... Fleming, Thos. P., Co., Inc. 
Toledo Metal Frrniture Co., The és Gn: Be. Mune We Gs caegeesee Hohnshbeen Mfg, CO...-..e.seeeesves as 
Van Dern Tron Works, The...... 122, 123 Bhaw-Waeilker OO. .ccscctioceses Smead Mannfacturing Co., 

Change Making Machines. Shelbyville Desk Co....... Tirich Planfiling Equipment RT .216 
Fuller-Morrtaeon Co, ....... eee ee eees 294 Steel Equipment Corp’n Weis Mie, O0...cccccessces 147, 148, 149, 150 
NE SE 8? aaa ee 204 See Cer TW Gi cacadisacdccec Filine Supvlies. 

Check Pretectors and Writers. Vallev City Desk Co.. Antomatic File & Index Co 
Check Writer BEGEe. cccsccvccsccsescocess 277 Van Dorn Iron Works Co. Boston Index Card Co......e.sseceveccece 
Bate werret O8<., TRO cvccvwoncectesscsens 242 Western Furniture Co........ Browne-Morse Co. ....eeeeeerees 
Todd Protectograph Co. .........4: 275 Winnebago Furn. Mfg. Co Elsinore Paner Co........-++:. on ben 

Check Sorters. Wet Dee Ces ss cscccsssvesec Glohe-Wernicke Co., The......+.+se+:- “110, “1 
rrr ere. Se os sseaeabboneaes : 83 Yawman & Erbe Mfg. Goodline Mie. CoO.....-ccesseersere 

Coin Bags and Wrappers. Dictation Machines. Hamilton Card & Paper Co ° 
Dems Bie, BAS OO... cccacccececevaces 265 Beene. HOG, Msg BRBs cc nicvsvcdscvecsaces 127 Imvrerial Methods Co.........seeeeeeeee 
ae a OO ee ee. ee eer 277 Disvlay Fixtures. Macey Co., TRE .ccccssccsecsicces 

Copyholders. Oe RE aaa ener Millar. Geo. W., & Co., Ine 
American Wiectric Co. ..ccsccadcctenevess 161 Duplicating Machines and Supplies. Oxford Filing Supply Co.......... 

Copying Devices. American Multigraph Sales Co.......102, 103 Shaw-Walker Co. ......cceeeeee 
Fureka Blotter Bath Co.............+.-.. .248 Cee BO Gil di kiccsernsscncdsdecyaaesa 210 Simonson, R. A.. CO.........00. o04es aeneee 
Yawman & Erbe Mfg. Co........... 106, 107 Dick, A. Bi, GO. cccrevscsvecccavsevececes 7 Smead shosacelioned Co., The.,.....287, 265 
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Steel Equipment Corp'n. 


United Business Equipment Co 
oe ine so cw cs 14 
Yawman & Erbe Mfg. Co...... 


Folding Machines. 
American Multigraph Sales 
Multicolor Sales Co....... 
Floor Coverings, Office. 
Congoleum Co. 
Fountain Pens. 
B. B. Stylo Co., Inc , 
Beaumel, D. W., & Co. In 


Hancock, The John, Pen Co., 


Paramount Pen Co......... 
Parker Pen Co., The 
Salz. Brothers , ; 
Sheaffer, W. A., Pen Co 
Ullrich, J. K., & Co 
Waterman, L, E., Co 
Furniture Finish Solution. 
Campbel!, M. L., Co. 
Glass Desk Pads. 
Chicago Mirror & Art Glass 
Fox, Geo. E., & Co 
Kimpton, Haupt & Co 
Polar Mfg. Co. Ao 
Ravenswood Office Specialties 


Gold Pens, 
Acme Gold Pen Co 
Gaydoul Gold Pen Co 
Hotels. 
Breakers Hotel (Co 
Index Tabs. 
Aigner, G. J., & Co 
Universal Index Tab ¢ 
Inks, Adhesives, Etc. 
Carter’s Ink Co., The 
Commercial Paste Co.. In 
Davids, Thaddeus, Ink Co 
Diamond Ink Co 
General Eclipse Co 
Higgins Chas. M., Co 
Salz Brothers 
Stafford, S. S., Im 


tnkstands. 
General Eclipse Co 
Kimpton-Haupt & Co 
Knickerbocker Inkstand Co 
New Martinsville Glass Mfg 
Sengbusch S-C Inkstand Co 


Key Purses and Rings. 
Adams, Henry T., Mfg. Co 
Buxton, Inc. ..... 

Letter Distributors. 
Automatic File & Index Co 
Bristow, Stanley R..... 
Imperial Methods Co 
Kohlhaas Co., The 

Letter Openers, 

Bircher Co., Ine., The 
Kimpton. Haupt & Co 
® K. Mfe. Co., The 

Lockers. 

Medert. Fred. Mfg. Co 
Terrell’s Equipment Co 
Van Dorn Iron Works Co 

Loose Leaf, 

Accounting Devices Co 
Adams, Henry T., Mfg. Co 
Barrett Bindery Co..... 
Boorum & Pease Co - 
Chicago Binder & File Co 
F. B. Manufacturing Co.. 
Hughes, L. L.. Metal Co 
Irving-Pitt Mfg. Co 

Me Millan took Co.... 
National Blank Book Co 
Plew & Motter Co... ‘ 
Sheppard, The C. E., Co 
Stationers Loose Leaf Co 


Steel Back File & Ledger Co 
Tenacity Mfg. Co., Ine., The 


Trussell Mfg. Co ‘ 

Wilson-Jones Loose Leaf Co 
Mailing Boxes. 

Young Bros. ... 

Map and Tack Systems. 
Automatic File & Index Co 
Edueational Exhibition Co 

Memo Devices. 

Hallomax Co., Inc 
Robinson Mfg. Co 
Steleix Metal Products Co 

Moisteners. 

Argus Mfe, Co 
Kimpton-Haupt & Co 
Mohler, A. bark be 
Rivet-O Mfe. Co 
Sencbuseh S-C Inkstand (¢ 

Mucilage Bottles. 

Kimpton, Haupt & Co 

Numbering Machines. 


Americar Numbering Machins 


Traut & Hine Mfg. Co 
Paner. 
Bigelow. L. H., & Co., Inc 
Crane, 3 2 W. M..... 
Dexter, C. H., & Sons, Ine 
Eaton, Crane & Pike Co.. 
Elsirore Paner Co., Inc 
Empire Paper Co... 
Esleeck Mfe. Co.. 
Hampshire Paper Co ia 
Weston, BRvron Co........ 
Paper Fasteners and ompe. 
American Clip Co 
Argus Mfg. Co. ‘ 
Rump Paper Fastener Co 
Climax Paper Clip Mfc. Co 
Defiance Manufacturing Co 
Fveready Mfe. Co...... 
Graff. Geo. R., Co...... 
Trvin. Alex H., Co 
Kimpton, Haupt & Co. 




















Machine Appliance 


I ee 
O. K. Mfg. Co., The 
NS: cht ne acon cca wae eee 
Rivet-O Manufacturing 
Thomas Staty. Mfg. C€ 
ST IS oo ae ae wae 


Patents. 
K, G. Si¢gers 


Argus Mfg. Co. 


fer 
Van Valkenburg, L. 


Pencil Sharpeners. 
Automatic Pencil 


Pencils, Cedar. 


American Lead Pencil 
Dixon, Joseph, Crucible 


Faber, Eberhard 
Pencil Exchange 
Pencils, Paper. 


American Crayon Co. 
Pencils, Thin Lead ponanaine. 
Brown & Bigelow.. 
De Witt La France 
Hoge Mfg. Co......... 
Realite Pencil Co. 
.—l Sle eee 
Sheaffer, W. A., Pen 
Waldref Mfg. Co..... 


Penholders, 


Dixon, Joseph, Crucible 


Faber, Eberhard 
Miller Bros 
Pens. 


Esterbrook Pen Mfg 


Hunt. C. Howard, 

National Supply ¢ 

Turner & Harrison 
Pins. 


Crescent Brass & Pin 


Oakville Co. 


Platens, ce agar gl 
Ames Supply Co 
American Writing 


Portfolios. 


Century Leather Crafts 


Postal Scales. 
Pelouze Mfg. Co 
Triner Sales Co 


Triner Scale & Mfg 


Publications. 
Campbell-Howes, 17 
Impressions Pub. 
Mon Bureau 

Punches. 

Defiance Mfg. (o 
Machine Applionce 


Nelson. C. R. & W 
Rivet-O Manufacturing 


Push-Pins. 


Moore Push-Pins Co 
Ribbons and Carbons. 


Allen & Co 
American Ma inifole 1 


Ault & Wiborg Co... 


Beck, R. A 


tuckeye Ribbon & Cal 
Carrib Mfg. Corp.... 


‘arter’s Ink Co., 


‘columbia Ribbon & 


( 
( 
Corona Supply Oe. 
Crown Ribbon & 

Iron Clad Ribbon. 
Manifold Supvlies 


Miller-Brvant-Pierce 
Milo Ribbon & Carbon 


Mittag & Vole¢er 


Neidich Process Co 


Old Town Ribbon 
Peerless Carbon & 
Phillips Ribbon & 


Snelling & Son........ 
Standard Carbon & 
Union Ribbon S Car 


Vv. 8. se 


Webster, F. S. — 


Rubber Bands. 
Faber, Eberhard 
Renniebut Rubber 


Vuleo Rubber Fabrics 
Rubber Stamp Racks, — 


Glad Tidings Pub. 
Rubber Stamps. 


Fulton Specialtv CC 


Melind, Louis, Co 


Mever & Wenthe.. te 
Rulers. 


Adams, Henry T 


American Mfg. Concern 
National Rule Co., 
Safety Deposit Boxes. 


Parshall Co.. The 
Carv Safe Co. 


Invincible Metal Furniture 
Safes. 


Cary Safe Co 


Globe-Wernicke Co. 
i | 
Metal Office Furniture 


National Safe Co., 
Safe-Cabinet Co., 
Shaw-Walker Co. 


Steel Equipment Corp’n 
Van Dorn Iron Works 
Yawman & Erbe Mfg. Sains 
Seals, Notary and Corporation. 
Melind, Louis, Co..... 
Second-Hand Office Machinery. 
Adding Machine Corp’n..... 
Chicago Safe & Madse. © 
Times-Into Co., The. 
Shelving. 
Terrell’s Equipment 





Pen and Pencil Clips. 








- 























= 
Sign Markers. 
Hellesoe, Hans H. 
Signals. 
Graff, Geo. B.. Co. . 
Yawman & Erbe Mfg. Co 
Sorting Devices. 
Automati File & Index Co 
Kohlhaas Co. ........ 
Stamp Affixers. 
Columbia Postal Supply Co 
PE CK sstnneee 
Sealograph We dinasecs 
Standard Stamp Affixer Co 
Stamp Pads. 
Carter’s Ink Co.. oe 
Fulton ——— = 
Peerless Carbon & Ribbon Mfe 
Rivet-O Mie Os... 
Stands, Metal, for Office Machines. 
Adjustable Table Co. 
Auto Parts Mfg. Co... 
Fowler-Manson-Sherman Cycle Mfg 
Simplex Steel Stpg. & Mfg. ( 
Stapling Machines. 
Acme Staple Co., Ltd 
Defiance Mfg. Co..... 
Hotchkiss Sales Co. “- 
Stationery, Embossed and Engraved 
American Embossing Co 
Kihn Brothers ........ 
Wiggins, John B. Co 
Stationery Cabinets. 
Imperial Methods Co... 
Medart, Fred. Mfg. Co 
rerrell’s Equipment Co.. 
Stenographer’s Note Book. 


> hl Yoe ,) 
foorum & Pease Co.. 


Rockwell Barnes Co.... 
Tables. 

Aitomatic File & Index Co 

Corry-Jamestown Mfg. Corp'n 


Farnas Office Porniture Co 

Mutschler Bros. Co 

St. John’s Table Co.... 

Udell-Predock Mfg Co. 

Van Dor Iron Works (¢ 
Telephone Attachments. 

American Electrie Co. 

Colytt Laboratories 

Eagle Envelope Co 


Eureka Blotter Bath Co 

Kellogg Switchboard & Sup ly 
Time Stamps and Recorders. 

Automatic Time Stamp C« 


Melind, Louis, Co 
Type, Typewriter. 

Ames Supply Co A 

Thorp & Martin Typewriter ¢ 
Typewriter Cabinets. 

FRyron Typewriter Cabinet (« 
Tolede Metal Furniture Co I 
Tyrewriter Specialties and Supplies 

Ames Supply Co. 


Azora Rubber Co., The 
Clarotype Co., The s 
(leanall Typewriter Brush ¢ 
Elsinore Paper Co 


Kenney, J. J.... 

Mack Bros "en 

Morton Mfg. Co 

Munson Supply Co 

Neilson Supply Co 

Peerless Key Co., Ine 

Pierce Sales Co 

Speed Key Mfg. Co 

Thorp & Martin Typewriter ¢ 
Typewriters, New. 

American Writing Machine (+ 

Corona Typewriter Co 2 

Federal Adding Machine Corp’) 

Gourland Typewriter Corp'n 

Hammond Typewriter Co 

National Typewriter Co 

Noiseless Typewriter Co.. 

Oliver Typewriter C« 


Remington Typewriter Co 
Royal Typewriter Co ‘<a 
Smith, L. C.. & Bro., Trpew 


Underwood Typewriter Co 
Victor Typewriter ak 
Woodstock Typewriter Co 
Typewriters, Rebuilt. 
American Writing Machine Co 
General Typewriter Exchange 
Guarantee Typewriter Co. 
Lincoln Typewriter Co. : 
Manufacturers Typewriter ¢ 
Shipman-Ward Mfg. Co. 
Smith Typewriter Sales Co 
Typewriter Emporium , 
Tnited Typewriter Exchange (¢ 
Whelesale Typewriter Co 
Young Typewriter Co... 
Vanit Doors. 
Cary Safe Co... 
Ventilators, Office 
Chicago Mirror & Art Giass 
Wardrobes. 
Automatic File & Index Co 
Furnas Office Furniture Co 
Medart, Fred, Mfe. Co.. 
Terrell’s Equipment Co..... 
Waste Baskets. 
American Vulcanized Fibre Co 
tarbee Wire & Iron Works... . 
rn? Ck. MEN. Je cree dcd cons ccee 


Erie Art Metal ©00.......cccsccoess 


Massillon Wire Basket Co., The.. 
Metal Office Furniture Co....... 
North Western Expanded Metal 
Peerless Wire Goods Co. 
ee S, in capeenees 
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noo og Wanted oo ta 


POSITION WANTED } ANTED—Salesmen to sell a line of metal name plates to 

stationers and office furniture dealers and manufacturers. 

— EE Big profit No bulky samples. Commission paid on receipt of 
order. Can be handled in connection with any line. Write for 























SALES xecutive and organizer with a successful record _ Naeteapoe ates P a cturine ) , 
A desires a new connection as Eastern Representative with a om proposition today Fogarty Manufacturing Co., Dayton, 
sound, progressive concern handling an American product of aps 
office equipment Fourteen years’ intimate knowledge of the - 
office specialty field. Thoroughly familiar with the Metropolitan XPERIENCED office furniture salesman wanted to sell retail 
field, including the New York financial district Capable of ~ in Chicago Good proposition for man who can qualify. 
suming resp sibility and fully conversant with sales problem Address X-34, care Office Appliances, Chicago. 
nd sales work in handling large deals Looking for an op — aes 
portunity not a job. Can finance himself if the proper opening Pierre, < 
offered Address S-37, care Office Appliances, Chicagé SA! ESMEN—To call on stationery, drug, jewelry and depart- 
; : ment stores. Wonderful proposition. Write for details, Dept. 
: 100, Inkograph Co., Inc., 670 Sixth Ave., New York City. 
W pode Position as buyer and manager of stationery de- Poa Be! Ae Per ES 

pee Thoroughly posted and competent, references : ; , 

d reason for making change Eleven vears experience buy ANTED—Salesman to carry as side line a high class line of 
ng " gelling and managing. Connected with large commercial office specialties in wood. State territory and lines handled. 
stationer Permanent. Address Y-27, care Office Appliances Address A-31, care Office Appliances, Chicago. 

Chicago niteniatitaiesi eee S<: 
ns ee V ANTE Salesmen calling on Stationery Trade to carry as 
C APABLE lesman and typewriter repairman would like con side ne Office Specialty, liberal commission. Richards Tag 
nection in charge of typewriter department for good re Company, Omaha, Neb 

msible firn Iso somewhat acauainted with furniture and —_ _ , —— a 

lies busir S sh ¢ cellent rete ne Ss ddress : 
at li a OF -s fia im es + xe se W* H AVE a proposition for every salesman now calling on 

; - \ppliances, , 5° th ta lery trade State territory covered. Eagle Co., 

131 S De icon St Chicago 
HELP WANTED si PEWRITER salesmen or repairmen to sell profitable side 
Manufacturer, 404H, Sun Building, Detroit, Mich 











FIXTURE SALESMAN WANTED-—Store equipment salesmat 
represent our complete line of CLOTHING CABINETS 


UNITS, SHOW CASES, WINDOW FIXTURES, ETC n ter- FOR SALE. 








ory which will be pen January Is Prefer man experienced bat ae 
n this line ilthough one having experience in similar lings » ia 
with ability to make good, will receive consideratior Straight FoR SALE—Typewriter Exchang Pennsylvania city 70,000, 
commission. with drawing account State full particulars in sell and repair Typewriters, Adding Machines, Check Writers, 
I communication. All replies strictly confidential \MERI- Cash Registers, Ribbons and Carbon. No other place in city. 
CAN FIXTURE & SHOWCASE MFG. CO., St. Louis, Mo Cheap rent, fine location. Owner lives in another State where 


he has interests. About $1,000 will purchase business. Address 
B. G. J., care Office Appliances, Chicago. 


W ANTED—Hizh grade salesman, with experience in outside 


elling of offic equipment, filing systems, steel safes, loo 














. ; ‘ ; : tchins ‘kers, g as new *rice $3.75 each 
devices and general line of stationery City and suburban Hart & Hutchinson lockers, good as new. Price $3. 78 E A 
cores can be home Por dl Excellent opportunity for mpepeor 700 In roups of ten and twelve, back to back, with keys 
nan who wishes to advance Only man with a clean and su comple te Write Buffalo Office Furniture Exch., 88 Pearl St., 
ul past record will be considered Write at once giving buftal N } 
references and full detail as to experience and qualifications ee ee 
\ddress V-38, care Office Appliances, Chicago Au MODELS Multigraphs, duplicators, folding, sealing. ad- 
Pathe eee . = dressing machines and supplies. Guaranteed serviceable as 
W — —High Class Specialty and Stationery Salesmen to new One year free service Chicago. Machines bought for 
line of metal commercial calendars with daily date cash, taken in trade and handled on consignment. Office Device 
pads ae hed, to Stationery Trade Big profit No bulk. Company 162-H, North La Salle, Chicago. 
imples Commisison paid on receipt of order Can be handled SSS a ds a 
h connection with any line. Write today for our propositior M -APHS—Like new at one-third to one-half cost. 
Fogarty Manufacturing Co., Dayton, Ohio By ighly rebuilt, including new type, platens, bearings, 
ae — - et I m-clad two year guarantee. Will ship on approval. Rus- 
Ww AN - Typewriter and adding machine repairmen sell Harnest Baum, 33 South Broad street, Philadelphia. 
mee cs for membership in the Type writer & Addins . . Ee 
Mac hine Me inies’ Aid Ass'n, Inc | n P loy me nt Bur u, ge M ULTIGRAPHS Dictaphones, Ediphones, Writerpresses, 
. informat n bur Lu i urpose N ition-wide orgal ization. Mimeographs bought, sold and rebuilt like new. Multigraph 
Address 8 Ney ns streé t, Brooklyn N y at ones or de tailed and Multicolor ribbons, ink and platens. We save you money. 
formatior Branches in Kansas Citv. Mo.. and 1 Bosto1 Price. Inc.. 440 South Dearborn Street, Chicago. 


Mass 





Seis crate oe aaa ; DDRE SSOGRAPHS, Multigraphs, duplicators, envelope seal- 
W po jp A high-grade man, who has already proved capable AD) letter folders, Mailometers, supplies. Less_than_half 



































Of Sars large income, can become connected with the price uaranteed one year Pruitt Company, 112-H North 
iles dasartennin’ of a manufacturer of the most modern office ia Solio a « 20 , 
uipment It s highly developed and in demand wherever ae ’ 
records are made Only letters giving references and full pat ti PSs 
iculars will be considered. Address Q-36, care Office Appl BOR SALE—Fclders correspondence size—about 5 M, straight 
ince Chicag A edge, best auality used—in fair condition. Reasonable. Hill, 
Joiner & Ce 105 S. La Salle St., Chicago. 
NEosTY LES. Multicolor, Multigraphs, copy holders, new and 
built less money. R. W. Wales Co., 209 Gridley Bidg., 
Svracuse a 
M gt FACTURER desires to secure several real live mer - - - a — 
; road work who have had retail sales experience in a FOR SALE—Used Multiplex with seven display wings and 
mercial stationery store State age experience nd salar. frame $75.00 A Espenscheid, 22%) So. Jefferson St., 
pected \ddre W-27, care Office Appliances, Chicago Peoria. Ill 
AGENCIES WANTED. 
: : owe oa TE .. BELGE AMERICAINE, 20 rue des Dominicains— 
pig Salesman calling on stationery trade to carry as a re AN. 1 ‘ - 
W side line exce ti nally good offic per lalty, limited terri S Liége. General agency for Belgium of the Royal typewriter, 
ory ~ ll liberal commission. Anthony Nutype Co Inc 3a ]- ane the “MONROE ‘alculating machine, 1s always interested 
timore Mervland in new agencies for office machines and equipment. 
S \LESMAN WANTED—To sell Vertical File Folders for a WANTED TO BUY. 
“ lone established paper house Desire man acqu: hinted with inlaid 
out of town trads State all particulars as to commissions, et 7 : 
Address Z-35, care Office Appliances, 154 Nassau St., N Y. ¢ ANTED—Used Model 77 and 78 Mimeographs, Adding Ma- 
SSS) ee : ISS Et TEES : _s chines and appliances, any condition. Address J-34, care 
. ves . , = , Office Appliances, Chicago 
XPERIENCED loose leaf and ledger salesman. rerritory 
such as te illow you to spend every night at home Old — : WAY ERSTE 
and growing company. Tell all about yourself including sal- MUL ri-COLOR PRESS WANTED—Must be late model. Good 
ary desired first letter. The Lima Ledger Company, Lima, Ohio. condition Tangley Company, Muscatine, Iowa, 
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AND THE VARIOUS AFFILIATIONS OF 








Association Officers 


A LIST OF OFFICERS OF THE VARIOUS STATE AND LOCAL STATIONERS’ ASSOCIA- 
TIONS, THE REGIONAL BODIES OF THE NATIONAL ASSOCIATION OF STATIONERS 
AND MANUFACTURERS, LOCAL ASSOCIATIONS OF OFFICE APPLIANCE MANAGERS, 


TRACT WITH THE FIELD. 


Secretaries are requested to notify Office Appliances of any changes in personnel or address, and to report 
annual elections 





% 


MANUFACTURERS TO FACILITATE CON- 








NATIONAL ASSOCIATION OF STATIONERS AND 
MANUFACTURERS 


Ralph S. Bauer, president; Eberhard Faber, first vice presi- 
dent; R. H. Baxter, second vice president; J. Ogden Pierson, 
treasurer; A. H. Childs, treasurer; Amadee Peting, auditor; 
Fletcher B. Gibbs, general manager, 403-05 Conway Building, 
Chicago, Ill.; Mortimer W. Byers, secretary; W. D. Pittman, 
assistant general manager; W. H. Greenleaf, field secretary; 
Charles L. Estey, advertising counsel. 


WHOLESALE STATIONERS’ ASSOCIATION OF THE 
UNITED STATES 
Paul J. Wielandy, Blackwell-Wielandy 
Company), president, St. Louis, Mo. 
G. Davis (Adams, Cushing & Foster), 
Boston, Mass. 
R. P. Andrews (R, P. And s 
Gils he ndrews Paper Company), treasurer, 
H. C. Whittemore, cret . 3 
bein ee secretary 741 West Eleventh Street, 


Book & Stationery 


vice president, 


Stationers—Regional and State 


THE COLORADO STATIONERS’ ASSOCIATION 


George Matheson, chairman, 301 Colorado National Bank 
Building, Denver, Colo. 
CONNECTICUT VALLEY STATIONERS’ ASSOCIATION 


D. D. MacDonald (Bradley & Scoville, Inc.), president, New 
Haven, Conn. 

J. B. Tower ¢John R. Rembert Company), 
New Haven, Conn. 

F. L. Chamberlin (The Chamberlin & Shropshire Company), 
treasurer, Bridgeport, Conn. 

E. W. Pape (Adkins Printing 
Britain, Conn. 


ILLINOIS STATIONERS’ AND BOOKSELLERS’ 
ASSOCIATION 


vice president, 


Company), secretary, New 


Cc. W. Follett (J. W. Wilcox & Follett), president, Chicago, 


Ill 

George C. Brockman (Brockman & Son), vice president, 
Mount Sterling, Il. 

Fred Greenwood (Woodworth’s Book Store), secretary-treas- 


urer, Chicago, III. 


KANSAS BOOK DEALERS’ ASSOCIATION 
Phil M. Anderson, president, Newton, Kans. 
A. 8S. Allen, vice president, Wichita, Kans. 
F. G. Orr, secretary-treasurer, Wichita, Kans. 


MIDWEST DIVISION—NATIONAL ASSOCIATION 
STATIONERS AND MANUFACTURERS 

Charles L. Mitchell (Crane & Company), president, Topeka, 
Kans. 

Cc. W. Seely (Hall Litho Company), vice president for Kan- 
sas, Topeka, Kans. 

Clark Field (Field Stationery Company), vice president for 
Oklahoma), Tulsa, Okla. 

rry A. Manning (Joplin Printing Company), 

dent for Missouri, Joplin, Mo. 

R. D. Latsch (Latsch Bros.), 
Lincoln, Nebr. 

Horace G. Mitchell (Democrat Printing & Litho. Company), 
vice president for Arkansas, Little Rock, Ark. 


OF 


vice presi- 


vice president for Nebraska, 


NORTHWESTERN STATIONERS’ ASSOCIATION 

E. D. L. Sperry (Brown, Blodgett & Sperry Company), 

chairman, St. Paul, Minn. ° 
PACIFIC NORTHWEST STATIONERS’ ASSOCIATION 

J. K. Gill (J. K. Gill Company, Portland, Ore.), president. 

Pliny L. Allen (Pliny L. Allen Company, Seattle, Wash.), 
vice president. 

J. S. Ball (Kilham Stationery & Printing Company, Portland, 
Ore.), secretary-treasurer. 


SOUTHEASTERN DIVISION—NATIONAL ASSOCIATION OF 
STATIONERS AND MANUFACTURERS 


John R. Dewberry (Dewberry & Montgomery Stationery 
Company), president, Birmingham, Ala. 


Sidney Gassenheimer (Mercantile Paper Company), vice 
president for Alabama, Montgomery, Ala. 

E. T. Chambers (Chambers Office Supply Company), vice 
president for Mississippi, Jackson, Miss. 

J. Henry Petetin (Petetin-Beaudean), vice president for 


Louisiana, New Orleans, La. 

W. S. Moody (Williams Printing Company), 
for Tennessee, Nashville, Tenn. 

Charles M, Marshall (Fielder & Allen Company), vice presi- 
dent for Georgia, Atlanta, Ga. 

Leo. F. Johnson (Florida Office Supply Company), vice presi- 
dent for Florida, Tampa, Fla. 

Geo. H. Moore (Pound & Moore Company), 
for North Caroiina, Charlotte, N. C. 

R. H. Pogue (Dewberry & Montgomery Stationery Com- 
pany), secretary-treasurer, Birmingham, Ala. 


vice president 


vice president 


STATIONERS’ ASSOCIATION OF CALIFORNIA 
Henry C. Dimond, chairman, 255 California Street, San 
Francisco, Calif. 


THE STATIONERS’ ASSOCIATION OF SOUTHERN 
CALIFORNIA 


A. S. Matthews (Hall Lithographing Company), secretary, J. L. Garner, chairman, 608 O. T. Johnson Building, Los 
Topeka, Kans. Angeles, Calif. 
Stationers—Local 


ATLANTA STATIONERS’ CLUB 


Cc. M. Marshall (Fielder & Allen Company), president. 

A. P. Baylis (Baylis Office Equipment Company), 
president. 

H. M. Kopplin (Stationery Division, The S. P. Richards 
Company), secretary, 90 Central Avenue, Atlanta, Ga. 


BALTIMORE STATIONERS’ ASSOCIATION. 
Sanders J. Thalheimer (Meyer & Thalheimer), president. 
W. Booth Settle (Commercial Printing & Stationery Com- 

pany), vice president. 
John W. Kennedy (John W. Kennedy Company), treasurer. 
Lewis R. Curlett (John H. Saumenig & Company), secretary. 


BIRMINGHAM STATIONERS’ ASSOCIATION 
R. H. Pogue (Dewberry & Montgomery Stationery Company), 
chairman. 
(Mr. Pogue is acting secretary pending the election of a 
successor to W. G. King, who has moved from Birmingham.) 


BOSTON STATIONERS’ ASSOCIATION 
Frank J. Merrill (Francis Doane & Company), president. 
Thomas Groom (Thomas Groom & Company), vice president. 
Wm. H. Cogan (Service Stationery Company), treasurer. 
L. B. Muran (L. E. Muran Company), auditor. 
Alexander Hepburn (Adams, Cushing & Foster, Inc.), secre- 
tary, 112 Federal Street, Boston, Mass. 


BUFFALO STATIONERS’ CLUB 
Harry T. Williams (Ryan & Williams), president. 


vice 


Richard B. Lockwood (Millington Lockwood), vice president. 
Clarence T. White (Adams & White Company), treasurer. 
Geo. W. Davis (Otto Ulbrich Company), secretary. 


CHICAGO STATIONERS’ ASSOCIATION 
John W. Ogren, chairman, Conway Building, Chicago, Ill. 
CINCINNATI STATIONERS’ CLUB 
John H. Gibson (Gibson & Perin Company), president. 
Frank L. Mills (Armstrong Stationery Company), statistician. 
E. E. Davis (Sellers, Davis & Company), secretary, 311 Wal- 
nut Street, Cincinnati, Ohio. 
STATIONERS’ CLUB OF INDIANAPOLIS 
John Hampton (The Hampton Printing Company), president. 
Mr. Hiller (Hiller Office Supply Company), vice president. 
Everett Agnew (W. K. Stewart Company), secretary-treas- 
urer, Indianapolis, Ind. 


KANSAS CITY STATIONERS’ ASSOCIATION 
Oliver Wroughton, chairman, 801 Graphic Arts Building, 
Kansas City, Mo. 
LOUISVILLE STAMP AND STATIONERS’ CLUB 
John Fetter (Geo. C. Fetter Company), president. 
Chas. Boone (Hammer Printing & Office Supply Company), 
treasurer. 
George H. Koerner, secretary, 208 Lincoln Building, Louis- 
ville, Ky. 
MILWAUKEE STATIONERS’ ASSOCIATION 
J. L. O’Cennor, chairman, Camp Building, Milwaukee, Wis. 






































STATIONERS’ ASSOCIATION OF MOLINE, ROCK ISLAND 
AND DAVENPORT 


E. O. Vaile, Jr. (The Vaile Company), president. 

M. H. MacArthur (MacArthur L. L. Book Concern), vice 
president. 

D. S. Hansen (Carlson Bros., Inc.), secretary-treasurer, Mo- 
line, Ill. 


THE STATIONERS’ ASSOCIATION OF MONTREAL 
Emilien Daoust (Libraire Beachemin Ltee), president. 
Oliver W. Barwick (O. B. Barwick, Ltd.), vice president. 
Thos. V. Bell (Thos. V. Bell, Ltd.), secretary-treasurer. 


NASHVILLE STATIONERS’ CLUB 


J. Victor Barr (Brandon Printing Company), president. 
John Ambrose (Davies Printing House), secretary-treasurer. 


STATIONERS’ ASSOCIATION OF NEW ORLEANS 
Burt W. Henry, chairman, Weis Building, New Orleans, La. 


STATIONERS’ ASSOCIATION OF NEW YORK 
Henry Frank (Frank & Tichenor Company), president. 
Wm. E. Ward (John Ward & Son), first vice president. 
E. E. Huber (Eberhard Faber), second vice president. 
Mortimer W. Byers, third vice president. 

Joseph I. Kilbourn (L. H. Bigelow Company), treasurer. 
J. Thomas Hill (Corlies, Macy & Company), secretary. 


OMAHA STATIONERS’ ASSOCIATION 
Charles E. Moyer (Moyer Stationery Company), president. 
Guy McKenzie, treasurer. 
Cc. C. Cope, secretary. 


PEORIA STATIONERS’ ASSOCIATION 
Mr. Fuller (Fuller-Peerless Company), president. 
John Gallagher (John Gallagher & Gompany), secretary- 
treasurer, Peoria, III. 


PHILADELPHIA STATIONERS’ ASSOCIATION 
Frank R. Welsh (Wm. Mann Company), president. 
Wm. S. Yeo (Yeo & Lukens), first vice president. 
Walter G. Stringer (Joseph Dixon Crucible Company), sec- 


ond vice president. 
Charles A. Connell (Automatic Printing & Stationery Com- 


pany), treasurer. 
Francis B. Irwin (James Hogan Company), secretary, 607 
Chestnut Street, Philadelphia, Penna. 


PITTSBURGH STATIONERS’ CLUB 


Charles H. Langbein (Stevenson & Foster Company), presi- 
dent. 

H. B. Smith (The Looseleaf Company of Pittsburgh), vice 
president. 

John A. Brown (J. R. Weldin Company), treasurer. 

Robert Crawford (Myers & Shinkle Company), recording 
secretary. 

George H. Alexander (Geo. H. Alexander & Company), corre- 
sponding secretary, 242 Diamond Street, Pittsburgh, Penna. 


RICHMOND STATIONERS’ ASSOCIATION 
Samuel Iseman (Virginia Stationery Company), president. 
J. S. Frances (The Baughman Stationery Company), vice 
president. 
. A. Schwartz (A. A. Schwartz Company), secretary- 
treasurer, Richmond, Va. 


ST. LOUIS STATIONERS’ ASSOCIATION 
Taylor B. Wyrick, chairman, 705 Olive Street, St. Louis, Mo. 


STATIONERS’ ASSOCIATION OF SAN FRANCISCO 
Henry P. Dimond, chairman, 255 California Street, San 
Francisco, Calif. 


SEATTLE STATIONERS’ CLUB 


K. R. Terry (Lowman & Hanford), chairman. 
Harold N. Moore, Secretary, Retail Trade Bureau, Seattle 
Chamber of Commerce and Commercial Club, Seattle, Wash. 


Office Appliance and Specialty Manufacturers 


ASSOCIATED OFFICE FURNITURE MANUFACTURERS 

George W. Searles (National Desk Company), president, 
Herkimer, N. Y. 

John Dornette, Jr. (The J. Dornette & Bro. Company), Cin- 
cinnati, Ohio. 

Alf Normann (Central Manufacturing Company), treasurer, 
Chicago, Ill. 

Walter Gerwig (Bentley & Gerwig Furniture Company), sec- 
retary, Parkersburg, W. Va. 

. Arthur Whitworth, manager, 801 Michigan Trust Build- 
ing, Grand Rapids, Mich. 


CARBON AND RIBBON EXCHANGE 

e 1 ae (Neidich Process Company), president, Burling- 
on, N. J. 

8S. W. Mifflin, secretary-director, Stock Exchange Building, 

Philadelphia, Penna. 


DRAWING MATERIALS, BLUE PRINT AND ARTISTS’ 
MATERIALS MANUFACTURERS OF THE NATIONAL 
ASSOCIATION OF STATIONERS AND 
MANUFACTURERS 


John W. Ogren, chairman, Conway Building, Chicago, Il. 


INTERNATIONAL STAMP MANUFACTURERS’ 
ASSOCIATION 

Charles L. Safford (Safford Stamp Works, 205 West Madison 
Street, Chicago, Ill.), president. 

B. Cairns (B. Cairns, Ltd., 134 Richmond Street, West, 
Toronto, Ont.), first vice president. 

E. T. Partridge (Partridge-Scotford Stamp & Seal Company, 
12 West Tenth Street, Kansas City, Mo.), second vice president. 

E, Q. Cannon (Salt Lake Stamp Company, 65 Broadway, 
West, Salt Lake City, Utah), third vice president. 

H. M. Allen (Allen, Doane & Company, 29 Cornhill, Boston, 
Mass.), fourth vice president. 

R. E. Curtis (The Dickey-Grabler Works, Madison Avenue 
and West 103d Street, Cleveland, Ohio), treasurer. 

Directors—William Jenkins, chairman (Jas. H. Matthews & 
Company, Inc., 3942 Forbes Street, Pittsburgh, Penna.); R. F. 
Hershey (Pannier Bros. Stamp Company, 207 Sandusky Street, 
N. S., Pittsburgh, Penna.), G. Fred Hiss (The Hiss Stamp 
Company, 52 East Gay Street, Columbus, Ohio), George West- 
brook (Noble & Westbrook Manufacturing Company, 19 Asylum 
Street, Hartford, Conn.), A. G. Fales (Northwestern Stamp 


Works, 110 East Third Street, St. Paul, Minn.). 
Information regarding district organizations may be obtained 
from the secretary, 602 Empire Building, Pittsburgh, Penna. 


NATIONAL ASSOCIATION OF CHAIR MANUFACTURERS 

Ashton P. Derby (P. Derby & Company), president, Gardner, 
Mass. 

Samuel Sailor (Haywood Bros. & Wakefield Company), vice 
president, Chicago, Ill. 

Wm. B. Baker, secretary, 531 Monadnock Building, Chicago, 
Ill. 


NATIONAL ASSN. OF oom. LEAF MANUFACTURERS OF 


John W. Ogren, director, 407 Conway Building, Chicago, Ill. 


NATIONAL ASSOCIATION OF OFFICE APPLIANCE 
MANUFACTURERS 

Cc. K. Woodbridge (The Dictaphone), president, New York, 
N. Y¥. 
R. N. Fellows (Addressograph Company), vice president, 
Chicago, Ill. 

A. N. Smith (Wales Adding Machine Company), secretary- 
treasurer, Wilkes-Barre, Penna, 


NATIONAL ASSOCIATION OF STEEL FURNITURE 
MANUFACTURERS 

O. A. Wilkerson (Steel Equipment Corporation), president, 
Avenel, N. J. 

J. D. Rogers (Art Metal Construction Company), vice presi- 
dent, Jamestown, N. Y. 

Wm. A. Vawter, II. (Baker-Vawter Company), treasurer, 
Benton Harbor, Mich. 
ot D. M. Phillips, secretary, Engineers Building, Cleveland, 

io. 


NATIONAL ASSOCIATION OF WOOD FILING DEVICES AND 
SUPPLIES MANUFACTURERS 


R. H. Sprague (Weis Manufacturing Company), secretary, 
Monroe, Mich. 


SPECIALTY ENVELOPE MANUFACTURERS’ ASSOCIATION 
Charles H. Everly, chairman, Tribune Building, New York, 
1 ¥ 


Office Appliance Managers 


CINCINNATI OFFICE APPLIANCE MANAGERS’ 


ASSOCIATION 
H. W. Rutherford (Ditto Sales Company), president; W. L. 
Gibson (Dalton Adding Machine Company), vice president; 


George T. Baker (Corona Typewriter Sales Company), secre- 
tary-treasurer, Cincinnati, Ohio. 
CLEVELAND BUSINESS SYSTEMS CLUB 

A. E. Blackstone (The Dictaphone), president; W. A. Helms 
(Library Bureau), vice president; A. H. Fritchman (The Rand 
Company), treasurer; K. A. von Ladau (Elliott Addressing 
Machine Company), secretary. 
DETROIT OFFICE APPLIANCE MANAGERS’ ASSOCIATION 

M. John Joyce (Rand Company, Inc.), president; C. J. Nach- 
tigal (Globe-Wernicke Company), vice president; C. Witten- 
myer (Felt & Tarrant Manufacturing Company), secretary, 
224 La Fayette Boulevard, West, Detroit, Mich, 








DULUTH OFFICE EQUIPMENT ASSOCIATION 

H. B. Williams (Fritz-Cross Company), president; C. D. 
Steele (C. D. Steele Company), vice president; A. N. Thomas 
(Duluth Typothetae). secretary, Duluth, Minn. 

PHILADELPHIA OFFICE APPLIANCE MANAGERS’ 
ASSOCIATION 

P. A. Swartz (Rand Company, Inc.), president; C. E. Smith 
(Ditto Sales Company), vice president; W. T. Abell (American 
Sales Book Company, Ltd.), secretary-treasurer, 908 Chestnut 
Street, Philadelphia, Penna, 


PITTSBURGH OFFICE APPLIANCES MANAGERS’ 


ASSOCIATION 
Jos. C. Russell (Burroughs Adding Machine Company), presi- 
dent; R. W. Tyler (Tabulating Machine Company), vice presi- 
dent; I. E. Wiskochil (Ditto Sales Company), secretary-treas- 
urer, 4001 Jenkins Arcade, Pittsburgh, Penna. 
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Copies of any one of the patents referred to below can be obtained by sending 25 cents in stamps to E. G. Siggers, 
patent lawyer, Suite 33, N. U. Building, Washington, D. C., and mentioning Office Appliances. 
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No. 1,333.218—Combined typewriting and computing machine; operator and to divide it into two sections; patented August 
patented August 23, 1921, by Edward Thomas of New York, 30, 1921, by Ella E. Briggs of St. Louis, Mo. 

N. Y., aSsignor to the Underwood Computing Machine Com- No. 1,390,955—Invention relating to a shield to be intersposed 
pany of the same place. between a worksheet and the carbon sheet to prevent typed 

No. 1,388,257—Combined typewriting and computing machine; impressions from appearing as carbon impressions on the 
patented August 23, 1921. by Frederick A. Hart of Jersey inner sheet. Patented September 13, 1921, by Walter a 
City, N. J. Assignor by mesne assignment to the Underwood Hausman of St. Louis, Mo., assignor to the Underwood Ty 
Computine Machine Company of New York, N. Y. writer Company of New York, N. Y. 

No. 1,389,419—Attachment for typewriters providing a_ shield No. 1,388,591—Loose leaf binder; patented August 23, 1921, by 
and divider to be attached to the keyboard of a standard Charles Rudolph Nelson of Chicago, Ill., assignor to C. R. & 
machine, so as to shield the keyboard from the vision of the W. A. Nelson of the same city. 

1,388,957. Typewriting machine—A. G. F. Kurowski, 1,389,234. Combined typewriting and computing 

Brooklyn, N. Y. (assignor to Underwood Typewriter Com- — chine.—Horatio Whiting, New York, N. Y., assign 

pany, New York, N. Y., a corporation of Delaware). mesne assignments to Underwood Computin Machine 
1,388,964. Paper gripper—Edward L. Megill, New Company, New Y ork, N.Y corporation of Ne w 

York. N. Y. 1,389,237 lypewriter.—Alexander Block, N« 

eed ge a ; V. Y. 
388,987. ‘wri y mac a ‘ry : - TF . | | 
1,388,987 lypewt ting machine. John \. Wherry, New 1.380279. Filing cabinet.—Chas. R. Southwell. S 

Orleans, La. (assignor to Underwood Typewriter Compa- pteae® ~ sila 

ny, New York, N. Y., a corporation of Delaware) tonio, Texas. 

sap de P Mes Ss > ‘ ; ; sich 1,389,411. Copyholder —Albert N. Woodruff, New \ 
1,389,116. Loose leaf filing system or posting tray. N. Y. 

Harry C. Baster, Benton Harbor, Mich. 1,389,419. Attachment for typewriters.—Ella | gs 
1,389,120. Typewriter—John W. Buchanan, Boston, St. Louis, Mo. 

Mass. (assignor of one-half to George E. Sanford, Boston, 1,389,426. Pencil—Howard L. Fischer, St. Paul, Minn 

Mass.) 1,389,650. Inkstand.—Franz A. Fuller, Newark, J 
1,389,214. Checkwriter—Walter B. Payne, Rochester, (assignor to the J. E. Mergott Company, Newark N. J., a 

N. Y. (assignor to Todd Protectograph Company, Roches- corporation of New Jersey. 

ter, N. Y., a corporation of New York). 1,389,700. Book support.—Abraham Rodow, New York, 
1, 389,215. Checkwriter.—Walter B. Payne, Rochester, N. Y. 

N. Y. (assignor to Todd Protectograph Company, Roches- 1,389,718. Typewriting machine—John Waldheim, Eliz- 

ter, N. Y., a corporation of New York). — N. J. (assignor to Underwood Typewriter Compa- 
1,389,232. Combined typewriting and computing ma- y, New York, N. Y., a corporation of Delaware). 

chine.—Lester A. Wernery, Brooklyn, N. Y. (assignor to 7,389,592, Card exhibitor —Marion Mather, Olean, N. Y. 

Underwood Computing Machine Company, New York, N. 1,389,658. Loose leaf book.—Thos. E. Heeter, St. Louis, 


Y., a corporation of New York). 


Mo. 





\ 


\ ovember, IQ21. 


OFFICE 


Frank A. 


Company, 


1,389,754. Calendar pad and holder therefor. 
Hale, Chicago, Ill. (assignor to Hale Specialty 
Chicago, Ill., a corporation of Illinois). 

1,389,911. Typewriter—Charles Spiro, 


New York, N. 


Y. (assignor to Federal Adding Machine Corporation, 
New York, N. Y.) 
1,389,949. Typewriting machine.—A. G. F, Kurowski, 


Brooklyn, N. Y. (assignor to Underwood Typewriter Com- 
pany, New York, N. Y., a corporation of Delaware.) 
1,390,010. leaf binder—Geo. T. Brumfield, de- 
ceased, Portland, Ore. (by Frances D. Brumfield, execu- 
tor, Portland, Ore.) 
1,390,026 Index table-—Jos. S. Duncan, Chicago, III. 
1,390,163. Display clip—Frank W. Richey, Chicago, III. 
(assignor to W. F. Richey, Chicago, IIl.). 


Loose 


1,390,180. Calculating machine.—Franz Thinks, Bruns- 
wick, Germany. 

1,390,199. Index card—L. A. Gale, Belmont, Mass. (as- 
signor to Underwood Bureau, Cambridge, Mass., a Cor- 
poration of New Jersey). 

1,390,213. Paper folding machine—Andrew Olson, 


Cleveland, Ohio (assignor to the 
chine Company, 
1.390.290. 


Cleveland Folding Ma- 
Cleveland, Ohio, a corporation of Ohio). 
Lettering pen attachment, E. G. Henry, New- 


berg, Ore. 

1,390,366. Fountain pen. R. J. MacKenzie, Cambridge, 
Mass. 

1.390.620 Check protector. ©. R. Jones, Monrovia, 
Calif. 

1,390,623. Book index. Paul O. Kuehn, South Bend, 
Ind. 

1,390,708.. Typewriting machine Edward B. Hess, 


Manhattan Beach, N. Y. Royal Typewriter 


(assignor to 


Company, Inc., New York, N. Y.) 
1,390,723. Copy holder. Edward W. Rothfus, Roches- 
ter, N. Y. (assignor to Error-No, Inc., Rochester, N. Y.). 
1,390,955. Typewriting machine Walter J. Hausman, 
St. Louis, Mo. (assignor to Underwood Typewriter Com- 
pany, New York, N. Y., a corporation of Delaware). 
1,391,072 \dding machine. Walter J. Pasinski, De- 


troit, Mich. (assignor to Burroughs Adding Machine Com- 
pany, Detroit, Mich.). 

1,391,079. Loose leaf binder. Adolph Rubin, St. Louis, 
Mo. (assignor to Slobin Products Manufacturing Com- 
pany, St. Louis, Mo., a corporation of Missouri). 


1,391,082. 
Winthrop, 
Mass.) 


William H. Smythe, 
Smythe, Winthrop, 


Stationery cabinet. 
Mass. (assignor to Mary B. 


APPLIANCES 11 


1,391,127. Pencil attachment. Benjamin Lane, Des 
Moines, lowa. 

1,391,139. Inker for typewriter ribbons. Wm. R. 
Ormes, Waltham, Mass. 

1,391,155. Typewriting machine. Oscar Woodward, 


Babylon, N. Y. (assignor to Remington Typewriter Com- 
pany, Ilion, N. Y., a corporation of New York). 

391,220. Calculating machine. Jos. A. V. Turck, Wil- 
mette, Ill. 

391,244. Typewriter attachment. G. Castellanos, Los 
Angeles, Calif. 

1,391,273. Lead pencil. Abraham Pollar, New York, 
N. Y. (assignor to Samuel Kanner, New York, N. Y.). 

1,391,536. Ticket é6r Check Notching device. James A. 
Fellows, Philadelphia, Penna. (assignor to Globe Ticket 
Company, Philadelphia, Penna., a corporation of Penn- 
sylvania). 

1,391,556. Finger pencil. H. Manuel, Cebu, Cebu, Phil- 
ippine Islands. 

1,391,680. Typewriting 
iiverpool, Eng. 

1.391.780. Loose leaf binder. E. L. 

1,391,788. Writing machine. 


machine. Richard F. Gordon, 
Krag, Chicago, Ill. 


Robert J. Orr, Brooklyn, 


N.Y, 
1,391,798. Typewriting machine. Geo. A. Seib, Ilion, 
N. Y 


1,391,856. Stamping device. F. J. Schmidt, Chicago, Ill. 
(assignor to A. Stein & Company, Chicago, Illinois, a cor- 
poration of Illinois). 


1,391,917. Permanent calendar. Karl Teichtner, Leipsig, 
Germany. 
1,392,135. Typewriter machine. Oscar Fischer, Berlin, 


Wilmersdorf, Germany. 
1,392,344. Envelope. 
1,392,362. Typewriting 


Paul J. Lemmer, Groton, Conn. 
machine. Geo. A. Seib, Ilion, 


N. Y. (assignor to Remington Typewriter Company, Ilion, 
N. Y., a corporation of New York). 

1,392,388. Pen or pencil holder. Jos. Amatao, Ossin- 
ning, N. Y. 


1,392,408. Typewriting machine. Jacob Felbel, New 
York, N. Y. (assignor to Remington Typewriter Company, 
liion, N. Y., a corporation of New York). 

1,392,458. Typewriter ribbon. Harry S. Stark, Park 
Ridge, N. J. (assignor to Mittag & Volger, Inc., Park 
Ridge, N. J., a corporation of New Jersey). 

1,392,468. Pencil attachment. Harry E. Watkins, Oak- 
land, Calif. (assignor to Frank A. Weeks Manufacturing 
Company, New York, N. Y., a corporation of New York). 


The Service Bureau of Office Apoliaas Is for 


the Exclusive Use of Subscribers 
and Advertisers 












For subscribers it answers by personal letters all inquiries upon matters germane to the field, it furnishes special reports upon 
articles of office equipment, supplies names of manufacturers of any article wanted, puts man and job together, 
aids foreign dealers in securing U.S. A. lines, and in many other ways performs useful service, all 
without charge. For advertisers it maintains a competent copy department, furnishes lists 
of desirable agents and dealers in nearly every country, sends actual leads for 
business in a weekly bulletin which goes to advertisers only and in other 
ways supplements the value of the advertising space. 
in every corner of the globe make good use of this bureau; 
manufacturers in every section of the field have 
evidence of the value of the service. 


Subscribers 
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of the NATIONAL ASSOCIATION OF STIA- 

TIONERS AND MANUFACTURERS ofthe U.S.A. 
(See Page 90) 
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Editorial 


“THE KEY ON THE COVER.” 

Every once in a while someone inquires as to the significance of “The Key on the Cover.” 

Prior to 1905 there was no office equipment industry as a separate entity. The several divisions 
or groups now composing the industry were thenunrelated. Even within these groups was neither 
kinship of spirit nor concert of action. 

Fifteen years ago furniture for the office was classified with furniture for the home despite 
the fact that office desks, filing cabinets, etc., had no more in common with “parlor suites” and 
“kitchen cabinets” than they had with food products or the piano in the parlor. The machinery 
of the office, its devices, supplies and stationery were at that time as unrelated, each to the other, as 
they were to the office furniture. Although the exclusive use of the vertical filing cabinet was to 
contain and classify the product of the typewriter, there was no point of contact between makers 
of filing cabinets and makers of typewriters. Their salesmen did not fraternize. Among the man- 
ufacturers of the various machines with which offices were equipped, no relations in common hed 
been established. It was a case of every man for himself. . 

Out of this state of facts came an inspiration to the late George H. Patterson, founder of Office 
Appliances, and his associates. 

To bring all these unrelated but relatable units into one group, under one banner, and to 
establish a market place to which Office Appliances, the journal, should be “The Key,” was made 
the mission of the publication. The idea succeeded. The market place is established. By the use 
of “The Key’ the manufacturer of office equipment enters to display his products, while the dealer 
gains entry to purchase the manufacturer's line. 

This meeting place is common ground for the entire office cquipment industry. How em- 
phatically this is done, is shown by the number and diversity of products advertised in Office 
Appliances and by the wide and always widening audience to whom these announcements go, for 
this journal, aside from its domestic circulation is read in more than half a hundred countries 
throughout the world. The founder of Office Appliances, brilliant and able as he was, could hardly 
have foreseen the happy results of his inspiration. He found that which has lived through serving 
as he intended it should live, but, could not have pictured the power which resides in the spirit and 
will to serve, once they are connected with an engine suited to their purpose. 

It has been and will continue to be the constant object of this journal to do the best it can in 
every situation. As well as we may, the members of this staff strive to overcome our own imper- 
fections of judgment and to work unceasingly to present fairly, sincerely and without prejudice 
everything having a useful relation to the office equipment industry. 

All life is competition, and in gathering together between the covers of this book the exhibits, 
if we may so call them, of several hundred producers, many of whom are competitors with each 
other, it is inevitable that rivalries should sometimes appear. In handling matters of competition, 
as well as ail other things presented in the news and advertising columns of Office Appliances, we 
strive to be fair—to advance the interests of all and to injure none. Here and there amid the 
200 or 300 pages which this journal presents each month, we may overlook something; in fact, no 
issue passes where we do not find that we could have done better had we been more alert, but such 
errors are of the head and not of the heart, and throughout the years during which Office Appl- 
ances has been published, we have never yet made an error which bore heavily upon any one nor 
taken a stand which involves injustice to any organization or individual. This journal takes the 
view that no man can prosper who is unfair to his fellows. On rare occasions we have detected 
in the keen rivalry of business a certain tendency to unfairness and it has been our privilege some- 
times to make suggestions to members of the industry, but nowhere do we feel that we have been 
unjust and never have we had any desire except to advance the entire industry, to give every one 
a man’s chance and to play our part foursquare from every standpoint. 
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| 
Optimism a Profitable Virtue. The Present Number. 
EVER before in recent years has optimism HE MOST cursory glance will satisfy the 
been such an asset to the business man. reader that the present issue of Office Appli- 
PP" | 
Particularly has the salesman cashed in on a_ ances is unusual. It is all of that, not alone in 
happy viewpoint and serene countenance. It has mere size, in which no one can claim much merit, 
enabled him to “thaw” frozen orders, to estab- but in character of contents and the completeness | 
lish a buying attitude on the part of men who’ with which big news events are covered, both in 
needed machines and merchandise, and then to text and illustration. We have worked hard at 
convince his credit man that the customer is a the job and have tried to merit approval. 
good risk. We regret that the Old Timers’ Party had to be 
, , : omitted this time, not, however, from lack of 
Salesmen of one of the leading typewriter com- ; rte es 
. 5: S _ matter. We shall continue the Old Timers’ page 
panies have sometimes ridden rough-shod ovet , : 
sake : ; . te hereafter as frequently as possible. 
prospects affiliated with Lugrubious Blue. The hae 
approach went something like this, when the buy- STATEMENT OF THE OWNERSHIP, MANAGEMENT. CIRCU 
- ane “feneen” + ae , onk .. REQUIRED BY THE ACT OF 
er was “frozen.” “Don't you know, Mr. Blank, Nie CONGRESS OF AUGUST 24. 1912, 
that you are creating this unhealthy atmosphere ef, Office Appliances, published monthly at Chicago, Ii | 
, . . : “i F etober 1, 1921. | 
in your own business! You are forcing pessim- STATE OF ILLINOIS, County of Cook, ss. 
‘ S Before me, a Notary Public in and for the state and count 
ism on your own people as well as on those aforesaid, personally appeared ( IF. Mathoit, who, having been 
. : dul sworn according to k . deposes d says he she is T 
with whom they deal. How can your salesmen, Secretary of Office Appliances, and that the following is. to. th 
° ne nm ee © : . se sham ne best of her knowledge and belief, a true statement of the owne 
for instance, work with enthusiasm, when they Zhi), “nanagew at (and if a daily paper, the circulation), etc 
know that your purchasing department is air- ‘he sforerald publication for the date, shown in the above caption, =| 
tight and hide bound! You are sending mis- Postal Laws and Regulations, printed on the reverse of this form | 
. . ° . . . ' to wit: 
sionaries ot pessimism to cultivate your own cus- 1. That the names and addresses of the publisher, editor, man | 
ta < . ov - . p aging editer, and business managers are Publisher—The Office 
tomers, withering the crop ot orders that should Appliance Company, No. 417 S. Dearborn St., Chicago, Ill. Edit | 
. i . S.. > Kivi Johnson, No, 812 N. cenilwortl Ave., ak "ark, Ill 
be conning your Way. Maybe you are thinking Manegine Editor BS Se, "ie R12 N meutiworth Av | 
: . ’ asanieente That’ca 26 Oak Park, ID. Business Manager Toh A Gilbert, No 310 | 
in terms of 1919 or 1920 busine SS. That's d ad Forest Ave., Gien Ellyn, Il. . 
and gone. None of us will experience easy busi- , 2. That the owners are: (Give names and addresses of ins 
°°. > ¢ vidual owners, or, if a corporation, give its name and the names 
ness for some years to come. But every man and addresses of stockholders owning er holding 1 per cent 
° more of the total amount of stock.) Evan Johnson, No. 312 N 
Kenilworth Ave., Oak Park, Hll.; Albert H. Hitchcock, No, 5425 


can do his share toward making business better 
by doing business right now. 

“Many lines are in worse shape than yours,” 
continues the salesman, “but they are not hin- 
dering business. They are buying to the full ex- 
tent of their ability, knowing that there will soon 
be a return current of business that will liven 
things in their own plants. Who has been harder 
hit than the farmer? He is buying, piece-meal 
in many cases, but he is buying. 

“You have credit—you need many things to 
make the transaction of business convenient, ac- 
curate and speedy. Put your house in order for 
the flow of business that is surely coming. If 
you don't, your business will be limping when 
optimists are bragging about being on full time 
with full crews. 


LETTERS TO 


W. Adams St., Chicago, Ill.; C. D. Malhoit, No. 817 W. 70th St 


Chicago, Ill. 

3. That the known bondholders, mortgagees, and other secu 
holders owning or holding 1 per cent or more of total amount 
None. 


bonds, mortgages, or other securities are: 

4. That the two paragraphs next above, giving the names 
the owners, stockholders, and security holders, if any, contair 
not only the list of stockholders and security holders as the 
appear upon the books of the company but also, in cases where 
the stockholder or security holder appears upon the books of the 

other fiduciary relation, the name 


company as trustee or in any 
of the person or corporation for whom such trustee is acting 

given: also that the said two paragraphs contain statements 
embracing affiant’s full knowledge and belief as to the circum 


stances and conditions under which stockholders and = security 
holders who do not appear upon the books of the company 
trustees hold stock and securities in a capacity other than that 
of a bona fide owner: and this affiant has no reason to belie 
that any other person, association. or corporation has any interest 
direct or indirect in the said stock, bonds, or other securities 
than as so stated by her. 

5 number of copies of each issue of this 


5. That the average 
sold or distributed, through the mails or otherwis« 
i months preceding the date show! 
is required fron 


publication t 
paid subscribers during the six 
thove is se (This information 
publications 


THE OFFICE APPLIANCE COMPANY 


C. F. MALHOIT, Secretary. 
1921. 
(Seal) RESSIE ARKIN, Notary P 
(My commission expires April 18, 1925.) 


THE EDITOR 





Haddon’s suggestion in the following letter 
appeals to us as sound. We see no reason why con- 
venience would not be coupled with economy in 
such standardization and, surely, it is much simpler 
to effect the change with cards than to effect the 
change with the general catalogues, as has been 
frequently suggested. 


Mr. 


105 W. Jackson Blvd., 
Chicago, Ill, Oct. 13, 1921. 
Office Appliances 
Gentlemen: 
I wish to make a suggestion through your valuable 
trade journal regarding show cards from a retailer’s 


point of view. Many and varied are these cards 
and all of different sizes. 
Owing to this fact a great waste results. After 


using them once, the question arises, where to keep 
them for future use, and because some are large and 
some small they cannot be kept together. Indeed, 
many become soiled before needed again or cannot 


be found at all. 

I would suggest that so far as possible all mani 
facturers make their signs and cards 8x11 inches 
smaller. If one of those dimensions is not 
enough, make them so that they will fold, or have 
them in sections. Cards this size do not take wu 
too much room and two or more can often be 
to better advantage than one large card which oft 
takes up too much space in a small window. 

Another point in favor of show cards &x11 inches 
is that they can be put away in alphabetical order 
in a drawer or letter file, where they can 
kept clean and neat. When a trimmer is working 
a window and putting in, for instance, typewriter 
supplies, he will go to his “window file’ and lool 
under the letter “T,” there to find, in good conditiot 
all he needs in the way of cards, signs, ete. 

ELLIOTT W. HADDON, 
Manager, Faithorn Printing Company, 
105 W. Jackson Blvd., Chicago 


laree 


Casliy be 















































Anger in Business 
By Dr. Frank Crane 


HERE is no use telling you, son, not 

to get angry; no use telling any red- 

blooded man that Indignation is a 
natural flame that spurts up in the mind 
upon certain occasions, as surely as gaso 
line explodes at a lighted match. 

All I say is—Wait! 

Don’t do anything till your heat is 
gone. Don’t say words, fire the man, 
quit the job, nor pass judgment until your 
brain has cooled down. 

For most anger is the irritation of of 
fended vanity. 

We think a lot of our opinion, and 
when one sneers at it it is as if he threw 
mud on our white duck trousers. 

We have a high notion, of the respect 
due us, and when it is intimated that we 
are nobody we want to smash something 
to show we are somebody. 

We are never angry, save when our 
pride is hurt. 

Anger is self-esteem on fire. 

So, flare up, if you must, swear and 
break the furniture; it may do you good; 
but go up to your room to indulge in this 
relief, lock the door, and stay there until 
the storm blows over 

Never write a letter while you are 
angry. Lay it aside. Ina few days you 
can come back at your offender much 
more effectually. 

Don’t transact business in heat. When 
you are “mad clean through” it is your 
sore egotism that is operating, and acts 
prompted by egotism are usually ridicu 
lous. Many a man can charge the loss 


of thousands of dollars to a moment’s 
outburst. Hang up the matter for a few 
days, and come to it again when your in- 
telligence is not upset by your feelings. 

One of the best things to say is nothing 
When you answer a man he gets your 
measure; when you keep still you have 
him guessing. 

The cool man who has himself under 
control always has the advantage over the 
hot man 

Even if you have to lick a man you 
can do much better“if your head is clear 
of anger fumes. Wrath may lend a little 
extra punch to your blows, but self-con- 
trol will plant them to better effect. 

Anger dulls your efficiency. What you 
do goes wild. You have a lot of energy, 
but no accuracy. 

Anger dims your eye. You see vividly, 
but what you see is not so. 

Anger makes chaos in your thought. 
You are a crazy man. What you think 
in the egotism of anger you will pay for 
in the humiliation of saner moments. 

Few good deeds have been done in 
anger, while all manner of crimes are due 
to the intemperance of wrath, such as 
blows, murders and war, “the sum of all 
villainies.” 

The first and greatest lesson for you to 
learn, son, is to control your temper, and, 
if your nature is touchy, to resolve to 
take no action until the blood is cooled. 
This is sound sense, sane ethics, good 
business 
(Copyright, 1921, by Dr. Frank Crane.) 
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Office Appliance Displays from Canada 





Written Especially for Office Appliances by Ernest A. Dench. 


HE office supplies department is generally the 
one that is neglected by the average stationery 
store, unless the trade is exclusively with lo- 
cal offices and factories. This should not be so, 
for there is good money in this department if it is ex- 

ploited in an aggressive manner. 

A great many lines in office supplies that the sta- 
tioner handles are innovations for the more efficient 
conduct of a business. The progressive business man 
cannot be expected to evince interest in a pig in the 
poke proposition, and it is up to you to stage both 
window and store demonstrations, showing how he 
can speed up his business and cut costs. 

Although I spent a month jumping on and off Cana- 
dian Pacific coaches, while traveling between Montreal 
and Vancouver, making the round trip by different 
routes, I only noticed nine window displays of suff- 
cient interest to pass along to other stationers. 

Testing the Strength. 

The Office Specialty Company, Ottawa, Ont., en- 
closed the rear of a show window with a three-panel 
screen. An announcement on the left panel advised 
one to— 





“Note the Prodigious 

Strength of These Office 

Filing Folders.” 
A red ribbon tape extended from the announcement 
tc near the center of the ceiling, from which a ver- 
tical file pocket was hung on a rope. The stout folder 
was filled with large pieces of slate, testifying to the 
toughness of the paper. There was a similar ribbon 
tape running to the suspended folder, on the right 
side panel, which was captioned: 

“For Durability, 

ance, Rainproofness, 

These Folders.” 
The middle panel bore the illustration of a young man 
rescuing a torn folder after a goat had had a meal 
off of it. The message here stated: 

“When Other Folders Get 

Your Goat, Try Our Fa- 

mous Folders.” 

System Supplies for the Filing Cabinet. 

The Canada Furniture Manufacturers, Ltd., Toron- 
to, Ont., had a window drive on filing cabinets. The 
central exhibit consisted of a large sign, worded in 
the following convincing manner: 

The world’s best filing cabinet is only an ornament 
until it is properly equipped with the necessary system 
supplies. It is then immediately transferred into an effi- 
cient office machine. Are your cabinets ornaments or ma- 
chines? 

Running from the center of the sign, parting in 
divers directions, were ribbon streamers. Fully eighty 
kinds of filing folders were exhibited in the left half 
of the trim, with over one hundred different varieties 
of filing cards at the right half. The ribbon streamers 
parted company in front of the different filing arti- 
cles, singling them out for individual attention. 

The Wagon Wheel Contrast. 

The Office Specialty Company, Toronto, Ont., staged 
a unique window exhibit, the principal feature of 
which was a huge wagon wheel. Running from the 


Appear- 
Use 


wheel was a ribbon streamer, with a can of wagon 
grease down in front as its final destination. 
card pointed out that— 


lere a 


“As Grease on the Hub 
Makes the Wheel Run 
Easy, so Proper Filing Fa- 
cilitates the Locating of 
Records.” 

Before and After. 

Another effective display by the Office Specialty 
Company, Toronto, Ont., was devoted to sectional! 
files. A contrast was afforded by an antiquated nail- 
like file, on which all kinds of records were “stabbed.” 
A great number of the records were torn and defaced, 
while they were arranged in hopeless confusion. A 
card served to enquire: 

“Do Your Files Look Like 

This ?” 
The opposite side of the trim showed the efficient 
method—the sectional file. A bunch of keys on a ring 
were placed on top of the file, backed up by the sign 
as below: 

“Like Keys on a Ring—the 

Safest Method of Filing in 

the World.” 

The Fireproof Wall Enclosed Office. 

The Office Specialty Company, Toronto, Ont., also 
devoted a recent window display to fireproof walling. 
Half of the window was arranged as a bedroom, in 
which a man had just risen from bed to answer a 
telephone call by his bedside. A sign indicated that 
he had just learned of his office being on fire. In 
the other half of the trim, laid out as his office, the 
fire had failed to penetrate, “Thanks,” as a sign point- 
ed out, “to the fireproof wall.” 


The Selling Points of the Desk. 


Grand & Toy, Ltd., Toronto, Ont., left no stone un- 
turned to focus attention on the constructional features 
of the office desk exhibited in their show window. The 
desk was stationed in a semi-turned up position, the 
top of the desk being removed in order to permit a 
full view of the interior. Even some of the drawers 
were taken out, the object being to prove the claim 
advanced by a show card to the interlocking parts. 
Other points advanced by cards informed the business 
man that— 

“The Drawers are Dove- 
Tailed Back and_ Front. 
The Desk Top Is Five-Ply, 
Built With Special Cor- 
ners.’ 

The remaining displays relating to the subject of 
this article, gathered while on the road between Mon- 
treal and Vancouver, featured loose leaf books of all 


kinds. 


Careful or Careless? 
McAinsh & Company, Ltd., Toronto, Ont., 
three-tier mound along the entire length of a nar- 
row side window display. The mound was covered 
with white silk, with loose leaf books in graduated 
sizes displayed on the mound. A card served to point 
out that— 


ran a 


“A Careful Man Keeps a 


Record. A Careless Man 
Has to. This Is the Solu- 
tion.” 
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A Black and White Study 

The Willson Stationery Company, Ltd., Winnipeg, 
Man., floored the trim with black crepe paper, with 
such articles as loose leaf book covers and_ black 
leather wallets laid out on the floor at equal distances 
apart. But it should first of all be explained that the 
clashing of black on black was done away with by 
laying each black article on top of a small square of 
white crepe paper. 
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An Appeal to University Students. 

The Western Specialty Company, Vancouver, B. 
C., displayed loose leaf books on a tier of black plush 
covered mound across the rear. On a card appeared 
the following announcement : 

Attention, University Students—Here Are the Loose 
Leaf Books That You Require. Keeps Your Notes Un- 
der One Cover. It’s Less Trouble and Is More Easily 
Referred to 

(All Rights Reserved.) 


First Person Salesmanship 


Written Especially for Office Appliances by Lester G. Herbert. 


ICHMOND, a business man of my acquain- 
tance, who has filled a salaried position of im- 
portance with acceptability, found himself out 
of a iob some three month ago. The firm for 
which he worked found it absolutely necessary to cut 
down expenses, and so the organization was reduced at 
every possible point. It is not our purpose to discuss 
the wisdom of this. It simply was done. 

Our friend was much depressed and quite inclined 
to pity himself, and to look upon the situation as de- 
cidedly unfair to him. In the latter attitude of mind 
he was right, for he had been loyal and a hard worker. 

Nevertheless, the situation was just as it was, and 
the wise thing to do was to make the best of it. Rich- 
mond made a few efforts to get another position. He 
wrote to several firms and he interviewed some people 
whom he thought might have influence. He was of- 
fered a couple of jobs at less money than he had been 
receiving, but he was not willing to lower his dignity 
to the extent of accepting these. 

Fright Plus False Pride. 

To be perfectly honest he was a little bit vain and 
proud—and he was plain scared. He didn’t want to 
let his friends think that he was earning less than he 
had ever earned, and he didn't dare stay where he was 
and fight for a place. 

So he went out into the country and with his sav- 
ings bought a small farm. He knows nothing about 
farming, and he is under the mistaken impression that 
he is going to be sure of a good living. He will work 
as he never worked before, and he has all his training 
to get. He is not drawn to agricultural pursuits, and 
is not likely to be happy. 

He fell down because he didn't know how to sell 
He should have advertised and hus- 
tled and taken the best thing in sight, using it as a 
stepping stone when the time came to the sort of a 
job he covets. 





7 : 
AIS OWN Services. 


\ business man who was shrewd and clean of life 
and record has conducted a modestly prosperous place 
for about eighteen years. He often wonders why he 
has seen neighbors and competitors outdistance him 
with no better opportunities than he has. 

This man, whom we will call Adrians, is very quiet. 
He grew quieter as he grew older. He belongs to 
no clubs. He rarely goes to church. He does not 
take part in the local business men’s associations or 
the activities of the Chamber of Commerce. He goes 
home, reads the newspaper; and while he is quiet and 
kindly beneath his own roof—he makes little conver- 
sation with people. In fact, he is really not at all 
well-known, and if you were to ask anyone about his 
standing—that person would look vague and say that 
he is one of the smaller business men of the place. 


He pays his bills and has a car, but seldom mixes 
with people in any way, form, or shape. 


Isolation Doesn’t Pay. 


On several occasions he has lost out because he did 
not know what was to happen in the way of business 
changes. For example, he was located next to a trol- 
ley station, and it was not until it was announced in 
the newspaper that the trolley station would be moved 
a couple of blocks away, that he became aware of 
the fact that he was to be left stranded in a part of 
the business street which would now be almost de- 
serted. 

If he had been a member of some one of the work- 
ing organizations of his town he would have known 
about this proposed change in ample time, and could 
have governed himself accordingly. His seclusion and 
disinclination to interest himself in the people about 
him has cost him a lot of money, and Adrians is a 
little bitter because he feels that he is not appreciated. 
This is really unfair, for he has no one but himself to 
blame for the situation. If he had let people know 
what a fine man he is and what good judgment he pos- 
sesses—he would have established good will and pub- 
lic confidence. 

He has been a poor salesman concerning his own 
ability, business judgment, dependability, and personal 
charm. Adrians has never sold himself well, and 
doubtless he never will. 

ok ok 


A man by the name of Humphrey came from a 
small town of seven hundred inhabitants—little more 
than a hamlet. He reached the Big City with about 
fifty dollars and without any acquaintances or busi- 
ness connections. 

Preparing a Selling Campaign. 

Before he left the Littlke Town he had taken pains 
to get a first-class letter of reference from the man 
for whom he had worked for three years; the post- 
master ; the minister of the church which he attended ; 
the principals of the schools where he had gone as a 
child and young fellow; from a writer rather well- 
known who had his summer home in the Little Town; 
his banker ; and the leading physician of the town. 


The young man took all these references and cop- 
ied them in suitable form on a single long sheet of 
good quality paper. At the bottom of this sheet he 
wrote these paragraphs, and signed them himself: 

[ am a stranger to you, and in order that you may 
have a few facts by way of introduction, I have obtained 
the above recommendations from people who know me 
well. Some of these people have known me from child- 
hood, and while you do not know them, the positions which 
they hold in their own home community are a guarantee 
of their character and integrity at least. 
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_ It is my hope that these good words from different 
friends and acquaintances may be convincing to you, for 
while one or two might err in judgment, it is scarcely like- 
ly that all would conspire to speak well of me without my 
having gained their good opinion and merited their con- 
fidence. 

Any farther than this I cannot say, but I shall be glad 
to show you that I can ke earnest and faithful in duties in- 
trusted to my care. It will be my pleasure to prove that | 
am capable of carrying responsibility and of measuring up 
in any position which I undertake to fill. 

I am, 

Very truly yours, 

[his sheet he had neatly typewritten and copied a 
number of times. The copies were placed in clean, 
new, long envelopes. He obtained a room where the 
expenses were modest, and he ate at neat but inex- 
pensive places. He saw to it that he was carefully 
groomed all of the time. He went to a local Y. M. 
C. A., and gave a copy of that sheet to the man at 


the desk 
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Credentials Opened Up the Opportunity. 


He was referred to a business man of standing in 
consequence, and inside of twenty-four hours he had 
located a perfectly splendid position, for he offered to 
pay the charge of telegraphic verification as to the 
identity of any of those signatures written. He car- 
ried the originals with him. 

In two years he was occupying a position which 
was of importance, and drawing a salary of $7,000 a 
year. Today he is a partner in the business, for he 
never bluffed, and he always made a point of delivering 
more services than his contract called for. 

Humphrey has succeeded because he sold himself 
well, and he will go on doing it to the end of the chap- 
ter. He doesn't make the mistake either by selling the 
same goods over and over, for he keeps adding to his 
stock of personal efficiency, and this is bound to count. 


Selling Office Appliances at Christmas 


Written Especially for Office Appliances by A. E. Edgar. 


of office appliances and supplies are over- 
looked during the hurry of Christmas shop- 
ping. Some effort is always made, of course, 
to sell these lines, but it is not very often very aggres- 
sive, nor always positively definite to the customer. 

One of the first essentials at this time is to em- 
phasize the suitability of the article as a Christmas 
gift. This may be done by positive statement and by 
suggestion. The suggestion may be made by keeping 
the old, much used slogan, “Buy Useful Christmas 
Gifts,” prominent. 

So far as it goes, this general scheme of things is 
good, but it can be carried much further. A filing 
cabinet may not appear to most persons as suitable 
for a Christmas gift. At first thought it might be dis- 
carded without a second thought. Couple it with the 
slogan already mentioned and the cabinet is linked 
up with many other articles that may be suitable for 
Christmas gifts under certain circumstances. 

Christmas Settings for Office Furniture. 

This suitability can be further emphasized by dis- 
playing the cabinet in a Christmas setting, using the 
well-known Christmas symbols and decorations to 
produce the proper Christmas atmosphere for the dis- 
play. We now have the article linked up a little 
closer with the idea of its suitability as a gift. 

The addition of other articles to the display that 
are recognized as suitable Christmas gifts will add 
another strong link to the chain of impressions that 
indicate its suitability as a gift. 

The customer casually looking into the window dis- 
play under these conditions will not reject the filing 
cabinet as unsuitable for gift purposes, but she will 
probably not have any strong emotions on the sub- 
ject. She will accept the cabinet as suitable for a 
Christmas gift, but it will not appeal to her. 

If in addition to this display we can speak a few 
words to her suggesting that the cabinet may be use- 
ful to her husband, her father or her brother we 
might start her to considering it as a possible pur- 
chase as a gift. We cannot stand at the window and 





speak to all who hesitate to glance over the disptay, 
but we can get the ear of the prospect through the 


CCASIONALLY the possibilities of the sale 


eye. A show card with the simple wording, “lor 
Him,” will mean a lot to many who are undecided as 
to what to purchase “for him.” Other phrases can be 
used, and it is sometimes possible to make much busi 
ness by changing the wording on the show cards in 
the window several times a week, especially where 
any persons pass the display every day, sometimes 
twice or four times a day. Other messages that will 
draw out a responsive chord are: 

“Wouldn't he appreciate a_ filing cabinet.” 

“Does he need a filing cabinet in his office.” 

“A filing cabinet in the home is handy—if not an 
actual necessity.” 

“An all-year-round Christmas 
men.” 

Endow Business With the Christmas Spirit. 

rom the foregoing it will be seen that the most 
prosaic piece of business furniture can be linked up 
with the Christmas Spirit and turned into a charm- 
ing Christmas gift—with the prospect of many addi 
tional sales. 

What can be done with a filing cabinet can be done 
with any article the merchant sells. The fact that 
some men Go talk over their affairs in the home makes 
a Christmas campaign along the lines outlined possi- 
ble. A man says to his wife: “Things are getting 
into a mess at the office, | really must buy a filing 
cabinet. (or another), but | never seem to have time 
to look into it.” 

This statement is duplicated in one form or an- 
other in thousands of homes. It is only natural that 
some member of the family will have an unconscious, 
if not a conscious desire to supply the need. Here 
is the potential customer. The display and the adver 
tising that reaches the prospect has a good chance to 
effect a sale. 

If appliances are suitable for gifts, then the sup- 
plies used with them are also suitable. Here the pos- 
sibilities are greater because the lower costs bring the 
gift within reach of the financial means of a greater 
number of persons. 

By all means push office equipment and supplies 
strongly as suitable gifts for Christmas giving. 


gift for business 
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More of Bill Abbott 


Wherein is Given a Conversation with “‘Bill Abbott—Office Equipment Dealer,”’ 
Which Reveals a Few Mo e of His Trade Winning Methods. 
Written Especially for Office Appliances 
by Russell B. Williams. 


AKING fools of your customers doesnt pay, 
Williams.” “Certainly not,” I exclaimed, “but 
what’s the idea?” “I was thinking of the 
chap across the street—the hardware dealer. 

He heard about the stunt of giving $5.00 for 1914 





Lincoln pennies. So he thought he'd try it. He did 
and now he’s sorry.” 

“Why?” I interrogated ? 

“Why—? Because anybody coming into the store 


with a Lincoln penny of real 1914 vintage and asking 
for the $5.co reward—then to be told that he must 
produce the other 1913 pennies—goes out of the es- 
tablishment sore as a boil, vowing never to return if 
he can help it. That sort of thing is all right for at- 
tracting attention and getting people, into the store. 
But they don’t make for good will, and no commercial 
enterprise can exist without that particular commod- 
ity. 

“There are too many legitimate ways of attracting 
attention and getting people into your store. 
ing to tomfoolery is unnecessary. I would rather do 
something like this: 


Resort- 


“Give that same $5.00 in the form of an automatic 
pencil or fountain pen—to the one writing the best 
newspaper advertisement (6x10) about my store. | 
did that some time ago and the contest created a great 
deal of interest. I received no less than a dozen good 
advertisements and three dozen more ideas, and sus- 
tained interest by running those ads—giving credit to 
the writer—all for a $5.00 fountain pen less “40 and 
10.” 

Stunts Must Not Antagonize. 

“I quite agree with you, Bill,” [ said. “Certainly 
one must not launch a contest or ‘stunt’ that will cause 
enmity, jealousy, or anger.” 

“You're right. One should stick to such things as 
giving a pair of tickets to a movie with every dollar 
purchase, or something of that sort. That makes for 
just as much publicity, and even though it doesn’t 
bring quite so many people into the store, the ones 
that do come bring good will. 

“But I did something two weeks ago, Williams, that 
was really worth while. It was something that helped 


the whole town—brought me the compliments of a 
great many people—especially the women, and im- 


pressed my name more forcibly on the minds of the 
general public than anything I had done for a long 
time. It was this: 

“You see, Amadon has a pretty good size lake up 
North about fifteen miles, and that lake is quite an 
attraction during the summer. Quite a number of 
our townsmen have cottages up there, and a great 
many more spend week-ends there. And you know 
that ‘watering plants’ is the worry of any housewife. 
when she wants to lock up the home and go away for 
three or four days. 

“So I dressed my store window with nothing but a 
fine flat-top desk and six plants. I had two large 
ferns, an umbrella plant, a rubber plant, a good size 
Wandering Jew and a potted palm. I arranged the 
plants in an attractive display around the desk so 


that in themselves they were very attractive, especial- 
ly as my window seldom holds plants. On top of 
the desk I placed a large glass fish bowl filled with 


water. Anchored in this fish bowl were six strips of 
muslin—each strip reaching to a plant. On the desk 


also stood a neatly lettered sign which read: 

“We are giving this demonstration to show people 
how to water their plants when they shut up their 
apartments and go away for five or six days at a 
time. 

Horticulture in Novel Surroundings. 

“The water soaks through the muslin into the earth 
and keeps it at a uniform moisture. The width of 
the muslin strip should be governed by the size of 
the plant or pot. A bowl or pail of water, this size, 
will supply all of these plants for a week.” 

“By Jove, Bill, I know one woman who will wel- 
come that information. Mrs. Williams % 

*“Yes—and no less than a hundred just such women 
came in to ask me questions about the demonstration 
during its week of display. It created universal in- 
terest—was written up in the Amadon News, ‘n ev- 
erything. I only wish I could secure good pulling 
displays like that all the time. Believe me, they are 
worth their weight in gold.” 





“By the way, Bill, I noticed as I came in the door, 
that you had a little sign out there, ‘You can see this 
window by simply pushing the button.’ What’s the 
idea of that?” 

“Well, there isn’t much of an idea during the day, 
But it’s a big idea at night. Right over that sign hangs 
a small electric light that burns all night. Right un- 
der it is a push button. Any passerby, reading that 
sign, which is continually illuminated, will stop and 
press the button. That floods the show window with 
light—is more or less of a novelty—brings to the at- 
tention of the passerby the complete window display— 
impresses him with its unusualness, and last but not 
least, saves a whole barrel of electricity.” 

A Winning Circular Letter. 

“By the way, Williams, I was reading in the ‘Cal- 
gary Call’ a collection letter. It appealed to me so 
strongly that | am going to try it out. The article 
said it was a real ‘wonder worker.’ Here it is. What 
do you think of it >— 

“*Dear Brother: 

“*Three hundred sixty-eight of my customers owe 
me a total of $1,964.75. About one-third of this 
amount | need to pay bills now due. 

**So | am sending this notice to all of the 368 with 
the request for one-third the amount of the attached 
invoice, if unable to pay in full. 

“Of the manufacturers will appreciate 
prompt payment on my part as thoroughly as I appre- 
ciate promptness on yours. 

‘*Co-operatively yours,’ ’ 

“IT am going to try that letter on about 125 of my 
customers. There never was a time when I didn't 
need money and I am going to see what this will do. 
I'll tell you the results the next time you're in town.” 


course, 
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O STATIONERS’ 


A Worshipful Company of Stationers. 





Written by Frank D. Waterman for “The Pen Prophet,” 
Published in Special Daily Editions at the Atlantic City 
Convention Last Month by the L. E. Waterman Com- 
pany.—Reprinted by Permission. 


In connection with the visit to America of Mr. Percy H. 
Barringer, president, and Mr. Clifton Tollitt, vice-presi- 
dent of the London Stationers’ Association, and Mr. L. 
G. Sloan, European director of the L. E. Waterman Com- 
pany, who come to attend the annual convention of the 
Stationers and Manufacturers at Atlantic City, we are re- 
minded that both Mr. Barringer, Mr. Tollitt and Mr. Sloan 
are members of the Worshipful Company of Stationers of 
London. 

As all the world knows, the Guilds have been established 
in England since the seventh century, the term Guild in- 
dicating “A corporation or association of persons engaged 
in kindred pursuits for mutual protection and aid.” One 
of the most prominent of these, and membership in which 
is indeed a high honor, is the Worshipful Company of Sta- 
tioners. 

No authentic information is available as to how this dis- 
tinguished organization derived its name. The name “Sta- 
tioner” or “Stacioner” was applied to lymners and writers 
of books who, before the invention of printing, held pub- 
lic “stations” or “stalls” usually situated in the vicinity of 
St. Paul’s. It has been suggested that the name “Stationer” 
was applied to those who held 
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sons, not only moving our subjects and lieges to seditio1 
and disobedience against us, our Crown and dignity, but 
also to renew and move very great and detestable heresies 
against the faith and sound doctrine of the Holy Mother 
Church, and wishing to provide a suitable remedy in this 
behalf,” and incorporaies “The Master and Keepers or 
Wardens and Commonality oi the Mystery or Art of a 
Stationer of the City of London.” 

It is a fact that the Charter granted to the Stationers’ 
Company by the Crown in 1557 was granted with the ob 
ject of controlling the press and creating a powerful en- 
gine for the repression of literature distasteful to the Court 
and Ecclesiastical Authorities; at the same time it is equally 
clear that the Stationers were desirous of obtaining it for 
the purpose of advancing their trade, which was then in 
creasing rapidly in extent and value. 

The history and splendid accomplishments of this old 
organization is interesting in a high degree and we wish 
space permitted of a really detailed resume of some of the 
many constructive works completed and being carried for- 
ward today. It is rather noteworthy that since 1676 to 
1918 twenty-one members of the Stationers Company have 
served the office of Lord Mayor. 

From time to time bequests have been made to the Com 
pany for the benefit of the poorer members; some of these 
appear to be of an amusing character, but they clearly in 
dicate that the Brotherhood of Stationers held no empty 
meaning for the early members of the Company, every op 
portunity being taken to look after the poor and needy of 
the Brotherhood. 

One grant provides for overcoats to be given to poor 
Liverymen and gowns for the widows of Liverymen. Oth 
ers allow for the distribution of money and bread. 

There are quite a number of bequests for the benefit of 
poor printers, compositors, pressmen, freemen and their 
widows. 

John Norton willed in 1612 150 pounds, the produce of 
which was to be applied as follows: 10s. for a sermon at 
St. Faith’s on Ash Wednesday, 2d. each and a ld. loaf 
weekly to twelve poor persons, and the residue to be laid 
out by the Company in cakes, wine and ale. The sermon 
is still preached, the poor paid and each Liveryman who 
visits the Hall on Ash Wednesday can get a glass of old 
ale and a packet of siX spiced buns. 

In 1679 the Company built a Barge which was manned 
by twenty men and used annually in the Lord Mayor’s 
river procession. The shields of the members of the Court 
decorated the sides of the Barge when accompanying the 
Lord Mayor to Westminster. 

The Barge-master seems to have been an important per 


sonage; on State occasions he wore a large silver Badge 
bearing the Arms of the Company. This Badge is in the 
Continued cn page 290.) 


possession of the company. 





these public stations, hence the 
derivation of the word. 

It is known that in about 1357 
there was in existence a “Craft 
of Courthand and Text Writers 
and Scriveners.” At that time 
they were described as “writers, 
lymners of bookes and dyverse 
thinges.” The Stationer’s Com- 
of the fifteenth century for the 
pany, founded in the early part 
protection of manufacturers and 
ated in 1557. The Charter of 
venders of books, was incorpor- 
Incorporation was granted by 
Philip and Mary to the Com 
pany, which was the earliest 
trade organization of the now 
great paper, printing and pub 
licity industries. 

The Charter prohibits any 
person from printing within the 
realm without a license from the 
Company except patentees, and 
gave to the Company power to 
search, seize and destroy or ap- 
propriate all unlicensed books. 
and commerces to read thus: 

“Know ye that we consider- 
ing and manifestly perceiving 
that certain seditious and heret 











ical books, rhymes and treatises 
are daily published and printed 
bv divers scandalous, malicious. 
schismatical and heretical per- 
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Office Appliances in Great Britain. 
Correspondence to Office Appliances, by 
W. Teignmouth Shore. 
September 25, 1921. 


as Be N bad!” was the reply of a well-known type- 


Special 


writer man in London, when I asked him what 

were the trade prospects for the next few months. 
“Everything is very slack, and will probably continue so 
for several months to come,” answered another. This was 
depressing! But I was bucked by this from an office- 
sundries man: “With regard to the trade prospects of this 
country, we are confident that the slump in trade is over. 
We ourselves have been slowly increasing this last few 
months, but of course as most business people know, there 
will be no great revival in trade until the,rates of exchange 
become normal.” And who shall say when that will be? 

<-> 
Here is another healthy optimist, Walton Turtle, who a 

few months ago took over the general management of the 
Hammond: “As to my views on the present situation; 
while the industry has been passing through a very critical 
stage during the past two or three months, there are evi- 
dences that lead to show that business will resume a more 
normal aspect within the course of the next two or three 
months. It is generally understood that the summer 
months are slack in the typewriter industry and 
practically the whole of the continental trade is at a 
standstill—yet it is surprising that new avenues have opened 
up in this country which make it possible to do a very 
fair business. Altogether, the outlook for the future 1s 
one which I feel we can be optimistic about.” Good! Now 
for a little ice-water, from—perhaps I’d better not say 
whom: “Undoubtedly the trade position has improved 
during the iast week or two. Many firms, however, have 
large numbers of typewriters lying idle.” For my part I 
hold that there are words of wisdom here, from the mouth 
of one whose eyes are not often shut, except when he is 
asleep, which no business man has yet seen him in busi- 
ness hours!—“It seems to me that the prospects of the 
typewriter trade in this country must depend on the pros- 
pects of revival in trade generally. This depends on a 
number of factors, and it seems to me impossible to say 
what is going to happen.” An interesting chat with the 
manager of one of the foremost American typewriter 
houses in London produced more, but at the same time 
guarded, optimism: “I think we're over the worst; there 
is a gradual pick-up in business _ 
and I believe January 1 will be | 
the first day of a good year. The 
coal strike did not help! July was 
very bad for us, the worst month 
this year; August, which is usu- 
ally the worst, was 40% up over 
July, and September is going very 
strong. Even on the Continent 
there are hopeful signs, especial- 
ly in France; but Norway and 
Sweden are way down. Ex- 
change! No, it’s not the ex- 
change. Bankers and_interna- 
tional financiers could put that 
right, and will do so when they 
cease to find it profitable to keep 
exchange jumping up and down.” 
In fact, wise prophets are going 
out of business, or at any rate 
are taking a long holiday; wise 
prophets never prophesy ‘unless 
they know what is going to hap- 
pen. Never before was it so 
certain that nobody knows what 
tomorrow will bring forth, but— 
things are better. 
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The printing industry is about the first to feel a cold or 


An inquiry of one of our biggest 
forth this: 


a warm trade wind. 
London and mid-England printers brought 
“Yes; trade is stirring. Here’s proof. We print a lot of 
catalogues and price lists for big manufacturers. But they 
haven't done anything with us for many months past; you 
see, they couldn’t fix prices. Now they’re starting ahead, 
strong. That means business doing.” 
<-> 


Inquiries in many quarters and my own observations 
lead simply to this, that not until normal circumstances 
come again will office appliance business in this country 
go back to pre-war prosperity, much less to anything ap- 
proaching progress upon that prosperity. We are feeling 
our way in a fog; there is always danger of a disastrous 
set back; the sun may break through the mists tomorrow, 
or the mists may grow denser. Nobody knows, that’s all 
there is to it. 

<---> 

If Kings and Presidents and others of our rulers would 
only give business men a chance to set their own houses 
in order and back them up in their endeavors so to do— 
well, matters might quickly settle down and rapidly im- 
prove. It may seem an absurdly obvious thing to say, but 
what has to be done here, and on your side of the waters, 

indeed, everywhere—is to find out what is wrong and to 
set it right. Of course. But at any rate in this country, 
at the time of writing, the Government does not know 
what is the root of our present troubles and still less is it 
making any effort, any radical effort, to get out of their 
fog. Personally I don’t think that the uncertainty of ex- 
change is a cause of bad trade; it is a symptom of it; no 
more is unemployment; no more is increased cost of 
production. They are all symptoms. But I am not going 
to venture to say what is the root cause, nor would I deny 
that there is truth in what was said to me by an astute 
man yesterday: “British manufacturers, and every kind of 
dealer, seem never to have heard that the war is over! The 
public won’t swallow anything at any price now.” 

<--> 


But I must not wander off into a general discussion of 
the causes of the troubled conditions of trade in this coun- 
try; and I’m not so foolish, quite, as to hint at what may 
be the remedy—preferring to criticize other folks’ mistakes 
instead of adding to the number of my own; the question 
here and now is—what should wise office appliance men 
in this country do at this moment? ‘What policy should 

they pursue? Weighing up all 
| that I have heard and all that I 
| have seen, I venture this: “Go 
slow! Keep your stocks here as 
low as you dare, until exchanges 
have ceased to jump about. As 
far as possible, sell first and im- 
port only to fill orders.” This is 
| not the quick road to fortune; 
| nor is it the way to disaster. 
<> 


I had a long and profitable chat 
| with H, C. Banwell, the astute 
| general manager of the N. C. R. 

here, who by the way is among 
he wise ones who say they “Don’t 
know.” In fact, he declared that 


| 
| if he did, he would take me 
* straight out and give me the best 
luncheon that could be got and 
| the best bottle of wine. I wish 
@ «he had known! He added that 


| if he did know he would just set- 
| tle down to making millions! His 
outfit in Tottenham Court Road 
is about the best organized and 
slickest office I’ve struck for 
many a long day. It would be 
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impossible to be a pessimist in such an atmosphere! 
shall drop in there when I want a tonic. 


3y the time I write you again there may be something 
much more definite to say, for it is a very general opinion 
that things must mend or break soon. 
and watch out! and—be ready for the turn of the tide.” 


A Tunley & Co. Transfer Head Offices to Cape 


Therefore, “Go slow 








Word comes from Arthur Tunley of Tunley & Co., 
Johannesburg 


also of Cape Town, telling of the opening of an estab- 





lishment at 25 Hout street in the city last named. 
ing the last few months South Africa has passed through 
the most acute trade depression in its history, 
feel that business is now definitely on the up turn. 
Tunley opened the new store in anticipation of a return 


to normal conditions and to enlarge the scope of the ser 
vice his company is giving to the manufacturers whom it 
represents. Cape Town will henceforth be Mr. Tunley’s 
place of residence as well as headquarters of his company. 
He expects that the opening of the new store, in large, 
centrally situated premises, will add new and greater pres 
tige to the concern and mark the beginning of a new 
epoch of growth and service. 

A few months ago Mr. Tunley had plans made to visit 
the United States, where he expected to become better a¢ 
quainted with many friends in the United States whom 
he has hitherto known only by correspondence. It was 
his intention to visit a number of American manufactur 
ers of office machines and devices, including the But 
roughs Adding Machine Company, the A. B. Dick ¢ 
pany, the Elliott Company, the Multipost organization 
and others; but at the final moment he was detained 
He hopes, however, that matters will so shape them 
selves as to enable him to cross the ocean in the 1 


future. In this hope Office Appliances heartily joins and 
looks forward with keen anticipation to a face-to-face in 
terview with the man who has done much to advance 


the office equipment industry in Africa. 


A Polish Typewriter Establishment. 


The accompanying pictures show the typewriter 


lishment of Ludwik Aksman, of Krakow, Poland Mr 
\ksman is the exclusive agent for the L. C. Smith & Bros 
Typewriter Company in Poland. Prior to the war Mr. 
Aksman served as salesman in Poland for the Austrian 
agents of the L. C. Smith & Bros.’ machine. Since the 
armistice he has been in business on his own account 
Aithough a comparatively young man, Mr. Aksman has 
heen in the typewriter business for several years and has 
had a thorough training Before his connection with 
L. C. Smith & Bros. he sold machines of several manu 
facturers, among them being three models made in the 


United States. To have thorough understanding of the 
machine and its applications, Mr. Aksman engaged himself 
as a typist in offices where the machine was not used 
He furnished his own typewriter and by his accomplish 
ment proved its value to his employer. He later took a 
thorough course in typewriter construction, to enhance his 
knowledge of which he came to the United States and 
worked as a mechanician in several typewriter factories 
With the L. C. Smith & Bros. agency Mr. Aksman 
has a great opportunity, which he will, no doubt, develop 
when the conditions affecting importing goods into hi 


cecuntry improve. (Continued on page 73.) 


11S 




















VIEWS OF THE STORE OF LUDWIK AKSMAN OF KRAKOW, POLAND, WITH 
AKSMAN AT THE BOTTOM.—Upper left hand picture shows 
A copy of Office Appliances is lving upon the desk 
Smith & Bros. typewriter on tables The 
personal desk, showing his system of inter- 


LIKENESS OF MR. 
The center picture at the top shows L. C. 


rommunicating 


is the repair room. Lower left hand pic- 


of the rooms devoted to supplies and parts. In the center bottom is 
right is the entrance to the store 


Aksman himself and at the 
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New York’s Big Business Show 


Eighteenth Annual Business Show Goes to Bat with a Record 
Attendance and Nearly 140 Exhibitors 


ERHAPS the most successful business show ever held 

was the Eighteenth Annual National Business Show 

at the Central Mercantile building, 45 West Eighteenth 
street, New York, October 17 to 22, inclusive. Although 
this mammoth business exposition was held on the third 
floor of the building, all doubts as to the success of the 
nterprise were set at rest from the first day. Some felt 
t would be difficult to get people to visit a business show 
above the street level, but such was not the fact, for the 
rowds filled the room every afternoon and evening. As 
many people attended as at any other show and probably 
more. We have not seen the exact figures of attendance, 
but judge from personal observation, made afternoons and 
evenings throughout the week. The decorations were 
similar to those employed in other shows and were char- 
acterized by neatness and simplicity. The transportation 
to and from the Central Mercantile building appeared to 
e adequate for all purposes. This building is situated at 
Sixth avenue and Eighteenth street, accessible to subways, 
Broadway surface cars and the elevated railroad. In the 
building the elevator accommodations were ample to take 
‘are of the crowds of people who came io the show in 
response to the many thousands of announcements sent out 

the Business Show Company and in response to its 


extensive advertising in the daily newspapers of New 
York. From a news standpoint, the daily press showed 
ather more than the usual amount of interest in the busi- 
ness show, publishing a number of very interesting news 


the highlights of the big event. It is pos- 
location of the show had something to do 
slightly added interest from the newspaper 


norts covering 
sible that the 
ith giving it 


point of view, since this is the first time that the Annual 
Business Show Company in New York has held a show 
on a floor above the street level. Previous shows have, 
is is well known, been held at Madison Square Garden or 
at the Sixty-Ninth Regiment Armory, where one walked 

from the street without the necessity of climbing stairs 
or taking an elevator. 

The space available at the Central Mercantile building 
was larger than at any other show heretofore given. The 
floor is a mammoth affair, having approximately 85,000 


1are feet of space. The elevators come up from the 
lobbv of the building in the center of the exposition floor, 
ynsidered laterally, but a little to the south of the center 
with reference to the breadth of the floor. The main en- 
of the building is on the south or Eighteenth street. 
therefore. on entering from the elevators, faces north 
Booths were arranged to cover the entire floor, some of 
hem being behind the elevators along the south wall. The 
tvpewriting contest and motion pictures were next to one 
f the exits in the southeast corner of the building 


trance 


One, 


The number of exhibits was, we believe, greater than at 
ny previous show. All told there were 233 spaces, all of 
vhich were taken. There were not, however, 233 exhib- 

;, since many companies took several spaces each 


\s one came out of the elevators, he found at the right 
of the main aisle the Underwood exhibit, covering spaces 
121 to 126 inclusive and 137 to 142 inclusive, taking in an 
entire block of 12 booths. At the left of the aisle, opposite 
the Underwood exhibit was that of the Elliott-Fisher 
Company, which occupied booths 118 to 120 inclusive and 
143 to 145 inclusive, making six booths occupied by this 
exhibitor. Just beyond the Elliott-Fisher Company ex- 
hibit, and at the left of the main aisle, the 
Remington Typewriter Company occupied 6 booths from 
75 to 77 inclusive and 100 to 102 inclusive. Across the 
aisle from the Remington was the Ellis Adding Typewriter 
Company, occupying booths 78, 79, 98 and 99, Other im- 
pressive displays included those of the Oliver Typewriter 
Company, which occupied six booths in the western portion 
of the building. These booths were tastefully decorated 
with palms and ferns. The Corona Typewriter Company, 
occupying booths 106, 107 and 108 presented an excellent 
display presided over by officials of the company and rep- 
resentatives of the New York City office. Hon. Benn 


across an aisle 


Conger, president of the company, visited the show during 
the week. The exhibit of the Yawman & Erbe Manufac- 
turing Company was also one of the high points of the 


show, likewise the 
Company, the L. C. 


exhibits of the Noiseless Typewriter 
Smith & Bros. Typewriter Company, 


Rapid Addressing Machine Company, The Addressograph 
Company, The American Multigrarh Sales Company, 
Globe-Wernicke Company, Monroe Calculating Machine 


Company, Wales Adding Machine Company, Woodstock 
Typewriter Company, etc. 

The speed demonstrations at the Underwood and Rem- 
ington booths kept the crowds constantly on the qui vive. 
At the Remington booth the Misses Marion Waner, ama- 
teur typewriter champion, Genevieve Maxwell, Hortense 
Stollnitz and Elsie Keller demonstrated, the speed possi- 
bilities of the self-starting Remington. At the Underwood 
booth George L. Hossfeld, professional champion, Bessie 
Friedman, Albert Tangora, Margaret B. Owen and Wil- 
liam F. Oswald were the stars who demonstrated the speed 
possibilities of the Underwood machines. At both displays. 
the speed operators were so placed on raised platforms 
that their work was in plain view of the crowds on the 
floor who packed the aisles, watching the flying fingers 
perform incredible feats of typewriting speed. With all, 
admiration for the wonderful work of Mr. Hossfeld, who” 
under the new rules achieved 136 words per minute of per- 
fect writing for one hour, after deducting 260 as a penalty, 
we should mention the astonishing achievement of William 
F. Oswald, who wrote 7,681 words in one hour with only 
one error, making a net average of 128 words per minute. 
This perhaps, considering the total number of words writ- 
ten, is the most remarkable feat ever performed on 2 
type writer. 

Much interest was aroused at the booth of the Wood- 
stock Typewriter Company, where Robert G. Curtis, am 
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English champion, demonstrated the Woodstock machine. 
Mr. Curtis made a fine record in the professional contest, 
considering the fact that this was his first contest in the 
United States and the first that he has ever engaged in 
under the International rules. Mr. Curtis made a net 
average of 106 words per minute. The same observations 
hold of Miss Millicent Woodward, the English champion, 
who operates a Royal typewriter. Miss Woodward, de- 
spite the new and strange surroundings and the long ocean 
voyage, made the excellent record of 101 words net in the 
professional class. 

The business show was a success from every viewpoint. 
On every hand there were expressions of commendation 
for the manner in which the show was conducted and for 
its value as a business getter. Executives’ days were espe- 
cially valuable in that thousands of responsible buyers 
took advantage of these days to visit the show, inspect 
the exhibits and provide for their future needs in office 
equipment. 

Frank E. Tupper, president of the show company, and 
James F. Tate, its general manager, are to be congratu- 
lated upon the success of this big event. To them is due 
no little credit for what amounted to a brilliant victory, 
for earlier in the year it was intended to hold the show at 
Madison Square Garden. This became, however, imprac- 
tical, when a large portion of the main floor of Madison 
Square Garden was turned into a swimming pool, which 
would have to be floored over and braced were a show to 
be held in that building. It was then necessary, upon all 
too short notice, to find a new location and practically to 
resell the space. This was a feat of no mean proportions, 
but it was done and so thoroughly done that the show was 
larger than it could possibly have been in the more re- 
stricted space of the Garden. 


The Typewsiee Contests. 


Shortly after the Chicago contest some one asked me 


if I did not think that the interest in such Marathons 
would gradually decline by reason of so many brands 
of machines being made and their universal use. If that 


person had been with me on October 17 he would never 
have asked the question. When the whistle blew there 


were more than 35,000 teachers and students in the Busi- 
ness Show, and each and every one of them was practic- 
tactics in trying to get through the passage 
utterly 


ing subway 


which led to the contest room—an useless en- 














GEYURGE HOsSFELD, WINNER OF 
INTE RN 4 ATIONAL CHAMPIONSHIP 
TYPEWRITER CONTEST, _ 1921.—Note 


the vic ture of the Office 
sand dollar trophy in the 


Appliances thou- 
back ground. 


for that room was wedged tight with 
packed so closely together that the 
slightest movement was an impossibility. I am told that 
40 000 tickets were taken at the door of the Show, but it 
is hard to believe it—from my personal experience I judge 
there was a mistake made in the count and that it should 
have been a million. 

It- was a good natured crowd, however, 
hour every member of it kept his or her eyes 


deavor, of course, 
perspiring humanity, 


and for a long 
focussed 
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on the thirty-odd performers who were doing their level 
best to wrest Mr. Hossfeld’s honors from him. Not only 


were America’s experts there, but the French champion, 
Miss Millicent Woodward, and the English champion, 
Mr. Curtis had come from overseas to try to “lift the 


young lady it with the 


‘homas Lipton. 


cup,” and in the case of the was 
especial good wishes of Sir 7 


Editor’s Note—But the cup is still here and the reason 


thereof will be plainly seen by reference to the detailed 
report of the figures made. 

The matter written was a story entitled “In God’s 
Country,” and which was exactly the same in stroke in- 
tensity as the story used in 1921, which shows that the 
winner has progressed about five words per minute 


during the past year. How near this can be gauged by 
one who keeps a close watch on such things may be seen 
from the fact that while some of the contestants reached 
the fifth line from the end of the book, that is as far 
as they could get—score one for the author’s judgment 

It was a heart-breaking 
no time was the result sure in the 
Note that between the first and second on the 


struggle all the same and at 
mind of any looker on. 
Professional 














MARION C. WANER, 
Amateur Champion Typist. 


words— 
between 


list there was a difference of but twenty-four 
between the first and third but two words, and 


the first and fourth but fourteen words in the gross 
writing—and in such a case it is extreme accuracy that 
wins. Mr. Hossfeld’s gross and accuracy taken together 


and as is 
name of 


formed a record which has not been equalled, 
always the case it is accuracy that places the 
the writer on the trophy. 


The difference between the American and English 
writers is plainly seen from the net number of written 
words, but becomes more apparent when the number of 
strokes made by each writer is given. Mr. Hossfeld 
made 39,905 strokes on the keyboard during the hour, 
Mr. Curtis 34,411, and Miss Woodward 33,545—maybe 
that gives one a better idea of the ability of the writers. 
Mr. Hossfeld made a trifle more than eleven strokes 


every second for one hour and Miss Woodward nine and 
a half strokes per second. 

For a long time I have had in mind certain changes in 
the rules which I believe should be made, but in order to 
get some firm ground on which to base an opinion Mr 
Oswald undertook to write for the hour and 
and rewrite every error exactly as it would have to be 


to erase 


done in commercial work. These errors numbered, I be 
lieve, eight, and were all erased and corrected with ex- 
actly the same care as would be required in any business 
office—and, by the way, a casual glance at his work does 
not show the smallest sign of erasure. The one error 
marked against him (the omission of a space) was not 
known by him and therefore was not corrected Aside 
from that single error he wrote 7,680 correct words 
which leads me to believe that the penalty of ten words 
for every error is not more than it should be, as even 
with the handicap of erasure and rewriting he wrote 


seventeen words per minute more than the last 
named in the list. 
In the amateur class Miss 


an extremely speedy writer, 


operator 


Waner showed herself to be 
making practically the same 
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Hossfeld, but she 
(Editor’s Note— 
ment, did as good work 


number of strokes per minute as Mr. 
was far from being as accurate as he. 
None of the amateurs, in my judg 
as should have been done.) 

The Novice class, however, 
making less than twenty 
at the rate of nine 
would do well 
she will be 
year. 

The International Contest is the last of each 
already plans are on foot not only to 
larger next October, but also to make it still more “In- 
ternational.” After the contest Mr. Curtis stated that he 
did not think the European writers were as good as the 
American, but that he was not ready for the undertaker, 
by any means, and would be on hand when the whistle 
blew in 1922. Miss Woodward also said she hoped to 
be here, and others on the other side of the salt pond 
have signified their intention to have a try at the trophy. 
I want to say right here that the English writers are 
what we call “good sports” with never a kick coming or 
going, and every American expert was only too glad to 
shake them by the hand and wish them the “best of luck” 
even before the trial. 


was unusually good, four 
errors, and the winner working 
strokes per Those interested 
to keep an eye on Miss Pitisan, for I think 
found near the top in the amateur class next 


second. 


year but 
make it much 
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MISS BRITISH CHAMPION 


MILLICENT WOODWARD, 
TYPIST 


Aside from the International, 1922 will be the liveliest 
year that has come to typists. In March the California 
contest will be held at San Francisco and promises to be 


on a larger scale than any which have gone before. Con- 
tests are also scheduled in Connecticut, Kansas, North 
Carolina, Wisconsin and other states, and the New Eng- 
land championship will be fought out at Boston. The 
Tri-State contest at Philadelphia will be held in April 
and the Illinois at Chicago in May. These are but a few 
that have already been sanctioned—more than twenty 


others are waiting for dates to be set which will prevent 
interference. In September a big contest will be staged 
at Seattle, covering Oregon, Washington and Idaho— 
this and the Sar Francisco contest will be under the aus- 
pices of the Business Exposition Company of California. 
INTERNATIONAL CHAMPIONSHIP TYPEWRITER 
CONTESTS. 
New York City, October 17, 1921. 
OFFICIAL RECORDS. 
PROFI 


ISSIONAL CLASS—One Hour. 


Net Wds. per 


lachine Gross. Errors. Pen words. minute 
Und George L Hossfeld .8,439 26 260 8,179 136 
tnd Bessie Friedman 8,407 44 440 7,967 133 
Und Albert Tangora wre FS 53 530 7,947 132 
Und Margaret B. Owen..8,453 55 550 7,903 132 
Und William F. Oswald. .7,681 I 10 7,671 128 
Und Genevieve Maxwell .7,953 49 490 7,463 124 
Rem Hortense Stollnitz ..8,475 185 1,850 6,625 110 
Wadk. Robert G. Curtis ..7,284 90 900 6.384 106 
Roy! M. Woodward ..7,100 102 1.020 6,080 101 
AM ATEU R CLASS—30 Minutes. 

Rem Marion C. Waner. .4,247 45 450 3,797 7 
Und. George W. Gaskill. .3,999 28 280 3,719 134 
Und Barney Stapert .3,880 17 170 3,710 124 
Und. H. G. Pfrommer....3,933 29 290 3,643 121 
Und Minnie Regelmeyer .3,761 12 120 3,641 121 
Rem. Elsie Keller .......3,997 41 410 3,587 2 
Und Arthur Neuenhaus . .3,659 22 220 3,439 115 
Und. Glenn Kingsbury . 3,686 40 400 3,286 


AP Pil 


ANCES 25 
Und. Joseph Constantino..2,762 8 80 2,682 89 
L.C.S. Samuel Cooperburg.3,380 96 960 2,420 81 
L.C.S. Sophie Feldman 2,910 92 920 1,990 66 
NOVICE CLASS—15 Minutes. 
Und. Josephine Pitisan 1,538 5 50 1,488 99 
Und. Stella Willins .. . 1,585 16 160 1,425 95 
Und Wiliford Wheaton .1,496 10 100 1,396 93 
Und. Josephine Ferrara ..1,542 19 190 1,352 
Und. Cecilia Misbach 1,592 32 320 1,272 85 
Und. Helen Skirven .1,449 30 300 1,149 77 
Und Lillian Brown .1,485 41 410 1,075 72 
Und. Lillis Wedige in .1,373 33 330 1,043 70 
Rem. Kathleen Canapary.. 1, 37 pr rr 1,011 67 
Rem seatrice Norton 260 800 54. 
WINNER ONE MINU TE é HAMPIONSHIP, 
Und. George L. Hossfeld.. 146 0 146 . 
Thanks to Van Dorn and “Credit to Kelfein. 
Office Appliances extends its hearty thanks to the Van 


Dorn Iron Works Company for the handsome furniture 
supplied for the use of this journal at its booth in the 
New York Business Show. 

Credit for the business show photographs which appear 
in the story of the New York Business Show should be 
given to the Kelfein Photo Service Company. 


New Things at New York Show. 

Among the new machines and devices shown at the 
business show are the following: The new Noiseless por- 
table typewriter; the Hammond portable, not heretofore 
shown at a business exposition, a new model of the Oliver 
typewriter, new devices shown by the National Cash Regis- 
ter Company, the Wagner-Moore file folder, Franklin Print- 
ing Company Flexindex, the Munson Supply Company’s 
new speed keys, etc. 


A Letter from an English Champion. 

J. N. Kimball; Esq., 
1358 Broadway, 
Dear Mr. Kimball: 

I would like you to know that I have been very favor- 
ably impressed by the manner in which the Typewriting 
Contests are conducted in this country. Especially do the 
arrangements shine by comparison with those of any con- 
test in which I have participated in Europe. 

I have personally inspected the work of all con- 
testants, and there can be not the smallest doubt as to the 
accuracy of the order in which they are placed. 

As regards the rules, I would not see these altered in the 
smallest degree; they are the most comprehensive and 
the fairest rules under which I have ever competed. 

The sole criticism I have to make is that, in my opinion, 
more time and closer attention should be given to the 
examination of the papers—though I am satisfied that 
this would not substantially affect the published results. 

I would like to place on record my appreciation of the 
extreme courtesy and helpfulness which I, as a foreign 

competitor, received from all concerned. 


Yours very truly, ROBERT. G. CURTIS. 


New York. eee 











ROBERT G. CURTIS, EUROPEAN ACCURACY CHAMPION, 
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Business Show Exhibits Described 


ACME CARD SYSTEM COMPANY, 6 North Michigan avenue, Chicago, 


lil., and 347 Fifth avenue. New York, N. Y. The Regular ‘Rapid 
Type’’ of Acme devices were on display here. This includes the open 
equipment such as trays and revolving stands. The new multiple leaf 


ledger which can be enlarged by only inserting posts for the new leaves 


was on display as well. H. M. Brewer, New York manager, was in 
charge of the booth, assisted by I. R. Williams and F. K. Edgett 
H. M. Goldthwait, general sales manager of the company, was in 


attendance. 


ACCOUNTING DEVICES COMPANY, 564 West Monroe street, Chicago, 
Ill, (See Adams, Groesbeck Company.) 

ADAMS, GROESBFCK COMPANY, 1 Platt street, New York, N. Y. 
The full line of the ‘“‘Adco loose leaf accounting devices was shown 





here. rhe equipment is manufactured by the Accounting Devices Com 
pany, Chieego, Ill. Posting equipment was the feature. Successful 
results in machine posting depend larg on the rapidity with which 
the binding devices can be operated. , ico’ Vif and Style C binders 
have demonstrated their adaptability to this service in numerous in 
stailations. They also showed a new tray “Typ-O-Count™ linen ledger 
paper, the product of the Byron Weston Mills, Dalton, Mass., was a 
feature of the exhibit. Bates bank statement machines were also 


shown. The booth was attended by J. F. Hanly, P. A. Mirabella, H. 


Thorpe, H. 0. Allen, F. L. Drew and William B. Wilson. 
ADDKESSOGRAPH COMPANY, Chicago, Ill., and 740 Broadway, New 

York, N. Y. Here were shown all models of the Addressograph from 

the smallest desk model to the larger atttomatics, popular with in 


which emboss typewriter 


Of special interest was the 


surence and utility companies, Graphotypes 
type on the card index metal address plates. 
demonstration of ribbon print Addressographs for filling in form letters 
with names, addresses, salutations and the date. The automatic selec- 
tor, with the aid of which any or several classifications of a mailing, pay 
rell or other list can be addressed, was also on display. The exhibit was 
in charge of E. J. Ferris, New York manager, assisted by E. C. Hawkin 


thing doing every micoment at this booth, which was under thé tion 
of L. A. teebe, president of the company. 
BELL & CO., ARTHUR R., 101 Maiden Lane, New York, N. ¥ Here 


Was shown the Bell Practical Binder for use in binding magazines in 
pamphlet form without punching or mutilating the binding Strings are 
used to accomplish the desired result The Bell Practical Binder is 
made in 46 different sizes with many different bindings rhe Bell Pra 

tical Analysis paper which varies from two to 28 lumns on iff or 
white paper was also on display. Arthur R. Bell was in charges issisted 


by Harold E. Holley. 


BIDDLE BUSINESS PUBLICATIONS INC., 1p West Forty-f rth 
street, New York, N. Y., exhibited up-to-date books on busine ib 
lished by them, to assist in the practical conduct of every day | hess 
affairs. H. F. Biddle, president and editor: S. E. Carll Managing edi 
tor; C. R. Kidd, Mr. Kibby and G. W. Leavitt were in charge the 
exhibit. 

W. C. BIENEMAN & COMPANY, Chicago, Illinois Ne ghtning 
Office Appliance Company.) 

BIRCHER COMPANY, THE, Rochester, N. Y. (See Lightning Offi 
Appliance Company.) 

BLUM’S COMMERCIAL MAP PUBLISHING COMPANY, IN¢ West 
Twenty-ninth street, New York, N. \ Here was shown a complete line 
of maps published exclusively for business purposes, including pocket 
maps covering all the states, wall maps, sectional maps and atlases for 
the use of sales managers and traveling men These maps were shown 
mounted on compo, linen, cork and wood Two new maps were also 
shown, the U. 8, pocket distance map, just published, and icquered 
surface maps, enabling sales managers to mark up the map in any colo 
pencil, ink or water color and erase or wash off same without in any 
way injuring the surface of the paper This booth was in charg Max 
L. Blum and A. Sussfeld, assisted by Miss Rose Berkowitz 

PRANDT MANUFACTURING COMPANY, Watertown, Wis 10 
Nassau street, New York.—Automatic cashiers were shown in the fol 





VIEW OF THE TYPEWRITER CONTEST AT THE 


Edward Bloomer, A. E. Yaeccarine, W. L. Buck 
Counelly, W. F. Darby, A. W. Darby, T. C 


Knauer, K. MacGregor, W. H. Bali 


son, George Biesinger, 
man, John K. Mackin, R. F. 
Vv. DeBerno, P. W. Connor, A. F 
and F. CC. Lenke, 

AMBERG FILE & INDEX 
and 740 Duane street, New 


COMPANY, 1400 Fulton. street, Chicago, Ill., 
York, N. Y., exhibited various types and 
sizee of wood and steel filing cabinets, also the necessary indexing for 
filing systems in all kinds of record keeping. A. J. Boudreau, sales 
nang r, was in charge, assisted by Harry Braun, Paul Schwefel, Richard 
Bache, C. M. Tompkins, Francis J. Donnelly, R. W. Butters, New Eng 
land sales manager; George Raiser, Philadelphia sales manager; George 
Grosch, H. Considine, George Hampson and Miss Patten, service depart 
ment, featuring wood and steel cabinets and specializing on indexing. 
AMERICAN ELECTRIC COMPANY, State end Sixty-fourth streets, 
Chicago, Tl. (See Scofield & Company.) 
AMERICAN MULTIGRAPH SALES COMPANY, 





THE, 20 Vesey street, 


New York, and Cleveland, O., demonstrated both junior and senior Multi 
graph models, adapted for both typewriting and office printing. The 
Universal folding machine and Multigraph folder were also exhibited. 
It was shown how the composition of form letters for multigraph print- 
ing is greatly simplified by the modern device furnished with the ma 
chine. Forms for printing various office and factory jobs were run 
from curved electrotypes which clamp to the printing drum. The booth 
was tastefully decorated with rather more elaboration than heretofore. 
The exhibit was in charge of H. 8S. Sanders, New York division manager, 


assisted by the following salesmen from the New York office: C. J. Durkin, 
kt. li. Crosby, M. M. Spillane, R. F. Lipp, Chas. Wetter, John Mahon, H. J. 
Dangman, G. J. Farmer, W. E. Martin, C. A. Reinholtz, B. F. Van Ken 
nel, D. E. White, Harry Keenan, J. M. Lattimer, H. A. Boote and J. A 
Harris, salesmen, and L. A. Ivins, Geo. Springer, Fred Nidd, B. F. Carita 
Paul Kelliher, G. E. Wilsey and G. F. Kelley, junior salesmen. Walter 
Strain, division manager at the Newark office: T. T. Timmerman, division 
manager at Brooklyn, and William T. Hagelin, home cffice representative 
from Cleveland. were alse present 

ARRANFSS SALES COMPANY. INC., New 
strated a flexible telephone arm designed to hold a 
leaving the hands free. Members of the company 

BARSHAL COMPANY, THE, Cleveland, Ohio. 
Supply Company.) 

BRECK DUPLICATOR 
N. Y. Booth No. 225. 
simple and efficient method of 











York, N. Y demon 
receiver to one’s ear, 

were in attendance 
(See Franklin Filing 


COMPANY, THE, 476 Broadway, New York, 
Here was shown the new Speedograph, which is a 


reproducing copies of all forms written 


on regular business stationery with typewriter. pen or copying pencil. 
The outstanding feature of the ‘“‘Speedograph” is the paper feeding 
deyice which feeds the sheets separately to the copying surface. This 


perfect alignment and registra 


part of the operator. 


gives speed to the operation and assures 
tion without any special effort on the 
The exhibit was in charge of Albert Isaacs, president of the company 
assisted by Fred F. Fecher and C. A. Goodrici.. 
Yonkers, N Y showed 
Bees Without a Sting.’’ 


advertising novel 


There was 


BEEBE COMPANY, THE 


ties. 


The slogan was ‘““Two some 


ANNUAL 





BUSINESS SHOW ON MONDAY EVENING, OCTOBER 17 
lowing models: Model 61 for Retail Stores, Model 60 for Bank Model 
71 for Public Service and Utilities, Model 70 for Payroll Work, Model 
65 for Theatres and Restaurants, Mode! 67 for Waiter’s Tips’ Ma neé 
and Model 64 for Payroll Work, as well as the Universo lows iced 
machine, were on display. These Automatic Cashiers are being ex 


tensively used by all kinds of businesses A cashier's booth equipped 
with a Universo was on display The booth was in charge of R. I 
Ehmann, New York manager, assisted by J. E. Fanning, J. M. Rosat 
Harold Radcliffe, G. A. Burnell, and E. P. Lundberg ( E. ( hers 
field manager of the company, attended 

BRISTOW, STANLEY R., 171 Washington street, Newark N J 
demonstrated the Bristow radial distributors for use in keeping papers 
together on office desks. They have a capacity up to twenty mpart 
ments. The Bristow portable distributor for distributing mail to if 
ferent individuals was also explained Miniature desks were shown 
with distributor in use on cone and baskets on another of corresponding 
capacity. Stanley R. Bristow was in charge, assisted by |! lerick 


Bristow. 











BUCHAN-MURPHY MANUFACTURING COMPANY 417 LaFayette 
street, New York, N. Y., exhibited portfolios, money bags nvas 
bags, binders, messengers’ wallets, specie bags, check book cove 
leaf devices, tool bags, body belts, lineman’s safety straps te 
wallets, special binders, celluloid indices, leather satchels, canvas bags 
pay-roll bags, Boston bags, suitcases, writing pads, desk pads, file ises 
automobile trunks, gun cases, pen cases, duffle bags, instrume LSeS 
sample cases, tool holders, phonograph cases, typewriter cases, \ et ray 
eases, gun cases, file cases, musical instrument cases and medica Lses 
J. L. Murphy, president; H,. W. Jackson, treasurer, and C. F. Wilding 
secretary, were in charge of the exhibit 

BURROUGHS ADDING MACHINE COMPANY Detroit M ! 
217 Broadway, New York, N. In these booths were s ‘ tl 
latest models of the Burroughs visible adding and listing machines is 
well as beekkeeping machines of the motor-contrelled type The Bu 
rougbs-Moon-Hopkins billing machine was also exhibited rhe manu 
facture and sale of this device was recently undertaken by the Burt ghs 
Adding Machine Company. 

Exhibit was in charge of A. H. Loucks, district advertising 1 1a 
assisted by the following Burroughs agency managers in Greats New 
York: E. J. Baird, W. Gledhill, ¢ H. Rensch, C. H Warne I G 
Hurlburt, A. P. Hoffman, W. P. Hemstedt, Mrs. L. D. Wage E. M 
Lauter, B. S. Goodrick, N. B. Gregg and J. H. Hanrahan, wit salesmen 
from the seversl district offices J W. MeCaslin was resent n tl 
factory in charge of calculator sales promotion 

BUSHNELL COMPANY, ALVAH, Philadelphia, Pa ind 3 Pa Row 
New York, N. Y., presented prominently a 38x47-inch Vertex fil «ket 
which occupied the back part of the booth. Letters of a corresponding size 
were shown in this enermous Vertex the same as in the reg i Siz 
file pocket This display wa iown to particular advantage by the use 
ef electric lights In an electrically lighted showcase there was ¢ bited 
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Faperoid is really made of rope and to show the processes glass jars 
holding the product at the different steps were brought from the mills 
for the exhibit rhe regular line of Paperiod flat and expanding filing 
and mailing containers were on display as well 

A. N. Bushnell, J: and H. C. Landon, New York manager, were in 
harge, assisted by Alvah F. Bushnell, Frank Lawrence and T. F. Read, 
Jr of the Philadelphia office. 

BUSINESS APPLIANCES, INC., 206 Broadway New York N Y 
The Everread tapling machine made by the Everready Manufacturing 
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William J rate was in charge 
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assisted by W. T. Tate, George W 
Vogel, R. S. Kidder and 0. ¢ Johnson. Herman Stake, president of 
the Everready Manufacturing Company of Boston, attended the show 
one day during the weck 

H. M. CHANDLER, 200 Fifth avenue, New York, N. Y.—Here were 


shown personal and business greeting cards with specially prepared mono- 


grams made u by Mr. Chandler. A special Christmas Greeting Card 
Business is dene by this concern, as well as general engraving. Mr. 
Chandler himself was harge 
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2 
VIEW OF THE ANNUAL BUSINESS SHOW AT THE CENTRAL MERCANTILE BUILDING, NEW YORK, LAST MONTH. 
Reading from the top, left to right Two views of the Underwood Typewriter Company’s booths. Second row—The Lightning 
Office Appliance Company’s exhibit and the booth of the L. C. Smith & Bros. Typewriter Company. Third row—three pictures, 
The Peerless Key Company exhibit, Stanley R. Bristow, Alex. H Irvin Company Fourth row, view of the booth of the Ad- 
dressograph Company, view of the display of the Yawman & Erbe Manufacturing Company. Bottom row—The exhibit of the 
Elliott-Fisher Company and of the National Cash Register Company. 


Company of Boston, was shown 


here. This machine makes 5,000 staples COMPUTING-TABULATING-RECORDING COMPANY, 50 Broad street, 

from a roll of tape and is capable of binding a dozen sheets of sixteen New York, N. \ demonstrated time clocks, tabulating and recording 
pound stock, An interesting part of this display was the rebuilt type- machines produced by the companies which compose the organization. An 
writer section, which showed tie evolution of a rebuilt typewriter from attraction to the crowds of people and a never-ending source of amuse- 
the time the old one is received, going through the process of replacing ment was a large scale on which visitors were invited to weigh them- 
all the worn parts, thoroughly rejapaining and renickeling selves free of charge. 
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T. C. Moore, manager of the New York office, was in charge, assisted 
by salesmen, who included the following: Time clocks, W. B. O’Don- 
nell, special representative; J. W. Illig, L. S. Sullivan, Herbert Jackson, 
. C. Youens, F. W. Gibson, and Fred Schilden. Tabulating machines: 
A. 8S. Halliday, A. M. Roy, D. H. Davies, J. D. Martensen, W. Mac- 
Lardy. Scales: T. R. Jones and J. C. Rankin. 

CORONA TYPEWRITER COMPANY, INC, Groton, N. Y., and 129 
West Forty-second street, New York, N. Y.—Here was shown the Corona 
portable folding typewriter with carrying cases, collapsible stands, etc. 
The display included a line of traveling bags and cases especially made 
for the use of traveling men. Laird C. Dinsmore, New York manager, 
was im charge, assisted by members of the New York office sales force. 
Benn Conger, president of the company; C. F. Brown, general manager: 
L. J. Conger, domestic sales manager; Harold McD. Brown, advertising 
manager; W. I. Beckert, eastern division manager, and E. K. Ray, 
central division manager, were present at the booth a part of the time. 

COSTMETER COMPANY, 41 East Forty-second street, New York, N. Y. 
—The ‘‘Rapid’’ record file was the feature of this exhibit. It is one 
that affords visible index cards and sheets so that an individual record 
in a file of several thousand can be exposed instantly in a position which 
permits it to be read, switched about, re-classified, offset, or removed. 

J. C. Liggett, president of the Costmeter Company, Inc., was in charge 
of the booth, 

RALPH C. COXHFAD, 3412 Woolworth Building, New York, N. Y.— 
Shown here was the Mercedes calculating machine in four models known 
as the hand operated, keyboard triplex and automatic electric. Some of 
the features of these machines are automatic division, abbreviated mul- 
tiplication, accumulating mechanism on multiplier or quotient dials, auto- 
matic carriage shift and automatic locks and safety devices which pro- 
tect the mechanism. The Rema Calculating Machine, the smallest and 
most compact complete calculating machine was also shown. It weighs 
only 7% pounds and is 7 inches long and four inches wide. Ralph C. 
Coxhead was in charge of tlhe booth, assisted by W. T. Criswell, L. J. 
Canalizo, H. J. Krebs, S. P. Coxhead, J. E. King, J. N. Blanchard and 
Mr. Billings. 

GEORGE F. CRAM COMPANY. (See National Map Company.) 

DALTON ADDING MACHINE COMPANY, THE, Norwood, Cincinnati, 
O., and 83 Reade street, New York. N. Y., demonstrated the entire line 
of Dalton Adding Machines, including regular models, statement ma- 
chines, and a clearing machine. The last is a ledger posting machine 
having an automatic carriage to handle daily balance postings. A No. 1 
model in use eighteen years was shown, and the new super model. 

Thomas J. Sheridan, sales agent for New York, was in charge, as- 
sisted by H. I. Hoffman, district sales manager, from the home office; 
P. P. O'Brien, educational sales manager, New York, and J. D. Mitchell, 
assistant to Mr. Sheridan. 

DICK COMPANY, A. B., 736 West Jackson boulevard, Chicago, IIL, 
and 395 Broadway, New York, N. Y.—Here were exhibited the latest 
Rotary models of the Fdison-Dieck Mimeograph as well as the Mimeo- 
scope, and specially designed stands used in the operation of the Mimeo- 
graph. Among the models included were the hand fed model No. 77, 
automatically fed model No. 78 and electrically driven machines. 

This booth was extremely well appointed, with an entirely new dis- 
play. The color scheme was orange and black and this was carried all 
the way through with a fine marble floor effect as the foundation. Elec 
trically lighted displays, electric signs and globes on the posts around 
the booth completed the exhibit. 

E. W. Hill, special factory representative, was in charge of the con 
struction and physical layout of the display. FP. A. Bennett, manager 
New York office; N. J. Donovan. assistant manager New York office: 
Leopold Flatow, sales manager, New York office; J. K. Briggs, E. M. 
Smith, L. J. Gilmartin, J. E. Foster, G. W. Farrar, F. A. Conaty, R. 
Halfpenny, J. R. Hoyt, R. Murphy, R. F. Marsh and G. Koehler were 
also in attendance. 

DITTO, INC., 530 South Dearborn street, Chicago, and % Church 
street, New York, demonstrated the Ditto line of duplicating machines in 
small, standard and large sizes. Present at the booth were R. J. Cook, 
N. G. Wilson, A. Walker Donat, Fred Daller and James Barr, sales- 
men. 

EDUCATIONAL EXHIBITION COMPANY, THE, Providence, R. L., 
demonstrated a complete graphic sales control system enabling one to 
follow in detail the work of each salesman. How to route, lay ont ter- 
ritory, etc., were shown. ‘“‘EDEXCO’’ solid color head map pins in all 
shapes and sizes were displayed. Graphic production control equipment 
for routing work to best advantage: for determining how stock stands, 
and keeping track of work ahead of each machine, was shown. ‘“‘EDEXCO” 
mechanical bar charts and other graphs were also a part of the exhibit. 

Gardner T. Swarts, Jr., R. W. Berry, L. C. Esterbrooks and 8S. J. 
Smedburg were in charge. 

ELBE FILE & BINDER COMPANY, 215-217 Greene street, New York, 
N. Y., demonstrated the regular lines of the Company, including spring 
binders, snap binders, clip binders, clip boards, snap wallets, permanent 
holders, students’ note book covers and fillers. A new line of telephone 
loose leaf indexes was shown in seven styles. Cards in these indexes 
ean be written upon by a typewriting machine. 

M. Rabinof was in charge, assisted by Ernest Barnett, traveling 
representative, and I. Landsberg. 

ELECTRIC SEALING MACHINE CORPORATION, 139-141 West 
Twenty-ninth street, New York, N. Y., demonstrated an electric machine 
for applying sealing wax. The old methods of using sealing wax were 
shown in contrast with the modern way. The machine demonstrated is 
made up of an electrical heating unit which melts the sealing wax in a 
pot. By a touch of a lever the wax drops on to the paper when the 
water cooled die is applied and the impression made. 

Ernest Hyde, assistant sales manager, was in charge, 
Charles Barrett and William Page 

ELLIOTT COMPANY, THE, Cambridge, Mass., and 309 Broadway, New 
York, N. Y., manufactures forty-five distinct types of Elliott Addresser- 
press machines from hand addressers to the automatic wrapper cutter, 
selector, special proof printing machine which gives expiration data and 
which is used by large publishing houses. A feature of the display was 
the four by four card index stencil which gives a writing surface of 
12 by 4 inches. This is a stencil originated by the Elliott Company for 
fibre stencil customers, but now they are making this large index stencil 
both in the fibre and typewriter stencils. The booth was a very at 
tractive one, the machines being finished in white enamel and presenting 
a very attractive anpearance. 


assisted by 


This booth was in charge of Burleigh E. Smart, New York sales 
agent, assisted by Everett W. Warfield. assistant manager, William 
Boyd, Harold R. Eustis, New Jersey sales agent, Alvin P. Fletcher, 


Robert Oliver and S. Mason Timberlake. 

ELLIOTT-FISHER COMPANY, Harrisburg, Penna., and 342 Madison 
avenue, New York, N. Y A large number and variety of Elliott- 
Fisher accounting and typewriting machines were shown here, as well 
as typical applications of the systems and methods emploved by suc- 
cessful business houses, indicating the wide range of application pos- 


sible for the Elliott-Fisher product. 
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One of the interesting features of the exhibit this year were the two 
charts which were to be seen in the booth, one of which outlined the 
methods as used by the Elliott-Fisher Company at their general offices 
showing each operation in detail and the second chart showing vita 
statistics of the business in the form of reports that are made to the 
officials as to the amount of business, etc., and also the financial state 
ments that are issued promptly and on time at the beginning of each 
month. These charts attracted considerable attention and many execu 
tives realized the value of having these reports promptly and saw the 
advantage of adopting a method similar to the ones on display 

The different forms of some of the New York users were utilized in 
the demonstration and different demonstrators from these concerns 
assisted in the demonstration. A twenty-column sales, distribution and 
cost sheet as used by the Cadillac Motor Car Company was an interest 
ing feature of one of the demonstrations. The machine added and sub 
tracted in twenty different columns both horizontal and vertical and 
when the sheet was completed the operator had the totals for the twenty 
different columns, 

The booth was in charge of Charles A. Slingerland of the general 
office, C. H. Reed, New York district manager; the entire sales force 
aiding together with seven demonstrators. P. D. Wagoner, president 

. J. Julian, vice-president; H. A. Foothorap, vice-president: M. 8S. Eylar 
vice-president and general manager of sales; and E. R. Baines, comp 
troller, were present from time to time during the show 

ELLIS ADDING TYPEWRITER COMPANY, Newark, N. J., and 206 


Sroadway, New York, N. Y., demonstrated Ellis transit, billing, state 
ment and ledger posting machines—all bookkeeping machines—including 
the Simplex combination machine, Duplex machine, Automatic subtrac 


tor, Simplex adding machine without typewriter, Duplex adding machine 
without typewriter, etc. 

" O'Leary and I. F. Bowen of the New York office, with out-of-towr 
salesmen and capable demonstrators, were in charge. 

ENSIGN COMPANY, Faneuil District, Boston, Mass., and 96 Warren 
street, New York, N. Y.—Here were shown Ensign electric calculating 
machines that add, subtract, divide and multiply by electricity, no cranks 
to turn, no key strokes to count, the motors doing the work 

The exhibit was in charge of (. T. Daley of Boston. general manager 
assisted by F. J. Mildenberger, New York manager, and W. T. Anderson 
Newark agent. 

ERROR-NO COMPANY OF NEW YORK, 298 Broadway, New York 
N. Y.—This company featured the Error-No, a new aligning machine 
to take the place of ordinary copyholder. It comes in several standard 
sizes and special sizes are supplied. It does not require attachment to 
the desk or the typewriter. 

The rise and fall of the Error-No duplicates the principle of the eleva 
tor and it is balanced in the same way which does away with the 
necessity of adjustment to control the rise and fall of the plate It 
ean give a spacing distance from zero to three to four inches instantly 
and in one operation without the necessity of any spacing attachment. 

G. N. White was in charge of the booth, assisted by Malcom Meyer 

EVERREADY MANUFACTURING COMPANY OF BOSTON, 9 Knapp 
street, Boston, Mass.—The unique Everready paper fastener, which makes 
ifs own staples from a spool of prepared material was shown in this 
booth and demonstrated to visitors on request. The machine displaces 
pins, clips and old-style stapling machines in office work, performing 
its work with celerity and precision. 

Herman Stake, president, was present during the show. 

FILING & OFFICE MANAGEMENT, 320 Broadway, New York, N. Y 
Here was sbown the magazine Filing & Office Management, published 
by Fiiing, Incorporated. This is a journal for the discussion of progres 
sive filing methods. 

The hooth was in charge of Rowland W. Jolly, editor, assisted by 
Martin B. Dowd, advertising manager, Paul Grant, subscription manager, 
Allen M. Gordon, Mrs. Elsie Granr, Mrs. Helen MeN. Green and Miss 
Josephine Kulpanoska. 

FILTRINE MANUFACTURING COMPANY, Brooklyn, N. \ dem 
onstrated the ‘‘K System” filter and provided pure drinking water for 
all who called at the booth. This device is designed for offices 
ete. C. F. Hansel was in charge, assisted by G. R. Kice. 

FINDEX COMPANY, 13 Astor Place, New York, N. Y¥ demon 
strated their ingenious system of card punchings and machines therefor 
Ry the use of a predetermined code punched cards can be made to 
earry much information. They are indexed by a selector machine or 
drawer and are readily prepared by a simple punching device 

C. E. Seiler, president, was in charge, assisted by C. C. Parsons, A. C 
Lill and R. J. Lee. 

FLEXIFILE CORPORATION, 60 Nassaa street. New York N = 
showed the complete Flexifile line of filing specialties The line is one 
ef grent versatility and elasticity, and is adaptable te the use alike of 
business and professional people. 

W. E. Nieman, New York sales manager, was in charge 
Gecrge Clayton and C. Hollander. 

FRANKLIN FILING SUPPLY COMPANY, 21-23 White street, New 
York, N. Y.—Here was shown tiie Oxford ‘'Flexindex.’’ Berloy steel 
filing cabinets and office equipment, Weis wood filing cabinets and office 
eauipment and Oxford filing supplies. The ‘‘Flexindex’’ system of filing 
gives flexibility to the index. It can be expanded or contracted at any 
point in the system or in any part of the alphabetical arrangement. 

This exhibit was in charge of E. FB. Dillstrom, sales manager. and S. L 
Forbes, assisted by W. Downin, W. C. Dawson, F. K. Learned, E. G 
Grenger. W. J. Cuddihy. C. Kurz and J. W. Kelsey. 


stores, 


assisted by 


GLOBRE-WERNICKB COMPANY, THE, Cincinnati, Ohio and 451 
Broadway, New York, N. Y¥.—The complete line of Globe-Wernicke fur 
niture in wood and steel was shown in this booth. It included letter 


files, light steel safes, sectional boekcases, office suites, individual desks 
chairs and other furniture. A _ fireproof safe enclosing three complete 
upright steel units was shown here for the first time. 60.000 letters 
can be handled easily with this equipment. Another new feature was the 
Rainbew division of guides and subdivision tabs made of all different 
colors. The new Globe-Wernicke Standard School of Filing & Indexing, 
6 Fast 39th street, was announced at the show. An interesting part of 
the Jisplay was the furniture shown for the high grade executive office, 
including desks, etc... which are essential in an office of this character. 
JI. M Dotter, New York manager, was in charge, assisted by a corps 
of salesmen. 
GOLDING MANUFACTURING COMPANY, Franklin, Mass., and New 
York, N. Y.—Here were shown the various products of this company, 
inciuding the Pearl printing press, said to be the smallest power print 
ing press made. the Pearl paper cutter, Official imprinting press, Bostor 
and Official ecard cutters, and Golding tablet press. 

The exhibit was in charge of M. L. Buchanan of the general office, 
assisted by George T.. Buente, of the New York office and salesmen 


GOURLAND TYPEWRITER CORPORATION, 217 Broadway New 
York, N. Y¥., displaved the Gourland portable typewriter, a standard 
machire in every feature but of decreased size. weight and price This 
machine has many improvements and refinements and weigchs only 9% 
pounds. It writes eighty-four characters with forty-two keys in four 
hanks 
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M. J. Gourland, inventor, W. W. Ramer and J. Lore, manager of the can be brought to it and returned to the binder equipment. This binder 


Brooklyn factory, were in charge, assisted by W. P. Manning, Sidney is desigped with this in mind and the results obtained through the 
R. Hayden, Juliette Doyle, Hattie Schanger and Mrs. Beatrice Sinz. installation of this binder in some of the largest concerns in New York 
GRAFF COMPANY, GEORGE B., 18 Beacon street, Somerville, Bos- City have justified the belief 
ton, 42, Mass.—Here were shown the complete line of Graffco products, This exhibit was in charge of Bernard Dutcher, assisted by C. J. 
including signals, index tabs, clips, pens and two new lines—Graffco Moussette, T. F. Adams, J. W. Lindo, J. V. Ferriter, M. L, Talmadge 
pencil sharpeners and Graffco maptacks and G. I. Lounsbury 
The exhibit was in charge of C. W. Lipman, assisted by Miss EB. A. GUNN FURNITURE COMPANY, THE, Grand Rapids, Mich., and 11 
Munroe, and others Mr. Graff, president of the company, was also in East Thirty-sixth street, New York, N. Y¥.—The patent ‘‘Lino” top 
attendance at times desks made by this company were exhibited here. These are claimed 
GRAHAM-CHISHOLM COMPANY, 9-15 Murray street, New York, N. Y to be proof against ordinary wear, with no varnish to mar, impervicus 
—Here was shown the ‘‘Lightning’’ tray binder, in which are combined to ink, restful to the eyes and handsome in appearance. There are 
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FURTHER VIEWS OF THE BUSINESS SHOW.—On this page are the following booths.—Remington Typewriting Com- 
pany at the top, the booth of Diito, Inc., and A. B. Dick Company, second row Munson Speed Keys, Dalton Adding Machines 
ind Hotchkiss Paper Fasteners, third row Gourland Typewriter and George B. Graff Company, fourth row, and Noiseless Type- 
writer Company and Monroe Adding Machine Company, bottom row 


the advantages of a posting tray, with the security of a loose leaf binder, forty-eight patterns in this desk Sectional bookcases in four distinct 
well as a new method of preparing catalogues in loose leaf form, designs were also on display 

and a new method of embellishment perfected by this company, whereb; H. Wright Johnston, New York manager, was in charge, assisted by 

a design can be processed on a cover with real advertising appeal KF, H. Crocker and K. E. Hudson. W. E. Gunn from the factory was 
The Graham-Chisholm Lightning’’ tray binder is desivmed to facilitate also in attendance. 


sheet handling. Any bookkeeping machine will post a rapidly as sheets HEVENOR COMPANY INC., CHAS. D., Buffalo, N. Y., presented 
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an interesting exhibit of loose leaf county maps for sales executives. manager of the New York office 
The company produces maps of every county in the United States, show- HOTCHKISS SALES CUMPANY, THE, 10 Hoyt street, Norwa ( 
ing every town, all railroads, electric roads, highways, connecting roads, and New York, N. Y.—Here were shown the different products of this 
ete., for routing salesmen. The maps carry various data on the reverse company, including paper fasteners and staples. The No. 1, 1 spiral 
side, such as population, alphabetical list of towns, their population, and coil, Nos. 2, 3, 4 and the ‘‘racking machine’’ models made up t ex t 
whether a post office or not. A record space is provided for listing sales, The No. 1 binds from 2 to 20 sheets at one time, the No. 1 spiral is t 
totals and other information. A handsome and durable ring binder is same as No. 1 but holds many more staples, the No. 3 binds fr 2 t 
provided. 20 sheets, the No. 2 is a lever ope ated machine binding from - t 50 
R. D. Van Houten, sales manager, was in charge, assisted by H. P. sheets, the No. 4 binds from 2 to 40 sheets with a 50° stapl ipacity 
Plunkett, assistant sales manager. The “tacking machine’ of course is used on packing boxes 
HOOVEN SERVICE, INC., 117 West Forty sixth street. New York, This booth was in charge of M. G. Peck, sales manage i 1 b 
N.. Y¥.—The Hooven automatic typewriter producing individually written R. T. Harris, cf the home office, and Albert E. Johnson of the New \ 
form letters in quantity, was demonstrated, featuring the possibility office. 
ef ene typist doing the work of from four to sixteen individuals, at the HUTCHISON OFFICE SPECIALTIES COMPANY, O01 Fift enue 
wage of one 4 most impressive arrangement of work done for various New York. N. Y.—Here was shown the Hutchison **Spool-O-W ire sta ng 
customers was on view. machine which is capable of stapling fifty sheets at one ope n from 
Paul M. Hooven, president, was iu charge, as isted by Raymond Crane, a spool of 1,250 feet of wire which makes 15,000 staples rhi ichine 
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15 BUSINESS SHOW VIEWS.—Following exhibits appear here: Western Union, Globe-Wernicke Company, two views Ellis 
Adding Typewriter company, Safe Cabinet Company,, Lybrex Corporation and Scofield & Co. Third row Oliver Typewriter 
Ccompany, Ralph C Coxhead, another view of the Elliott-Fisher. Fourth row: Acme Card System Company, The Beebe Company 

Cashier, New York Commercial 


Ananess Sales Company, Nelson’s Loose Leaf Encyclopedia Jottom row: Brandt Automati« 


Adams Groesbeck Company 
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BUSINESS SHOW VIEWS CONTINUED.—On this page are views of the booths of the C. E. Sheppard Company, another view 
of the L. C. Smith exhibit. Second row—Line-a-Time 


Manufacturing Company, Monroe Calculating Machine Company and the dis- 





play of Belknap addressing machines and devices. At the left—third from the top, Graham-Chisholm display of loose leaf de- 
vices, and below the exhibit of the Electric Sealing Machine Corporation. At the right is the Lightning Coin Changer booth and 
at the right, third picture from the top, the display of the Golding Manufacturing Company, and below, the Multipost Sales 
Agency Sottom row, Jones & Leigh Manufacturing Company, Standard Envelope Sealer Manufacturing Company and the 
Flexifils 
" its own staples Wm. Mayne, president of the company, was in perts, income tax specialists and to coach for C. P. A. examinations. 
charge. The exhibit was in charge of D. E. Towle, New York district manager. 
INDEX VISIBLE, INC., New Haven, Conn., and 30 Church street, New INTERNATIONAL POSTAL SUPPLY COMPANY, THE, 634 Prospect 
York, N. Y.—Shown here for the first time was the new Drawfile, the place, Brocklyn, N. Y.—Here was displayed the machines which this 
new single channel leaf and the Coleman attachment for writing cards company makes for the post office department to cancel mail. Two 
on the Addressograpl rhrough this attachment a three line plate can models were shown, one known as the ‘'Flier,"’ which cancels 1,000 letters 
be brought on the visible portion of the card in a straight line 1.500 a minute. Two models of the International check endorsing machines 
ecards can be written an hour with no possibility of error were also exhibited, one, the ‘‘Midget,’’ being demonstrated in its use 
This exhibit was in charge of F. A. Brantley, New York sales manager. with the adding machine Che Model K machine has a capacity of 500 
INTERNATIONAL ACCOUNTANTS’ SOCIETY, 2626 South Michigan checks a minute 
avenue, Chicago, Ill., and Knickerbocker building, New York, N. Y.— William F. Muller, superintendent, was in charge of the exhibit, assisted 
Presented here was a training course in public, 


corporation and cost by Thomas George Langdon, assistant treasurer; Fred Albers, purchas- 
accounting, to equip men for positions as auditors, executives, cost ex ing agent; Ferdinand Schneider of the sales department, and Arthur 
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BUSINESS SHOW EXHIBITS CONTINUED—On page 32 
we find the following exhibits: Computing-Tabulating-Record- 
ing Company, Teleautagraph Company, center top and a scale 
exhibit by the company first mentioned. Second row: Corona 
Typewriter Company, Filing and Office Management, Rand- 
McNally company. Third row: Charles D. Hevenor Company, 
Henry Kastens and Burroughs Adding Machine Company. 
Fourth picture from the top, left hand side, view of the Wales 
Adding Machine Company booth. Fourth picture from the top, 
right, Powers Accounting Machine Company. Fifth from the 
top, left, Franklin Filing Supply Company, showing Weis and 
other lines. Fifth from the top, center, The McCaskey Register 
Company. Fifth from the top, right, National Map Company 
Bottom row, Library Bureau. La Salle Extension University and 
Amberg File & Index Company. 








Book, demonstrato T. Ellett Hodgskin, president, and Theresa Dol 
phin, secretary of the company, visited the show. 

IRVIN COMPANY. ALEX. H., Curwensville, Penna., and New Britain, 
Conn.—Here were shown the different modeis of the Irvin stapling ma 
chines in a very attractive manner. A striking exhibit was arranged 
The different models include styles No. 1A, No. 1B, No. 2L, No. 3 and 
No. 4, all offce machines. Their automatic tag machine was demon 
strated as well. This was a very interesting exhibit with a machine 
showing electrically ‘tighted slogans as the basis. 

JONES & LEIGH MANUFACTURING COMPANY, 50 Fulton street, 
New York, N. Y.—The Tatum line of loose leaf systems was displayed 
here rhe machine posting ledger was featured in the display. Some 
features are flexible capacity, easy leaf return, ease of com- 
pression, no waste motion, strength and perfect alignment. Sectional 
post binders for orders were shown as well. The Tatum line of loose 
leaf systems covering practically every branch of business was explained 
to the public. 

Hl. A. Jones was in charge of the exhibit, assisted by Mrs. A. H. 
Owen and F. L. Snyder. Robert C. Macke, New York manager of the 
Samuel C, Tatum Company, and G. M. Mandeville from the home office 
isited the booth. . 


JOURNAI. OF 


of its 


COMMEKCE, 32 Broadway, New York City.—Sub- 


<cripticns were taken here for this business men’s commercial news- 
aper. This publication makes a specialty of accurate news, sta- 
tistics and quotations. Sylvester Sullivan was in charge, assisted by 
I %. Clarke. 


KALAMAZOO LOOSE LEAF BINDER COMPANY, Kalamazoo, Mich., 
ind 200 Fifth avenue, New York, N. Y.—On display was a complete 
line of Kalamazoo loose leaf devices, including style C bookkeeping, 
bank desk, and banking system. Two new catalogue binders were feat- 
ured, one of which shows several fine bindings and the other an inex- 
pensive binder. 

The Kalamazoc current binder capable of any capacity from one to 
one thousand sheets was on display as usual. The Kalamazet and style 
H binders were shown as well. Bank forms, trust forms, savings ac 
count forms and individual forms made hy this company were shown. 
Leon Allyn from the factory was in charge, assisted by the two New 
York managers, C. H. Angstadt and W. A. Poole. James F. Murray 
assisted as well 

KARDEN SALES COMPANY, Torawanda, N. Y.—The exhibit included 
all the Kardex products and the ‘‘Zenith’’ system of check files, check 
sorters, note cases und indices. In the Kardex line is every form of 
visible index. The new Universal steel cabinet permits every card to 
be in sight and thorenghly protected. Bevel Transoloid tips are used on 
a'l guides, facilitating the insertion of labels. 

The exhibit was in charge of W. K. Page, district sales manager. of 
the New York territory, assisted by salesmen from the New York office. 

KASTENS, HENRY, 418 West Twenty-seventh street, New York, 
ie Time dating stamps, employees’ time recording clocks and watch 
moon's clocks were features of this exhibit. The exhibit was in charge 
ot Henry Kastens, accompanied by William H. Neal and Alfred Minerva. 

KELFEIN PHOTO SERVICE, New York, N. Y¥.—Photographic work 
for advertising and record service was demonstrated in this booth, with 
Mr. Herbert Keller and Chas. P. Feinberg, in attendance. This ecom- 
pany made the photographs with which this report of the business show 
is illustrated. 

KEYSTONE ENVELOPE COMPANY, Philadelphia, Penna., and 13-21 
Park Row, New York, N. Y.—This company manufactures specialties 
in red rope, jute stock and kraft, including expanding envelope, security 
mailing envelopes, label holder envelopes, vertical file pockets, expanding 
files, partition envelopes, security wallets, filing folders, advertising 
wallets and binding straps. 

The exhibit was in charge of W. H. Leedon, president, assisted by A. 
P. Curtis, F. A. Legg and W. F. Loomis. 

LA SALLE EXTENSION UNIVERSITY, Chicago, Ill., and 112 West 
Forty-second street, New York, N. Y., demonstrated the facilities for 
business training by correspondence. This exhibit included charts mark- 
ing the progress of business education in this country and a library of 
text books. Students were registered at this booth, where descriptive 
literature was available. 

Helen Maier, assisted by Messrs. 
Misses Donnelly, Hossler 


This booth was in charge of Mrs. 
Shaughnessy, O'Neill, Smith, Maier, and the 
and Walsh 

LIBRARY RUREAU, Bosten, Mass., and 316 Broadway. New York, 
ae ? lemonstrated a coviplete line of office filing devices, supplies 
and specialties Practically the same exhibit shown in Chicago was 
repented in New York, except that at the latter show the company’s 
entire 1920 correspondence was brought dewn to demonstrate the filing 
systems shown 

L. S. Foote was in charge, assisted by salesmen and men and women 
demonstrators, 


LIGHTNING COIN CHANGER COMPANY, 34-36 West Lake street, 
Chicago, Ill., and Room 111, 5 Columbus Circle, New York, N. Y Here 
was seen the different medels of the Lightning coin changer, which 


makes change automatically. 
This company displayed four different models. The payroll Lightning 
with Lamson tube attachment especially adapted for use in all kinds 


of business where a bulk of change is handled was especially featured. 

This exhibit was in charge of Fred Baxter, New York manager, 
assisted by Willard Foote and staff of salesmen. 

LIGHTNING OFFICE APPLIANCE COMPANY, 41 Union Square, West, 
New York, N. Here was shown the Rotospeed duplicating machine, 
a stencil duplicator for reproducing typewritten and hand written fac 
similes, office forms, drawings, ete., also Lightning letter opener in two 
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hand models and one wotor driven model, Lightning letter sealer, in 
band and power models, Lightning mailing machine, automatically seal- 
ing and stamping mail and counting postage used, and Lightning mail 
room units, consisting of steel and wood furniture for expediting and 
handling in receipt and dispatch of mail. 

This exhibit is in charge of H. C. Tuttle, manager, assisted by W. H. 
Young, sales manager of The Rotospeed Company, Dayton, Ohio, and 
R. U. Reed, of The Bircher Company, Rochester, N. Y. 


LINE-A-TIME MANUFACTURING COMPANY, INC., Rochester, N. Y., 
and 104 Fifth avenue, New York, N. Y¥.—Here were shown the eight 
standard models, including 12, 16, 18, 20, 25, 30, 32 and 36-inch Line- 
a-Time, as well as a luminous lens model, Remington-Wahl book- 
keeping machine model, law book model, Elliott-Fisher models and Bur- 
roughs adding machine model. 

The new motor driven Line-a-Time which was shown for the first 
time was the feature of the display. By the use of two levers the 
device is made to go up or down as required. The electrically luminated 
lens was also displayed. 

rhe exhibit was in charge of Louis Stock, manager of the Metropoli- 
tan district, assisted by salesmen. W. R. Wolf, sales manager, and 
Ray Smith, Connecticut manager, visited the show. 


LITHOPRINT COMPANY OF NEW YORK, 41 Warren street, New 
York, N ~The company conducts a service for reproducing all com- 
mon forms at a minimum cost. Lithoprinting, blue-printing, photostating, 
photographing, lithographing, and printing are all done by this company 
and samples of the work are on display. 

M. C. Hale was in charge of the exhibit, as well as W. H. Cushman, 
vice-president. H. H. Veerhusen, president, visited the show. 

LYBREX CORPORATION, Woolworth building, New York, N. Y¥.— 
Here was displayed the Automatic telephone bookholder for keeping the 
telephone book near at hand and in good condition. The book o 
flat when the device is raised and is out of the way on the side of the 
when not in use but ready at all times for instant reference. 
James 0. Jensen, president, was in charge, assisted by a corps of sales- 
men, 

MAIL-O-METER 


desk 


SALES COMPANY (Detroit, Mich.), 823 Pulitzer 
building, New York, N. Y.—In this booth were shown—the electrically 
equipped Mail-O-Meter Model A, with either direct or alternating cur- 
rent drive, sealing and stamping at a rate of 2560 envelopes. a minute. 
Model B, hand-operated, handling the same range of work as Model A, 
at a slower rate; this machine is designed for the smaller users.. Model 
© is similar in pattern and design to Model A, except that its speed 
is 4,000 pieces of mail an hour. Model D is an electrically-operated 
Mail-O-Meter sealing and imprinting machine, for placing the precan- 
celled indicia on envelopes and sealing them at the same time. It con- 
forms to the regulations and rulings of the United States Post Office. 
The speed is the same as the Model A. 

The Automat check endorser was a feature of the exhibit, designed 
for banks and commercial houses clearing checks in large volume, 

This booth was in charge of N. E. Terry, manager of the New York 
office of the Mail-O-Meter Sales Company, assisted by J. B. Terry and 
A. M. Oppy, salesmen 

MARCHANT CALCULATING MACHINE COMPANY, Oakland, Calif., 
and 208 Broadway, New York, N. Y.—The Marchant calculating ma- 
chine, which performs all features of arithmetical computation, was 
shown in this booth and demenstrated by competent representatives. On 
this machine may be undertaken multiplication of decimal fractions, 
division, pro-ration, square root, reciprocals, discounts, etc. M. H. 
Pettie, in charge, was assisted by William Kaltenbrunner and N. 
Knudsen. 

McCASKEY REGISTER COMPANY, THE, Alliance, Ohio.—Here were 
shown the industrial systems of the company, consisting of the one- 
writing visible filing idea for handling tool check and tool inventory, 
perpetual inventory, costs payroll, production control, machine control, 
erder control, planning, routing and dispatching. A series of card in- 
dexes was demonstrated whereby a careful record is kept of all the 
necessary Dames and data on frames with insertable cards. Slip holders 
provided each workman in which be files triplicate slips. The register 
itself is a practical device in a cabinet, each slip holder being num- 
bered and assigned to a different workman. 

The exhibit was in charge of Jobn Hartshorne, F. W. K. Hartshorne, 
toy W. Price, George C. Whitaker and C. Swoboda. 

MENTGES FOLDER COMPANY, 298 Broadway, New York, N. Y. (See 
Multicolor Sales Company.) : 

MONROE CALCULATING MACHINE COMPANY, Orange, N. J., and 
233 Broadway, New York, N. Y.—The pre-eminent feature of the Mon- 
roe exhibit was a brand new model in three sizes, 20-place, 16-place and 
12-place. It contains many refinements, leading to bettered working 
qualities, with ‘‘even greater simplicity.’’ Familiar standard models 
were also on display. Some of the features of the new niodel were the 
removable handle, labeled keyboard with buttons for repeat, etc., can 
be cperated without instruction, one-piece carriage, die casting, ease of 
operation, and the one stop position of the crank. The regular his- 
torical exhibit showing the development of the Monroe was shown. 


The booth was in charge of R. RB. Hays, New York district manager. 
Assisting him were E. 8. Baldwin, R. D. Bryan, A. G. L. Lindsley, B. A. 
May, C. F. Metzger, D. ©. Mittelsdorf, A. G. Osborne, J. F. Shwedo, T. 
Hi. Worsley, J. L. Bacon, Misses Collem, Dahl, Montgomery, Mueller, 
Kogan. From the home office there were J. R. Monroe, president; E. F. 
Britten, vice-president; W. R. Cummings, general sales manager; R. M. 
Farmer and J. D. West, assistant sales managers; J. F. Neuhart, edu- 
cational director; G. W. Laine, Jr., systems service manager; F. B. 
Norris, assistant advertising manager; J. D. Clark, director of statistical 
research. 

MORKRUM COMPANY, 1410 Wrightwood avenue, Chicago, Ill., showed 
the ‘‘Teletype,’’ a typewriter which is used for intercommunicating pur- 
with isolated buildings, within buildings and between points far 
distant from one another. The communication is by wire and is ac- 
complished at a good rate of speed. Several of these machines were 
shown in operation. ; 

Another item in this exhibit was the National check endorser No. 5 
for use by banks and all business houses handling many checks. It was 
sown operating in conjunction with adding machines, such as the Bur- 
roughs, Ellis, Wales, Burroughs-Moon-Hopkins machines, endorsing checks 
as they are listed by the adding machine and typewriter operator. 

G. B. Appleton, the Eastern district manager, was in charge of the 
exhibit. aided by Harold G. Davis, Richard Sleem, J. T. McCaffrey and 
Paula Heyn 

MORSCHHAUSER, W. A., 1 Madison ave., 
Madras and the Millionaire calculating machines. 
exbibit were Mr. Morschhauser and Mr. R. Kuehne, 


poses 


New York, showed the 
In charge of the 








34 OFFICE 


MORSE CHAIN COMPANY, Ithaca, N Y showed a $5.00 pocket 
adding machine which adds and subtracts. It is small and flat, pocket 
size and operated by a stylus It is known as the Gray Pocket Arith 


mometer. James Gray, inventor, was in charge. 


MULTICOLOR SALES COMPANY, INC., 298 Broadway, New York, 
N. Y.—lIn this booth were three Multicolor presses each running on a 
different job. Special care is given to work ordinarily found in the 


the 
machine 


possibilities 
showed 


demonstrated 
another 


One machine 


production; 


business 
Multicolor 


concern 
in constant 


average 
of the 


press 





a high type of three-color circular letter work, producing the entire 
letter in one operation rhis included the letterhead form, body of the 
letter and the signature rhe third machine showed the adaptability 
of the Multicolor press for handling a heavy type form such as fre 
quently found in advertising matter 

In this booth was also demonstrated the Mentges folding machine 
showing the ease by which the seven standard folds which these ma 
chines are capable of making is accomplished Care was taken to show 
practicn! work in all demonstrations 

The booth was under the personal supervision of A. R. Rohrer and 
Thomas Darling, assisted by R. J turns, J. Berkowitz, T. A. Pape, 
Wm. F. Cahill, R. E. Wilson, B. Verner and H. R. Sabin. 

MULTIPOST SALES AGENCY, Rochester, N. Y., and 32 Union Square, 
New York, N. \ Exhibited here were the various Multipost machines, 
including stamp aftixers. parcel post stamp machines and envelope seal 
ers, both hand and motor driven as well as the Reynolds envelope sealer 

This booth was in charge of Nathan L. Caro, assisted by E. Knapp 
G A. Appell and Miss E. O. Rush 

MUNSON SUPPLY COMPANY, 23-27 City Hall Place, New York, N. ¥ 

Here was shown the standard Munson pneumatic and International 
rubber cushion keys for all makes of typewriters end adding machines. 
Special attention was called to the contrast of keyboards equipped and 
these unequipped trom the standpoint of protecting the eyes from the 
glare of the keyboards, preventing the fingers from slinping Here was 
seeu also the Munson Sure-Grip twirlers, giving a better grip on the 
end of the roller. 

rhe new Munson pneumatic key was especially interesting A brass 
ring is now inserted in the rubber top and the cap is crimped into the 
base by a special machine It is held securely in the cap and acts 


easily 


the seme as a shock absorber on an automobile. The cap is 
detachable It is claimed that this new key has created a new way; 
for saving on ribbons and carbons 

This booth was in charge of G. W. Munson, inventor of the key 
assisted by W. H. Kee, E. Williams, H. E. Dimler, J. ¢ seilhara, A. ¢ 
Teaney, J. E. Kledt, W. P. Sullivan and Capt. R. A. Samson. 


MUTE-A-PHONE CORPORATION, 41 Union Square, New York, N. ¥ 
Here was shown the Mute-A-Phone’’ telephone device, enabling one to 
onverse without being heard by persons near the telephone. 

This exhibit was in charge of H. ¢ ruttle, president, and I s 
Scher, secretary-treasurer 

ASH REGISTER COMPANY THE, Dayton, Ohio, and 


NATIONAL 





1172 Broadway, New York, N. (me of the outstanding features o 
this exhibit was the new banking register produced by this company 
It is the mechanism of a system providing banks with a mechanical 
audit and control from the original entries at the teller’s window. It 
represents many years of development, testing and experimenting in 
retual bank work rhe co-operation of officers and employees of banks 
was utilized in working out desirable features which are incorporated 
in the complete device, 

This banking register makes three separate, printed, unchangeable 
records ench time it is perate These consist of the pass book 
entry, ledger card and teller’s sheet On the latter are indicated de 
pesits, withdrawals, interest entries old and new balances, ount 
numbers and the teller's initials rhe same record, or such part of it as 
is desired, appears also on the pass book and on ledger cards. The new 
balence is mechanically extended and printed in the proper column of 
the three records 

fhe banking register has a maximum of twenty separate totals. There 
ean be shown totals of deposits, withdrawals, old balances, interest, new 








accounts, Liberty Bonds, or special deposits, and figures for one or more 
teliers Each teller is provided with a key so that he can refer to the 
total of his own work without having access to any other records The 
register shows hew many transactions of each kind are handled and 
how many each teiler is responsible for The teller sheet is arranged 
to print visibly under glass so that several transactions, including the 
last are in view A total of the work ts ready instantly at any time 
during the day, or at the close of the day The teller is ready to bal 
ance his cash, as soon as the last customer has left his window 

The depositor receives an unchangeable, printed receipt in his pass 
book his affords a positive neat, eli¢ibl record and avoids disputes 
over poor handwriting Bookkeeping is thus reduced to a minimum, and 
the customer's records are always identical with those of the bank 
Simplicity of operation, speed and quiet mo are added refinements 

The booth was in charge of representatives from the main office and 
factory in Dayton, Ohio, uded among which were Wm. A. Ontten 
Ww E. Carlson, J. F. O'Heam Rk. J. Wood and Mr. Shinley of the Sales 
Department é&. Rarringer, Vice-President, Wim Harman, Superin 
inventors H. O. Sauer and O W Lambertson of the Window Display 
Department J. H. Barringer Vice-President, Wm. Harman, Superin 


tendent, and J. W. Dozier, assistant sales manager, were also present 


NATIONAL MAP COMPANY Indianapolis, Indiana, and 11% Nassau 
street, New York, N. \ The Multi-Unit map system was shown in 
this booth Included. were special compo board mounted maps: other 
maps were showu, including a large map of the United States The 
self-supportable floor canopy map fixtures and additional fixtures, includ 
ing the pivot and stationery devices, were also shown here. 

rhe George F. Cram Atlasses were on display as well They include 
four different books, the Modern. the Atlas of the World, the Atlas of 


Campbell, Eastern 
Dolphin and 


the World, 
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charge, ‘ 
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W. L. Meeker. 

NATIONAL PROCESS COMPANY INC., 117 East Twenty-fourth 
street, New York, N. Y Here were shown reproductions by photo 
offset process It includes in its service photography, engraving and 
printing. Repro-prints by the photo offset process were featured 
J. A. Kucera, vice-president and sales manager, was in charge, assisted 


by H. A. Pease, R. J. Piggett and H. E. Standish. 
NATIONAL SURETY COMPANY, 25 West Forty-third street, New 





York, N. Y The Forgery Bond Department had charge of this exhibit 
explaining their service of bonding against loss on checks by alteration 
w forgery. E. M. Milburn was in charge, assisted by several salesmen 
from the office 

NEW YORK COMMERCIAL, 38 Park Row. New York, N. Y.. a paper 
that has been published for 126 years, covering the business field in a 
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RADCLIFFE BUSINESS 








street, New York, N. Y., emphasized the confidential ¢ service 
conducted by the agency Candidates for employment 1 and 
lassified, and those selected for positions with clients osen fi 
personal character, experience and fitness for the ser they are 
expected to perform, The booth was in charge of Lill \ Radcliffe, 
ownel 

RAND COMPANY, THE, North Tonawanda, New Yorl 140 West 
Forty-second street, New York N Y., demonstrated the Rand system 
of visible indexing and the application of it to all line f business 
H. A. Van Houten, sales manager, was in charge, assists by sales 


men and demonstrators. 


November, 1921. 


RAND McNALLY AND COMPANY, Chicago, Illinois, and 40-42 East 
Twenty-second street, New York, N. Y.—Here were shown maps, globes 
atlases, may tack systems, printing, binding and engraving. Particularly 
effective was the exhibit of a map of the United States, the dimensions of 
which were at least twelve by twenty feet. 

This exhibit was under the guidance of Frank Meier, of New York, 
K. S. Hall of Chicago, Mr. Beardsley and Mrs. Harold Stevenson. 

KANSON, F. MURIEL, 30 Church street, New York, N. Y¥.—Not only 
was public prominence here given to the Comptometer service in ail 
its branches turnished by Miss Kanson in suppiying trained specialists 
for inventory figuring or other special work, but the Postcraft Mailing 
machine, was exhibited. Miss F. Muriel Ranson presided at this booth 
and was assisted by Harry J. Burr, president of the Postcraft 
Corporation, Arthur LD. White and Evelyn Horton. 

RAPID ADDRESSING MACHINE COMPANY, 32-46 West Twenty-third 
street, New York, N. Y., and 615 South State street, Chicago, Ill., 
showed a complete line of Belknap special machinery for addressing, 
also the Duplex machine, which addresses the mailer strip and simul- 
taneously prints the ottice proof, counts every subscription and auto- 
matically takes from the list all expirations as they determine. The 
Indexograph was also shown. This is a system manufactured especially 
tur mail order users, combining all records concerning the customer 
or prospect with the addressing system in a perfect card file, all 
information being visible while the matter is being addressed. 

A. ©. Wachsmuth was in charge, assisted by E. E. Mills, general 
sales manager, G. E. Burleigh, K. L. Greene, Albert Pryibil, EB. F. 
tiammity, M. Ackerman, H. Weil, W. 8S. Ponton, W. Stern and R. 
Shook, 

REMINGTON TYPEWRITER COMPANY, 374 Broadway, New York, 
N. Y¥., demonstrated the self-starting Kemington typewriter having 
eleven fundamental improvements. The new Remington portable type- 
writer was featured, and about half the large space reserved for the 
company was devoted to the company’s accounting machines, designed to 
pertorm every kind of work handled by loose leaf accounting systems, 

The exhibit was in charge of A. A. Fraser, manager, and A, L. Ruiz, 
assistant manager, of the New York City office, assisted by salesmen, 
who took charge in relays afternoons and evenings. Much attention 
was given to demonstrations of speed and accuracy in typing and great 
interest was aroused by the work of Miss Mariou ©. Waner, amateur 
hampion, 1921. Miss Hortense Stollnitz and Miss Keller in demon- 
strating the speed potentialities of the Seif-Starting Remington. Mr. 
Waters was in charge of the speed work. 

RONALD PRESS COMPANY, 20 Vesey street, New York, N. Y.—Here 
were exhibited business publications of all kinds on subjects such as 
advertising, selling, business engineering, collections, correspondence, 
personnel, personal develupment, foreign trade, accounting, banking, busi 
ness law, economics, etc. In charge was W. E. Thwing, assisted by 
C. J. Taylor and J, J. Bryan. 

ROTOSPEED COMPANY, THE, Dayton, Ohio. 

(See Lightning Oftice Appliance Company.) 

RYAN & COMPANY, J. F., 375 Lexington avenue, New York, N. Y. 

Here were shown the Victory paper clips in four sizes, the Ryco 
gunimed tape machine, together with gummed tape plain or printed, and 
the Banker’s Sanitary Moistener. 

J. F. Ryan was in charge, assisted by Mr. R. A. Kramer and Mr, E. 
Frhlich, 

SAFE-CABINET COMPANY, THE, Marietta, Ohio, and 16-18 East 
Fortieth street, New York, N. Y. 

Here were shown the various models of Safe-Cabinets, including the 
S-E, M-E, and L-E type; also steel filing stacks, office deposit boxes, vault 
coors and Libra-stiles. 


A more complete line of sales product were on display. This 
company is now manufacturing, as always, 100 per cent record pro- 
tecticn devices. Vault and security devices were shown, as well as 


devices for filing protection and the housing of securities, indexes and 
merchandise. 

The exhibit was in charge of F. PB. Cutter, district sales manager, 
I. G. Hunter, assistant manager, G. L. Swift, service department 
manager, assisted by various agency managers, of the Eastern district. 

SCOFIELD & COMPANY, 30 Beekman street, New York, N. Y. 

fhis company exhibited the Automatic telephone book holder, Equipoise 
telephone arm, Burns and Hi-Lo telephone brackets, Scofield telephone 
brackets, telephone mufliers, telephone receiver cushions, telephone glass 
mouth pieces, telephone memorandum pads, telephone locks, Weilaphone, 
swinging typewriter stands, and portable office stands on rollers. 

The exhibit was in charge of William Adams, assisted by W. H. 
Moormann, Eric W Dobren and Frederick W. Mehrtens. Mr. A. L. 
Scofield was also present during the show. 

SHAW COMPANY, A. W., Chicago, Ill., and 342 Madison avenue, 
New York, N. Y. 

The service cf ‘“‘System, the Magazine of Business,’’ was fully and 
clearly explained The magazine gives practical help to business men in 
business building, breadening understanding of fundamental business 
principles. Mach issne carries articles of interest to wholesalers, retailers, 
ind manufacturers, giving practical information for a store, office, factory, 


sales department, et« Business men of international prominence are fre 
quent contributors ‘System’s’’ advertising pages are a valuable mine 
of information for business men. Charts were shown illustrating the 


business situation, etc. 

Willis Osborn, eastern manager, was in charge, being assisted by A. R. 
Poole, Lane Rehm and Paul Booth, 

SHEPPARD COMPANY, THE C. E., Van Alst avenue and Fourteenth 


street, Long Island City, N. ¥.—The ‘‘Cesco’’ line of loose leaf devices 
was displayed here in full variety. The company produces all devices 
necessary to modern loose leaf bookkeeping in a wide range of bindings 
and variety of type of merchandise. Special attention was given to 


vookeeping machine equipment. 

Chas. E. Sheppard, president, was in charge, ussisted by Fred Sheppard, 
sales manager; C. D. Massey, vice president; A. J. Goldstein, adver- 
tising manager, and members of the sales force. 

SMITH & BROS. TYPEWRITER COMPANY, L. C., Syracuse, New 
York, and 8& Vesey street, New York, N. Y.—In this booth were 
shown all models of the L. C. Smith & Bros. typewriters as well as 
the No. 3-12 machine which includes a new size of carriage. This is 
a combination correspondence, billing and statement machine A 
drug label attachment was shown with an interchangeable platen and 
the use of correspondence and letter heads and drug labels without 
change of platens was emphasized. A line of stencil cutting machines 
was shown. H. J. Humphrey, Metropolitan manager, was in charge of 
the bocth, assisted by W. H. Person, assistant manager, and a staff 
of salesmen. Harvey Smith and Wilbur Smith, officials of the company, 
W. H. Haun, general anditor, C. W. Sprott, Boston manager, L. J. 
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Harrington, Philadelphia manager, J. W. Kiplinger, statistical depart- 
ment, and O. E. Gathmann, traveling efficiency manager, were alt 
present during the show. 


STANDARD ENVELOPE SEALER MANUFACTURING COMPANY, 
Everett, Mass., and 42 Broadway, New York, N. Y.—Here was exhibited 
the cemplete line of nvelope sealers, consisting of Model F, hand 
operated, Model H, hand operated, Model M, motor driven, special 
Model M, and Model E stamp affixer; also the Standard postal permit 
printer and sealer, to be used in connection with the permit printing for 
mailing first class matter under the provisions of Section 459, Postal 
Laws and Regulations. 

The exhibit was in charge of F. W. Storck, vice president and general 
manager, Mareus M. Pleclner, general agent, Joseph Gowa and Miss 
Pauline Meyer. 

STANDARD REGISTER COMPANY, INC., Dayton, Ohio, and 15 Park 
tow, New York, N. Y., showed Standard ‘‘Kant Slip’’ registers for all 
manifold such as receiving records, shipping orders, packing slips, deliv- 
ery receipts. B/L, express receipts, sales records, receipts for money, 
service records, factory records, requisitions, telephone calls. 

The exhibit was in charge of George H. Flowers, Inc., 15 Park Row, 
New York. 

SUNDSTRAND ADDING MACHINE COMPANY, Rockford, Il., and 101 
Park Ave., New York, N. Y.—Here were seen for the first time in New 
york, the Sundstrand cash register, adding up each customer’s purchasers 
in detail and printing the individual total on the receipt with printed 
record unde: lock and key. An electric model of this machine was also 
shown. In addition, the standard adding machine equipment—both hand 
operated and electric, as well as various new devices to be used in 
connection with the cash drawer, such as a split carriage, etc.—were op 
exhibition. 

The exhibit was under the guidance of Mr. Wm. M. Newsom, eastern 
agent, assixted by his local staff George Chorpenning, district sales 
manager, was present, as well as Oscar Sundstrand, inventor of the Sund- 
strand machine, and Mr. H, Olson, general manager of the company. 

SUTLIFF, V. E., 30 Church street, New York, N. Y.—This booth was 
devoted to Nelson’s loose-leaf encyclopedia. The exhibit featured the new 
cameo binding, which is a reproduction of 18th century bookbinding and 
is washable. A special offer and price were offered during the show. V. 
BE. Sutliff was in charge, assisted by Mr. Sutliff and Warren Kudler. 

TATUM COMPANY, SAM‘'L C.—(See Jones & Leigh Manufacturing 
Cempany.) 

TELAUTOGRAPH CORPORATION, 438-448 West Thirty-seventh street, 
New York, N. ¥.—Here a complete Telautograph system was installed, 
showing the manner in which hand-written messages can be transmitted 
over wires to other stations, both to all stations simultaneously and to 
each station selectively. 

Graphic illustrations were given of the Insurance against error in trans- 
mission of credit inquiries and authorizations, hotel operation, silent. 
accurate and instantaneous delivery of hand-written messages, between 
paying tellers and bookkeepers in banks and trust companies, exactly as 
written at the sending stations. 

The booth was in charge of J. V. Mitchell, general sales manager, J. 
P. Manion, H, B. Smith, T. J. Mitchell, 0. Clemens, V. C. Olvany and 
C. H. Jackscn. C. Hl. George, president, was also in attendance. 

TIMES-INTO COMPANY, THE, 59 Fourth avenue, New York, N. Y.— 
Here were demonstrated the Tim and Unitas calculating machines. These 
machines are both keyboard and slot machines, and are either hand or 
electrically driven. Some of the features are that they are noiseless, 
without springs, detachable in all their parts and an unconditional guar- 
antee is given with them. Oscar Muller wags in charge assisted by R. E. 
Teetz and Carl Merryman of the Chicago office. 

TOLEDO SCALE COMPANY, THE, Toledo, Ohio, and 61 Chambers 
street, New York, N. Y.—Here were shown the Toledo automatic spring- 
jess seales of the following types, in 3- and 8-pound capacity mailing 
seale for office and mailing department, first class postage mailing scale, 
automatic computing parcel post seale in 20- and 40-pound capacity, and 
automatic computing parcel post and express scale, 70-pound capacity. A 
large gold ‘“‘Person Weigher’’ was also displayed, on which visitors 
weighed themselves free. 

This booth was in charge of A. G. Sener, sales manager, O. B. Starr, 
J. E. Towner, R. H. Boaz and T. W. Fischer. 

TOWEL SERVICE COMPANY, 540 West Fifty-eighth street, New York, 
exhibited the drawn-down towel device, a continuous cloth towel seventy- 
five feet long. Enough is drawn down at one pull to dry the hands. 0O. 
A. Andres, manager cf the company, was in charge of the exhibit. 

TRUSSELL MANUFACTURING COMPANY, Poughkeepsie, N. Y.—The 
Trussell line of loose Jeaf devices was shown here, as well as ‘‘My 
Finances,’’ a book for personal accounting systems, made in two sizes 
and in several bindings. ‘The one piece leather cover patented thirteen 
years ago as compared to the three-ply cover was featured here. 

H. W. Walker, factory representative, and A. M. A. Fischer, New York 
representative, were In charge, and A. Frost, secretary and treasurer, and 
C. D. Trussell, president, were present. 

TYPE-ADDER COMPANY, 465-469 Washington street, New York, 
N. Y¥.—Here was shown a device attached to regular typewriter, making 
it a billing, bookkeeping and listing machine. This machine fits on the 
front of the typewriter and can be attached or detached in a moment. 
With this addition to the typewriter, calculating can be done as easily 
across the page as in the vertical column. Applications of the Type-Adder 
were shown to Underwood, L. C. Smith, Royal and Woodstock models. 

The exhibit wes in charge of A. Brunswick, secretary of the company, 
assisted by the Misses S. Abelman, J. Ely and others. 

UNDERWOOD TYPEWRITER COMPANY, 30 Vesey street, New York, 
N. Y., showed a complete line of the Underwood products, including Un- 
derwood correspondence typewriters and Underwood bookkeeping machines, 
as well as the new portable Underwood typewriter. which created much 
interest. The six departments represented at this exhibit were: Book- 
keeping Machines, Standard Typewriters, Portable Typewriters, Fan-Fold 
tilling Machines, Educational Department and Duplicator Department. 
Much interest centered about the demonstration of the speed champions 
and the trophies their prowess had won. 

J. EB. Neahr, sales manager, was in charge of the exhibit, assisted by 
F. A. Robinson, manager of bookkeeping machine department. Among the 
speed champions who gave demonstrations were the following: George 
IL. Hossfeld, world’s chanipion; Bessie Friedman, accuracy champion: 
Gerevieve Maxwell, amateur champion, 1920; Margaret B. Owen, four 
times world’s champion; Albert Tangora, amateur champion, 1919, and 
William F. Oswald, world’s champion, 1919. 

UNIVERSAL FIXTURE CORPORATION, 133 West Twenty-third street, 
New York, N. Y.—In tiis exhibit were shown Universal displayers, the 
swinging wing type of fixture, useful for displaying all kinds of merchan- 


(Continued on page 92.) 
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&} &} New Machines and Devices 


Monroe Brings Out a New Model in Three Sizes. 


The Monroe Calculating Machine Company, having gen- 
eral offices in the Woolworth building, New York, and 
plant in Orange, N. J., have just brought out a new model 
calculating machine to be made up in three sizes, 12 to 20- 
place capacity. This wide range is intended to supply a 
machine for every figuring need. 

The keyboard is sloped at the proper angle and the key- 
stems are of uniform height, making it easy to span a set 
up. A light touch of the fingers on the keys places the 
numbers on the keyboard. With minimum effort, half the 
problem is done. 

Calculation with speed and very little effort is made pos- 
sible by the easy, flexible crank operation of the new 
machine. The crank is short, smooth running and turns 
with merely a slight wrist movement. 





NIEW MODEL MONROE CALCULATING MACHINE. 


Combined with the smooth, easy turn of the crank is a 
feature making crank operation simple in the extreme. A 
forward or backward turn is completed at the same point, 
the natural position, and although a wide leeway is allowed, 
the mechanism is absolutely locked against error or change 
during the turn of the crank. 

The operating crank also protects the work when inter- 
rupted. A quarter turn of the crank, a forward movement 
of the small lever just above the non-repeat key and the 
crank can be removed. Then no one can use the machine 
or change a figure while the operator is absent. The crank 
is easily slipped into place and the work is taken up just 
where it was left off. 

When the work is done and the answer noted, no time 
is wasted in the clearout. Simply a reverse turn of the 
small clearout crank raises the carriage and clears the dials 
simultaneously. A forward turn clears the upper dials. 

The operating parts are few and simple. The repeat key 
is depressed when it is desired to retain numbers on the 
keyboard, the non-repeat key when it is desired to release 
them at each turn of the crank. They are conveniently 


A New Paper Fastener. 


The Hotchkiss Sales Company of Norwalk, Conn., has 
just perfected and is producing an improved number 1 
Hotchkiss paper fastener which carries essential refine- 
ments over previous models. The new model is sightly in 
appearance and is shorter and more symmetrical of line 
than earlier models. It is triple nickel-plated throughout. 
The plunger of the new fastener is about half an inch 
shorter and is capped with a one piece rounded edge top, 
combined with flat instead of round rubber feet. This 
gives perfect balance and lessens the possibility of upset- 
ting the machine by a glancing blow on the plunger. The 
staple magazine arm is grooved to insure accurate feeding 
of the Hotchkiss non-clogging staples and the stapling 
anvil is of superhardened polished steel. 


Additions to Wilson-Jones “Petite Systems.” 

Several new forms have been added to the “Petite Sys- 
tems” line of the Wilson-Jones Loose Leaf Company, 
Chicago, Ill. An analysis form for executives, showing 
progressive records by months for a year, is Form P-46. 
P-48 is a heavy gray sheet of mounting stock, suitable 
for light samples, swatches, ad and cut proofs for sales- 
men’s portfolios, etc. A minute book sheet, P-43, is ruled 
for minute form, similar to the larger books, but in the 
“Petite” size, 11x8% inches. An outline map of the 
United States for graph statistics and school work is 
P-44. 


Noiseless Portable Typewriter. 

The new Noiseless portable typewriter was one of the 
exhibits of unusual interest at the National Business 
Show held in New York, October 17-22. The Noiseless 
portable is a convenient, compact typewriter, condensing 
the standard Noiseless feature within restricted limits 
It weighs 61%4 pounds without the case—eight pounds in 
the case. The case is 4% in. high by 9% in. by 11% in. 
The noisy hammer-blow method of writing is entirely 
eliminated in this little machine. A light, gentle touch of 
the keys causes the steel type bar to be pressed firmly 
against the steel platen cylinder. 

The keyboard is arranged in three rows, with shift keys 
on both sides. The machine writes with just the lightest, 
most gentle touch, fast enough for the fastest operator, yet 
equally responsive to the hesitating touch of the begin- 
ner. 

The Noiseless portable uses the Noiseless steel stand 
ard size platen. This smooth, hard surface never wears 
and never permits perforation in the keys 


paper Che 
can print only in perfect alignment. It is machined and 


assembled with exacting care. The construction is non 
folding. 

In the doctor’s office—at the hospital—necessary data 
may be rapidly taken down without irritating the nerves 


of patients. In the home, work may be done without 
I ‘ 


disturbing the other folks who wish to enjoy the evening 


Dow Magazine Pencil Exemplifies Simplicity. 

The Louis F. Dow Company, St. Paul, Minn., offers a 
magazine pencil to sell at thirty-five cents which is re- 
markable for simplicity of construction. There are no 
springs, gears, transmissions, screws or other working 








DOW MAGAZINE PENCIL. 


located at the right of the keyboard. Depressing one re- 
leases the other automatically. 

The key touch is light and the stroke short; the crank 
motion is fast and smooth; the key and dial numbers are 
large, conveniently placed and easily read; mechanical 
locks eliminate errors. 

The new Monroe is made in three sizes, 20 place, 16 
place and 12 place. 

The appearance of the machine presents lines of sym- 
metry. The machine case and the carriage case are alum- 
inum castings handsomely designed and finished with 
great care. The background under the keys is an enameled 
green which is restful to the eye. 


The pencil consists of an enameled brass barrel, 


parts. 
a clutch 


into which slips a cylinder equipped with 
for the graphite. The advancement or recession of this 
cylinder affords the propel feature and the repel function 
The cylinder has a storage capacity of at least three 
dozen standard length reserve leads. The barrel is enam 


seat 


eled in either red, blue, black, yellow or white The 
cylinder is nickel plated. The rubber tip is always 
ready; it is easily replaced. The lead can not clog; 
there is instant lead adjustment; the pencil is light in 


weight; the amount of lead is constantly visible; there 
is no complicated mechanism to get out of order. 


(Continued on Pave 2up.) 





Initial Business Ex- 


position Proves a Success and 
Exhibitors Are Well Pleased 


Reported for Office Appliances by O. C. Gould 


First New Orleans Business 
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SPAGHETTI SUPPER FOLLOWING NEW ORLEANS BUSINESS SHOW, WHERE A PERMANENT ORGANIZATION WAS 
DETERMINED UPON. The names of those in the picture appear in a paragraph on page 40. 


HE first New Orleans Business Show was held on the 
i third floor of the Times-Picayune building from 

October 3rd to 8th under the management of Robert 
Hayne Tarrant, of that city. Although a larger number 
of exhibitors could have been accommodated, and a larger 
crowd handled, Mr. Tarrant did well. It cannot be for- 
gotten that this was a new enterprise undertaken in a 
period of business slackness, and that a city does not at 
once acquire the habit of profiting from such an opportu- 
nity. 

The illustrations show that as to lay-out, equipment and 
decoration, the results were creditable and pleasing. Local 
dealers and representatives, in most cases without any pre- 
vious show experience, got up the exhibits but their work 
appeared to be that of experts. In the words of Mr. 
Waldo T. Tupper, of the Pacific Coast Show Company, 
who was an interested visitor for two days, “Both Mr. 
Tarrant and the exhibitors are to be complimented highly.” 

The publicity which preceded and accompanied the show 
was equaily impressive. The New Orleans newspapers 
were most generous in their comments and showed a de- 
gree of public spirit which stands as a high testimonial 
to the sound judgment and public spirit of their publishers. 
Office Appliances has already made some comment upon 
this feature of business show activity in the Crescent 
City. 

\ huge electric sign across Canal street, the main 
business thoroughfare, cards in preferred position on every 
street car, bill boards at strategic points, cards on every 
electric light column in the business section, and both 
news and advertising in the newspapers combined to “tell 
the world” of this picneer exhibition. Moreover, preceding 
the show, the exhibitors had distributed large numbers 
of tickets and, before tickets were available, had spread the 
news of the coming show by attractive cards enclosed with 
every letter. Later, when the show operied, extensive 
use was made of the telephone, by a cooperative arrange- 
ment between the exhibitors which eliminated duplication, 
to remind business men to attend. 

The attendance at the show was of a very satisfactory 
character. An extremely large percentage was of business 
men able to buy, and buyers for large corporations. While, 
almost without exception, there was no emphasis on sales 
at and during the show, the results in immediate sales 
were unexpectedly gratifying. They were so good as to 
convince several loca! concerns that they had made costly 
mistakes in not exhibiting as well as to confirm in the 
minds of the exhibitors not only the timeliness of this 
show but the desirability of another one at an earlier date 
than would, under usual conditions, be profitable. 

One of the most interesting facts was the distance from 
which the show attracted visitors in numbers. There were 
visitors from Fort Worth, Houston, Marshall, Port Arthur 
and other Texas cities, as well as from Shreveport, Mem- 
phis, Vicksburg, Montgomery and Pensacola, to cite the 


points farthest from New Orleans. Nearer Louisiana and 
Mississippi towns contributed heavier numbers, of course. 
This out-of-town patronage was strong testimony to the 
need for such a show. 

The cooperation of the three New Orleans newspapers 
with the management and exhibitors of the show through- 
out the summer in bringing the subjects of efficiency in 
office work and modern office equipment to the fore, re- 
garding which Office Appliances previously commented 
at some length, did much to focus attention on the show 
and was an interesting public service. 

Mr. Tarrant, observing the practice of other show or- 
ganizations in alternating between cities from year to 
year, plans to hold his next show at some other southern 
point than New Orleans, three strategic cities being under 
consideration. 


THE EXHIBITS AT NEW ORLEANS, 

ADDRESSOGRAPH COMPANY, THE, Chicago, I1l.—The Addressograph 
in all its forms and models was on display at this booth. The newer and 
heavier types of motor driven machines were particularly effective in 
attracting attention. 

A. C, Stanfieid, New Orleans sales manager, had charge of the booth, 
assisted by H. P. Shallcross, David Hook and Miss Seldon, all of the 
New Orleans force. 

CORONA TYPEWRITER COMPANY, THE, Groton, N. Y.—Displayed 
here was the portable Corona typewriter. ‘The skeleton model, exhibited 
at other shows, was put into prominence and although the aluminum 
frame was banged out of shape only to be re-shaped and put into use, 
by way of demonstrating the machine's stability, the most marked impres- 
sion was on the visitors and not on the machine itself. 

Cc. T. Smith was in charge of the show, assisted by Messrs. Cambias 
and Elfar of the Crescent Typewriter Exchange, New Orleans. 

DAMERON-PIERSON COMPANY, LTD., New Orleans, La.—Without 
doubt this exhibit attracted as much attention as any throughout the 
entire building. One of its features was a nickel-plated Art Metal cabinet, 
open at the side. Another was the display of a Doten-Dunton hand-made 
and hand-carved suite. 

Among the organization officers who officiated were Frank Dameron, J. 
Ogden Pierson, J. R. Jacobs and A. M. Pearce. F. A. Weitberg, south- 
western salesman for Art Metal, was also present. H. L. Frater, repre- 
sentative of the Wilson-Jones Loose Leaf Company, made himself popular 
throughout the week at this booth by distributing small size ‘‘Buddies’’ 
to the visitors 

DAVILLA, J. A., JR.—Here was exhibited the Sundstrand adding 
machine, under the guidance of J. A. Davilla, Jr., himself. At the 
midnight luncheen, following the conelusion of the show Saturday night, 
Mr. Davilla, Jr., was given the degree of 0. T. K. The letters, in com- 
pletion mean, J. A. Daville. Jr., Only Ten Keys. 

DAYTON MONEYWEIGHT SCALE COMPANY, Dayton, 0.—Fred Thier- 
bach, in charge of this booth, was handicapped by the nonarrival of 
samples of certain types, such as the parcel post scale. Notwithstanding 
this disadvantage, however, a splendid exhibit was maintained. Mr. 
Thierbach had the assistance of Miss G. Rhodes. 

DICK COMPANY, THE A. B., Chicago, I11.—An exhibition of the ex- 
treme versatility and adaptability of the Mimeograph and the Mim 
was here given. Silas C. Oviatt was in charge of the exhibit, being 
assisted by A. Johnson. 

DICTAPHONE COMPANY. THE, New York, N. ¥.—The exhibition of 
the Dictaphene machines here was enlivened by the actual demonstrations 
given by Miss Ethel Scott, a blind assistant to the secretary of the 
Tcuisiana Commission for the Blind. Miss Scott, using the typewriter of 
the ordinary type, demonstrated that sight is not necessary in transcribing, 
dictaticn providing one be equipped with the Dictaphone, 

I. J, Noonan, New Orleans sales manager, was in charge of the booth, 
with the capable assistance of N. J. Brown, district sales manager fron: 
Atlante, 
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PICTURES ABOVE AND BELOW SHOW SOME OF THE BOOTHS OF THE NEW ORLEANS BUSINESS SHOW Top 
picture, top row, left to right: The Addressograph Company, The A. B. Dick Company and Library Bureau Middle row: Dam 


eron-Pierson Ccempany, L. C. Smith & Bros. Typewriter Company, The Rand Company. Lower row, top picture, left to right: 
Tabulating Machine Company, The Southern General Fireproofing Company, Dayton Money Weight Scale Company and Inter- 
national Time Recording Company. Lower picture, top row: E. F.. Hansell & Bro., Ltd.; Sundstrand Adding Machine Company 
Globe-Wernicke Company jottom row: Shaw-Walker Company and Corona Typewriter Company 
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lively affair. 


GLOBE-WERNICKE COMPANY, THE, Cincinnati, O.—A most com 
prehensive display of Globe-Wernicke products was on display at this 
booth, not alone of office furniture and equipment, but of house furnishings 
is well The business show served the Globe-Wernicke company some 
vhat as a formal introduction, the show just preceding the establishment 
of their new distributing branch and retail store on Camp street. 
feature of this exhibit was a beautiful three-piece office suite executed 

solid walnut 

GOTTSCHALK, ROBERT, INC.—-L. J. Gottschalk and Aibert S. Potts, 
with the assistance of several representatives of the Travelers’ Insurance 
Company, operated this hooth for educational purposes only, and not for 
the writing of policies, 

HANSELL AND BROTHER, F. F.—Here was displayed a number of 
lines, among which were Shelbyville and National desks, Berger metal 
furnishings, Antomatic files and indexes, Macey files, Klearflax rugs, Mil 
waukee chairs, metal office furniture, steel desks, Dixie sanitary cups and 
enup dispensers. The principal exhibit in this booth, however, was the 
matched snite of Stow-Davis office furniture, which had been ordered for 
the private office of the president of the Marine Bank and which arrived 
just in time to be used as an exhibit. 


Youtl FIND Ths TALL 
HANDSOME GENT IN THE 
AOCDRESSOGRAPH BooTr. a's WARES 






HANSELL ENTER TAINS 
ITEM VISITOR... 


CARTOONS PUBLISHED IN THE NEW 
ORLEANS ITEM DURING THE NEW OR- 
SHOW.—The Item ana 


deal of publicity of a very effective kind which 
added materially in the 
prise. The clever cartoons shown on this page 
speak for themselves. We observe many old 
friends in the office equipment world. At the 
top of the page whom should we see but “‘Some- 
body’s Stenog,”’ proving conclusively that Miss 
O’Flage visited New Orleans during the show. 
of Shaw-Walker filing 
cartoon was a reality 


If the demonstration 
cabinets shown in the 
no further proof is needed of the solid construc- 
The cartoons themselves 


New Orleans show was a TEO GIBSON oF SHAW- WALKER. 
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Besides the officers of the Hansell and Brother Company who had charge 
of the booth, Ff. M. Barton, sales manager of the Shelbyville Desk Com- 
pany; B. V. Hughes of the Klearflax Rug Company, and Bill Norris of 
the Berger Manufacturing Company were present. Maurice Hansell II 
und Fred Hansell, the younger members of the firm, also shared in the 
supervision cf the exhibit. 

INTERNATIONAL TIME RECORDING COMPANY.—An impressive 
array of clocks and time registers were on display at this booth. A. H. 
White was in charge. 

LIBRARY BUREAU, THE, Poston, Mass.—Here was exhibited the 
complete line of Library Bureau filing equipment and products. A portion 
of the display was steel furniture ordered for the Hibernia Bank's savings 
department, one of New Orleans’ newest banks. 

H. C. Parker, manager of the New Orleans agency, was in.charge of 
the booth 

LOUBAT GLASSWARE AND CORK COMPANY.—Here were displayed 
liquid soap dispensers, cleaning devices, office fixtures, of several kinds, 
besides the St. Louis cash registers. The exhibit was in charge of Walter 
Loubat. 
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MAISON BLANCHE, THE, New Orleans, La.—lRugs, battleship linoleum 
and reception room furniture were on display in this booth. The exhibit 
was under Marshall M. Hicks. 

MULTIGRAPH COMPANY, THE, Cleveland, 0.—AIl models and styles 
of Multigraphs weie on display at this exhibit, the demonstration work 
during the show making thi« exhibit one of the most attractive. 

Francis R. Barnard, division manager, had charge of the booth, assisted 
by R. E. O'Neill and Stanton Cook. 

OLDSTEIN AND SONS, A.—In this booth was exhibited the Dunn pen, 


a product of the Dunn-Pen Company of New York. The booth was in 
charge of A. Oldstein. 

RAND COMPANY, Tonawanda, N. Y.—This company’s visible filing 
equipment was here displayed in all its many forms. It is only a few 
months since Coleman Walker, manager of the booth and of the New 
Orleans agency, started his local establishment. He found, therefore, a 


good field for educational work threugh his attractive exhibit. 

SHAW WALKER COMPANY, THE, Muskegon, Mich.—Exhibited here 
was the complete line of Shaw-Walker filing equipment. The slogan 
‘built like a skyseraper’’ and the well known trade mark of the man 
jumping on the open drawer of a file, was animated by Ted Gibson, 
manager of the booth, taking the part of the trade mark on the file 
“‘bnilt like a skyseraper."’ Mr. Gibson was assisted by Charles Kinkade 
and Leo Ebeling. 

SILER, 8S. D.—In this booth was displayed an impressive array of busi- 
ress books, with S. PD. Siler in charge. 

SMITH & BROTHERS TYPEWRITER COMPANY, L. C., Syracuse, 
N. Y¥.—Here were displayed the various models of the L. C. Smith type- 
writer. A very attractive method of displaying the ease of operation 
and flexibility of the ball-bearing feature was employed by placing a 
typewriter, with the carriage tension released, on a stand, to the right 
of an oscillating electric fan: tilted sufficiently so that the carriage would 
roll down to the left. As the fan turned toward the machine, it demon- 
strated the light action of the Smith by blowing the carriage to the upper 
end of its raceway from which it returned by gravity for the next blow 
as the fan came back from its oscillation. 

The booth was in charge of Fred M. Echoff, district manager, assisted 
by R. B. Moodie, C. M. Eyster, C. S. Bauman, Jr., all of the New Orleans 
force. 

SOUTHERN GENERAL FIREPROOFING COMPANY.—The complete 
display of General Fireproofing steel safes and other office equipment, on 
display here, attracted no small amount of attention. It was emphasized 
by the fact that the week immediately following that of the Business Show 
was National Fire Prevention week. 

The booth was in charge of C. W. Allen, 
by P. R. McCullem and F. 8S. Burch. 

SPENCER BUSINESS COLLEGE AND SOULE COLLEGE, New Orleans, 
La.—Two New Orleans commercial colleges maintained booths. Both 
schools took advantage of the show to display new equipment and to get 
into closer touch with business men in general. 

THE TABRULATING MACHINE COMPANY, New York, N. Y.—Every 
machine exhibited was to be a ‘‘second-hand.’’ This was necessary, be- 
cause the Tabulating Machine Company has established, as yet, no branch 
office in New Orleans, so that new equipment was not available. The used 


New Orleans manager, assisted 
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machines proved a feature in the exhibit’s favor, however, as it gave 
added proof of the practicability and service features of the machine. 
The beoth was in charge of T. P. McEntee of Houston, Texas, assisted 
by F. R. Jones of Dallas. 


That Spaghetti Supper. 

The illustration which heads the report of the New Or- 
ieans Business Show on a previous page shows likenesses 
o1 those present at a spaghetti supper following the show, 
at which New Orleans office equipment men determined 
upon a permanent organization for publicity and other pur- 


poses. This was held at the restaurant which Enrico 
“aruso favored. Seated, front to rear, near side, R. H. 
Tarrant, director of business show; B. J. Noonan, Dicta- 


Smith, Corona fac- 
QO. 


phone; A. G. Cambias, Corona; C. T. 
tory representative; O. C. Gould; Bowden Caldwell, N. 
litem; J. R. Jacobs, Dameron-Pierson Co.; Carl Oldstein, 
Dunn-Pen; C. S. Bauman, Jr., L. C. Smith; S. W. Kemp; 
H. P. Shallcross, Addressograph; A. Johnson, Mimeograph; 
Ted Gibson, Shaw-Waiker; Maurice Hansel, [Il F. F. Han 
sell and Bro.; standing, S. C. Oviatt, Mimeograph, tem- 
porary chairman of new organization. Seated, front to 
rear, far side, L. R. Jalenak, N. O. Item; N. O. Mayer, 


Globe-Wernicke; W. R. Schwarz, N. O. Item; T, P. Mc- 
Entee, Tabulating Machine Co., Houston, Texas; Fred R. 
Tones, Tabulating Machine Co., Dallas, Texas; Leo Ebe 


ling, Shaw-Walker; A. C. Stanfield, Addressograph; Fred 
M. Echoff, L. C. Smith; George Soule III; R. B. Moodie, 
L. C. Smith; Earle J. Christenberry, Ediphone Transcrib- 


ing Bureau; L. J. Gottschalk; Francis R. Barnard, Multi- 
graph; J. A. Davilla, Jr., Sundstrand. 
Some Additional Notes of the Pictures. 
The Dameron Pierson Co., Ltd., booth showed Doten- 


Dunton suite, Art Metal files and safe, Public Service Cor- 
poration cups, Wilson-Jones loose-leaf products, and litho- 
graphing samples. 

The booth of F. F. Hansell & Bro., Ltd., featured Na- 
tional and Shelbyville desks, Automatic File and Index 
Company files, Berger Manufacturing Company steel lock- 
ers. Stowe-Davis matched suites, Clear-Flax rugs and 
“Dixie” drinking cups. 


A Sequel to “How Not to Write It” 


Following Article in Office Appliances 
for October. 


The article on “The Application—How Not to Write 
It” in the October number of Office Appliances impelled 
Mr. F. O. McClain, of McClain-Mahler Company, Min- 
neapolis, Minn., to send us a letter of application, which 
had come to his firm a few days before he read the 
article. The letter is here reprinted. We were about to 
send the copy to the printer, with a note to the effect 
that the letter was a capital example of how not to do it, 
when we discovered the fact that a letter almost identical 
to the one received by Mr. McClain had been written to 
four hundred firms and had brought replies from three 
hundred and seventy-eight of them. (You can never tell 
what will happen, as Talleyrand remarked to the Dau- 
phiness when suggesting that she step back a few paces 
as he was about to turn a flapjack with the point of his 
rapier.) 

The gentlemen who was preparing the copy for the 
printer thought he detected something familiar about 
the composition of the letter sent by Mr. McClain. He 
set to poking about a bit. Sure enough, there it was on 
page 14, Assignment 11, Business Letter Writing Course, 
of the La Salle Extension University. The only change 
from the text to the University copy related to the age of 
the applicant, number of children, the name of the former 
employer and the character of the work. In every other 
respect the matter is word for word. 

The comment made upon the letter by the University, 
which is given as a part of a lesson, is that the letter is 
shown not as a desirable example, notwithstanding the 
returns it brought, but rather to impress the student with 
the necessity ot having confidence in himself. Here is the 
letter: 

McClain-Mahler Company, 
Minneapolis, Minnesota. 
Dear Sirs: 

Would you be interested in securing the services of a 
well read young man of pleasing personality, with a per- 
fect record of honesty, loyalty and exemplary character— 


a different type of man from whom you usually receive 
applications? 

Am a thoroughly clean cut man, 22 years old, married 
and have one child. Of good family and good education, 
irreproachable character and habits, good address and 
considered by past employers a progressive employee of 
forceful personality with plenty of brains and initiative. 

Have devoted my spare time to the study of carefully 
selected books bearing on my particular work, corre- 
spondence sales work, sales management and advertising. 
Am now studying correspondence with the La Salle Ex 
tension University, and have not neglected any opportunity 
that would increase my efficiency or broaden my education. 

The corporation I have been associated with is nationally 
known, The ——, holding the position of assistant 
Chief Clerk, Stationery Department. Their lines were of 
a diversified character and that I successfully filled the 
position held is ample evidence of ability and adaptability. 
My business career covers a period of approximately two 
and one-half years and I shall be pleased to submit in 
writing a detailed statement covering every phase of my 
business career. 

You may judge from the foregoing, I have always 
earned a good salary, but salary is not what | am in- 
terested in at this time. A position with an opportunity 
to demonstrate beyond question my worth to my employer 
is the essential consideration, assuming it holds a future. 

I want to make this the final change of my business 
life and if you have an opening in which you can use me, 
I will endeavor to the utmost of my ability to merit your 
Francisco trade in October, representing the Thaddeus 
confidence. You will find me a man who will not only 
make your interests paramount, but serve you with un- 
swerving fidelity and loyalty, who will give his whole 
souled efforts and cooperation to the development of your 
interests and:in whom you can place unbounded confidence 
in his ability, loyalty, moral character and integrity. 

May I have the pleasure of hearing from you in the 
affirmative? 
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Presenting the Important News of the Month, With an 
Interesting Report of the Notable Activities 
in Every Section of the Field 














Syndicate Formed to Operate Stationery Stores. 


Big Organization for Middle West to Operate Chain 
Stores. 





A half million dollar syndicate which will operate a 
string of stationery stores, art and gift shops and printing 
plants in the Middle West has been formed at Jefferson 


City, Missouri. 
Included in the merger are the plants of the Hugh 
Stephens Printing Company of Jefferson City, the Botz 


& Sons Printing 
and Stationery 
Shop” of 
Company. 

Otto C. Botz, formerly manager of the two Botz estab- 
lishments in Jefferson City and Sedalia, will be general 
manager of the new corporation. The executive, buying 
and business offices of the chain will be located at Jefferson 
City. 

It is planned to establish branch stores in other cities. 

\ wholesale business will be conducted in connection 
with the equipment, supply, stationery and art and gift 
departments. 

William Sacks, oil magnate and real estate operator 
of St. Louis, is the leading capitalist back of the merger. 
The transaction is said to be one of the largest business 
enterprises to be launched in the state in recent months. 

The plant of the Hugh Stephens Printing Company, 
which is the largest single unit in the chain, is one of the 
biggest in the Middle West. It has the contract for the 
official printing of the State of Missouri, and in addition 
does a large quantity of commercial catalogue work. Spe- 
cial service departments are maintained for the production 
of seed catalogues and college annuals; and the company 


Company of Sedalia, the Botz Printing 
Company of Jefferson City, “The Art 
Jefferson City and the Jefferson City Printing 


has letters patent on the Kirtley loose leaf ledger, which 
has been sold by direct representatives and is in use in 
every state of the Union. The business of the Hugh 
Stephens concern is not confined to Missouri, nor even to 
the Middle West, but extends to all parts of the United 
States 

Each of the units in the chain will be operated as before, 
with no changes in name or personnel except for the re- 
tirement of Hugh Stephens, who will be succeeded by 
Mr. Botz. The Hugh Stephens Printing Company will 
continue to do high class commercial work in addition to 
the state printing. 

The two Botz printing and stationery concerns in Jeffer- 
son City and Sedalia, will cater to the equipment, supply 
and stationery trade, specializing in the outfitting of banks, 
offices and institutions. The Jefferson City Printing Com- 
pany will be operated largely on a mail order basis. The 
Art Shop in Jefferson City will handle gifts, books, greet- 
ing cards, novelties and specialties. The wholesale business 
will be operated from Jefferson City. 

Otto C. Botz, general manager of the new corpora- 
tion, is forty years old and has spent his life in the sta- 
iionery and printing trades. He has successfully operated 
the two Botz establishments in Sedalia and Jefferson City, 
and brought about a rapid and profitable growth in thé 
last few years. 

Hugh Stephens, who retires from the presidency of the 
company bearing his name, has long been a prominent 
figure in Missouri graphic art circles. He built his busi- 
ness from very small beginnings, and the Hugh Stephens 
Printing Company today is a monument to his ability. 

The Hugh Stephens Company of Kansas City, operating 
an office equipment store under the management of Frank 
O. Denney, is a separate corporation and is not affected 
by the merger. It will continue business as in the past. 


Excuse Us, Please 


Murphy of Owensboro. 

An item on page 228 of the October 

\ppliances mentioned the Murphy Chair Company and 

located it at Murphysboro, Ky., instead of Owensboro, 

Ky. Our apologies go to the Murphy Chair Company— 

our sympathies are with Murphysboro for not really being 
the home of that splendid: factory. 


Exception Taken to an . October Item. 


G. A. Willumsen, of the Typewriter and Adding Machine 
Mechanics’ Aid Association, Inc., takes exception to an 
tem in the October issue of Office Appliances, in which 
oe eat nd was made to the possible affiliation of that body 
with the American Federation of Labor. Mr. Willumsen 
states that under the charter of the association, granted by 
the Supreme Court of the state of New York, the associa- 
ion cannot merge with the A. F. of L. It would have to 
dissolve legally to effect this merger. It is within the 
bounds of imagination to conceive that if the members 
decided to merge, the dissolution might be effected with 
due regard to the law governing such act. Our informa- 
tion does not indicate that this action is not contemplated. 

Mr. Willumsen makes the point that members of the 
Typewriter and Adding Machine Mechanics’ Aid Associa- 
tion, Inc., do not relish the thought of going back to $3.50 


issue of Office 


day. He states that “no agitation reference to any in- 
at this time will be considered by men, who as a 
e more inclined to backwardness than aggressive- 


crease 
whole ar 
ness.” 

Mr. Willumsen was interviewed by the Brooklyn Stand- 
ard-Union September 18, 1921, in which he said, among 
other things: “We have a national organization of 900, 
of which 400 represent this city,” said Mr. Willumsen. 

There has been no word of a decrease or no demand on 

our part for an increase. Neither has there been any 
threats of a strike. But we want consideration from the 
employers. We do not want to be ignored. We have an 
organization and think our ideas on salaries and working 
conditions should be given some consideration by the em- 
ployers. Some time ago we appointed a committee to con- 
fer with the employers. But the committee was refused 
an audience. Some of the large companies have their own 
individual organizations in an effort to stifle interest in 
our association. 

“We have been organized four years, during which time 
we have tried every conceivable plan to bring about a bet- 
ter understanding between the employer and employee and 
thus insure co-operation. A recent meeting and vote 
showed the men to be chagrined at the attitude of the em- 
ployers. It was voted to negotiate with the American 
ederation of Labor relative to affiliation.” 
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Findex Not a Visible Filing System. 


C. E. Seiler, president of Findex, 13 Astor place, New 
York, calls attention to the fact that Findex is not a visible 
filing system and that a reference to it as such was in 
error. It is correctly described as follows: 

“Findex is a semi-automatic device for classifying and 
grouping records by either single or multiple characteris- 
tics. The advantage claimed for it is the speed and accu- 





Computing-Tabulating-Recording May Make 
Abroad. 

A. R. Jennings, for many years manager in Europe 
for the Computing-Tabulating-Recording Company, was 
interviewed in October while on a visit in New York. 
He was quoted on the business situation, indicating that 
the total of his business abroad approximates that of the 
boom period. It is unevenly divided, France doing but 
little; England is absorbing about eighty per cent; Ger- 
many is buying enough to offset the deficiency elsewhere. 
Due to the difficulty in getting trading permits in Ger- 
many, the demand there cannot be supplied. Mr. Jen- 
nings said that his company is considering acquiring man- 
ufacturing facilities in Germany, to escape the difficulty 
in obtaining trading permits. This would also make it 
possible to take advantage of the low exchange rate on 
the German mark in dealing with other European coun- 


tries, and gaining through low production costs’ in 
Germany. 
In Mr. Jenning’s opinion Germany will not go into 


bankruptcy although he would not be surprised at some 
contraction in its currency. With Germany’s 70,000,000 
highly organized, intelligent people hard at work as they 
are at present, Mr. Jennings believes that in about twen- 
ty-five years Germany will be again the leading European 
industrial country. 

In regard to the present wild speculation on the Berlin 
Bourse, Mr. Jennings states it is largely encouraged by 
the banks, in particular, the foreign institutions. They 
publish letters advising investment and _ speculation in 
stocks, just as the brokerage houses do in the United 
States. Letters state that stocks will vary in value ac- 
cording to conditions, but that the marks may only be 
expected to depreciate. Thus there has been a rush to 
change marks into securities, resulting in the huge trad- 
ing days on the Bourse. 

From talking with a number of people who have lately 
been in Russia, Mr. Jennings believes the Soviets, with 
some modification from time to time, will remain the 
established government of Russia. He is firmly con- 
vinced that the greater number of Russian people desire 
it so. 

At present trading for the most part is rather difficult 
as Russia has little to export and her transportation sys- 
tem is disorganized. If one has something to sell in 
which the government is interested, however, trading is easy 
and payment prompt. For instance, Mr. Jennings cited 
the recent sale of £750,000 of woolen clothing to Russia 
by an English firm. 


Change in Davids Personnel. 


At a meeting of the directors of the Thaddeus Davids 
Ink Company, Inc., at their offices, 95 Van Dam street, 
New York, T. H. Pancoast, sales manager, was elected 
secretary of the company to succeed F. E. Ashley, who 
has just been made general manager of the stationery de- 
partment of James Shea on Fulton street, New York. 

Mr. Ashley was connected with the Davids Ink Company 
for many years. 





Paul S. Jones Now Royal Manager at St. Paul. 

Paul S. Jones, formerly a city salesman at St. Louis 
for the Royal Typewriter Company, Inc., has taken post 
as manager at St. Paul, Minn., for the same company. 
The office is at 61 East Sixth street. Mr. Jones started 
with the Royal organization at Kansas City, Mo., in 1915. 
During the war he enlisted in the aviation section, and 
was in training as a flying cadet at Barron Field, Fort 
Worth, Tex. The armistice cheated him out of a com- 
mission by a few days. 

Before going to St. Louis, Mr. Jones was two years 
manager at Springfield, Ill., for the Royal Typewriter 
Company, Inc. Prior to that he operated the Western 
Typewriter Company, Topeka, Kans. This was sold to 
R. G. Nichols when Mr. Jones took the Royal office at 


Springfield. 
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racy with which related groups may be automatically raised 
‘rom the mass of cards in the index drawer, avoiding the 
necessity of pulling out single cards for examination or 
of manually handling groups of cards for listing or other 
purposes. This system combines on one card many vari 
ous classes of lists which otherwise can be handled only by 
cross indexing. It is particularly useful for intensive cul- 
tivation of existing customers, personnel records and all 
problems involving cross references or multiple lists 


Henry L. Guth, for six years secretary and sales and 
advertising manager of Mutschler Brothers, Nappanee, 
Ind., recently resigned to accept a post as general sales 
and advertising manager for the Karges Furniture Com 











HENRY L. GUTH. 


pany, Wemyss Furniture Company and Crown Chair Com- 
pany, all of Evansville, Ind. Mr. Guth will incorporate 
the merchandising effort of these three concerns into one 
unit. Judging the work he has taken up by his accom- 
plishment in the past, we predict the successful issue of 
the plan. 

Mr. Guth expresses to Office Appliances his regret at 
breaking the old association, but looks forward to the 
development of his work in the greater opportunity pre- 
sented in presenting the products of three manufacturers. 

Mr. Guth is a young man of pleasing personality. Both 
he and Mrs. Guth have social qualities which ensure them 
a cordial reception in the social circles of Evansville. 


North Carolina Concerns Consolidate. 

The Carolina Office Supply Company has been merged 
with the Burlington Printing Company. Both concerns 
are at Burlington, N. C., and will remain in their respec 
tive locations, which face each other on the same street. 
H. W. Wade, who had been manager of the Carolina 
Office Supply Company, became manager of the office 
supply department of the Burlington Printing Company. 
He will also handle the outside sales work of the 
poration. The Burlington Printing Company does a 
eral printing business, including the publication of a num 
ber of periodicals. 


cor- 


gen- 


Roc-O-Way Company Moves. 

The Roc-O-Way Company, San Francisco, Calif., has 
moved to 510 Battery street from 635 Howard street. The 
business is under new. management; the company is sole 
distributor of the “Neto” typewriter shield, invented by 
M. Edmunson, a San Francisco typewriter repair man 
A patent covering this device was granted October 1. 

“The Science and Art of Selling.” 

The Knox Business Book Company, Inc., Cleveland, 
Ohio, has issued “The Science and Art of Selling,” by 
J. S. Knox, A. M., L. L. D. It presents the vital princi- 
ples and art of selling, profusely illustrated with graphic 
charts. 
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John A. Rendier Leaves Wilson-Jones. 


John A. Rendler resigned as general 
of the Wilson-Jones Loose Leaf Company in October. 
He is going to take a long rest and expects to enter 
business about June 1, 1922. Mr. Rendler has been with 
the Wilson-Jones Loose Leaf Company eight years in 
various positions. Before Mr. Wilson retired from active 
participation in the business he was assistant to the pres- 
ident. During the past two years Mr. Rendler has been 
actively engaged in connection with the erection of the 
new factory and establishing the manufacturing facilities 
therein. 


superintendent 


Jess Hadley Buys a Lithocraphing Company. 
Hadley, of Denver, has purchased the Ferguson 
Lithographing Company at Kansas City, Mo., of which 
he became the active manager on October 1. 

For fifteen years Mr. Hadley was general representa- 
tive of the Baker-Vawter Company in Colorado. After 
that he was associated in the office equipment business 
with Mr. Hine, under the name of Hadley & Hine. For 
the past five years he has been manager of the Rocky 
Mountain Banking Company. 

Jess Hadley went from Indiana to Denver twenty-six 
vears ago. He has given good account of himself in 
Colorado. Speaking of the recent change in his busi- 
ness the “Mountain States Banker” says that he is 
“known personally to every banker in New Mexico, 
Colorado and Wyoming” and that “with his progressive 
methods, his absolute loyalty to business principles, and 


Jess 








JESS HADLEY. 


his genial manner, it is safe to say that he will rapidly 
build up a business second to none in the West.” 

The name of the company purchased has been changed 
from the Ferguson Lithographing Company to the Na- 
tional Lithographing Company. 

Associated with Mr. Hadley is John R.. Hadley, an oil 
producer and banker of Tulsa, Okla., as president and T. 
D. Farmer—who was office manager of the Ferguson Lith- 
ographing Company from the time it started—as secre- 
tary. Jess Hadley becomes vice president, treasurer and 
general manager. 

The office equipment field is especially interested in 
the change of the business because it is Mr. Hadley’s in- 
tention to add a line of steel furniture, safe deposit boxes, 
bookkeeping supplies and equipment. Mr. Hadley will 
give good account of himself in the field. 


F. H. Morse Visits United States. 

F. H. Morse, managing director of The Visible Writing 
Machine Company, Ltd., 75A, Queen Victoria street, Lon- 
don, E. C. 4, was in this country recently, visiting the New 
York offices of the Royal Typewriter Company, Inc., and 
the factory at Hartford, Conn. Mr. Morse has charge of 
Koyal interests in the British Isles. He was transferred 
trom the Chicago office to the London position. 


New Store at Pensacola. 

The Pensacola Stationery Company is the title of a new 
store at Pensacola, Florida, owned largely by W. 5S. Platt, 
I believe, and to be managed by W. K. Monroe, formerly 
with Dewberry & Montgomery, at Birmingham. 
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Elliott-Fisher School for Juniors. 


Forty-four junior salesmen were graduated from a 
school session held by the Elliott-Fisher Company in 
New York recently. Three strenuous weeks of study and 
application were devoted to mastering the system and 
selling methods. The junior salesmen’s school was di- 
rected by W. R. Busch, the head of the educational divi- 
sioh. The session was opened by an address of welcome 
by P. D. Wagoner, president of the Elliott-Fishker Com- 
pany, assisted by the district managers and several of 
the executives from the general office and men from the 
New York office. M. S. Eylar, vice-president ,contributed 
to the program. The students at the school, classified by 
sales districts, were: 


Central—J. Arthur Cusick, Earl Dierks, Charles C. Free, 
Samuel H. McClure, Robert G. Masterton, W. W. Pot- 
ter, V. C. A. Scully, Arthur Vogel, Arthur Weiss, William 


W. Keifer, Jr. Western—Charles L. Barkley,"George Con- 
way, L. A. Deveraux, Louis Galter, W. A. Hazelton, A. 
Malmquist, Fred F. Passard, K. E. Potter, E. L. Scofield, 
Merle F. Shanklin, Forrest G. Thurman, Jean S. Van Ars- 
del. Atlantic—Arthur C. Merrill, D. A. Person, C. Gordon 
Peterson, John J. Shea, George Y. Young, Jr. Southern— 
Frank S. Estill, Barry Jones, Jack F. Kane, Horace H. 
Lyons, Aug. Van Deventer. Eastern—Leon S. Brewer, 
J. A. Coakwell, Clarence J. Gormel, D. G. Harvey, K. A. 
Keer, Leonard S. Messina, E. M. Shope, C. G. Stager, Lew- 
is S. Stone, Wm. H. M. Stover, George H. Zweir. 

The first school for juniors was held at New York. 
Future sessions will be localized in the several districts. 

The district managers at the junior sales school were 
C. H. Reed, New York district; F. F. Wright, Western 
district; R. E. Richwine, Central district; R. B. Buswell, 
Western district; L. W. -Koss, Atlanta district; F. L. 
Benedict, Eastern district; C. G. Ebert, Southern district. 
Others participating in the instructional work were A. F. 


Siebert, assistant sales manager; F. A. Greis, A. C. 
Brownlee, R. Trego, E. G. Merckling, R. M. McClearly, 
W. E. Phillips, J. A. McCarthy, L. F. Betts, E. A. Ma- 


loney, F. A. Andrews, F. L. Lloyd, H. W. Robinson, C. 
A. Meyer, W. J. Thompson, A. E. McGue, J. W. Cash, 
T. E. Jones, New York office; M. A. Seeley, assistant 
sales manager; C. A. Slingerland, F. P. Ward, D. M. 
Monell, H. C. Rose, W. H. Bassett, general office; E. R. 
Baines, comptroller; L. E. Lentz, manager service and 
supply department. A number of New York users of 
Elliott-Fisher products told of their impressions of the 
equipment and service. 


N. C. R. Graduates 155 Salesmen. 


\n extended period of intensive salesmanship was com- 
pleted October 7 by 155 men in Sales School No. 153 of 
The National Cash Register Company. Five weeks were 
devoted to the work, four of which were held in division 
offices at Chicago, New York, Philadelphia, San Fran- 
cisco and St. Louis. The fifth week all students, except 
those at the San Francisco school, studied at the Dayton 


factory. The San Franciscans had the benefit of an en- 
thusiastic convention with F. B. Patterson, president, 
and C. E. Stettey, general sales manager. Instructors 
in charge were—New York, G. E. Irving; San Fran- 


cisco, F. J. Barnes; St. Louis, C. C. Cook; Philadelphia, 
\. W. Walker; Chicago, R. J. Wood. The Dayton classes 
listened to talks by J. H. Barringer, vice-president; J. W. 
Dozier, assistant sales manager; B. Donaldson, F. P. 
Lutz, D. R. Pierson and J. M. Wilson, division managers. 
The last afternoon at Dayton was spent at Far Hills, the 
home of John H. Patterson, chairman of the board. 

The courses included work in the field. At Dayton the 
men were examined on the work done at the division 
schools. An interesting feature of the work at Dayton 
was a contest to bring out the best demonstration of the 
Class 900 register. Mr. Dozier offered four prizes for 
the best demonstrations. Each class selected a repre- 
sentative from its district who had not been in the busi- 
ness more than six months. The first prize went to a St. 
Louis student; second to New York; third to Chicago; 
fourth to Philadelphia. 


Safe-Cabinet in New Quarters at New Orleans. 

The Safe-Cabinet Company has moved to lighter and 
more modern quarters in New Orleans, the address now 
being 714 Poydras street instead of 430 Camp street. 
John R. Bodin, the New Orleans manager, expects his 
displays to have greater pulling power in the new location. 
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Well Known Adding Machine Man Weds. 


Sooner or later that busy little Archer, against whose 
marksmanship no closed season shields the human heart, 
lets fly a shaft that goes true to the mark. We are per- 
mitted to record another instance of his prowess in the 
announcement of the marriage of John C. Nevins, vice- 
president of Felt & Tarrant Manufacturing Company, Chi- 





NEVINS 


JOHN C. 


cago, to Helen Ruth Babcock, daughter of Judge Charles 
C. Babcock of Jefferson, Ohio. 

After November 1 Mr. and Mrs. Nevins will be at home 
to their many friends at their residence in Evanston. 





A Contest in Salesmanship. 


I. L. Riggs, manager of the Seattle Underwood branch, 
instituted on Oct. 22 a salesmanship contest, the first which 
has been held in the northwest for some years. Mr. Riggs 
believes that we are back on a competitive basis, and that 
the sales forces cannot be too highly trained for their work. 
He was formerly with the Portland branch of this firm, 
coming to Seattle about a year ago. 

The contest was held in the local office after closing time 
on Saturday afternoon, the judges being Mrs. Emilie Pear- 
son, employment manager; L. A. Wiley, foreman of the 
repair department, and J. C. Zancker of the Federal Elec- 
tric Company. The three judges posed as officials of the 
First National Bank. 

The four subjects chosen for the “sales talk” 
tion were Approach, Demonstration, Comparison, and 
Closing, the contestants being scored on each point. Eu- 
gene Moore, of the city sales force, won the prize, a new 
hat. Seven salesmen entered the contest. 

Mrs. Emilie Pearson, who was some years ago with the 
Underwood office in Spokane as employment manager, has 
recently joined the Seattle staff in the same capacity. 


Topeka Concern News. 

The United Typewriter Service Company, who _ have 
been temporarily located in the New England building, 
Topeka, Kans., moved into permanent quarters on Novem- 
ber 1 at 118 East Seventh street. Here up-to-date equip- 
ment is being added along with an increased mechanical 


demonstra- 


force. This expansion of space and facilities will make 
the concern one of the largest of its kind in the state. 
E. C. Helm, who owns and manages the business, is a 


typewriter man of wide experience, having been associated 
with nearly all of the larger typewriter companies. 


New Orleans Concern Takes Cash Register Agency. 


The Loubat Glassware and Cork Company, of 510 
Bienville street, New Orleans, have become southern sales 
agents for the St. Louis cash register, of which a whole 
series of new models are now being placed on the market. 
Mr. Walter Loubat expects to give this line his personal 


attention. 
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Administrative Survey for New Orleans. 
New 


The city of Orleans has undertaken a scientific 


survey of its administration under the active supervision 
of J. E. Edmonds, lately managing editor of the Times- 
Picayune and now secretary of the special commission 
appointed to suggest organization and equipment likely 
to result in greater governmental efficiency Frank 


Dameron, of the Dameron-Pierson Company, Ltd., is one 
of the members of the commission. The survey is being 
conducted in part by experts of the New York Bureau of 
Municipal Research. 

This investigation furnishes an 
for introducing whatever furniture, 
are best for economical transaction of municipal business. 
The old letter press, with a negro at the wheel (would 
you call him a chauffeur), is still an institution in some of 


excellent opportunity 
supplies and equipment 


the city offices, and it is less than a year since the superin- 
tendent of police, in a report to which Office — 
made reference, disclosed the large savings which had re- 


sulted from the introduction of a modern Poo san 


Ramsay Joins Big New York Advertising Firm. 


Robert E. Ramsay, author of “Effective Direct Adver- 
tising,” and “Effective House Organs,” has resigned as 
director of sales promotion, publicity and advertising for 
the American Writing Paper Company, Holyoke, Mass., 


to become vice-president of James F. Newcomb & Co., 


Inc., 441 Pearl street, New York City, producers of direct 
advertising, house organs and general printing 

Mr. Ramsay assumed his new duties Oct. 1, but gave 
his entire time for the month of October to the promo- 
tion of the Direct Mail Advertising Association Conven- 











ROBERT E. RAMSAY. 


tion and Exposition held in Springfield, Mass., Oct. 25 to 
27, inclusive. 

James F. Newcomb & Co., Inc., is an organ 
one hundred and twenty-five people well known in down- 


ization of 


town New York, producers of printing for a great many 
large firms, and their advent into the direct advertising and 
house organ field will be watched with interest. 


Congratulations to the Dartts. 

Mr. and Mrs. Arthur E. Dartt, of Providence, R. I., have 
announced the birth of another daughter. They now have 
three children, all of whom are girls. Mr. Dartt is a mem- 
ber of the Adding Machine Sales & Service Company, 38 
Empire street, Providence, R. I. 


Hattiesburg House Takes Steel Line. 

The Hattiesburg American, of Hattiesburg, Mississippi, 
having decided to extend the scope of its merchandising 
department, have taken the agency for Southern General 
Fireproofing products in that section. 
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New York Merchants’ Association Issues 
1921 Year Book. 


The Merchants’ Association Year Book for 1921, cover- 
ing the fiscal year ending on May 1, will soon be ready 
for distribution. The book will contain the annual report 
of the president, secretary, chairmen of the members’ coun- 
cils and heads of the various bureaus. The membership 
of the association is at top notch. The average attendance 
at the luncheon meetings during the year was 1,100. The 
principal events which distinguished the activities of the 
association during the year has been the service rendered 
in connection with problems of adjusting business. The 
association’s most important activities during the period 
have been: 1—The breaking of the blockade on the trans- 
portation of merchandise in New York City, arising from 
the longshoremen’s strike. 2—Problems of industrial rela- 
tions. 3—Retention of the benefits in day light saving. 

The secretary’s report was long and very interesting, 
covering the activities of the association throughout the 
Among the useful activities of the organization the 


year. 
During the year the asso- 


following may be mentioned: 
ciation 


Acted upon four referenda from the Chamber of Commerce of the 
United States 

Furnished its members with more than 1,000 reports from the 
Charity Organization Society upon the character of charitable enter- 
prises seeking to collect money from the public. 

Cooperated with other organizations in the furtherance of oper- 
ative objects 

Participated in the formation of the International Chamber of 


Paris > 
various important matters in connection 
the Customs Service Revenue Law. 
and effort to the improvement and exte 


Commerce in 
Acted upon 
ministration of 
Devoted time 


with the ad- 


nsion of 


cable and radio communication. 

Continued its efforts for an adequate postal service 

Watched and served the interests of exporters and importers for 
the promotion of the city’s foreign trade 

Investigated conditions surrounding immigration and made recom 
mendations for the improvement of facilities and methods at Ellis 
Island. 

Supported Governor Miller’s program for dealing with the public 
service situation, for the improvement of local transit facilities 

Opposed the St. Lawrence Ship Canal on the ground that it would 


prove to be impractical and wasteful. 

Continued its campaign for the adoption of the National Budget 
system. 

Proposed reform in the leading operations of motor trucks using 
the highways in order to perfect unnecessary wear and tear 


the house fly. 
protection of 


its campaign against 
vigilance for the 


Continued 


Maintained its the waters of the 


harbor from avoidable pollution. 
Mr. Mead’s report also contains brief summaries of the reports 
submitted by the various Bureaus of The Merchants’ Association 


New York Golf Association. 

The Stationers’ Golf Association of New York played 
on Tuesday, October 25, at the Richmond County Country 
Club on Staten Island. This was the grand finale in golf 
for the season with prizes for everyone, including a sterling 
silver cup as a blind bogie trophy, donated by Eberhard 


Faber. Luncheon and dinner were served at the club. 
Alabama Printing House Adds Stationery. 
The W. J. Brown Printing Company, of Montgomery, 


Alabama, has broadened its field by opening a stationery 
and office supply store. C. W. Pike is manager. 
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A Well Designed Window Display. 

The window display is the last link in the advertising 
chain that pulls a customer into a store to purchase a 
product. He may have seen the article advertised in his 
morning and evening newspapers, in his favorite maga- 
zines, on billboards and carcards; he may even have re- 
ceived direct printed matter regarding it, but until the 
retailer backs up the advertising of the manufacturer with 
a window display that says to the already willing pur- 
chaser, “STOP! HERE IT IS—WE SELL IT!” the 
chain is not complete and all the previous advertising 
effort is likely to be lost. 

The attractive window display of Venus and Velvet pen- 
cils illustrated on another page was recently installed at 
Grant's Bookshop in Utica, N. Y. 

It is an excellent example of attention-arresting and in- 
terest-exciting value, secured largely through a repetition 
of the trade mark and name of the Venus and popular 
blue band Velvet pencils. The Venus “Theatre Sign,” 
placed at about the level of the eye, was used as a center- 
piece and flanked on each side by two large “Venus” per- 
fect pencil hangers” beyond which was placed a hanger of 
the Blue Band Velvet pencil. The foreground consisted 
of boxes and pencils pleasingly arranged at different 
heights, among which were scattered some of the smaller 
signs furnished by the American Lead Pencil Company. 


Ross-Gould to Appoint Exclusive Agents, 


Ross-Gould Company, St. Louis, Mo., manufacturers of 
“Kleradesk” and compilers of lists, announce the arrange- 
ment of a plan under which exclusive sales agents for their 
work in cities of over ten thousand popuiation will get at- 
tractive returns for the proper effort. Arrangements may 
be made for part or full time. The plan consists of arrange- 
ments for the sale of “Kleradesk” and checking and com- 
piling of lists. It provides a liberal commission. 

“Kleradesk” is a device for the vertical filing of corre- 
spondence or other business papers on the desk of the 
user. It provides a convenient place for holding reference 
papers where they will be out of the way yet instantly at 
hand when needed. Made of steel and on the unit plan, a 
Klearadesk can have any number of compartments, de- 
pending upon individual requirements. Complete details 
of the proposition may be had upon request. 


“Business Accounting”’—a New Book. 


“Business Accounting” is a new publication by The 
Ronald Press Company, 20 Vesey street, New York, N. Y. 
It is issued in five volumes, covering respectively the 
theory of accounts, constructive accounting, cost account- 
ing, advanced and analytical accounting and illustrative 
problems. The work was compiled by a corps of five 
certified accountants. 








Electric Truck Delivers Office Furniture. 
The New Orleans distributing branch of the Globe- 
Wernicke has set other Crescent City office furniture 
dealers to thinking about economical city transportation 
by its use of the simple and effective electric truck, an 
innovation in this field in this city. 
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Linoleum as a Floor Covering for Offices 


Some Suggestions as to the Value and Manufacture 
of This Well-known Product. 


has been completed during recent years has some part 

of its floor area covered with battleship linoleum or its 
kindred flooring, cork carpet. This type of flooring acts as 
a silencer to footsteps and its wearing qualities are well 
understood. Most of the linoleum used in business houses 
is termed battleship linoleum, a name which was acquired 
some 20 years ago when thick plain colored linoleum was 
first made for use on the decks of men-of-war. It is still 
used for this purpose, having proved its permanency, 
sturdiness and ability to withstand wear. Genuine battle- 
ship linoleum is a distinctive product, made according to 
United States Navy specifications. 

Not all linoleum conforms to the navy standard. Mis- 
understanding sometimes arises in regard to the thickness 
of battleship linoleum. The three grades commercially 
spoken of as heavy, medium or light should each have 
a definite thickness according to navy specifications, % 
inch, 3/16 inch and % inch respectively. Where linoleum 
known as commercial heavy is encountered, it will be 
found to measure six millimeters in thickness. When it is 
desired to have the genuine battleship linoleum, the 
specifications should read “linoleum to be fully % inch 
(3/16 inch or % inch when ordering medium or light) in 
thickness according to specifications 29 L. I. C., U. S. Navy 
Department, September, 1916, and should in all other 
respects conform to these specifications.” 

Linoleum when correctly laid makes a very satisfac- 
tory floor, as well as an economical one. Proper laying 
is of the utmost importance. By following specifications 
for the new and improved method of laying, using a high- 
grade waterproof linoleum cement and observe the proper 
care, a permanent floor is assured. This work is ordinarily 
done by contractors, who specialize in linoleum installa- 
tions. 


|: IS said that practically every office building which 


How Linoleum Is Made. 

One of the chief ingredients of linoleum is cork ground 
to a fine powder. This helps to a large extent to make 
linoleum floors noiseless and springy to the tread. The 
ground cork during manufacture is thoroughly mixed by 
massive mechanical grinders with the linseed oil binder 
composed of oxidized linseed oil, rosin and other gums 
imported from Australia and New Zealand. The most 
modern method of oxidizing linoleum oil is to stir the 
heated oil with mechanical paddles, which accelerates the 
mingling of air with the oil. As this agitation continues, 
the oil changes from a comparatively semi-liquid fluid to a 
rubber-like substance which hardens after it cools. This 
is known as the Walton process and is more generally 
used by manufacturers of linoleum than any other. There 
is an old fashioned way of oxidizing oil still used to a 
limited extent. This involves hanging up long sheets of 
cotton scrim in vertical rows and allowing raw heated 
linseed oil to drip on the cloth from above. As the drops 
of oil flow down the sheets they mingle with the air, harden 
and stick to the cloth. After about six or eight weeks 
the sheets are covered with a covering perhaps ™% inch 
thick formed or hardened or oxidized oil. They are then 
cut down and ground between steel rolls. 

Another method of oxidizing oil is known as the Taylor 
process. Here the raw linseed oil is simply boiled over 
coal fire until it is sufficiently thick. The liquid is then 
poured out and permitted to harden and cool. Oil treated 


by the Taylor process is used principally for cork carpet. 
After the linseed oil has been oxidized, it is melted in 
big, steam-jacketed kettles, along with the rosin and other 


gums. This process, aided mechanically by power driven 
paddles, forms a thick, black, extremely sticky liquid 
which hardens into what is commonly called linoleum 


“cement” or binder. 


The next step is the thorough mixing of the “cement” 


with ground cork and coloring pigments (usually in pow- 
der form). In order to obtain a firm, smooth sheet of 


linoleum, this mixing must be very carefully done, and the 


correct proportion of each material must be used. Lino- 
leum mixing machines are of several types. Ordinarily, 
the materials are first torn into small bits by heavy 
disintegrating knives and then rolled out flat between 


heated rolls. The sheets are then picked to small pieces 
by rolls, the surfaces of which are covered with small 
pins. Then a “German mixer,” or meat grinder on a large 
scale, takes up the work. All the rolls and machinery are 
heated for this step. The whole process is repeated, until 
the composition somewhat resembles very fine, moist saw- 
dust. 

In modern linoleum factories, the materials are carried 
automatically from one mixing machine to the next—or 
drop from one to the other by the force of gravity 

Linoleum that is smooth surfaced, compact, and heavy 
can only be made by careful, repeated, and thorough mix 
ing of the raw materials. Efficient mixing also determines 
the durability of linoleum. Other things being equal, the 
length of its life is in direct ratio to the thoroughness 
of the mixing. The linoleum with the smoothest surface, 
weighing the most per square foot, is the cheapest in the 
long run. 

When the mixing has been completed, the composition is 
firmly pressed upon a burlap base. In the case of battle- 
ship linoleum, this is done by dropping the composition 


between two revolving massive hot steel rolls. The burlap 
is led between these roils at the same time, so that a 
thick coating of the mixture adheres to it after it is led out 
from between the rolls. This coating may be adjusted 


to any desired thickness by reguiating the distance be- 
tween rolls. Linoleum, in this manner, is rolled in thick- 
nesses ranging from one-sixteenth of an inch to one- 
quarter of an inch. The rolling, or calendering, machinery, 
although it weighs more than twenty-five tons, can be ad- 
justed to such a nicety that variations of one-thousandth 
of an inch in thickness may be obtained. 

After applying the linoleum mixture to the burlap, a 
very important process takes place. This is the drying or 
seasoning of the material. Long sheets of linoleum are 
hung in festoons about fifty feet long, in huge dry-rooms 
or “stoves.”” These rooms are heated evenly to a tempera 
ture of 160°-170° Fahrenheit. The thickest grades of 
linoleum require sometimes as long as two months for 
seasoning. Here the linseed oil in the linoleum, already 
partially oxidized before mixing, takes in additional oxy- 


gen. This makes the linoleum harder, firmer and more 
silent than before. Great care, however, must be taken 
in applying the heat. A high degree, during the early 


stages, would “cook” the outside of the linoleum, making 
it hard and brittle, while the interior would remain spongy 
and never season properly. Such linoleum is said to have 
a “wet seam,” and is admittedly far inferior to material 
evenly seasoned throughout. Large quantities of linoleum 
are at least partially spoiled by improper and _ hurried 
drying. 

After the linoleum has remained for a sufficient long 
period in the dry-rooms, it is inspected for possible flaws, 
and the rough edges are trimmed off. It is then rolled 
and packed in crates for shipment. 
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RESOLUTIONS. 


report of the Committee on Resolutions handled consist of three dealers and_ three manufacturers be 
commendations of the officers, the Committee and forthwith appointed by the Executive Committee, this 
Conferences in the order in which they were pre- Committee to be known as the National Committee on 

ted. Ina rdance with the suggestion of President education of salesmen, and that it shall be the duty 
mcr. and a similar recommendation in the report of of this Committee to cooperate with the general man- 
First Vice-President Eberhard Faber, the following ager, to devise the details of an educational campaign 
lution was adopted. and the ways and means of carrying it out, and to ac? 


“RESOLVED, That an Educational Committee to in an advisory capacity to the general manager m car- 
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rying forward the proposed programme.” 

Pursuant to a suggestion made in the Retailers’ Con- 
ference, the Committee stated that it followed the tra- 
ditional policy of the Association as announced at 
Toledo, again examined at Springfield, and later em- 
bodied in the report of the Richmond Convention, con- 
cerning display of exhibits at Conventions and these ex- 
pressions of opinion ought to render tt sufficiently 
clear that the Association is opposed to the introduction 
of exhibits at Conventions, and that there is no inten- 
tion to convert these meetings into business shows or 


commercial exhibitions at which the members im at- 
tendance would be subjected to the importunities of 
well meaning but possibly misguided salesmen. The 


Committee therefore presented the following resolu- 
tion which was reafirmed: 

“Resolved, That no good and sufficient cause has been 
shown for departing in any respect from the existing 
rules of the Association which prohibit the display of 
exhibits in connection with the Conventions of the As- 
sociation.” 

As a result of some discussion on the floor of one 
of the Conferences regarding doubtful practices in- 
dulged in by one or more ink manufacturers whose 
salesmen have taken unauthorized orders which have 
been turned in to dealers, the following resolution was 
passed as applying to all manufacturers: 

“This Association hereby records its disapproval of 
the practice of manufacturers of any product handled 
by stationers ef sending out salesmen to solicit orders 
from consumers to be filled by a dealer. Should manu- 
facturers continue to do so, stationers are advised not 
to accept any such orders until authority for giving 
same has been verified.” 

The following statement 
Division was presented without 
Resolutions Committee: 

“It is the sense of the Retail Division of the National 
Association of Stationers and Manufacturers that 
Vanufacturers should at no time allow the so-called 
jobbers’ discount to jobbers except when the manufac- 
turers have satished themselves that the extra jobbers’ 
discount is not used for the purpose of underbidding 
legitimate dealers in selling direct to the consumer.” 

The Committee withheld its approval in the belief 
that the action suggested was one which merited very 
careful consideration in order that no injustice be done. 
The principle of the suggestion was approved. 

Resolution was presented without the approval of the 
Committee, declaring the present pencil tariff adequate. 


authorized by the Retail 
the approval of the 


Ogden Pierson, 
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The Committee pointed out that the Germans are ver4 


actively “promoting the pencil industry, and are turning 
out a class of goods inferior to the American product, 


and that American pencil factories are not working 
full time, and it was the sense of the Committee, Mr. 
Faber not voting, that the present tariff is not adequate 
to meet the situation 

Pursuant to the suggestion of Secretary and Counsel 
VU. W. Byers, the following resolution was presented 
and passed: 

“Resolved, That the National Associatior Station 
ers and Manufacturers of the United States of America 
in Convention assembled at Atlantic City on October 
13, 1921, hereby endorsed the bill introduced into th 
House of Representatives by Mr. Kelly of Pa., on 
April 11, 1921, bearing House of Representatives No. 
11, and popularly known as the Stephens-Kelly Bill. 
which has been referred to the House Committee on 
Interstate and Foreign Commerce, and we hereby in 
struct the officers of this Association to advise the 
chairman of said Committee of this action of our Con 
vention and to request that an opportunity be given 
to the representatives of this Association to appear bi 


fore the said Committee at any hearing or h 
which may be conducted in reference to said bil 


According to a recommendation of the general man 


ager an amendment was made to section le § 
cf the By Laws of the Association defini duties 
of the Treasurer. This amendment was mad va 
of adding the following sentence: 

“The fiscal year of this Association shal Oct 
ber first and end September 30.” 

“Resolved, That the Executive Committe. f this As 
sociation be directed to prepare a recomn lation on 
the subject of increase in annual dues on the part of 
dealer members in this Association and submit the same 
to the next Annual Convention of this janization.” 

A resolution was requested on the subject of a )} 
tinuance of suggested retail prices. The Committ 
realizing the delicacy of the situation in this respect 
preferred that the matter be decided by tl tire ( 
vention without a definite recommendation vay or 
another by the Committee. Two propositions, a nega- 
tive preamble and resolution, and an affirmati pri 
amble and resolution were read. The negative preamb| 
resolution was as follows: 

“Whereas, the continuous publication this Asso 
ciation of recommended resale prices ts likely to creat 
in the minds of the public and our own members an 
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erroneous impression of the aims and purposes of this 
organization; and 

“Whereas, Such recommendations may get into the 
hands of local Associations and individuals who may 
misunderstand the purpose thereof, and who may be in- 
duced to accept these recommendations as a substitute 
for individual determination of the costs of doing busi- 
ness; and 

“Whereas, Local Associations and individuals may 
lose sight of the broad educational purposes which it is 
the aim of the Association to promote for the benefit 
of the Stationery industry as a whole if their attention 
is centered on these recommended resale prices; and 

“Whereas, The expense of preparing, issuing and de- 
livering such recommendations involves a_ substantial 
disbursement by the Association which may be diverted 
to such educational work as the extension of the cost 
finding service of the Association; 

“Therefore be it resolved by the National Association 
of Stationers and Manufacturers in Convention as- 
sembled at Atlantic City on October 13, 1921, that from 
and after the date of this Convention, the issuance of 
recommended resale prices shall be permanently dis- 
continued. 

AFFIRMATIVE PREAMBLE AND RESOLUTION: 

“Whereas, The issuance of recommended resale prices 
by this Association as continued since 1908 without 
concealment or subterfuge of any kind and solely for 
the purpose of suggesting to the dealer members of 
this Association a margin of safety within which they 
might sell their merchandise at a fair profit, based 
upon the cost of conducting retail stationery establish- 
ments as the same has been determined from time to 
time by careful investigations, and 

“Whereas, It has been clearly announced by this As- 
sociation and by the dealers to whom the recommenda- 
tions in question have been made that no means 
whatever legally could be employed or even attempted 
to change the recommendations into anything of a 
more authoritative character, and 

“Whereas, All stationers to whom such recommenda- 
tions have come have been under no restrictions ex- 
pressed or implied to employ the said recommendations 
in the conduct of their several enterprises, and care 
has been taken at all times to point out that the sole 


THIS IS A SNAP-SHOT LIKENESS 
OF R. S. BAUER, WHICH WAS 
TAKEN SOME TWO YEARS AGO AT 
OTTAWA, KAS.—Picture was made 
the occasion of a visit by Mr. Bauerand 
others to the annual convention of the 
Kansas Booksellers’ Association. Mr. 
Bauer, the retiring president of the 
National Association, becomes a mem- 
ber of the executive committee. He 
was president of the National Asso- 
ciation two successive terms and his 
administration has been notable for 
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office of such recommendations has been to suggest a 
channel in which the merchandising of stationery could 
be conducted upon a margin which would insure good 
service and quality of product to the consumer and a 
fair and reasonable profit to the merchant; and 

“Whereas, the records of this Association pertaining 
to the publication of such recommendations have been 
filed with the Federal Trade Commission and its pre- 
decessor, the Bureau of Corporations for the past sev- 
eral years and particularly in view of the communica- 
tion addressed to the Federal Trade Commission in 
December, 1917, wherein the entire plan was described 
to that Commission in detail and its criticism invited, 
without resulting in any suggestion from the Federal 
Trade Commission that our practice in this matter was 
regarded with disfavor; and 

“Whereas, The continued issuance and publication of 
these recommendations are understood to be for the 
sole purpose of educating retail dealers, and not, directly 
or by implication, to involve an agreement, express or 
implied to stifle or limit or restrain trade or competi- 
tion, and with a full appreciation that the continuance 
of the publication of these recommendations may re- 
sult in the Association and its members being cailed 
upon to defend a prosecution directed against them as 
for an alleged violation of the Sherman Anti-Trust 
Act; 

“Be it resolved that the general manager of this As- 
sociation is hereby instructed to continue the publica- 
tion and distribution of the recommended resale prices 
according to the practice in all respects now observed 
in connection herewith.” 

The foregoing affirmative resolution and preamble 
were adopted. 

Referring to the visit of the three distinguished Brit- 
ish stationers, Messrs. Tollit, Barringer and Sloan, the 
Committee gracefully expressed the satisfaction of the 
Association over the visit of the official representatives 
of the stationers of the United Kingdom, and voiced 
the hope that closer relations would ensue from this 
visit and that our English friends would take back with 
them something of advantage as a result of their visit. 

The report was signed by the Committee on resolu- 
tions, J. Ogden Pierson, President, R. H. Baxter, 
Charles A. Lent and Eberhard Faber. 


the advance which the association has 
made in. standing and numerical 
strength. Mr. Bauer is a man of 
great energy, a successful business 
man who applies in association work 
the principles which make for success 
in any line of endeavor. He throws 
himself into the work with whole- 
souled enthusiasm and with the single 
purpose of getting the thing done. 
He has proved himself one of the 
peroeneet men in the office equipment 
industry. 
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Story of the Convention 


The sixteenth annual convention of the National Asso- 
ciation of Stationers and Manufacturers held its session at 
Atlantic City, N. J.. October 10th to 13th, 1921. The head- 
quarters hotel was the Traymore, located on the Board 
Walk. The activities on Monday included registration, 
conference of the Mid West Division, of the South Eastern 
Division, meeting of the board of control, retailers’ con- 
ference, manufacturers’ conference, wholesalers’ confer- 
ence, conference of greeting card manufacturers, and in 
the evening, an entertainment at the Fun Factory on 
Steeplechase Pier. 

The convention was largely attended, almost as many 
being in attendance as at the largest convention hereto- 
fore held. The initial meeting of the retailers’ conference 
was called to order by J. Ogden Pierson, Third Vice 
President. The principal address of the conference was 
made by President R. S. Bauer, this address is given else- 
where. 

The Mid West conference, held at 11 o’clock in the 
morning was presided over by Charles L. Mitchell, chair- 
man of the division. It was decided at this conference 
that the next regular meeting of the division ‘will be held 
in November. 

At the retailers’ conference on Tuesday the first report 
to be read was that of the Dealers’ Committee on hard- 
ware and giass-ware. This report is published in full else- 
where. After being read the report was approved and 
referred to the incoming Committee on hardware and 
glass-ware. This action was followed by the reading of the 
report of the Committee on inks and mucilage, Mr. Jerni- 
gan, chairman. This report was also accepted and filed. 

The report of the pen and pencils committee was read 
by the secretary in the absence of Mr. Stratford, chairman. 
On motion of Mr. Barber the report was filed. 

The report of the dealers’ committee of leather goods 
and novelties was read by Mr. Bailey of Boston, and was 
accepted and placed on file. John B. Tower, chairman, 
read the report of the dealers’ committee on loose leaf 
devices. This also was accepted and referred to the in- 
coming committee. Other reports read at this conference 


and accepted included the report of the dealers’ com- 
mittee on carbon paper and ink ribbons, retailers’ com- 
mittee on catalogue standardization, dealers’ committee 


on miscellaneous items, dealers’ committee on blue print 
paper, etc., dealers’ committee on steel and copper plate 
engraving; manufacturers’ committee on hardware and 
glassware, manufacturers committee on ink and mucilage, 
manufacturers’ committee on pens and pencils, manufac- 
turers’ committee on loose leaf devices, manufacturers’ 
committee on rubber stamp goods, manufacturers’ com- 
mittee on carbon papers and ink ribbons, manufacturers’ 
committee on miscellaneous items, and manufacturers’ 
committee on paper and envelopes. 

One of the most interesting features of the retailers’ 
conference were the addresses by the British delegates, 
Percy Barringer, president of the Stationers’ Association 


of the United Kingdom; Clifton Tollit, a “vice-president 
of the organization, and Lawrence G. Sloan, J. P.. a 
prominent stationer of London and a member of the 
British and American organizations. Mr. Sloan being 


already well acquainted in the United States, introduced 
his British associates, who followed with interesting re 
marks. These speeches are presented in full in another 


section. 


First Meeting of Full Convention. 


The first meeting of the entire convention took place 
in the Rose room of the Traymore Hotel at 10 o’clock 
on Wednesday, October 12th. President R. S. Bauer 
was in the chair. 


Following the invocation the Rey 


Henry Merle Mellon, D. D., pastor of the First Presb 

terian church of Atlantic City, the chairmai ind the 
president spoke a few words of welcome, after whicl 
the convention rose and sang two stanzas from “America.’ 
\fter this the annual address of the president was _ pre 
sented under the title “Our Construction Year.” This 


address is given in full elsewhere. 


Following the president’s address a number of import 


ant reports were given, including the report of First Vic« 
President Eberhard Faber, Second Vice-President R. H 
Baxter, Third Vice-President J. Ogden Pierson, the report 
of the secretary and counsel, the report of the treasure: 
and that of the auditor. Also the general manager’s ri 
port covering the work of the association during the year 
This was followed by the report of the executive com 
mittee. All the foregoing reports were accepted and are 
presented in full in other pages. The convention ad 


journed after the reading of the reports unti 
on Thursday morning 


The Local Executives National Committee held a meet 
ing at the clubroom on the tenth floor of the Traymore 
Hotel at Atlantic City, N. J., on Wednesday evening, Ox 
tober 12th. The meeting was presided over by William H 
Greenleaf, field secretary of the National Association. M1 
Greenleaf outlined the history of the conference of local 
association executives, and described the work which 
had already been done. He said that the purpose of th: 
meeting is to offer an opportunity for the excharige of 
experiences and viewpoints and to ask and answer ques 
tions; also to discuss any important points in connectio1 
with the work of local associations. It is hoped that this 
conference may become a clearing house for straightening 
out those difficulties which come up from time to time 
Some of the advantages which may arise from a confe1 


ence of local associations is to aid each other in disposing 


of surplus stock; to assist each other in selling campaigns 
and advertising; educating the public through advertis« 
ments and publicity work to buy their stationery and 
office supplies of regular stationers 

Mr. James E. Neary of Geyer’s Stationer, read at 
editorial from a recent issue of that magazin« This was 
followed by renjiarks from Mr. Mitchell, Mr. Langbein o 
Pittsburgh and-others. The chairman then introduced 
F. P. Irwin, secretary of the Philadelphia Stationers’ As 
sociation, who had prepared a paper on “Training of 
Salesmen and Activities of Local Associations.” Mr 
Russell read the paper in Mr. Irwin’s absence. The read 
ing of the paper was followed by a discussion participated 


Garner and others 


in by Mr. J. L 
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G. L. DAVIS, EBERHARD FABER, 


Second Vice President. First Vice 


THURSDAY MORNING SESSION. The 
convention was called to order by President 
Bauer at 10 o’clock. The report of the 
Grievance Committee, given elsewhere, was 
read and accepted. This was followed by 
the report of the Convention Committee, 
read by Charles N. Be!lman, chairman. Mr. 
Bellman stated that invitations had been re 
ceived from the Chambers of Commerce of 
Springfield, Mass.; Louisville, Des Moines, 
\sheville, N. C.; Philadelphia, Milwaukee 
and several other cities, to hold the 1922 
conventions in these cities; but after care 
fully considering the situation the commit- 
tee recommended that the meeting be held 
again at Atlantic City. The report and mo- 
tion was accepted. 

The Budget Committee presented its re- 
port through A. H. Childs, chairman. This 
report was accepted. The report of the 
Committee on Resolutions was read by 
Charles A. Lent, chairman. A digest of this 
report is given at the beginning of this out 
line and the report in full is presented elsewhere. All of the 
recommendations of the Committee on Resolutions were ac- 
cepted except the negative resolution regarding the publica 
tion of recommended re-sale prices. The discussion of the 


Third Vice 








CHARLES L. 





A. H. CHILDS, 
President Treasurer. 


various resolutions brought out a number 
of interesting points in debate. Mr. Gibbs 
gave a history of the recommended re- 
sale prices. The passage of the report of 
the Resolutions Committee was followed by 
1 report of the Necrology Committee, read 
by Mr. Prendergast. The report was ac- 
cepted. Then the report of the Nominating 
Committee, headed by Ivan E, Allen of 
\tlanta, Georgia, was read and, debated, 
the secretary being instructed to. cast a 
unanimous ballot of the association for the 
nominees. 

Mr. Brooks was requested by the chair 
to escort the newly elected, president to 
the platform, after which. President Pierson 
made a brief address, thanking the conven- 
tion for the honor conferred upon him. The 
introduction of the new president was fol- 
lowed by an address by Charles L. Estey,, 
advertising counsel of the association, who 
addressed the meeting. on the subject of 
advertising. Mr. Estey’s address is given 
elsewhere. This address was followed by a rising vote of- 
thanks to the retiring president, Ralph S. Bauer, after 
which the convention adjourned “sine die,” thus ending one 
of the most notable convention in its history. 


MITCHELL 
President 


Notes of Convention Events and Discussions 


In the Retailers’ Conference, held Tuesday afternoon 
the members took up the subject of cost finding. Presi- 
dent R. S. Bauer discussed in detail the system which 
he and others had been instrumental in devising. This 
system was reduced to a form printed and supplied to the 
members of the National Association. Richard T. Cope- 
land, Director of Business Research of Harvard Univer- 
sity, stated that these forms constituted the best cost 
finding plan for retailers that had ever come to his atten- 
tion. Mr. Bauer pointed out the desirability of a uniform 
cost finding system. “It is a common error,” he said, 
“for the dealer to think that, because he has a quantity 
order of one thousand items, and they cost him $1.00 
each at the factory, if he sells the thousand at a price 
of $1.25 each, he is making a reasonable profit, when as a 
matter of fact if he knew the proportion of his overhead 
expenses he would find he was making no profit, but 
on the contrary digging down into the profits made 
from the sale of other articles.” The operating costs in 
the stationary business today are higher than at any time 
in the past twenty years. Percentages are higher based 
on the total sales because stationers have been offering 
stocks at the market price, which in many instances 
means under cost, and many have been making their 
quantity sales at a price that doés not show a profit on 
those sales. There is no such thing as an average as 
applied to a stationery establishment. Cost finding must 
be done scientifically on a standardized cost-finding plan 


Commenting upon the report of the Committee on 
Hardware and Glassware Mr. Richmond said he believed 
that the committee’s suggestion as to cash boxes and 
tin boxes should be carefully considered. He said that 
manufacturers should japan their boxes before putting 
locks and handles on. This was the suggestion of the 
committee, and Mr. Richmond thought it important be- 
cause a great deal of trouble sometimes arose with locks 
because of the japan getting into the mechanism. 

Referring to the report of the Committee on Inks and 
Muscilage, Mr. Richmond said that with regard to some 
manufacturers sending solicitors into stationers’ territory 
to. solicit orders for goods, and turning orders over to 
stationers to fill, it had been his experience and that of 
others that many of these orders are fakes. He said he 
had lost patronage that otherwise belonged to his estab- 
lishment because of this practice. He moved that the 
conference record its disapproval of the practice and 
suggested that manufacturers be advised that should they 
continue such policy stationers will be instructed to 
refuse to accept any such orders until authority for giving 
them has been verified. This is the substance of. the 
resolution which was later adopted by the conference, 
incorporated in the report of the Committee on Resolu- 
tions and passed by the convention. 

Mr. Curlander of Baltimore brought up the point of 
the giving away of samples of ink and paste.. This he 
said results in waste; sometimes a consumer is provided 
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in this way with enough of a certain kind of ink to last 
him a year, 
* * * 

The Committee on Social Stationery made no formal 
report owing to the illness of one of its members. The 
chairman of the committee, Charles R. Hamilton, made a 
statement, however, which appears in another column. 
The report of Mr. Hamilton was received and filed. Mr. 
Bauer said that in his store in Lynn, Mass., customers 
sometimes bring in three or four pounds of social sta- 
tionery bought outside the store and desire a die made 
and the paper stamped. Their policy is to tell these 
customers that the only way the store handles either a 
die or stamping is to handle the order straight through 
and that the paper must be purchased from the Bauer 
store. It is poor policy, Mr. Bauer said, for a stationer 
to accept paper bought on the outside and fabricate the 
rest of the job, at the same time being held responsible 
for the appearance of the entire job. 

Mr. Barber of Oakland, California, stated that under 
the circumstances described by Mr. Bauer it was their 
practice to add 10 per cent to the cost of the paper carried 
by the store and where the paper is bought outside, 25 
per cent is added to the handling charge. 

* * * 


Mr. Schermerhorn of the Joseph Dixon Crucible Com- 
pany presented a resolution to the effect that no suff- 
cient cause has been shown for departing from the rule 
of the Association not to permit display of exhibits in 
connection with the convention. The secretary stated 
that at the Manufacurers’ Conference this matter was 
discussed and the reports of the Manufacturers’ Commit- 
tee set forth that different branches were opposed to 
having exhibits in conventions. On the floor of the 
Manufacturers’ Conference it was suggested that their 
views could best be set out in the resolution adopted at 
the convention at Richmond. This resolution was the 
same as the one presented by Mr. Schermerhorn, referred 
to above. 

* * * 

The Pen and Pencil Committee declined to make any 
recommendation regarding apparent discriminations in 
the tariffs between paper and pencils bearing the dealer’s 
name and the same pencils bearing the manufacturer’s 
name. The committee found that the dealers are about 
evently divided, about half of them being strongly op- 
posed to the importation of foreign merchandise of this 
character. The report on its reading was filed. 

Mr. McAdams of Boston said that present duty on 
pencils is 36 cents a gross and 25 per cent ad valorem. 
The proposed difference in the new bill as it passed the 
house is 50 cents per gross, 25 per cent ad valorem, and 
25 cents if the pencil has a tip—50 cents if the pencils 
are stamped with another name than that of the manu- 
facturer. Mr. McAdams believed it to be necessary for 
this country to import from other countries and said 
that when the proposed tariff on pencils is passed it 
will be almost impossible to import from any country. 
He commented also on the American valuation plan in- 
cluded in the bill. If the pencils are imported for $3.00 
a gross, for instance, and landed in New York for $3.00 
the revenue people ask the Manufacturers’ Association 
what the pencil is worth, and they may say $5.00; then 
the importer has to pay a percentage of duty based on 
the $5.00 value. He believed the association should go on 
record as objecting to unusual discrimination against the 
imprint pencil and the import duty. 

Mr. Hamilton brought up the subject of ball program 
pencils. He said last year they were unable to buy them 
in sufficient quantities. They placed an order for 100 
gross in Austria with imprint, and they cost $1.88 a gross 
to land here. The price of these pencils today is about 
$3.00 a gross. 

Mr. Hamilton agreed with Mr. McAdams that we want 
to protect the manufacturers, but at the same time there 
should be a reasonable price. 

Mr. Connell raised the question whether American 
pencil manufacturers have facilities sufficient to produce 
all the pencils used in this country. The question was 
then raised as to whether the retailers could commit 
the organization to any specific action, and the con- 
clusion arrived at was that they could not. They could, 
however, oppose any schedule in the bill as individuals. 
Mr. McAdams moved that the present pencil tariff is 
adequate. The motion was carried. Later on the resolu- 
tion was presented by the Resolutions Committee with 
the recommendation that it be not passed. 
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The report of the Dealers’ Committee on loose leaf 
devices brought out some discussion. After the report 
was accepted and referred to the incoming committee 
Mr. Bauer made a statement pointing out the fact that 
it is a mistake on the part of the retailer to attempt to 
enlarge the volume of his sales on a commodity like 
loose leaf by means of low prices. The dealer who does 
this does not understand the philosophy of his business. 
Loose leaf books and all books of record of any kind are 
articles of necessity and necessity only. They are never 
bought because the price is low, never bought to store 
away because the market seems right to buy them, as 
some other goods sometimes are purchased. Books of 
record are bought because they are articles of necessity, 
and only at the time they are needed. They are bought 
in the quantity needed and never in other quantities. 
It does not create a market for books of record to sell 
them at a price under their normal value; there are just 
so many of these books to be sold in a year in any com- 
munity, and this growth increases only by the gradual 
growth of the business community and the extension of 
the business on the part of the users. These goods are 
made to render an economic service, and should never 
be priced under their true value. 

* *x ob 


Commenting on ideas brought out by the report of 
the Dealers’ Committee on Rubber Stamp goods, Mr. 
Frank of New York said that some dealers regard the 
rubber stamp business as a sort of pick up which is not 
charged with its share of the overhead expense. In New 
York, the stamp manufacturers have an Association, 
with a suggested list price from which they allow 334%% 
discount. This seems ridiculous considering the time it 
takes to handle the business and take an order. Mr. 
Frank believed that something should be done to eliminate 
the list price or advance the list so that the dealer would 
at least get a normal profit on stamps made to order. 

Mr. Russell of Philadelphia said that his house made 
its own price. He agreed with Mr. Frank that the time 
taken does not warrant any  stationer selling rubber 
stamps at less than 100% over the cost. 

Mr. Frost of Worcester said that he had been manu- 
facturing rubber stamps since 1891, and declared that 
at the present list price the manufacturer cannot live if 
he gives a bigger discount than %. Rubber stamps cost 
40% to produce and the manufacturer has only the margin 
between % or 3344% and 40% on which to make a profit. 

Mr. Hullett of Baltimore suggested that stamp manu- 
facturers, on Mr. Frost’s showing are not charging enough 
even for their own retail sales, this fact accounts for the 
difficulty they have in making money. They used to 
charge the trade 4 cents a line and any printer knows that 
we cannot set type for that. Mr. Hullett moved that 
the incoming committee take up the matter with the 
National Association of Stamp Manufacturers. Mr. 
Frank seconded the motion which was carried. 

x * * 


The afternoon session of the dealers’ conference on 
Tuesday, October 11, took up as the first subject the 
report of the Dealers’ Committee on carbon paper and ink 
ribbons. This report, after reading, was received and 
filed. Mr. Newhall of Topeka, Kansas, who moved the 
acceptance of the report, made a suggestion that dealers 
should be very careful in selling typewriter ribbons if 
they are going to be used for county or court records. 
These should be the very best and most permanent rib- 
bons obtainable. The cheaper grade of ribbon may pos- 
sibly be all right, however. we do not carry but one grade, 
and I don’t think we will ever change our system. It is 
best to carry the better grades of goods, particularly 
where the permanency of records is at stake. 

x * x 


The report of the Dealers’ Committee on Catalogue 
Standardization was approved and it was ordered that a 
committee be appointed by the chair to take the matter 
up with the National headquarters of Chicago. Mr. 
Gibbs, general manager of the Association pointed out 
that the catalogue standardization idea involves asking the 
manufacturer of blank books, for instance, instead of 
furnishing electrotypes of his various books, to furnish an 
electrotype of a medium book with the text underneath, 
giving the number of rulings that are carried in the book, 
with a description of the bindings, sizes, and net prices. 
It will be a standard job to provide for solid pages, two 
columns and three columns. These electrotypes will be 
made to fit standard pages and the goods will be selected 
to fit into the pages. These goods are to be made by the 
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L. A. HAWKES, CAMDEN, N. J C. S. COOKE, BROOKLYN, N. Y RICHARD R. CARTER, BOSTON, 
MASS. 
SOME OF THE DIRECTORS FROM THE MANUFACTURERS.—Office Appliances regrets that not all of the photographs of 
these directors reached us in time for publication. We present t:ere the likenesses of 7 of the 10 directors. 
manufacturers to illustrate the cuts and ¢ seriously, with the disposition to do a man’s 


scribe them. By concerted action of the manu- 
facturers of different devices we will send their 
copy into headquarters; they will supply the 
copy, but headquarters will do the composition, 


thus having it uniform throughout the cata 
logue. Mr. Gibbs believed that if manufac 
turers could be induced, through the efforts 
of the Association to get out these illustra 


tions in the manner designated, they could bs 
stored at headquarters, and books of illustra- 


tions could be made up numbering or letter 

ing the cuts so that when a stationer desired 

to get out a catalogue he could send to head raat 
quarters for the line of that book and in a ai 


few days or a week or two he could build his 
catalogue and send in his order for the goods, composition 
and illustrations complete. The electrotypes could be 
put in the hands of his printer and he could get his cata- 
logue out expeditiously and at a minimum of expense. 
* * 

The report of the Dealers’ Committee of Miscellaneous 
Items was presented by Mr. Theodore A. Steinmueller, 
as chairman, this report was accepted and approved with 


thanks. Mr. Bauer said that he had been following the 
Association’s efforts for a dozen years, but that he did 
not know when at any time any more practical, helpful 


reports on any subject handled by the trade had been 


given that the ones presented by Mr. Theodore Stein- 
mueller at the last two conventions. Mr. Steinmueller, 
said Mr. Bauer, accepts his appointment as chairman 





Z. 
RO HES- pending as to any prosecution of the Associa- 

tion on account of the suggested resale prices, 
assurance given by the authorities that no action 
without notice, might be relied upon. 
However, assuming that the department of justice did re- 


TER, N 


job to help the entire trade along. It is in- 
teresting to note here in this connection that 
by suggestion of the chairman a vote accept- 
ing the report of the Committee and thankirg 
the Committee for its work was carried by a 
rising vote unanimously. 

* ok 


* 
The first session of the full convention lis- 
tened to a number of reports of great in- 


terest, including those of the president, first, 
second and third vice-presidents, the secretary. 
treasurer and auditor. In supplementing his 


YAW- report Secretary Byers said that no action is 


and the 


would be taken 


gard it as its duty to take action, such action might be 
one of two kinds. It might be a criminal proceeding, 
in which event the Government would have to establish 


its case beyond a reasonable doubt, but if the proceeding 
was not criminal, it would be one of equity, seeking to dis- 
solve the National Association or as an alternative to have 
an injunction issued forbidding the Association from con- 
tinuing the practice complained of. Such a case would go 
on trial before a judge. In such a case let it be assumed 
that the decision would go against the Association. In 
such a situation the most drastic penalty would be a fine. 
The secretary said he did not think any personal conse- 
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quences need be feared by any of the officers of the Asso- 
ciation. A fine would probably not be more than $5,000 
or $10,000 and would be levied against the whole Associa- 
tion, assuming that suit is brought and that it goes against 
the Association all along the line. This of course is 
assuming the worst that could happen. 

Secretary Byers said that as counsel for the Associa- 
tion it would be impossible for him to predict what the 
outcome of a suit of the kind he mentioned would be, but 
he had very strong notions as to why the Association 
should be successful in such a suit. He preferred not to 
urge them but to set out the reverse side of the picture and 
let the Association act accordingly. It is likely that the 
secretary's remarks had much to do with the subsequent 
action of the Association in deciding to continue the pub- 
lication of the resale prices as heretofore. As a matter of 
form it was moved that the general manager be instructed 
to discontinue the issuance of prices. This motion was 
amended so that it might be sent to the Resolutions Com- 
mittee in favor of the continuance of the list of recom- 
mended resale prices. The motion as amended was carried 


by a vote of 168 to 2. 








COMMITTEE, 
W. S. STAFFORD, CHAIRMAN 


MANUFACTURERS’ COMMITTEE 
ON INKS AND MUCILAGE. 


The auditor, Amedee Peting of St. Louis, presented the 
following suggestions to the Association which were ap- 
proved: 

“Having examined the books and papers of the treasurer 
and the Chicago office, I have the following recommenda- 
tions to make: First, I would suggest that the Chicago 
office and the treasurer be instructed to close their books 
on the first day of the month in which the succeeding con- 
ventions are held, the object of this being to make the 
books show, after closing, the total items of expense, from 
the date of closing up to the date of closing again, just 
prior to the next convention. In closing the books on 
the 3lst of December, and making reports up to the Ist 
of October, and going back to the first of the previous 
October, necessitates considerable work and besides, the 
daily totals of the books should show, at all times, the 
total receipts and disbursements, from the time of the 
last convention, instead of from the Ist of January. 

“Second, that the distribution of expenses be enumerated 
on the vouchers as drawn, the object being to show, on 
each separate voucher, to what particular expense account 
the item, or items, are to be charged. 

“Third, that all vouchers, no matter by whom drawn, 
should be sent to the Chicago office for approval and regis- 
tration, before being passed to the treasurer for pay- 
ment. The object and intent of this recommendation is 
to be sure that all vouchers, paid by the treasurer, are en- 
tered in the Chicago general offices, before they are paid 
by the treasurer, so that the Chicago office will have at 
all times, the total amounts vouchered for payment by 
the treasurer. Heretofore vouchers have been sent direct 
to the treasurer, by several officers and committeemen, 
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properly approved by the President, but the Chicago office, 
keeping full accounts of all transactions pertaining to 
the Association, has no knowledge of these vouchers hav- 
ing been sent to the treasurer and paid, until the end of 
the month, when the treasurer usually makes a report to 
the Chicago office of the vouchers he has paid during the 
month. It occurs to me that it will be better to have all 
vouchers, no matter by whom drawn, first properly regis- 
tered and entered in the Chicago office, before they reach 
the treasurer for payment.” 
x * * 

At the conclusion of the report of the general manager 
and of the Executive Committee, both of which reports 
were accepted, the secretary stated that the Board of 
Control had no report to make unless he, as a member of 
the Board of Control, might be permitted to make an oral 


report. The only recommendation to go before the con- 
vention on behalf of the Board of Control had to do 
with the election of Frank Wright Bailey as honorary 


member of the Association. The Board of Control en- 
dorsed the action of the Executive Committee making Mr. 
Bailey an honorary member, and in order to conform to 





CHAIR- 
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LOUIS. 
O. L. JERNIGAN, CHAIRMAN 
DEALERS’ COMMITTEE ON INKS 
AND MUCILAGE. 
the requirements of the by-laws the Association was asked 
to give its approval of this action. The secretary presented 
the formal approval and the Association ordered the ac- 


be ratified and confirmed. 


tion of the Board of Control to 
k x 


x 


At the suggestion of Mr. Frank, during Thursday's ses- 


sion of the convention, the Budget Committee was in 
structed to make provision so that the Association could 
become a member of the American Fair Trade League 
k* * * 
The substance of the report of the Committee on Reso 
lutions has already been given. Mr. Richardson brought 


out the point during the debate on Resolutions that no 
little judgment and discretion were required in handling 
the work of local Associations and seeing to it that the 
by-laws of such Associations do not compromise the lo- 
cals or the National Association, through error or other 


wise getting into the by-laws of local associations what 
should not be there. He suggested that a committee be 
appointed of which the National Association’s counsel 


should be chairman, to approve the by-laws adopted by lo 
cal associations, before they become effective. The sec 
retary replied stating that he thought the idea of Mr. 
Richardson excellent, but that there might be diffi- 
culty in carrying it out. The National Association might 
be accused of trying to legislate for the local associations, 
and such an attitude might be resented. He doubted, 
however, if it would be wise to do more than request 
associations to submit their by-laws for the information of 
the National Association. 


Some 


local 


R 


The debate on the subject of the recommended 


. 1 
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was one of the interesting features of the last day’s 
Mr. Mitchell pointed out that if the Association 
were to stop the issuing of suggested resale prices it would 
be an acknowledgment that the Association had been doing 


price 


session, 


wrong. The issuance of these lists is the most valuable 
work the Association is doing. It is the best card in the 
hands of the Association’s officers. He thought it would 
be a great mistake to discontinue issuing these recom- 


mended resale prices. Mr. Dickson said that he conducts 


store in a town of 8,000 people in Northern Ohio, and 
finds in these recommended resale prices much useful 
information. Mr. Field said the greatest thing the Asso- 


ation can do is to establish in the minds of the buying 


‘ 
public confidence in stationers’ prices. Mr. Barber of 
California said that they have their own recommended 
prices, which are not uniform with the National Associa- 
tions’ recommendations, but that they find the sheets sent 


cut by the National Association of very great value. Mr. 
Cooper of Georgia said that he desired to echo Mr. Mitch 
ell’s sentiments. They in Atlanta do not always use the 
recommended prices, but feel it is a splendid thing for the 
Association to keep up. ” said Mr. Cooper, 
“may fecl it is not best for us to use the recommended 
prices, but they are of tremendous benefit to the dealers 
scattered all over the country.” 

Mr. Roberson of Wilmington said the only objection he 
could see was that there may be some possible litigation. 
The secretary pointed out that even if the Association dis- 
continued the publication of resale prices, he would not 
guarantee that the Government would decide not to pro- 


“Some of us, 
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ceed against the organization. The Government might 
take the position that they would get an injunction any- 
how for fear the Association might sometime resume the 
publication. 


Miscellaneous Notes. 
One of those who was missed at the convention was 
Arthur Cole of the A. L. Cole Company, Lawrence, Mass. 
Mr. Cole fully expected to be at the convention, but found 
at the last moment that it was impossible for him to 
attend. In a letter to F. P. Seymour at convention head- 
quarters, Mr. Cole said on October 10, “I can imagine you 
this morning hustling on the registration committee and 
having a mighty good time even though you are hard at 
work. I had my golf clubs polished and everything pre- 
pared to help the Eastern golfers put it over you West- 
erners.” Mr. Cole intimates that his golf is not quite 
up to the mark this year. His prediction about the Eastern 
putting it over the Westerns later became a sad 
Western crowd. 
ae 


golfers 
reality for the 


The feat of the L. E. Waterman Company publishing a 
clever, timely and well-edited report of the high-lights of 
the convention as a daily insert in the Atlantic City Press. 
These inserts covered two full-size newspaper pages, form- 
ing a “spread.” Their publication commenced on Satur- 
day, October 8, and concluded on Thursday, October 13. 
Copies were sent to the company’s agents and dealers 
throughout the world, and were distributed at the conven- 
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tion. The matter included pictures of the leading men and to the ladies by the Wilson-Jones Loose Leaf Company 


women of the Association, cartoons of the prominent mem- 
bers, illustrations of places of interest, general articles per- 
taining to the trade, reports of speeches at the convention, 
handled in a news way, articles on stationery associations 
abroad, such as “A Worshipful Company,” reproduced else- 
where, and running news and comment. This daily was 
gotten out on the basis of advertising, but it was really 
straight news of a most interesting kind. It was unique, 
and deserved every word of praise given it. The Water- 
man organization exhibited a “news sense” of a high order 
+ * * 

Lawrence G. Sloan, of London, England, one of the 
prominent Britishers who attended the convention at At- 
lantic City, is a man who is doing useful work in his own 
country. Outside of his business, which includes the rep- 
resentation of the L. E. Waterman Company in Great 
Britain, Mr. Sloan is a police magistrate in London. He 
came to this country in September as the only layman 
delegate from Europe to the Presbyterian Alliance meeting 


at Pittsburgh, September 15 to 25. 
x * * 


A number of interesting souvenirs were given away at 
the convention. Among these were “Buddy” memo books 
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handsome desk memo pads with brass bases, by the L. E 
Waterman Company; Dow pencils, by the Louis F. Dow 
Company; some push-pin and map tack speci: by the 
Moore Push Pin Company; a neat and useful four-bladed 


} 


penknife, given (for a consideration of one cent) by The 


] 
iities, 


Thaddeus Davids Ink Company. The Esterbrook Steel 
Pen Manufacturing Company had useful pen sets for those 
wno desired them. Some boxes of greeting cards wer 
given by the Stephen Greene Company Philadelphia 
and the Pencil Products Corporation gave dealers som¢ 
samples of the “Salrite” pencil. 
* * * 
The Elders were at the convention in force Several 


men were there who have not been seen at co! ntions for 
a number of years. Others among the veterans are reg 
ular attendants. We heard Uncle Josh Hobbs of the 


Southworth Paper Company claim that he known J 


S. A. Wittke of the National Blank Book Company not 
less than 104 years and that Mr. Wittke looks no older 
now than he looked at their first meeting E. Walter 
Giles of Camden, N. J., L. B. Herr of Lancaster, Penna., 


and the Hon. James Logan, seven times mayor of Wor 


cester, Mass., were among the other veterans 


present 
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The Annual Dinner 


The sixtenth annual dinner of the National Association 
was held on Thursday evening, October 13th, at the Hotel 
Traymore, Atlantic City, N. J. The speakers at this din- 
ner included Mortimer W. Byers, toastmaster, Rev. Henry 
Merle Mellon, D. D., who pronounced the invocation, 
Ralph S. Bauer, retiring president, J. Ogden Pierson, the 
new president, Hon. Edward I. Edwards, Governor of 
New Jersey and Percy Barringer, president of the Sta- 
tioners Association of the United Kingdom. 

At the speakers’ table were the foregoing gentlemen 
and G. L. Davis of Adams, Cushing & Foster, Boston, 
Mass., Mrs. Eberhard Faber, Fletcher B. Gibbs, general 
manager of the National Association, Charles L. Mitchell 
and Mrs. Mitchell of Topeka, Kansas, Mrs. J. Ogden Pier- 
son, Clifton Tollit, vice-president of the Stationers Asso- 
ciation of the United Kingdom, Mrs. R. S. Bauer, George 
Smith, president of the Joseph Dixon Crucible Company, 
Eberhard Faber, of E. Faber, New York, Mrs. F. B 
Gibbs and Mrs. G. L. Davis. 

During the dinner, popular songs were sung to the ac- 
companiment of an excellent orchestra. Toast-master 
3yers made a brief speech directing the minds of the 
company to the gentlemen who carried all the convention 
arrangements upon their shoulders. He mentioned the 
names of Charles M. Bellman, who worked day and night 
for months to bring about a successful convention; pre- 
senting the thanks of the Association to Mr. Bellman 
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ter track of you.” He then presented in a handsome 
plush case, a beautiful gold watch, chain, fob, and knife, 
suitably engraved. To this gift Mr. Bauer feelingly re- 
sponded. The toast-maSter next introduced the new 
president, J. Ogden Pierson. He expressed himself as 
highly gratified by the honor which had been conferred 
upon him and referred to the satisfaction which his elec- 
tion would bring to his wife and family. Mr. Pierson 
promised that the Association should not feel it has made 
a mistake in electing him as its chief executive. He 
thanked the Association for himself, his family and the 
city of New Orleans, which would feel itself honored by 
the election of one of its sons to head the organization. 
He said the Association has taught many things and that 
all this work which the Association has done and is doing 
has been made possible through education; by associa- 
tion and discussion. Much unnecessary work has been 
eliminated and much lost time has been taken up in busi- 
ness. 

The toastmaster next introduced the Governor of New 
Jersey as one of the few Democrats remaining after the 
cataclysm of last November. He said that the Governor 
not only is a Democrat but admits it. Governor Ed- 
wards responded with a pleasant and humorous speech, 
welcoming the convention to Atlantic City, and to the 
State. He referred to the interest which the citizens 
of New Jersey must feel in the National Association of 
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and Henry Prizer who got up the bond which was given 
to the delegates in lieu of the usual coupon book; to 
Frank Waterman, and to Messrs. Seymour, Dunn, 
Springer, Chaplain, Barton, Enderman, Doolittle, Frank 
Hale of the Dennison Manufacturing Company, and 
others all of whom worked early and late at the conven- 
tion to carry through the labor existant to the meeting. 

\fter his introductory remarks the toast-master pre- 
sented to Mr. Ralph S. Bauer, the retiring president, 
who summarised the work of the past two years. He 
said now that he is retiring from the chief executive office 
he feels that he has given his best to the work of the 
Association as he promised to do in the beginning and 
this knowledge is in itself enough of a reward. The 
night of the annual dinner he said is the crowning event 
of the convention, but the crowning experience is in 
being able to travel about the country, to meet his asso- 
ciates and know them in a friendly way. He referred 
feelingly to the inspiration created by the presence of the 
ladies at these conventions, who materially helped the 
members in building a larger and stronger organization. 
After a complimentary reference to Mrs. Bauer, who he 
said had been his pal for twenty-eight years, he promised 
to continue his work for the organization with greater 
zeal if possible than ever before. At the conclusion of 
Mr. Bauer’s remarks Ivan E. Allen of Atlanta, Ga., 
stepped to the platform and standing behind Mr. Bauer 
addressed him as “dear old Ralph Bauer.” Mr. Allen re- 
ferred to the successful administration of the retiring 
president, and to the work which has been accomplished 
during his incumbency. He said, “We are not going to 
elect you as a professor in Harvard, nor are we going 
to send you to explore South African jungles; we want to 
keep you here, and desire this evening to present you 
with this in the hope it will help Mrs. Bauer to keep bet- 


Stationers and Manufacturers because in almost every 
county of the State there is some industry whose products 
are handled by members of this organization; these prod- 
ucts include inks, pens and pencils, stationers’ glass ware, 
fountain pens and many other products. He urged the 
stationers and all other citizens to use their brains to help 
the country, and we will have a better country. He said 
New Jersey is first in line for personal liberty and will 
stand behind all citizens who stand behind that ideal. 

At the conclusion of the Governor’s speech, the toast- 
master referred feelingly to the three addresses presented 
to the convention by the three English guests. He read 
some lines of greeting from Mr. Sloan, who was obliged 
to leave the day preceding the dinner. He then intro- 
duced Mr. Percy Barringer, president of the Stationers 
Association of the United Kingdom. Mr. Barringer was 
given an ovation, and rose as the British and United 
States flags were joined above him. 

Mr. Barringer said in opening his remarks, that it is 
recorded that at a banquet in the heart of London some 
time ago that a stranger appeared in the anteroom who 
was puzzled by the gathering of ladies and people here 
and there, and asked: “Who is that crowd of distinguished 
looking men in silk?” He was told, “They are the Navy 
and the Army group.” “Who, then,” he said. “are those 
miserable looking people way over there in the corner?” 
“Why,” he was told, “they are the speakers at the ban- 
quet.” 

He said that in England it is customary to give a man 
a subject so that he may respond to a toast, but here he 
had been put down without a subject. “I believe,” said 
Mr. Barringer, “that friendship is now finally cemented 
between our two nations, and if it is not, I only hope 
that I may never live to see the day that we shall be 
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parted again. This place is the greatest I have ever 
seen in the way of seashore resorts, it reminds me of one 
of our greatest poets who said, ‘Water, water, everywhere, 
but not a drop to spare.’ The previous speakers have 
said a lot about the ladies, but there are two who I hope 
will never sit at a banquet of this kind and they are 
‘Miss Trust’ and ‘Miss Understanding.’” Amid consid- 
erable laughter Mr. Barringer observed that he expected 
to take back with him whatever was good that he found 
anywhere in the United States, and one of the best things he 
had encountered was that American associations make a 
handsome presentation to their retiring presidents; he 
said he should certainly mention this fact to his organiza- 
tion. He also created some merriment by referring to 
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the fact that in England and other countries on the other 
side of the water, it is customary to decorate prominent 
men with orders. He said he himself was not the for- 
tunate possessor of an order, but that in future he should 
distinguish himself by wearing the badge of the National 
Association of Stationers and Manufacturers. He ex- 
pressed in conclusion his gratitude at the hospitality ac 
corded him and his associates during their visit to the 
United States, and voiced the hope that American sta 
tioners would more freely visit their associates in Great 
Britain. 

Mr. Barringer’s speech was the last on the programme. 
Following it the dinner adjourned and a dance was given 
in the Marine Room of the hotel. 


Notes of Convention Entertainment 


These features were all fuil of life and interest. They 
included an entertainment and dance at the “Fun Factory” 
on Steeplechase Pier Monday evening; yacht rides from 
one of the big piers; automobile rides for the ladies; a 
dance in the ball room on the Steel Pier, and a dance 
following the annual dinner on Thursday evening. Vari- 
ous impromptu features of entertainment also took place. 
A special entertainment and dinner was arranged for the 
ladies on Wednesday at one of the clubs near Atlantic 
City. 

The entertainment event of Monday evening was most 
generally attended. It was in charge of W. P. Waddy and 
Alvin M. Smith, both of Richmond, Va. 

Entrance to the Fun Factory cost one coupon from 
the entertainment bond furnished in lieu of the usual 
book. Several of the gentlemen supplied themselves with 
costumes to avoid the wear and tear of some of the 
stunts. 

At the entertainment in the hall Mr. Waddy made a 
witty speech outlining the things that would be done 
and named all the celebrities imported at great expense 
from Philadelphia and elsewhere. He then retired and Mr. 
Smith introduced Miss Claire Sterling, a clever vocalist, 
who for some minutes kept the company entertained. 

The. next entertainer was the celebrated East Indian 
mystic, the Mateefif, whose marvelous powers of mind 
reading were known throughout the world, having been 
demonstrated from the aurora borealis on the north to the 
icy cliffs of the antarctic, and from the shores of the 
Hebrides to the sun-kissed slopes where the climate is 
“the beginning and the end of all conversation.” The 
Mateefif was dressed in red and was blindfolded with a 
red bandana furnished by Frank Waterman. Certain vocal 
intonations made the audience suspect a relationship be- 
tween Mr. Waddy and the mystic. His answers were re- 
markable and to the point. He never failed to give an 
answer. He could tell the name of a given fountain pen 
and the ink with which it was filled. Many other things 
he told—all of which were indicated. 


Mr. Smith, on the retirement of the Mateefif, told a few 
stories, then announced the competition dance. The judges 
consisted of members of the Executive Committee and 
others equally prominent and their decision was simplified 
by the process of drawing numbers from a hat. The final 
numbers drew the prizes. Mr. and Mrs. C. A. Stott were 
the fortunate winners of the first prize. 

This closed the formal part of the entertainment. Danc- 
ing followed. 


Farewell Letter from British Stationers. 


The following letter was received a few days ago by 
Henry Frank, president of the New York Stationers’ Asso- 
ciation, from the president and vice-president of the 
Stationers’ Association of the United Kingdom, who at- 
tended the convention at Atlantic City. This letter was 
sent from the ship on the day of their departure for 


England: 
R. M. S. Baltic, Oct. 22, 1921 
Dear Mr. Frank: 

As New York was our port of entry to your wonder 
ful country, and as your Association was the first te 
give us official welcome, it is only right that to you 
should be addressed our heartfelt thanks at the moment 
of departure. The wonderful kindness and hospitality we 
have received on all hands and the constant expressions 
of good will to us and to our fellow countrymen, have 
touched us deeply, and it is more than gratifying to find 
that the sincere greetings we brought you have been fully 
reciprocated. 


We were amazed at the completeness of your National 
Convention, and have enjoyed every moment of our 
stay. Will you convey to your members and to the 


members in other cities our farewell greetings, and allow 


us to express once more our hope and firm belief that the 


good feelings between your members and ours and your 


nation and ours will never be dissolved. 
Yours fraternally and very sincerely, 


PERCY BARRINGER, CLIFTON TOLLIT 
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Convention Reports and Addresses 


REPORT OF THE PRESIDENT. 
Our Construction Year, 1920—1921. 


business man in this country has recognized that all 
passing through the acid tests for real worth 
those responding to the highest known stand- 
ards of business integrity and service are permanently going to 
survive Organization for mutual helpfulness and service is the 
logical and about the only ‘‘way out.’ “Organization” is no longer 
regarded as another political opportunity for those men known as 

‘good fellows,’ but is the only machinery now possible to have 
for its existence a foundation built up from the combined per 
sonal efforts of its members to better their trade conditions, render 
a more helpful service to each other and to those they deal with, 
and more fairly solve those abuses peculiar to their own trade. 

The stationery and office equipment business is one of the greatest 
possible necessities—rendering to the world at large the most 
essential necessaries for its modern progress, as without the present 
merchandise means of recording all business, professional, indus 
trial, and social human efforts, handled by those engaged in the 
stationery and office equipment business, there positively could be 
no human progress in the world today as we understand it. 

Therefore, our business is essentially one of necessity, one of real 
service, and these qualities alone should dignify it and create a 
love and admiration for it, because of its wonderful service possi- 
bilities to the entire human race. 


Every 
human efforts were 
and merit, and only 


Our business differs from most others because the goods handled 
are those of necessity) they are bought only because needed only 
in quantities as needed—and only at the time they are needed 
reasons the values should always be fair in the largest 
of the word—fair—not only to the consumer, but fair 
also to the distributor and to the producer It is not only a 
business requirement, but it should also be a legal requfrement, that 
all articles of actual necessity should be handled clear down the 
line, from producer to consumer, on only a “fair value’ basis, any- 

i disaster and unfair business procedure to 


For these 


sense 


thing less heads towar« 
all our people. 

Always remember, and I repeat it again, our business is one of 
actual necessity, and because of this, demands fair value treat- 


ment for all factors in our different communities 


Our National Organization effort should always be 
an educationai and fair play viewpoint, and never savor of any- 
thing that means combination for restraint of trade On the con 
trary, our trade being one of undisputed necessity, the public wel- 
fare demands that it be kept alive and always in as healthy and 
service-giving condition as is humanly possible, which means, if it 
means anything at al! fair value treatment from all factors in our 
everyday life. 


helpful from 


Education of Our Trades People. 


There is a real demand and much need of a broader education 
along special lines among our salespeople and others in the trade, 


so they can more intelligently distribute stationery and office 
equipment products to the consumers, and show them how to get 
the best possible service from goods they may be interested in 

This can only be done by some neutral factor that will inspire 
confidence and remove any suspicion of personal advertising profit 
from the educational effort Our National Trade Association is best 


equipped to successfully do this work. 


It takes funds to operate it, and I recommend that the different 
groups of the trade, such as producers of lead pencils, loose-leaf 
books, and office equipment of different kinds, arrange a meeting 
among the producers of each class of merchandise and pledge a 





yearly fund for three years from the group interested, to ths 
National Association Educational Fund for this important work 
I am sure Mr. Gibbs will assist in every way possible in planning 
this out, and that it will receive the necessary assistance from th: 


incoming President and Executive Committee. 


I recommend that the next 


President be requested to appoint 
an “Educ 


ational Committee” of three members from the manufac- 
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turers and three members from the retailers to work out at once 
proper plans for commencing this much needed effort, and a ways 
and means for financing it This committee should meet with the 
Executive Committee within a month after this Convention for 
such work. What we need here is action and work, rather than 
talk. 

Our Board of Directors. 

There are ten members of this board selected from distributors 
and ten members selected from manufacturers each year. They 
receive these appointments because of their high standing and 
success in the trade The policy and operation of our National 
Trade Organization is in their hands, except as they delegate it 
to others under our By-Laws. Their interest in our Association 
work should require from them personal effort, planning and 
sacrifice, for that larger reward—the advance of the welfare of 
their own trad Without this personal element and a desire to do 
a real man’s job, as a director of our National Trade Organiza- 
tion, accompanied by actual work and effort, we are like a power- 
ful and well-built automobile without the gasoline. We have the 
organization power, we have some grease in the shape of money 
paid in in dues, or pledges to our Sustaining Fund, but with this 
powerful and nearly perfect machine, sufficiently lubricated, we can- 
not get very much further without the “gas,” and this is the per- 
sonal work and planning all through the year for their National 
Association from at least each one of our directors. Our Board 
of Directors have not been functioning efficiently, and the present 
time is opportune for each man on this board to accept his personal 
responsibility for the success of our Association work. 

We have the organization power—it is up to you directors to 
help some in giving us the “gas.” 

Our Association Trademark Emblem. 
there has been a desire that our Association 
emblem, so at the executive meeting, 
held in New York last fall, your President offered $100, personal 
funds, for the best design submitted. The design was to be 
characteristic of the trade and suitable for use on show windows, 
letter heads, and other literature, and also to properly reduce for 
die stamping. From many designs turned in, the present accepted 
one was evolved. The last change has made it more closely related 
to our National Trade Association, and I recommend that all mem- 
bers use it whenever possible, as it tells the world that you are a 
believer in organization, and that this emblem stands for the square 
deal, and responsibility among all our trade. It should be on every 
dealer’s window, and everywhere else that is possible. 

Cost Finding Blanks, 

The March 1, 1920, issue of the Association News published “Who 
ean give to us a simple Cost Finding System, useful to the smaller 
or average dealer. Your President had been working on this 
for several years, and in January of this year had produced a 
set of cost finding blanks so simple that anyone with a grammar 
school education could work them out, and that thirty minutes 
posting each day would accurately determine at the end of any 
desired period the percentage of overhead or operating costs in the 
establishment in relation to the gross value amount of sales, If each 
dealer can educate himself to add his own percentage of operating 
to the factory or merchandise cost of the goods to be sold plus the 
transportation cost on getting those goods to him, and can under- 
stand that there is no net profit coming to him until after these 
elements have been accurately determined, no matter whether he 
makes either a unit or a quantity sale—then there is some hope 
for his business to live and continue rendering a service to others. 
Without this effort and knowledge, his business has not a fair 
chance to continue 

Your President has personally donated 1,500 sets of these cost 
finding blanks to our Chicago office for general free distribution to 
the trade 

Melvin T. Copeland, Director of Business Research of Harvard 
University, calls them “the best cost finding blanks that have 
received our attention,’”’ and they are suitable for any retailer. 

Trip Across the Continent, 


came to my notice that because of the 
business men everywhere were inclined 


For some years 
should have a trademark 


Early in the year it 
general business depression 
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to withdraw from Association effort and membership in order to 
help cut down business expenses, and it seemed to me that only 
heroic treatment and immediate personal work would strengthen 
our Association ties among many of our members. I temporarily 
divorced myself from my own business at once, and started across 
the continent on this work—to tie in stronger to our National 
Association, wavering members of our trade. 

{ made the following cities, arranging to meet all the trade 
around and in these places—Baltimore, Md.; Richmond, Va.; 
Atianta, Ga.; New Orleans, La.; Houston, Dallas and Western 
Texas; Los Angeles and San Francisco, Cal.; Topeka, Kansas, and 
Kansas City, Mo. All this on my own time and at my own expense. 
The response I received at every place was wonderful and it 
seerred to happen at the right time, and greatly helped strengthen 
the ties binding the trade to the National Association, and to the 
organization idea. 

In addition to this, your President attended meetings at Boston, 
New York, Philadelphia, Atlantic City, Buffalo, Springfield, Mass., 
and Chicago. 

Regional Retail Trade Divisions of the National Association. 

Two years ago it was brought to my attention, by Charles L. 
Mitchell, of Topeka, Kansas, that retailers in certain sections of the 
country had local problems of importance that could only efficiently 
be solved by a regional association of retail distributors and, as a 
result of this suggestion, the Mid-West Retail Stationers’ Division 
of our National Association was formed. There have been many 
meetings held and much real work done by them, and in less than 
two years, great practical benefit has resulted from their work. 
They elect their own officers and committees, and determine their 
own dues. Every member of their division must belong to the 
National Association in order to work out the benefits to the best 
advantage. , 

As time goes on, more of these regional retail dealers’ associations 
will be formed from necessity, which unfolds a new and greater 
usefulness of our National Trade Association. 

New Members. 

On the subject of new members, the business conditions of the 
time during the past year have been such that it proved very 
difficult to gell organization service to those unaccustomed to 
receiving it—it appeared as another expense to those who were 
hard pressed for resources of any kind. With the return of 
better business conditions will come greater opportunities for new 
memberships. There should be no let up in this effort. The dif- 
ferent traveling men have done great work for two years under 
discouraging business conditions in the way of getting new mem- 
bers. Harry J. Ferry, of the National Blank Book Company, leads 
the field, with H. E. Copeland and W. H. Palmer, of the Boorum 
& Pease Company, running second and third to the leader in their 
efforts for new members during the past year. 

I wish to publicly state my personal appreciation of -the great 
help given me during the past year by ex-Presidents Charles N. 
Bellman and Millington Lockwood as members of the Executive 
Committee, and by First Vice-President Eberhard Faber and many 
other working members, in the effort to go forward and render a 
greater service to our members. 

Bhe question as to fair dues from distributing members of our 
Association demands earnest and immediate consideration in order 
that we can have a self-sustaining organization on a fairly bal- 
anced basis. 

Ralph 8S, Bauer, President. 





NUTT UM IU MIM LLL MELE CLO ANVAUUEDDUODEUOUAOQQUUAAOAGELGEER TOG bAUULAUASHA 
REPORT OF THE FIRST VICE-PRESIDENT. 


HNNUQOUUAEENNNAOAEOUUUEONEEGOUONUOHUUENONUAAUQOOUUSU0N¢E8 4 E00 URMLASUUNE NOU UUENdANHAOUO UE NNENNAAHUE NEE 


ET 


As First Vice President and Chairman of the Manufacturers’ 
Conference it is my pleasure to submit the following report: 

An additional duty was conferred upon your vice-president in the 
past year, to attend the meetings of the Executive Committee, which 
resulted in my being in close touch with the workings and activities 
of the Association, and I trust that the small share of work and 
time that I have been able to give to this committee has resulted 
beneficially to the Association. 

I have the pleasure of entertaining a group of manufacturers, 
all of whom were members of standing committees in the Na- 
tional Association of Stationers & Manufacturers, residing in or in 
the vicinity of New York City, on June 7, at which your president, 
Mr. Ralph S. Bauer, and general manager, Mr. Fletcher B. Gibbs, 
were present, and upon which occasion a number of important sub- 
jects were discussed that were considered to be of mutual interest 
to both manufacturers and dealers. The result of such conference 
can be judged best by the fact that at the meeting of the Manu- 
facturers’ Group, a report was submitted by every committee, with- 
out exception, and I have no doubt that they will prove interesting 
and instructive reading to every member of this organization. 

1 take this opportunity of extending my sincere thanks to all the 
members of such committees for their efforts in compiling these 
reports, and firmly believe that the many subjects and problems 
alluded to in such reports will enable your officers and your man- 
agers in Chicago to act on such matters recommended therein that 
will not only interest all dealer members, but will prove of great 
help and benefit to them in the conduct of their business hereafter 

I am greatly pleased to report to you that in my opinion we 
have had the largest attendance that has ever been experienced at 
an annual convention at any first meeting of the Manufacturers’ 
Group on the first day of the convention, there being present at 
the meeting on Monday afternoon over eighty members, while the 
attendance on Tuesday morning far exceeded this number, and we 
had the pleasure on the latter day of welcoming fifteen members 
of the Manufacturers’ Group who attended the annual convention 
of the National Association of Stationers and Manufacturers for the 
first time. 

On Monday, the 10th instant, our first session was held, begin- 
ning at two o'clock in the afternoon, and this lasted until five 
o'clock. We resumed our session Tuesday morning, the llth, and 
adjourned at one o'clock. 

The various reports were received and approved, and the only 
matters which call for affirmative action on the part of the con- 
vention are as follows: 

Exhibits at Convention. 

As the result of the unanimous expression of opinion reflected in 
our committee reports, and the debate carried on at our confer- 
ence, we adopted a resolution on this subject which is a reaffirma- 
tion of the policy of the Association as laid down at the Richmond 
convention. The language of the resolution is as follows: 

“Resolved that no good and sufficient cause has been shown for 
departing in any respect from the rules of the Association which 
prohibit the display of exhibits in connection with the convention 
of the Association.” 
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Selling Helps. 

In order to formulate a careful expression of the views of the 
manufacturers on this subject I appointed a special committee, 
consisting of Messrs. J. H. Schermerhorn, Dr. R. E. Rindfusz and 
Frank D. Waterman. This committee met after the adjournment 
of our session, and at their request I present the following state- 
ment of their views: 

“At the final meeting of the Manufacturers’ Group held on Tues- 
day morning, October 11, 1921, various committee reports favored 
the general idea of an educational campaign of selling heips for 
dealers and their employes. The reading of these reports left no 
time for discussion, but at the close of the meeting a special com- 
mittee was appointed by the Chair to formulate a resolution, and 
the resolution of this special committee reads as follows 

“In regard to the proposed plan of the General Manager to 
inaugurate a system of selling helps by mail, through which dealer 
members may become more thoroughly informed regarding the 
goods which they are now handling or may be available for in- 
creasing the volume of sales, we are heartily in favor of the proj- 
ect, and recommend that the matter be referred to a joint com- 
mittee of six members, three to be selected from the manufacturers’ 
division, and three from the dealers, said committee to be appointed 
by the Executive Committee, and with the co-operation of the Gen- 
eral Manager to devise the details of such an educational campaign, 
the ways and means of carrying it out, and to act in an advisory 
capacity in the promotion of the work. It is understood that no 
manufacturer is committed to any expenditure until he has first ap- 
proved the plan and expense relative to his line.’ ”’ 

“It is suggested that the committee to be appointed pursuant to 
the above report from the manufacturers’ group might consist of 
the same gentlemen that we appointed in drafting this resolution— 
Mr. J. H. Schermerhorn, Dr. R. E. Rindfusz and Mr Frank D 
Waterman.” 

In order that the Nominating Committee may have the benefit 
of suggestions proceeding directly from the Manufacturers’ Group, 
a special manufacturers’ nominating committee was appointed, con- 
sisting of the following gentlemen: Messrs. William S. Bardenheuer, 
William H. Redington and Harry C. Bainbridge. 

In conclusion, it is my desire.to assure you of the hearty support 
and co-operation of all the manufacturers with the dealer members 
of this Association in their effort to make the Association helpful 
and beneficial to all such dealer members, and I personally shall 
always recall with pleasure my association in the past year with 
my fellow officers and co-workers on all committees 

I trust that the friendly spirit of co-operation that has always 
manifested itself among you will be maintained. 

Respectfully submitted, Eberhard Faber. 


PU i 
REPORT OF THE SECOND VICE-PRESIDENT. 
MA 
There is very little now to report since this convention met in 
St. Louis last year. 
The wholesalers now appreciate, if never before, that the harmony 


existing between the various branches of the stationery business 
has been a great heip during the trying times we have just passed 


through. 

Although the wholesalers have their own separate organization, 
this we think has been a benefit to both the retailer and manufac- 
turer. 


Better understanding can now be seen, and many of the prob- 
lems that the retailer had can now be adjusted with little delay 

The members of the Wholesale Stationers’ organization are work- 
ing in harmony with the National Association, and are doing ali 
they can to promote its good work. 

R. H. Baxter. 


REPORT OF THE THIRD VICE-PRESIDENT. 


The Retailers’ Conference held three sessions in the Traymore 
Hotel, beginning on Monday afternoon, October 10th, at two o'clock, 
and continuing Tuesday morning, the llth, commencing at ten 
o'clock, and continuing after an interval for iuncheon, at two 
o’clock in the afternoon of the same day, and adjourned at 4:30 

The reports submitted by the various committees of dealers were 
instructive and interesting in the extreme, and many of them con- 
tained affirmative recommendations for the guidance of the new 
administration, but not necessarily to be reported by the under- 
signed to the convention. 

Each report was followed by a debate, in which the leading feat 
ures were discussed and analyzed, and it is my impression that the 
entire conference resuited in materially adding to the information 
of those who were fortunate enough to participate in it 

The following affirmative actions were taken by the conference, 
and were embodied in resolutions which I quote, and all of these 
matters require the attention of the convention: 

1. Lead Pencils. 

In the discussion following the report of the Committee on Lead 
Pencils, attention was drawn to the provisions of the proposed 
new tariff bill now pending in Congress, and the opinion was 
offered by some speakers that the duty on lead pencils, and par- 


ticularly that which applies to pencils not bearing the manufac- 
turers’ name, in the proposed new legislation, is so high as to be 
detrimental to the best interests of the stationery industry. This 


view was reflected in the following resolution, to which the atten- 
tion of the convention is respectfully called: 

“In regard to the lead pencil schedule in the proposed new tariff 
bill, it is the sense of the retail members of this Association that 
the present tariff is adequate, and we think it should remain as 
it now is.” 

2. In connection with the report of the Dealers’ Committee on 
Inks and Mucilage, attention was specially directed by some of 
the speakers to a practice which is indulged in by one or more 
manufacturers of inks whereby the activities of their missionary 
salesmen lead to unfortunate results when the missionary salesmen 
take orders which prove not to be authorized by the alleged pur- 
chasers and turn those orders over to the dealers to be filled. The 
sentiment of the conference is embodied in the following reso- 
lution, to which the attention of the convention is respectfully 
drawn: 

“Referring to the report of the Committee on Inks and Ad- 
hesives, I move that this conference of retail dealers record its dis 
approval of the practice of any ink manufacturers sending out 
salesmen to solicit orders from consumers to be filled through a 
dealer. Should manufacturers continue to do so, stationers are 
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advised not to accept any such orders until 
authority for giving same has been veri- 
fied.’’ 

3. Exhibits at Conventions, 

It was thought that this subject had 
been effectually and permanently disposed 
of, but the attempt of outside agencies 
to agitate it during the past year re- 
sulted in the formal resubmission of the 
subject to both the manufacturers’ con- 
ference and the dealers’ conference. We 
were attended by a Special Committee of 
the Manufacturers, who stated that their 
several committees had reported adversely 
upon the suggestion that exhibits be held 
in connection with the conventions, and 
accordingly the manufacturers’ conference 
had adopted a resolution repeating ver- 
batim the resolution adopted at the Rich- 
mond Convention of this Association. A 
motion was made upon the floor of our 
conference, which was unanimously passed, 
likewise adopting the same resolution. It 
reads as follows 

“Resolved that no good and sufficient 
cause has been shown for departing in 
any respect from the existing rules of the 
Association which prohibit the display 
of exhibits in connection with the con- 
vention of the Association.” 
consideration of the 
very excellent report on Miscellaneous 
Items, presented by Mr. Theodore A, 
Steinmueller, of Baltimore, and in a more 
or less general discussion of the problems 
of the retail trade, the following resolu- 
tion was introduced and unanimously 
adopted, and accordingly the attention of 
the convention is respectfully directed 
to it 


4. Following the 


“It is the sense of the Retail Division 
of the National Association of Stationers 
and Manufacturers that manufacturers 
should at no time allow the so-called job- 
bers’ discount to jobbers, except when the 
former have satisfied themselves that the 
extra obber’s discount is not used for 
the purpos¢ of underbidding legitimate 
dealers in selling direct to the consumers.” 

In submitting the foregoing subject mat- 
ters, it is my privilege and pleasure to 
report that the dealers’ conference was in 
every respect an unqualified success, 

Respectfully submitted, J. 
son 


Ogden Pier- 


TREASURER’S REPORT. 

Report of A. H. Childs, Treasurer Na- 
tional Association of Stationers and 
Manufacturers for Period Ending 
October 1, 1921. 


RECEIPTS. 

Balance received from H, W. 
made October, 1920 
Received from H. W. 
October, 1920 
From St 
Regular membership dues ...........eese+: 


Sustaining Membership Fund ...........+.. e* 
recommended price lists ........... 


Sale of 
Sale of publication “Who’s Who” 


Electros of Association emblems ............ 


Liberty jond coupons 
Interest on bank balanc« 
Sundries 


Total ve OeTTT PT TeTerTt TT tie ee 
Total receipts, including balance ......... 
DISBURSEMENTS. 
Expenses, Chicago office ........ecceeee0. 
Secretary 
1l months ...... ons 
Miscellaneous expenses, New York office 


Louis Convention Committee....... 


salary and office expenses, New 
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$12,239.10 


17.89 
1,611.26 


48,562.00 


18,475.00 


38.00 
250.99 
116.87 
466.19 


$73,674.38 
$85.913.48 


. $56,289.21 


office, 


4,125.00 
266.69 
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Traveling expenses, Chicago office 2,319.48 


Miscellaneous traveling expenses. 2,955.11 
Publication of “Who's Who”.... 1,789.74 
Dues, Chamber of Commerce of 
0. & Meus- even oa 0 edhe 200.00 
Building Fund, Chamber of 
Commeree ...cssvtessns Pospen re 150.00 
Dues, American Trade Associatio 
Bucvwtived. ...+cces 504540 ceban 25.00 
Exchange on checks. ........... 94.58 
Miscellaneous expenses ........ R 105,08 
Total disbursements .......... $68,359.89 





Cash on hand October 1, 1921. .$17,553.59 
Liberty Bonds, par value........ 2,750.00 
War Savings Stamps, par value. 100.00 





Total balance on hand ......$20,403.59 
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REPORT OF THE SECRETARY AND 
COUNSEL, 





This Association has been the subject of 
more attention at the hands of the news- 
paper press of this country during the 
last seven or eight months than during 
the entire preceding sixteen years of its 
history. The occasion, therefore, seems to 
be appropriate to explain the situation 
definitely, clearly and completely to our 
members in order that they may have re- 
liable information as to all that is known 
of the situation which has given rise to 
this publicity and to the attitude of the 
Federal Trade Commission and the De- 
partment of Justice with regard to this 
Association. 

The facts are simple and easy of un- 
derstanding: 

Upwards of two years ago a retail 
stationery corporation in the city of Chi- 
cago, for reasons best known to itself, 
conceived that it would be the part of 
wisdom to institute litigation against the 
Chicago Stationers’ Association, certain 
conspicuous individual members thereof, 
and certain manufacturers, most of whom 
were members of both this and the Chi- 
cago Association, 

The alleged grievance which was as- 
serted amounted to this: 

That the Chicago Stationers’ Association 
and some of the individual members, had 
made such representations to certain 
manufacturers as resulted in those manu- 
facturers refusing to sell their product to 
the complaining dealer, whereby it was al- 
leged that it had suffered material damage. 

This was emphatically and circumstantially denied by all parties 
defendant 

It is significant that the complaining concern joined this Associa- 
tion at the Chicago Convention in 1917 and retained its membership’ 
for about one year, having been proposed for membership by Mr. 
H. J. Williams, of Buffalo, who presented the application to the 
undersigned. 

The litigation between the complaining company and the Chi- 
cago Association and the individuals and companies above referred 
to, proceeded to trial in due course, before a jury of twelve good 
citizens and true, of the Windy City, who awarded a verdict of 
$15,000 to the plaintiff. That verdict was appealed from, and since 
the spring of 1921 the case has been before an Appellate Court in’ 
Illinois, and up to the time of making this report, the judgment 
has not been either affirmed or reversed, but decision is expected at 
any time. 

The case was ably defended, and a critical examination of the 
evidence would convince an impartial observer that the plaintiff 
had failed entirely to make out a case, but that its counsel had 
been able to so work upon the sympathies of the jury that the latter 
body was quite willing to spend other people’s money through the 
channels of a substantial verdict, and call it a day! 
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THE GOVERNOR OF NEW JERSEY, HON. EDWARD I. 
EDWARDS, SUPPORTED ON HIS RIGHT BY FLETCHER B. 
GIBBS, GENERAL MANAGER OF THE ASSOCIATION, AND 


AT HIS LEFT, GEORGE T. SMITH, PRESIDENT OF THE 
JOSEPH DIXON CRUCIBLE COMPANY.—Governor Edwards 
was the guest of Mr. Smith and the principal speaker at the 
National Association's annual dinner. 


Reference is made to this case only to supply the background 
for the circumstances in which this organization is interested. 

In connection with the Chicago law suit the complaining concern 
called the attention of the Federal Trade Commission to the alleged 
grievance, and the commission, as much as two years ago, made 
an informal! investigation into the affairs of the then existing Na- 
tional Catalog Commission as one of the important departments of 
the National Association, the name of which organization had been 
brought into the matter by the Chicago complainant. That inves- 
tigation was apparently entirely neutral in result because nothing 
was heard from it by this Association or any of its officers. 

However, in the late summer of 1920 the alleged grievance came 
to the attention of the Department of Justice and an inquiry was 
conducted. by a special officer of that department, in Chicago, in 
such a way that it became entirely obvious that the inquiry was 
considered by the agent in charge as an aid to the Chicago firm 
in the prosecution of its law suit against the Chicago Stationers’ 
Association, and so far as we know, this Association was under 
only the most superficial scrutiny. In the month of March, 1921, 
when the appeal from the Chicago verdict was about to be argued, 
articles began to appear in the Chicago newspapers, particularly 
the one which carried a large amount of advertising space, bought 
by the martyr concern, to the effect that both the National and 
Chicago Associations were suffering the displeasure of the depart- 
ment and that the most serious kind of proceedings, under the 
Sherman law, might be expected by the National Association and 
its officials. 

It was also stated that the Federal Trade Commission had 
recommended to the Department of Justice that the National 
Aseociation and all affiliated bodies be proceeded against by that 
department on charges of unfair competition, conspiracy to main- 
tain retail prices, conspiracy to fix channels of trade, and so on 
and so forth. 

As soon as these newspaper articles became known to the under- 
signed, he conceived it to be his duty to at once communicate with 
the Department of Justice and the Federal Trade Commission to 
ascertain whether the statements in the newspapers were true, and 
for that purpose suitable communications were addressed to both 
of these departments on March Ii7th, last. 

The gravity with which the situation must have been regarded 
by those two governmental agencies is best disclosed by a state- 
ment that these letters of inquiry did not receive any reply what- 
ever until April 4th, when Judge Goff, Assistant to the Attorney- 
General, wrote to the undersigned as follows: 

“The Department is not familiar with the news item referred 
to in your letter of March Ii7th, concerning the report of the 
Federal Trade Commission to the Department of Justice with ref- 
erence to the National Association of Stationers, and does not 
know the source of the information contained in such clipping. 

“The Department is at this time engaged in an investigation of 
certain activities in the stationers’ trade and would be pleased to 
have you call upon and confer with Mr. Galloway at the Depart- 
ment of Justice, who has the matter in hand at this time.” 

Fifteen days later, on April 19th, over a month having elapsed 
from the date of our inquiry, the chairman of the Federal Trade 
Commission, the Hon. Huston Thompson, wrote to the undersigned 
as follows: 

“The news item in the New York Times of March 17th, to which 
you call attention, was incorrect. No such report has been made 
by the Federal Trade Commission. It is possible that the article 
was based on the fact that a preliminary investigation was made 
of an informal case that was brought to the attention of the Com- 
mission. Such matter is confidential and as such was sent to the 
Department of Justice for whatever, if any, action that Depart- 
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ment might take. 

‘*You are, therefore, referred to the Department of Justice 4 
information on the subject.’ 

Following the receipt of the letter written on April 4th, from the 
Department of Justice, your Secretary and Counsel madé¢ in ay 
pointment with Mr. Galloway for an interview with n Apri 
§th at the Department of Justice in Washington 

At that interview, Mr. Galloway cailed attention to a imber of 
sets of papers which he said represented information that had beer 
placed at his disposal by the Federal Trade Commission and that 
he was in the midst of examining all of this matter and had not 
come to any conclusion on the subject at this time 

He conceded in substance that the inquiry by the Federal Trade 
Commission and the attention being given to the sub t by the 
Department of Justice was a by-product of the litigation of the 
Chicago concern against the Chicago Association and th individ 
uals and companies previously referred to. 

With regard to the National Association, the only aspect of our 
activities in which the Department of Justice was the nterested 
was the issuance of recommended resale prices and on that subject 
Mr. Galloway stated that the Department had com to no con 
clusion, and, therefore, was not prepared to take a definite position 
as to the legality of such recommendations. 


He had never seen a Year Book of the Association nor any copy 
of the National Association News, and accordingly arra 
were made for him to receive promptly a complete s ‘ 
publications and his attention was called to the fact that they were 
then in the files of the Federal Trade Commission and that our 








affairs had always been conducted in the light of day, freely and 
frankly, and that the Federal Trade Commission, and its preds 
cessor, the Bureau of Corporations, had always been supplied with 


a full and complete set of all publications issued by the Association 

Care was taken to make it perfectly plain that never at any time 
had this Association adopted any means whatever, express or im 
plied, direct or indirect, to carry into effect its re 


mmendations 
with regard to re-sale prices of stationery products it 


is stated 


without qualification, that no machinery had ever been devised 
whereby the recommendations might be rendered con ling and 
that they were issued for the information and education of the 
retail dealers throughout the country, and in order that they might 
know the margin of safety within which they might perate if it 
was their desire to conduct their several enterprises the basis 
of reasonable profit; that these recommendations were based on a 
careful survey of the cost of doing business and had not resulted 
in a uniformity of prices, as might readily be ascertair by agents 
of the department if investigation were deemed advisal 

At.the termination of the conference it was clearly and definitely 
stated that your counsel would co-operate with Mr. Ga to th 
fullest extent in placing before him ali known facts « erning th 
activities of the Association, and that equally he mig! ly upor 
the assistance of all of the officers and committees he Asso 


ciation, 


Mr. Galloway stated that no proceedings of any ire what 
ever will be taken against this Association untii another conferen 
has been held, and he or his colleagues have given t ficers and 
counsel of this Association an opportunity to discuss situation 
fully and at length with the department. 

This is a complete statement of all that has taken | and ma 
be accepted by the members with a full degree of confidens that 
nothing has been withheld from you upon this subject any other 

It is interesting to note, in passing, that the letter wl 1 Was ad 
dressed by the undersigned to the Federal Trade C ission, ir 
December of 1917, setting forth at length and in ear detail the 
purpose and methods of the then Catalog Commission i ssuing the 
recommended re-sale prices and inviting the criticism of the Federa 
Trade Commission, had not been called to the attentior the De 
partment of Justice up to the date of our conference in April last 
and the undersigned took pleasure in presenting a irbon copy 
that letter and the original of the repiy, written in January yf 
1918, which stated that the plan outlined in our letter did not offend 
any provision of law which it was the duty of the Federal Trads« 
Commission to enforce, and if any law was violated t was th 
Sherman law, the administration of which lay with tl Department 


of Justice 








CHARLES N. BELLMAN, CHAIRMAN OF THE CON- 
VENTION COMMITTEE WHO PERFORMED MOST 
VALUABLE WORK IN MAKING THE ARRANGE- 
MENTS FOR THE CONVENTION.—The preparation for 
the convention enabled the work to go ahead with per- 
fect smoothness, 
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LOOSE LEAF MEN AT THE CONVENTION.—Top row, standing, left to right: C. M. Farrell, Irving-Pit Man aeturing 
Company, Kansas City; H. E. McCleary, Boorum & Pease Company, Brooklyn; George C. Pohnke, Stationers’ Loose ee 
pany, Milwaukee; H. E. Hawkins, Stationers’ Loose Leaf Company, Milwaukee; Frank L. Severance, bent hy oe eg a % 
Company, Chicago. Sitting, left to right: W. C. Bardenheuer, Boorum & Pease Company, Brooklyn; <a ng 
Sheppard Company, New York; Robert C. Macke, The Samuel C. Tatum Company, Cincinnati; George Mar ievilie aeiceal 
Cc. Tatum Company; E. M. Anderson, Anderson & Prigge Company, Inc., New York; C. C. Carpenter, Samuel C. Tatum Com- 


pany; Ray C. Martin, Boorum & Pease Company. 






Mr. Galloway stated that the foregoing correspondence furnished presented to you, They have no sympathy with your efforts to 
clear evidence of the absolute good faith of this Association better your own condition. They lend a willing ear to misstate- 
The foregoing recital invites certain reflections, *which are offered ments appearing in the public press and are only too anxious to 
for the guidance and perhaps encouragement of those to whose accept half-truths or wholly false statements, and to be misled 
attention this report may come; no one ever complained of the accordingly. 
activities of an aenemic association. The very fact that a former In the consideration of this general subject and our recommended 
member of this organization has been able to enlist governmental re-sale prices in particular, if you are led to wonder why there 
co-operation as part of an advertising campaign which has for its should be any question about this Association issuing recommended 
ostensible object an assault upon a trade association, is a tribute re-sale prices by way of suggestion only, strike labor unions are 
in itself to the vitality and lasting influence upon the stationery encouraged to conduct a boycott or a strike or to induige in “peace- 
industry, for which this body is entitled to claim credit. ful picketing,’ (those being the favorite methods of pe m) you 
More important is the fact that one of the perplexing problems must be reminded that labor has more votes than sta , and 
of the commercial life of this country today is the proper scope of if that answer is not satisfactory, no other is known te Am@ writer. 
trade association activity, and no impertinence is intended in ex- With all respect we may earnestly commend to our Uncle Samuel 
pressing thus publicly, our conviction that certain conditions must the return of his energies to the business of government and the 
be accepted by those who conceive it to be their duty to investigate abandonment of his attempts to establish the government of busi- 
this subject as public officials, that is to say ness, and in the meantime while we reserve the right to make such 
The social instinct is one of the fundamental elements in our protests and constructive suggestions as we believe to be proper, the 
make-up; it is a natural process entirely for men who are engaged conduct of this Association in the future, as in the past, must be in 
in the same line of activity, to gravitate together and talk “shop.” accordance with the law of the land, as written in the Statutes and 
To seek to restrain that impulse is as hopeless a task as it would interpreted by the courts. 
be to pass a law forbidding the members of the so-called “gentle There is now pending in Congress a price-maintenance bill which 
sex" to meet together and discuss dress or hats. is substantially like the Stevens Bill introduced some five yearg ago 
A law which would seek to prohibit gatherings such as this would for the purpose of legalizing contracts between manufacturers of 
be a dead letter. trade-marked products and their distributors, which provide for the 
When two or more men meet and talk “shop,”’ it is inevitable sale of those products at a standard price. The American Fair 
that they should talk prices, for it is a common and perhaps pardon- Trade League has led the fight for this legislation, and as our 
able ambition on the part of business men, not only to earn enough Association was largely responsible for the agitation of the :subject; 
to pay for their bread and butter, but also their income taxes. in the first instance, and has repeatedly. gone.on record in favor of. ? 
Congress and legislative bodies in general might just as well such National legislation, the recommendatk is now, respectfully 
recognize now, as at any time, that it does not lie within the offered that this Convention again adopt a resolution in favor’of the 
legislative province to fundamentally re-organize human nature, pending bill, and cause the legislative committee in charge to be 
and if men cannot gratify their natural impulses in one way they apprised of such action. 
are very apt to seek to do it in another. There is little to add to what has been said in a previous report. 
It might also be well for Congress and other legislative bodies to eoncerning court decisions upon this and kindred topics, within the 
bear in mind that the movement of commodities from the producer past year. It is thought that in the Beech-Nut case, now in the 


to the consumer inevitably is controlled by the law of supply and Supreme Court, the doctrine of the Colgate case concerning the right’ 
demand and if business men, big or little, try to substitute artificial of a manufacturer to select his customers, may receive further 
creations to circumvent the law of supply and demand, they bring illumination. It is not to be apprehended that the fundamental 


about their own disaster very much more speedily than can any freedom of contract whereby each individual may determine for 

legislative enactments or decrees of the courts. himself with whom he shall transact his affairs, or enter into com- 
Business men have discovered that in the long run selling prices mercial relations, is in danger of substantial limitation. 

must be fair and reasonable or the consumer will not buy, and that The Federal Trade Commission, or rather one of its members 


discovery is much more valuable to the community than are the has recently been in correspondence with the U. 8. Chamber of 
artificial and sometimes grotesque provisions of law, which seek to Commerce, in regard to the propriety of cost finding activity on the 
accomplish the same result. part of trade associations. The opinion was offered by the Com- 
To expect a recognition of these simple commonplace statements missioner who did the writing, that average or standard cost figures 
at the present time is perhaps beyond reason, but sooner or later could not properly be used by an individual member, in place of his 
a counsel of sanity will prevail in own actual cost figures, for the 
public office, and in the mean time purpose of establishing standard 
this Association and ali bodies con- or agreed prices. In other words, 
nected or affiliated with it must be price-agreements arrived at _  in-; 
guided by both the letter and spirit directly through ostensible cost- 
of legislation which has been en- finding activity, are just as ob-; 
acted with a view to governing the noxious to the law, as if they are! 
activities of trade associations, the result of direct negotiation, 
More particularly is emphasis and the statement of this conclu- 
laid upon the work of local asso- sion is entirely convincing and ac- 
ciations in their desire to cultivate ceptable. 
an intensive study of the com- In closing it may be permitted to 
mercial problems peculiar to this observe that all trade associa- 
industry; they must at all times tions are more or less in the de- 
understand that educational activi- fensive, whenever the public, in its 
ties present the greatest oppor- wisdom, decides that price reces- 
tunity for real and effective work. sions are in order. This condition 
Within the confines of local as- calls for the utmost cirewmspec- 
sociations, care must be taken to tion in the conduct of all such or- 
avoid even the appearance of any- ganizations as this. 
thing which would expose. the The revelations pertaining to the 
members to political exploitation building-trade industry during the 
or to the sinister activities of past year, have aroused a feel- 
those dealers who are not in sym- ing of hostility toward all trade 
pathy with association work, and organizations which may not be 
who think that they have capital ignored. However much we may 
to make by calling the attention feel that existing laws are not 
of a given community to the fact conceived or enforced with true 
that a retail stationers’ association understanding of the necessity for 
is in existence and is functioning co-operation in the commercial 
actively. activities of the country, if our 
Bear in mind that the public at industries are to compete with 
large are densely ignorant with those of nations more enlightened 
reference to the peculiar problems MRS. SHEA SMITH, CHICAGO. in respect, the fact remains that to 
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SOME OF THE MEN WHOM THE EYE OF THE CA tA SAW AT THE CONVENTION. Jo. 18 (top left)—E. M. Han- 
sen, Miller-Davis Company, Minneapolis; D. F. Perkins, . Boyeson & Company, St. Paul. 25 (top hom og The steel 
furniture men: Left to right: John W. Messimore, The National Safe Com many; W. E. Andrews, age ncy-dealer manager, Yaw- 
man & Erbe Manufacturing Company; H. H. Wittstein, sales manager he Globe-Wernicke Company; Lee A. Smith, sales 
manager, The General Fireproofing Company; Carl Gazley, assistant ag manager, Yawman & Erbe Manufacturing Company; 
J. S. Sprott, agency manager, The General Fireprocfing Company; C. F. Kinney, president Aurora Metal Cabinet Company; H 
Cc. Chadwick, Art Metal Construction Company. No. 19 (top right)—C. Harold Merckle, president. and T. Harry Panc¢ 
sales manager, Thaddeus Davids Ink Company, Inc. No. 34 (center panel, lef:)—Ivan E. Allen, Fielder & Allen, Atlanta 
meets Frank J. Merrill, president of the Boston Stationers’ Association. Mr. Allen is a member of the Georgia Senate ' 
—W. E. Andrews, agency-dealer manager, Yawman & Erbe Manufacturing Company; ge H. Everly, Office Appliances 
Carl Gazley, assistant agency manager. Yawman & Erbe Manufacturing Company. No. 32—Walter B. Rix. president, Barbee 

fire & Iron Works, Chicago, and G. J. Sengbusch, Sengbusch Self-Closing Inkstand C ompany, Milwaukee. No. 9 (bottom panel, 
left)—J. Victor Barr, Brandon Printing Company, Nashville, Tenn.; W. F. Pilcher. New York, representing the Parker Pen 
Company, and E. O. Joyner, Marshall-Bruce Company, Nashville. No. 17—Phil. F. Webster, San Antonio, Texas: C. R. Senior, 
sales manager, New York, and “Jerry’’ White, New York salesman. all representing the American Clip Company. No. 21 
LeRoy Carrithers, Carrithers & Company, Chicago; D. F. Perkins, H. C. Boyeson Company, St. Paul; P. A. Hoffman, president 
Smead Manufacturing Company, Hastings, Minn. 


the law of the land we must yield our firm allegiance. we mvst constantly reflect that any human system of law is 
We may strive to improve it by seeking to dispel the ignorance sarily the imperfect creation of imperfect minds, and after 

ef our legislators who are seldom recruited from the ranks of suc- said and done, we must improve ourselves before we 

cessful business men, and we may point out its defects whenever the greatly to improve any of our works 

occasion may seem appropriate, but while engaged in either process, tespectfully submitted, Mortimer W. Byers. 
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‘ MC quent i i These new lines have added 205 leaves to the price book, while the 
. . -_ numerous changes have necessitated the reprinting of 181 additional 

AUDITOR'S REPORT. sheets. The work has been greatly dabaves et tania on account 

u QMUgenevnvuarnvnagsduuiinat it of the difficulty which we have experienced in promptly obtaining 

from manufacturers complete and detailed information on the sub- 

It has been my pleasure to examine the books of the General ject of costs. Many of ovr members among the manufacturers mis- 
Manager and the Treasurer, at Chicago, Illinois, checking both understand the object of the Association in publishing recommended 
sets of books and find that the receipts and disbursements as stated retail prices and many of our members among the dealers, I regret . 
are correct and the Treasurer had on hand and should be charged to state, misunderstand the way in which they are intended to be 
as of October 1, 1921, with a balance of $20,403.59. nO ee. used. I will, therefore, explain that in figuring the recommended 
COGS. . kobe Whdcs usthacess Cue iain ‘ - » $17,553.59 retail prices for the benefit of our dealer members, we use as the 
Liberty Bonds and War Savings Stamps (par value).. 2,859.00 basis of our figures the costs quoted to us by the manufacturers of 


et eres the goods, giving due consideration to those goods which are mostly 

$20,403.59 distributed through jobbers. We accept 30 per cent of the sales 

The Liberty Bonds and War Savings Stamps Certificates are in price as representing the average cost of doing busin and r - 

the safe deposit box of our Treasurer, A. H. Childs, in an envelope mend prices that will yield the cost of the goods, 30 per cent over- 

marked “The Property of the National Association of Stationers head and 10 per cent net profit, taking into consideration the dif- 

and Manufacturers of the U. S. A.” ferent quantities in which the sales of any specific item are Hable 
Respectfully submitted, Amedee Peting. to be made. 
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THE THKEE CARTOONS SHOWN ABOVE APPEARED IN THE DAILY EDITION OF “THE PEN PROPHET,” PUB- 
LISHED BY THE L. E. WATERMAN COMPANY AS AN INSERT IN “THE ATLANTIC CITY PRESS” DURING AND FOR 
A DAY OR TWO BEFORE THE CONVENTION.—Office Appliances regrets that it was unable to get all of the cartoons. .- Some 
of them had been presented to the subjects and we understand that one or two were destroyed by the burning of a truck’ which 
contained a load of material sent back to New York by the Waterman Company from Atlantic City. We are indebted to the 
Waterman Company for their efforts in locating the cartoons which appear here. Their courtesy is cordially appreciated.’ On 
the left we sec our old friend, Col. Charles L. Mitchell “in fatigue uniform prior to reviewing a K. P. parade.’’ In the center we 
have Uri Doolittle ‘on from Syracuse touring the state of New Jersey,” and at the right is William J. Kennedy of St. Louis 
“who has tanght them all in the stationery line.”” The ‘‘quotes” are from “The Pen Prophet” Daily 


DUDOUADTDA ELENA HOCUELEAEAT ESET PUNE We send these recommendations to our members with an explana- i 
. 7” - Orwe 7 tion as to how they are figured and with the statement that they 
REPORT OF GENERAL MANAGER are privileged to use them or not, as they see fit. We also suggest 
that if a member's cost of doing business is higher or lower than 
that which we use as a basis for our figuring, the prices be changed 






Mr. President and Gentlemen: to fit the requirements of his business; and we also sdd@ the warning 
Membership—The physical condition of our organization is sound. that an agreement, either specific or implied between two or more 
October Ist, we had 1,388 members on our membership roll, as dealers to accept and use these recommended prices, as. those at 
against 1,306 reported by Mr. Byers one year ago. This, consid- which all shall sell their goods is an act in restraint of trade and 
ering the character of the business conditions which have prevailed illegal. The Association's object in editing and circulating a list of 
during the year is distinctly encouraging recommended retail prices is to furnish those members who have no 
Our membership records, which in accordance with the decision system of ascertaining the cost of doing business and are unfamiliar 
reached in St. Louis were early in the year transferred from New with price-making—an educational standard by which each may 
York to Chicago, indicate that our Association is made up as gauge and test his individual efforts, 
follows . : Questionnaires.—Since our last convention, we have sent out two 
Organizations core esecesrecces 26 questionnaires on the cost of doing business—one to our dealer 
Dealers . a ee —_ members who handle commercial! furniture and the other to .our 
Manufacturers te eee e eee e ees . 236 dealer members who handle a general line of stationery, From the 
Associate members teas 188 first questionnaire, mailed to 455 members handling office ‘furnityre, 
Trade publications . sees . : we received only 19 replies, indicating either a woeful lack of any 
system for keeping track of the cost of doing business or the fact 
A. Gnted G6 oc ccecssevakues pewas sa cesasees that most of our dealers are operating this branch of their business 
Membership is one of the most important matters to be consid- as a department the expenses of which they fail to segregate. These 
ered in an association, and while there have always been and 19 replies indicate an average expense of doing ‘business of 80.894 
always will be losses in our membership, we should be able each per cent on the sales. From the second questionnaire sent out to 
year to make a sufficient number of gains to offset them At the our entire dealer membership, we received only 51° replies, which 
beginning of the year we were sanguine enough to entertain the again indicates the stern necessity of urging our members to give ~ 
thought that we could double our membership, and with this pur- attention to the study of the cost of doing business. This question- 
pose in view, we inaugurated a campaign which we hoped would naire resulted in the following information: 
somewhere near realize our aspiration. We had against us, how- Gross Profits \n average (reported by 48 dealers) of 38.65 per 
ever, not only discouraging business conditions, but a line of nation- cent on the sales. 
wide undesirable advertising which gave the public the impression Cost of Doing Business An average (reported by 51 dealers) of 
that this Association was maintaining a stationers’ trust Under 28.96 per cent on the sales 
headlines such as “Stationery Men Facing Inquiry,” “Stationers Net Profits An average (reported by 48 dealers) of 9.68 per 
Charged With Fixing Prices,’’ “Probe of Stationers’ Trust Ordered cent on the sales. 
by I S. District Attorney,” “Stationers’ Trust Cited as Stealing Turn Over An average (reported by 41 dealers) of 2.84 per cent 
Pennies from Children and others equally sensational, newspapers on the sales 
all over the country published digests of a series of articles which Freight Charges An average (reported by 381 dealers) of 4.77 
appeared in one of the Chicago papers, the inspiration of which per cent on the costs of the goods. 
we can guess, but not with sufficient certainty to mention at this Averages are apt to be misleading and we realize that too much 
time credence must not be placed by so small a percentage of our dealer 
Headquarters Staff With the addition of Mr. Charles L. Estey membership; furthermore, it is the opinion of reliable authorities 
who was retained January ist as advertising counsel, the head- that any effort of the Association to reduce individual costs to an 
quarters staff remains the same as reported a year ago Mr. Estey average, or uniform cost basis, and procure the use of the group 
was engaged to assist in editing the National Association News, standard, as a basis of price making by each of the individuals 
in the campaign for new members and to co-operate with officers, in the group is improper! The individual must fix his own cost and 
committees and members in promoting the individual and collective his own margin If, therefore, the Association attempts to induce 
advertising interests of the Association. its members to disregard their own varying figures and use a com- 
Recommended Retail Prices.—The year has been one of unusual mon overage or uniform figure of cost or margin or both, it is liable 
activity in the Chicago office. In the editing of the Association's to be regarded as a departure from its proper position of instructor 
recommended retail prices, constant application has been necessi- and may easily take on the appearance of a price-fixing combination 
tated by the continuous changes caused by the downward trend in in restraint of trade or in suppression of competition. 
manufacturers’ costs notwithstanding which, the work has been The Cost of Doing Business should be known with accuracy by 


extended to cover a large number of lines not previously edited every merchant President Ralph 8. Bauer has long been of the 
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CONVENTIONITES FROM VARIOUS SECTIONS.—No. 7 ileft)—Charles P. Garvin. sales manager, the F S. Webster 
Company, Boston, Mass., and E. S. Wood, treasurer, Esterbrook Steel Pen Manufacturing Company. No. 16 (top), left to right 
A. H. Barkerding, Mittag & Volger, Inc., Park Ridge, N. J.; Ivan E. Allen, Fielder & Allen Company, Atlanta, Ga R. H 
Baxter, Defiance Manufacturing Company, New York, and Woodson P. Waddy, Everett Waddey Company, Richmond, Va. No. 24 
(right), left to right—T. Bogard Baldridge, Philadelphia representative; Mr. Sutton, president, and H. C. Hackett, sales man- 
ager, all of the American Vulcanized Fibre Company. No. 31 (bottom)—TDelegates from the Mid-West Division. Left to right 
—Charles L. Mitchell, president, Topeka; Clark Field, Tulsa, Okia.; D. W. Collins, Oklahoma City, and R. D. Latsch, Nebraska. 








opinion that no finer service could be rendered to our dealer mem- bers are now familiar, was the unanimous choice of the committee 
bers than to place in their hands a simple, comprehensive and It was subsequently decided to change the center of the design 
accurate system to enable them to figure their costs, and with this by substituting the initials of the organization for the figure of an 
end in view, he devised early in the year—with the assistance of the eag'e, which was in the original draft. The purpose of this change 
Chicago office—a set of cost finding blanks so clear and simple that was to avoid any chance of trespassing upon trade mark rights 
they can be understood almost at a glance. Fifteen hundred of involving the use of an eagle and at the same time to make the 
these sets he had printed at his own expense, and by his request design one that would be more distinctive in its character. 
one of them was sent to each dealer member of the organization. Work in the Field.——Whereas the general work of the Association 
The National Association News is now published monthly on the covers the country in a broad way, the field work meets specific 
first of each month. In it, during the year, we have disseminated problems in a direct personal way. 
news of much interest to our members, including verbatim reports In the promotion of the Association's work, it has beer ir aim 
of the St. Louis Convention, the Council of Furniture Committees, and with some degree of success—to seek the active co-operation 
the Conference of Loose Leaf Manufacturers and Dealers, and the of both individual members and local associations. 
various regional meetings. Condensed reports of many of the Asso- At the conference of local association executives, which is to be 
ciation’s other activities have also been included. held in this hotel this evening, under the leadership of | 1 Secre 
It is the only official organ of the Association, and I am happy tary William H. Greenleaf, to whom has been entrusted t} respon 
to state that its enlarged scope has caused it to be more widely sibility of carrying out the Association's policies regarding local asso 
read by our members, with the result that a missing copy usually ciation work, he will endeavor to convey to these executives a de 
calls forth a prompt complaint. A large number of our members scription of those activities which this Association believes can 
have taken advantage of our Clearing House Columns in the News, properly be included in a program of trade organization work; a 
in which we have advertised for them, free of any expense, lists list which we think is fairly complete, but to which s hoped 
of surplus stocks which they have been anxious to dispose of. These will be added during this conference some genuine tributions 
columns are open to all dealer members and are being more widely which will enlarge the purpose and usefulness of tl mportant 
used each month; and we shall continue to expand the space work, a 
devoted to them as necessity occasions. The columns of the paper It must be apparent to every clear thinking business man that 
have also been widely used by our manufacturing members for the the future of Association work in this or any other industry is 
purpose of announcing new goods and discontinued lines. This also dependent upon both the purpose and the methods used; and that 
is a free service which all our members among the manufacturers we must cultivate as associations and as individuals a tt inder 
are invited to take advantage of. standing of the distinction between legitimate co-operation and 
Our Information Bureau is a feature of our work at headquarters illegal combination in restraint of trade. 
which is of prime importance to our members and the cause of fully To encourage right thinking on this subject, the proper limits 
50 per cent of our correspondence. If our manufacturing members of co-operation will continue to be emphasized in reports idresses 
could be made to fully understand the value of this service in fur- press articles and letters going from the Association's h iarters 
nishing them with new prospects, they would probably be more and our Field Secretary will use every opportunity ain th 
prompt in responding to our repeated requests for up-to-date cata- Association's viewpoint. 
logs. A day never goes by that from one to a dozen inquiries are Two of the leading topics which have been stressed ng the 
not received as to who makes this or who makes that, or the past year by both Mr. Greenleaf and myself in our t with 
address of this or that manufacturer, or the source from which our dealer members have been 
some particular item can be obtained, Our files contain several 1 The need of installing a cost finding system in « ! sta 
thousand catalogs and price lists, carefully indexed and cross in- tionery store : 
dexed, but there have been many changes made in lines during ; : , : 
the last few vears, advice of which manufacturers have failed to 2. The necessity for a clear understanding of the | 
send us; and I take this opportunity to appeal to every manufac- retail price recommendations, 
turer whose lines are handled in the stationery trade, whether or The field work of a national body such as this Asso 1 is a 
not he is a member of this organization, that he places us on his service, the results of which cannot be reported in specit terms 
mailing list so that we will receive all catalogs and notices of all Mr. Greenleaf has traveled where he has seemed to be led the 
characters at the same time he sends them to his customers. most. Sometimes he has had to retrace his steps al: st imme 
“Who's Who in the Stationery and Office Equipment World” is diately on account of a second call from practica tl same ter 
the directory of our members. It is edited and published twice a ritory—a duplication of time and expens« which with : re com 
year and contains—in addition to complete lists of officers, com- plete co-ordination of local association activities we hope in the 
mittees, and local associations—classified lists of manufacturers and future to avoid. 
the name of each member with his address and a list of key letters During the year he has attended meetings and conferences in New 
explaining the goods he makes or distributes. The editing and York City, Philadelphia, Baltimore, Pittsburgh, Cleveland, Colum 
publishing of this book has been for many years in the able hands bus, Detroit, Indianapolis, Birmingham, Kansas Cit Angeles 
of Mr. Charles N. Beliman, Toledo, Ohio, with whom the Chicago Seattle, St. Paul, Duluth, Boston, Syracuse, Albany Atlanta, and a 
office is in constant correspondence, regarding changes and additions. number of other cities and towns 
The Association Emblem.—Early in the year, through the gen- The United States is quite a sizeable territory for one man to 
erosity of President Bauer, a prize of $100 was offered for a suitable attempt to cover; hence, to meet the appeals on our office for assist 
design for an association emblem. Many designs were submitted ance, your General Manager has been frequently called upo! some 
and each was studied with painstaking care by the Executive Com- times to supplement the services of Mr. Greenleaf—but more often to 
mittee, to whom was assigned the duty of awarding the prize. The fill independent assignments. While these have interfered, to some 


trade mark, which was selected and with which most of our mem- extent, with the progress of the office work, I have felt that the 
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A FEW OF THE MEN PROMINENT AT THE CONVENTION.—No. 37 (left top)—T. K. Brownell, Boorum & Pease 
Company. Nw. 8—This group includes the following (left to right): H. F. Allen, the L. E. Waterman Company, Ltd., Montreal, 
Can.: Fred. Cloke, Cloke & Son, Hamilton, Can.; Frank C. Morse and G. & McCormick, Browne-Morse Company, Muskegon, 
Mich.: George S. Mandeville, S. C. Tatum Company, Cincinnati; Sidney A. Evis, Stainton, Downey & Evis, Ltd., Toronto, Can.; 
irvine W. Batterman, Canton Art Metal Company, Canton, O.; Raymond H. Guth, R. H. Guth Bindery, Allentown, Pa. Oo. 
(right top)—C. S. Cooke, Cooke & Cobb Company, Brooklyn, N. Y. No. 12 (bottom left)—The New York City delegation pho- 
tographed on the Boardwalk near the entrance to the Traymore Hotel. No. 38 (bottom right)—Boston delegation and mac ine 
in which they came. Left to right: R. S. True, Jr., H. C. Copeland (at wheel), J. T. Towhill and F. J. Merrill, president Boston 
Stationers’ Association. 




















results accomplished have more than compensated me for any ad- what perplexing situation, for the treasurer who takes charge of 
ditional effort that the traveling and absence from home have been the funds and his predecessor's books immediately following his 
the cause of; and they have certainly given me an inside knowledge election at an annua! convention, the date of which is fixed by our 
of conditions which I could have obtained in no other way by-laws as the second Monday in October. His annual period of 

The Regional Meetings, of which three have been held during the service, therefore, includes three months of one fiscal year and nine 
year, have been of great benefit, both to the National organization months of another. 
and to the localities in which they were held This, perhaps, does not affect the treasurer so seriously as the 7 

The second annual meeting of the Mid-West Division occurred auditor and more particularly the General Manager's office, where, 
at Kansas City, Mo., March 16th and 17th This Association was in making up reports and financial statements it is necessary to take 
represented by Vice-Presidents R. H jaxter and J. Ogden Pierson, into consideration not only the accounts of the current year, but 
General Manager Fletcher B. Gibbs and the following members of those of the last quarter of the preceding year as well. 
the Board of Control: D. W. Collins, Charles M. Meyer, and William I therefore recommend that Section 4 of Article 8 of the By-Laws 
Pitt defining the “Duties of the Treasurer’ be amended by the addition 

At a meeting, held in Birmingham, Ala on April 4th and 5bth, of the following sentence 
under the auspices of the Birmingham Stationers’ Association and “The fiscal year of the Association shall begin October ist and 
with the co-operation of the Atlanta Stationers’ Club and the New end September 30th.” 

Orleans Stationers’ Association the Southeastern Division was Increase in Annual Dues. While as I have previously stated the 
organized Association’s physical condition is sound, its financial condition is 

This division, of which Mr. John R. Dewberry, of the Dewberry not in the shape that it ought to be, largely—I believe—for the 
& Montgomery Stationery Co., Birmingham, Ala., is President, cov- reason that our dealer members have not been made fully aware of 
ers the states of Alabama, Louisiana, Georgia, Mississippi, Florida, the conditions under which the Association has functioned for the 
North Carolina, South Carolina and Tennesse¢ past two years . 

The Pacific Coast regional meeting was held this year at Los From October Ist, 1920, to October 1st, 1921, we expended for all 
Angeles, on June Sth, 29th and 30th, under the auspices of the purposes the sum of $65,381.88, and during the same period we 
Stationers’ Association of Southern California It was an interest- received from membership dues $48,804.72. In other words, our 
ing meeting and liberally attended At the banquet, following the dues were short $16,577.16 of the amount required to pay our 
business sessions, over five hundred guests were present. expenses 

As these meetings have been reported in detail in the columns of This deficit does not show upon our own or the treagurer’s books 
the National Association News, I will not attempt to describe them for the reason that it has been made up during the past two years 
at this time They were instrumental in bringing the National by liberal contributions received from members among both dealers 
Association into closer personal touch with its members in these and manufacturers. These donors are interested in the success of 
districts and awakening new interest in the work of our organiza- the organization’s broadened plans and agreed within certain limits 
tior to underwrite any deficit for a period of three years. Two of those 

Conferences Three conferences also hay been held during the years have nearly elapsed and the time has come when our members 
yeal The first and, perhaps, the most important in its results, must give careful consideration to the devising of a plan for the 
was the meeting of the Council of Commercial Furniture Commit- financing of the organization—a plan which will not only provide 
tees, held in Chicago, February 16th. At this meeting committees for present needs but for future expansion as well. 
representing the Associated Office Furniture Manufacturers, the Na- When the plan for our enlarged organization activities was 
tiona Association of Chair Manufacturers, tl National Association adopted at the Richmond convention, our members among the 
of Wood Filing Devices and Supplies’ Manufacturers, the National manufacturers, realizing that an increased income would be neces- 
Ass ition of Stationers and Manufacturers, together with the sary, voluntarily accepted a scale of dues which it was thought at 
Executive Committee of the Commercial Furniture Division of this the time would relieve the Association from immediately appealing 
Asso tion met in council for the purpose of discussing problems to our dealer members. 
aff tl manufacture and distribution of office furniture The latter I believe, have no desire to evade their proper share 

On February ird a conference of committees representing the of the burden, nor do they wish the national trade association of 
manufacturers and distributors of loose leaf devices was held in their industry to be placed in the humiliating position of having 
Cincinnati, Ohio, and on June 7th Vice Pr« t Eberhard Faber to depend for its support upon the voluntary contributions of a few 
entertained at lunc} n New York City a group of manufacturers members. 
all of whom were members of standing committees, the purpose of I therefore recommend that in the event that this question of in- 
which was the consideration of three important subjects submitted creased dues for dealer members fails to reach conclusive action in 
by the General Manager the dealers onference the Executive Committee be directed a 

As these conferences have also been fully reported in the columns recommendation on the subject and submit it to the next annual 
of tl National Association News, I will not detain you further than convention 
to state that the were instrumental to a large degree in the ac In conclusion permit me to express my sincere thanks to both 
complishment of the purposes for which they were called officers and members for their uniform courtesy and consideration. 

Recommendations. While the work during my incumbency of this office has been some- 

Change of Fiscal Year The annual reports of officers cover a what arduous and confining I have thoroughly enjoyed every moment 
year’s work, from convention to convention, and our budget is made of the service, and my only regret is the tardy manner in which 
up to cover the same period. On the other hand our fiscal year our plans seem to develop Educational work is slow, and long 


begins January Ist and ends December 31st This creates a some- continued effort is often necessary before definite results are ap- 
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parent. I am more convinced than ever that this Association has 
a@ great opportunity for helpfulness to its members and the trade 
at large. 

Respectfully submitted, Fletcher B. Gibbs. 
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REPORT OF DEALERS’ COMMITTEE ON LOOSE-LEAF 
DEVICES, 


AOL OASANANUAAA AAT AAMAS TALENT HT 

The Dealers’ Loose-Leaf Committee make the following report: 

In compiling this report the committee have endeavored to get 
whatever facts that could be procured from the large retail dealers 
from the local stationery associations in different parts of the 
country, and from the manufacturers of loose-leaf devices. 

We find the sale of Joose-leaf goods has dropped off the same as 
it has in most other ‘lines of merchandise, owing to the business 
depression in the past eight or nine months. 

Since the last annual meeting of the National Association prices 
have declined somewhat and this would account to a certain ex- 
tent for smaller gross sales 

Up to September first when this information was obtained the 
prices of ledger outfits and so-called heavy goods of better quality 
were reduced ten per cent, the cheaper grades of post binders about 
twenty per cent, and ring binders about ten per cent, whereas the 
dealers report sales dropped off from thirty to forty per cent, and 
in some cases fifty per cent. 

Some of the letters we received state that there seems to be a 
slight improvement, but the consumers feel that this line of goods 
has not been reduced in price in comparison with other lines and 
they will not purchase any large quantities until the reductions are 
more in keeping with the reductions in other merchandise. Com- 
petition is much keener than it has been in the past few years 
and some dealers are cutting their percentage of profit to try to 
get more business. With a smaller volume of sales and no reduc- 
tion in the cost of rents, taxes, freight and other items of expense, 
thereby causing the cost of doing business to be continually in- 
creasing, is it safe to cut the percentage of profit? 

This committee and the manufacturers’ committee met in Cin- 
cinnati last February and the point was brought up that the sta- 
tioner was not getting all the business he should because his profit 
was too large, and a great amount of the business was going to the 
manufacturers that sell direct to the consumer, and on ledger sheets 
and post binders to the smal! local printers and binders. 

The manufacturers’ committee suggested the discount on ledger 
outfits, post binders, loose-leaf holders and sheets be reduced to 
forty per cent, and the discount on ring binders to be fifty per 
cent. They thought with the reduction they made in these prices 
to the dealer, and the dealer reducing his -profit would bring the 
price down to the consumer to a point that would induce him to 
buy more freely. Some dealers favored this but others were very 
much opposed to it claiming that the time consumed in selling a 
ledger outfit, sometimes it being necessary to call on the consumer 
several times and frequently being obliged to show him how to 
use it, would not permit of a smaller margin of profit, the same 
being true of post binders and forms. They thought the discount 
should remain at fifty per cent on single items but that quantity 
prices might be reduced to overcome the competition of the direct 
sales which are usually the kind of orders lost to the firms that 
sell direct. No definite conclusion was reached at this meeting. 
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The loose-leaf department is one of the most important and can 
be made very profitable if properly handled It demands and war 
rants first-class salesmen and clerks especially educated for this 
department. In many instances the customer does not know what 


kind of a binder or forms he needs. He gives an idea of what he 
wants to do and depends on the salesman to fit him uy If the 
salesman knows his business and gives the customer an itfit that 
is really just what he needs that salesman has made a permanent 
customer for the stationer. The acquaintance he has made and the 
confidence he has instilled will enable him to get in ery close 


touch with the influential men of the firms he does business with 
and will be a great value in selling other important items for keep- 





ing records. A salesman hasn't this opportunity when passing out 
the ordinary miscellaneous items in a stationery store. 

The difficulty is to get these properly educated salespeople. 

They should know how the goods are constructed and why one 
grade of a binder is worth more than another. It is about as easy 
to sell a high-grade binder as it is a cheap one if the customer is 
shown the reason for the difference in price. The high-s le binder 
of course means more profit. 

The salesman should be familiar with the stock forms nd know 
how they are used. There are great possibilities to rease the 
sales of these stock forms. Labor saving forms are alw s ready 
sellers if shown to your customer. 

Some of the manufacturers have run a sales convent ind most 
of them are co-operating with the dealer along educational lines, 
We believe the: National Association could be of a g it help to 
us all by getting out a publication comprising a sales irse which 
our sales-people could take up We would suggest that each issue 
or lesson be rather short and to the point so that the salesmen will 
not feel it takes too much of his time to read it all th igh. 

We think a series of educational talks held in the different cities 
would be of great value to us. 

We hope the manufacturers will keep in mind the st lardiza- 
tion of sizes, gauges and styles. We believe they can cut out fifty 
per cent of the numbers and list as stock items only the best sellers 
putting the other numbers in the list of specials would 
eventually establish a standardized line and almost dealer 


could carry a good quantity of all stock items, his sales force 





would be familiar with all the numbers and it would ome the 
long list of items short which we now have. Continually getting 
out new styles and sizes of binders which are in many cases prac- 
tically duplicates of those already in use, tend to make a slow 
turnover, and this increases the cost of doing business and at the 
same time confuses the salesmen. It seems as though this would 
be of as much benefit to the manufacturers as it is to us 

We understand from the manufacturers that the a not expect 
to make any further reductions after the September first list, before 
winter, 

As to the future, business conditions seem to be s x improv- 
ing but we do not feel that we can make any int £ for ist 
for the immediate future 

Respectfully submitted, John B. Tower, Chairm Frank R, 


Welsh, Harry G. Horde 


Tao SS 
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During the year, two communications were referred to this com- 
mittee’s attention, one of which was on the subject of improved 
shelf containers for commercial stationery, and the other expressing 
a desire to have manufacturers discontinue printing their names and 


prices on their memorandum calendars. The first named com- 
munication we consider an economic problem that will consociate 
with another part of our report and the other communication was 


not adjusted entirely as desired, for the manufacturers’ advertise- 
ment may continue to appear on their calendar pads. In taking the 
matter up with them, we were courteously informed that for com 
petitive reasons and also because the pads were not always obtain- 
able from stationers, it is necessary to print their names and 
prices on a pad leaf It will be noted, however, that this same leaf 
reserves a special space upon which stationers can and should stamp 
their advertisement. The manufacturers assured the committee 
they would in the future print more prominently that re-orders 
should be placed direct with stationers. 

It may not be amiss, while on the subject of memorandum calen- 
dars, to suggest greater caution in anticipating the season's sale 
possibilities, for the committee was advised that stationers generally 
were caught this year with a heavy stock remaining unsold with 
little opportunity for one stationer to help another to dispose of 
these perishable goods. In our opinion, the continued high prices 
of date pads and diaries has had an effect on the dealers’ usual 
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with accuracy what it is costing him to do business, and the 
percentage which that cost bears to his total sales. If any dealer, 
whose books fail to give this information, will keep the record of 
his expenses on a set of these blanks, he will be able to determine 
the expense of conducting his business, month by month, and at the 
end of a year, he will have a complete record for the twelve 
months.”’ : 

The committee believes that by using an accounting system, which 
distributes costs so that the expense items can be analyzed, and by 
a closer watch on the business, those expenditures that are unneces- 
sary or too high can be reduced or entirely eliminated. 

In the Association News of December 15th, last, appeared a com- 
prehensive article on “What the Turn Over Means to a Retail Mer- 
chant,” and it was made clear that profits are affected by the 
number of times the average merchandise carried in stock during 
a year is revolved into sales. In addition to this, the committee will 
endeavor to show, from another angle, how several of the cost 
items are economically related to turn-over, 

Two stationery concerns during a year sold about the same 
amount of merchandise which yielded the same gross profit. One 
of these concerns carried a stock which averaged during this selling 
period $40,000, while the other concern’s stock averaged $60,000, 
It is evident that the stationer who was able to accommodate the 
needs of his customers with a stock valued $10,000 less than his 
competitor was placed in a position to have a lower overhead cost 
on Invested Capital, Fire Insurance, Merchandise Tax, Stock Han- 
dling, and Deterioration on Stock. 

Another problem besides “Turn Over’ that deserves economical 
consideration is the store arrangement. In looking over the dealers 
listed in ‘‘Who’s Who in the Stationery World,” we did not find any 





A FEW CONVENTION MEN FROM FIVE STATES.—Left 


< 


Company, Cleveland, O. No. 13—H. 





Association. No. 28—From farthest West—Edgar H. Barber, 


distribution, and we also believe that many stationers overstock, 
tempted by the special prices allowed for quantity buying. 

Not having any other than these two matters directed to our 
attention and with a desire not to too greatly limit our activities, 
your committee deviates somewhat from the subject placed in its 
care and this report probably could be better termed one on 
“Various Problems,” instead of one on ‘Miscellaneous Items,” a 
departure we trust you will not disapprove of. 

One of the most important problems confronting the stationery 
industry in this period of commercial readjustments is the elimina- 
tion and reduction of those items of expense that were incurred or 
increased at a time when they had to be tolerated. It is evident 
that the Association management is alive to the necessity of estab- 
lishing a correct and uniform basis upon which the cost of selling 
stationery can be soundly figured, for there was placed in our 
possession a set of cost operating blanks that were so adequately 
designed and generously donated by President Ralph Bauer. These 
comprehensive cost blanks were accompanied by a letter from 
Association headquarters and it may serve a good purpose to include 
herein the following abstract: 

“In order to intelligently price his goods, a dealer must know 





to right—No. 13A—J. S. Kral, The Office Supply & Printing 
Boswell, The Macey Company, Grand Rapids, Mich. No. 36—The tallest and the shortest 
—At the left, Francis M. Brooks, Wm. F. Murphy’s Sons Company, Philadelphia. At the right, “Jerry” Sprott, agency man- 
ager, General Fireproofing Company. No. 14—Henry Frank, Frank & Tichenor, New York, president, New York Stationers’ 


of Edgar H. Barber Company, Oakland, Calif. 


who confine their lines to commercial stationery only, for many 
of them also sell Office Furniture, Printing, Literary Books, and 
other lines that go well with stationery, and, of course, the store 
layout depends a great deal upon the number and variety of lines 
that are carried, 

Store arrangements that cause delay make the customer dis- 
contended and consume the salesmen’s time. In our opinion, the 
first step to gain store space is to get rid of the goods that have 
worn out their welcome on the shelves and follow this by a compact 
arrangement. A carefully arranged stock saves shelf and counter 
space, which can be added to the space gained by the turn-over 
referred to above. The store that succeeds is not only the store 
well located for its particular trade; but the store that saves time 
and steps and offers what the customer wants and makes it simple, 
easy and pleasant to buy and get away. We here exhibit shelf 
containers in which many items of stationery can be placed to 
facilitate the sale of the contents 

Exhibit. 

These styles are not suggested, however, as the very best means 
by which many items of stationery may be cared for on the shelves. 
In our opinion, the subject is worthy of study and we are sure 
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that on investigation and the basis upon wil prices for 
through experimenting, any sta- stationery are re nded is 
tioner can devise store plans affected. 
and shelf containers that are If the recomm la n we 
practical for his requirements. make hereinafter proposing the 
Perhaps this problem is even appointing of a Printing Com 
big enough to be scientifically mittee is favorably acted upon 
solved by a store engineer. Wwe are sure it would serve a 
We have one more problem purpose similar to that of our 
to bring before you in this re- other committees Educational 
port, but before concluding it features on taking lers for 
may be well to remind you of Printing, together with orders 
two that remain unsolved, al- for Stationery und other eco 
though brought to your atten- nomical problems this sub 
tion at other conventions. ject, will make good materia 
In its 1920 report, this com- for annual reports There are 
mittee made a recommendation a large number of semi-printed 
along educational lines, which stationery items that could be 
was approved by the Commit- given special attention, such as 
tee on Resolutions. So far as Certificates of Stock Bonds 
we know, the Association has Diplomas, Bank Pass Books, 
not acted on this important Manifold Books, et there are 
matter, although, in our opinion, also items of printing that 
it is in a position to render should be made eas s¢ ver 
dealers this service; and we be- the counter, such as Er pes 
lieve the pian to equip sales- Letterheads, Cards ete We 
people with a better knowledge are sure that a ‘ mittee or 
of the various products they Printing would be of importance 
sell] should not be further de- to this Associatio in severa 
layed. ways and, therefore Ww recom 
Another important matter in mend that 
which we hoped the Associa- Whereas, Printing isually 
tion could by this time have constitutes a part of the sta 
rendered a service to the deal- GROUP TAKEN BY FLASHLIGHT AT ENTRANCE TO tionery business and, whereas 
ers is a subject discussed fre- HOTEL IN ATLANTIC CITY.—This group includes, standing, there are problems to be solved 
quently at these conventions. left to right: Fletcher B. Gibbs, general manager, National As- for a stationer who sells print- 
Manufacturers who advertise the sociation; Governor Edward I. Edwards of New Jersey; J. R. ing that are not rtaken by 
price of their products should ®@ryundage, White & Wyckoff Manufacturing Company, Brook- Printing associations, we, there 
be made to realize that no sta- lyn, N. Y¥.: George T. Smith, president of the Joseph Dixon fore, recommend hat 1 com 
tioner can afford to use his best Crucible Company, Jersey City. Seated—Andrew Pfaff, eastern mittee on printing be appointed 
effort to help him market his representative of the Dixon Company, and J. H. Schermerhorn, and instructed t repo to 
goods unless an adequate profit vice-president, Joseph Dixon Crucible Company. these conventions 01 topi 
can be made on the sale. A , : which may be of the 
minimum discount of 40 per dealers of this Association and 
cent. to 50 per cent. would be the industry 
an incentive to push the sale of such goods. Any necessary Respectfully submitted, Theo. A. Steinmueller, Chairman Chas 
advance would not be objected to by the consumer, as the price G. Stott, J. M. Byck. 
makes little difference to him when the article he needs is recom- 
mended by his stationer. We hope the Association wili also take 
Coane Gees Om thts matter. REPORT OF DEALERS’ COMMITTEE ON INKS AND 
In conclusion, we bring to your attention another matter, a Re ent ae 
problem for both the stationer who sells printing and the Printer ADHESIVES. 
who sells Stationery. More than half the stationery dealers listed 1 
in “Who's Who" in the Stationery World operate a Printing, 
Lithographing. Bookbinding and Steel Engraving Plant, and of Your Committee on Inks and Adhesives began its work this year 
these important factors in our business only steel and copper plate with a desire to be of real service to both the dealers and manu 
engraving is represented by a committee. facturers in a spirit of co-operation by corresponding with the lead 
The selling of certain kinds of printing is very closely related to ing manufacturers who have been generous in their efforts, offering 
that of Stationery, an advantage it seems to us this Association could splendid suggestions from the manufacturer's standpoint. 
help to develop and maintain by the appointment of a new com- We find the present condition of Ink and Mucilage to be greatly 
mitee, probably called the “Committtee on Printing.” improved over last year in quality, which makes it much more 
We believe such a committee could render valuable selling sug- pleasant for the retailer as we have very few complaints from the 
gestions, not only to those who receive such a service from Printing, customer compared to a year ago—this we believe to be that the 
Lithographing, Manufacturing Bank Stationers and other Associa- manufacturers have overcome their difficulties caused by the 
tions, but also to those who probably do not have this opportunity, scarcities of dyes, etc Algo that the dealers hay d off their 
because they sel! printing produced in plants controlled by others. old stock and now have a fresh supply. It is a com recurrence 
It seems to us the problems of accounting and selling, when for retailers in the past to over-buy perishable merchandise WwW 
printing is sold together with stationery, differ when they are sold advocate careful checking of sales against their purchases rather 
separately and a survey on the subject should be made and studied than going ahead blind as so many have done in the past without 
by the dealers of this Association. It may reveal that the great taking into consideration the length of time the merchandise is 
difference in the cost of conducting the Stationery business, as indi- carried in stock. By doing thip the dealer will not only decrease 
cated by the returns to Association headquarters, is due to the fact the amount of capital invested in his ink stock, but tl sa 
that some departmentize printing and some do not, and thereby time he will prevent the accumulation of old stock and relative 
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LEE A. SMITH, MRS. SMITH AND GUESTS.—Wednesday evening during the convention, Lee A. Smith, sales 
manager of The General Fireproofing Company of Youngstown, Ohio, and Mrs. Smith entertained a number of 
friends at dinner. All but two of the party are shown in the above picture, which includes the following, left to 
right: C. A. H. Thom, Gregory, Mayer & Thom Company, Detroit; Miss Dorothy Thom; Lee A. Smith; Mrs. Lee A 
Smith; Mrs. C. A. H. Thom; William R. Diehl, The Diehl Office Equipment Company, Columbus, O.; Mrs. William 
R. Diehl. The remaining two guests at the dinner were Mr. and Mrs. F. W. Wagner of the Foreman-Bassett Co 


of Cleveland. They 


were obliged to leave to fulfill an engagement 


before the picture was taken. 
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rT unsalable numbers of this class of goods Special attention should PPTL UTERO TOUT) 
be given by the clerks that the oldest stock of ink and mucilage > nn > . , wy : y 
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s should be sold first. This record can be obtained by dating ink and REPORT OF DEALERS’ PEN AND PENCIL COMMITTEE. 

e mucilage boxes when received. it ELLE 
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“A i <~ rs as wor the . chin 00 GaeeaO and aiapose of the ir oeaa Your Pen and Pencil Committee feel that perhaps they are 
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an nothing. Many who had not previously learned the lesson 
1 po put it into practice took advantage of the opportunity to clean %#me time, we have made a careful canvass of the Pacific Coast 
al up once for all and said “Never Again.’’ We hope this lesson will a ane weg _ a that we have r9omren 0 Syne 
or last with the dealer that has in the past invested his capital in too the same trom all districts ‘ 
's many brands of ink that soon become dead stock and worthless This also applies to some of the Eastern dealers from whom we 
“a , P ; ; ; ; have heard reports. Referring to business conditions, will say that 
“a 3 We found the suggestion sent out last April by General Manager business, taking as a comparison the same months as last year, has 
1 Gibbs of Chicago office planning an Ink and Adhesive week from been considerably less, particularly June and July. August and 
: Apri Sth to to meet with splendid favor among retail deal- September have both shown an increase over the previous months 
= ers. The manufacturers when called on gave splendid co-operation mentioned, but still are considerably below the same months of 
a by furnishing special window displays and other advertising matter 1920. 
“ We would like to see this made an annual event, as there is a Business, however, in general, shows a noticeable improvement 
: growing demand for first class inks and adhesives and a we dis- during the last thirty days The reports show that the belief is 
S, played stock sells without extra expense. that business will continue to improve, but slowly. 
* For the future, we feel all leading stationers are standardizing We, on the Pacific Coast, have not had the extreme depression 
t on the few leading brands. However, the tendency of some dealers that we understand has occurred in some of the Eastern cities, 
on in various parts of the country to listen to the song of the salesman and it is also true that we did not reach the high peak of pros- 
‘ of every known ink manufacturer and stocking some of his line perity that was enjoyed by the East. 
ss merely because there is 5 or 10 per cent greater profit in it In The general feeling prevailing at the present time on the Pacific 
oo the majority of cases they carry the stock of the unknown manu- Coast is that business will be no worse and that a general im- 
* facturer for four or five times the time they wouid carry the same provement can be looked for 
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4 SNAPSHOTS ON THE BOARDWALK In which readers will recognize J. J. Kilbourne, L. H. Bigelow & Co., New York; 
‘ E. M. Anderson, Anderson & Prigge, New York: Henry Frank, Frank & Tichenor, New York; J. S. A. Wittke, J. G. Shaw 
r Blank Book Company, New York: H. H. Wittstein, Sales Manager, Globe-Wernicke Co., Cincinnati, O.; Edw. S. Towne, Na- 
it tional Blank Book Co., Holyoke, Mass.; Charles L. Mitchell, Topeka: C. P. Garvin, Sales Manager, F. S. Webster Co., Boston, 
is and Clark Field, Tulsa, Okla. 
e 
4 amount f goods of a standard maker, and when you consider that The Stationets of the Pacific Coast have few recommendations 
y the ild have turned over their capital three or four times to make regarding pens, pencils and penholders, other than to 
making three or four times the profit on the standard line that express the hope that the manufacturers will restriét their respec- 
the have made on the chen fen tive lines to as few numbers as possible. We also believe that it 
, : wy would be better, as a whole, if the manufacturers of these com- 
It is apparent that they have lost heavily on the transaction; modities woyld not attempt to set resale prices on their products, 
this applies with equal force to the imprint proposition. When the Recommended resale prices that might be fair and satisfactory 
dealer puts in an imprint line, he almost invariably buys more to dealers in the East and Middle West would not, in many in- 
than if he bought a standard make, and while he justifies adopting stances, be satisfactory to dealers on the Pacific Coast. For the 
the imprint by the argument that his competitors have done so and same reason, we are opposed to manufacturers putting prices on 
are underselling him on regular branded lines, he would be better oy and labée - or enclosing circulars = — aie vo 
Arabs , ae ues nadie > amount o ‘ t s The lines of goods carried by stationers and office-supply dealers 
oon Fn gre alge . = - gyi mkt 2 one mf ra are so many in number and varied in their uses that it seems to 
ar *. hare am 7 ‘ us, that the National Association would, at best, be able to cover 
makes There is doubtless a tendency all over the country tor only a comparatively small number, and that the manufacturers 
dealers to concentrate on as few lines as possible in order to de- are in a much better position to educate the dealers and the dealers’ 
crease the amount of capital invested. We feel we shall see a salesmen regarding goods of their manufacture; that is, if more 
great change in the k business on this account during the next manufacturers would conduct educational campaigns along these 
year or two lines we believe it would result to the advantage of ali concerned, 
We suggest to all dealers that they should place their orders for _ The — te be some criticism regarding the present tariff on 
tidee as adthaatven before tb dress weather Dadian: on wa Saal Foreign merchandis¢ The statement is made that this tariff prac- 
there will not be any further reduction in price this year, when you tically discrin ates against the imprint pencil bearing a dealer's 
know that ink, mucilage and paste are the only items which he name, The same pencil bearing a manufacturer's name is con- 
cannot secure during cold weather. Some manufacturers report less siderably less. 
future shipments than in years. In making this report we are not making any recommendation 
pro or con, regarding this apparent discrimination in tariff, as we 
Some of the smaller ink manufacturers are going back to the find that the members commenting on this particular phase of our 
old plan of sending out representatives to work in towns, leaving business are about evenly divided with those who are very strongly 
samples, taking orders and turning them over to some dealer, when opposed to the impertation of foreign merchandise. 
delivery is made in some cases it is found that the orders were One of our members states as follows: 
not bona fide and the dealer finds himself overstocked with un “There are a few dealers who have in the past bought good 
salable merchandis¢ In such cases we feel that this kind of a quantities of imprint pencils who have been practically denied this 
selling policy of the manufacturer should be discontinued and only privilege by the prohibitive price of 50c per gross for imprinting. 
the hi st type of advertising be carried on. “Perhaps some propositions have been offered for imprinting 


We believe an educational campaign conducted by the Chicago which disguised the 50c charge, but which, however, includes same 
office of the Agsociation through the publication of carefully edited nevertheless. The American Manufacturers should not wait until 














information to educate salesmen in the kind of ink to offer for dif- foreign competition drives them to the proposition, but should get 

ferent classes of work Such literature should be mailed direct to back to the former imprint policy for those customers buying in 

the clerks In towns with local stationery clubs, these papers reasonably large quantities 

should be brought up for discussion. This would tend to keep the A recommendation also has been made that a longer brass or 

information sent out in the minds of the clerks. One of the lead- nickel tip be used on the encils, to improve the beauty of the 

ing ink manufacturers has offered a book of instructions for dis pencil and also d the rubber more securely. 

tribution to salesmen which will tell them the proper inks, etc., to We have endeavored to make this report as brief as possible, 

recommend for a g n purpose—the complaints they may expect feeling that, undoubtedly thers vould be an opportunity for more 

to receive and the recommendations to be made in order to p ent discussion on th convention floor. 

a recurrence of such a mplaint. These booklets are now on hand The members committee all regret their not being able to 

and can be distributed a our pleasure. ittend the conventio1 and extend their best wishes for a most 
Respectfully submitted, ¢ L. Jarnigan, Chairn E. A. Kistler successful meeting 

Herman H Cast. H, J. Strat G E Mille 
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THE STAFF OF GEYER’S STATIONER, WHO PUT OVER THE CONVENTION DAILY IN THE 


FACE OF MOST DISCOURAGING 
brouck, Jr.; Mrs. M. A. Geyer; Mrs. J. E. Neary; 
head; Thomas B. Murphy,-editor. Some of the 


DIFFICULTIES. —Left 


to right: Harry G. Tehan;: William H. Has 
J. E. Neary; A. R. Addison, looking over Mr. Neary 
difficulties referred to above seemed to be all but ir 


superable. In order to get out the Daily during the convention it was necessary for the Geyer staff t 
operate simultaneously in five different printing plants within a radius of 20 miles of the hotel Forn 
type, etc., were carried from place to place in the tonneau of an automobile at night. Some of t! 
members of the staff got only a few hours’ sleep during the week. 
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REPORT OF DEALERS’ COMMITTEE ON STEEL FILES AND 
EQUIPMENT. 

Amevcaeanenrnnnnccznnaeacsnnegecaeuaunacagenaentny Tovuenceeyacevennnanasnsseraacennsngneiits sini qnasreanusnuiit 


The Committee on Steel Files and Equipment begs to present their 


report, as requested by the Convention, on the following informa- 
tion: 

a—Present conditions: 

b—Future prospects; 

c—Suggestions as to improved methods of merchandizing the 


goods covered by your committee; 

d—Suggestions as to the advisability of having the 
make an effort through the publication of carefully edited 
tion, to educate salesmen in the construction of these goods, 
uses and the channels in which they are sold. 

Due to the readjustment of prices on steel 
of new efficiency creating units and the general educational trend 
of the trade to recognize safe, systematic record protection; it is 
the finding of this committee that the market for the entire line 
of steel equipment is holding up during the present readjustment 
period. 

Every indication such as; the present demand for steel furniture, 
coming as a result of intensive educational advertising, and the 
utilitarian additions to the line, coupled with the natural tendency 
on the part of the buyers to return to normal market conditions, 
seems, in the judgment of this committee, favorable for the future 
of steel. 

After investigation, the committee is of the opinion that too much 
time has been expended by salesmen and dealers in the sale of 
cabinets, or containers for the systems. Any new method of mer- 
chandising the steel line should be builded upon the foundation of 
the sale of a system to meet the needs of the customer and in the 
judgment of the committee the sales of the cabinet or container 
will naturally follow. This leads your committee to urge each dealer 


Association 
informa- 
their 


files; the production 


that some one of their employes, exhibiting an aptitude, should be 
developed as a diagnostician of general office filing ills. Local 
advertising tie-up with national advertising campaign lends a dis- 
tinct advantage in forming an entree for the diagnostician. Where 
this. service is rendered sales will naturally follow. 

With due deliberation, your committee has carefully considered 
the educational program, as proposed by the Association, and we 
present our finding as follows: 


We deem it inadvisable for the Association to attempt to project 
this educational program for the following reasons: 

(a) Only an educational course dealing with fundamentals with 
a view to promoting sales could possibly be attempted, due to the 
varieties of systems and cabinet constructions. In consideration of 
cost and geographical location these fundamentals would, of neces- 
sity, be standardized and a standardization would place any educa- 


tional course projected by the Association on a par with kindred 
commercial salesmanship courses. 

(b) Based upon the personal experience of the chairman, it is 
the committee’s opinion that the difficulty of any fundamental 
salesmanship course lies in getting the salesmen to actually study 
or even read the material forming the lessons. 

Example.—During the past the Western Bank Supply Company, 
of Oklahoma City, and Tulsa, Oklahoma, purchased three educa- 


tional selling courses for their salesmen; namely: 
“The Sheldon Course, 
“The Sales-Building Cours: 

















“The Stevens-Davis Cours 

These courses were found to be highly successful ir hing sales 
fundamentals and were found to supply this concern’'s i. Coupled 
with the application of the methods mentioned in example, 
these courses produced maximum results at a minimum figure. From 
this and like experiences of other dealers comes the ving n 
clusion of your committee: 

(c) If concrete information is given by one who k vs the in 
timate story of the article under discussion, for ¢ ple, one of 
the manufacturer's best informed salesmen, a m timate view 
is taken by the dealers’ salesmen and with a re ent iasm 
and an aroused interest for and in the article and the 
local man starts out on his daily calls. 

Example: On the ninth day of September a certain dealer’s con 
cern was favored by a cal! from a representative o 1 well-known 
eteel line manufacturer. This man, who was very se to the 
details of his line, gave an evening to the local salesmen, discussing 
steel safes in particular. He was possessed of ent sm, be ved 
in and understood his line. The enthusiasm of this informed 
manufacturer's missionary was contagious Concrete sults were 
immediatety evident. The new angle, the new ent siasm the 
manufacturer’s viewpoint, as expressed by his representative gave 
to the local salesmen the necessary “‘punch’’ to s¢ signature 
on the dotted line. 

(ad) With the full realization that this report sh | yntain 
constructive material it is the opinion of your t that an 
effort should be made by the manufacturers of ste ff equipment 
to supply further methods of educating and specifica informing 
local salesmen as to the construction and durability the manu 
facturers’ respective line The end in view is the creation of local 
sales dynamic and the committee feels that the o ious increased 
sales resultant will be attendant on the manufacturers who will 
carry to successful completion such an educational campaign 

Example: Your chairman’s firm recently prepared a series of 
questions on various manufactured lines of merchar sé One ever 
ing in each week was devoted to a group discussion of these ques 
tions by the salesmen under the leadership of the salesmanager 
The questions were propounded and the resultant discussion broad 
ened the knowledge of the salesmen in a most material ma € 
One of the questions is here given 

No. 1. 

Question—What are five recognized materials stance 

Answer—tTerrabestos, Magnesia, Asbestos, Cor Ins ation ind 
Portland Cement. 

Realizing the manufacturers’ familiarity with his nd 
the important details of construction, the committ¢ 3 the ior 
that sets of these questions can be prepared for the dealers’ sales 
men in the manufacturers’ sales department, in a mo enlighten 
ing manner than by the local dealer himself. 

Judging from the experience with sales courses dealing in 
abstract fundamentals such as would be the natural outcome of the 
Association's proposed educational program, the dé g ») prese 
substitute plans which have been worked out an i practica 
this committee desires to make the following re lations as 
a fitting conclusion of this report 

1. That the National Association of Stationers and Manufa 
turers refrain from any attempt to project any ional pro 
gram for dealers’ salesmen. 

2 Further, that the Association concentrate their entire efforts 
to prevail upon the manufacturers, to thoroughly ut thei 
salesmen or other missionaries regarding their firms respe 
line. That these manufacturers then cause these t ghl I 
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formed, enthusiastic and well sold missionary salesmen to call on We recommend that dealers should not try to economize on their 













































leading dealers, to hold consultation with local salesmen, with the sales force or their advertising. Their economy should be in other 
view to generating local dealers’ sales dynamic parts of their organization. Every effort should be made to increase 
3. We would further recommend that the manufacturers pre- the volume of business, for expenses are still high and the cost 
pare a suitable list of questions on each grouping of their produc- of merchandise is less today than it was a year ago. Where @ 
tion, supplying to the dealers several copies of same for the local man was selling two chairs last year, he must sell three chairs 
salesmanagers in interrogating salesmen as to their knowledge of this year, in order to ‘get the same volume in dollars and cents. Of 
the respective line We would urge upon the dealer the importance course, this is approximate and not correct to the exact percentage. 
of using this method and co-operating with the manufacturers We advocate very strongly the education of salesmen, and we 
. Feeling that we are voicing the demands of every dealer in believe they should be acquainted with the merchandise they are 
steel office equipment, it is further recommended that the Associa- selling. if possible, they should be gent to the factories to see how 
tion devote the time and finances necessary for the projection of an office chair is made, from start to finish. This will give a 
any proposed educational program upon the immediate successful salesman more confidence in what he is selling and enable him to 
completion on a practical working basis of the Association recom- talk more intelligently to his customer. There are many features 
mended price list This to take precedence over any other publica- in the different lines of office chairs that are worthy of considera- 
tion. We would request the members of this Convention to heartily tion, if the salesman is able to explain them satisfactorily to the 
co-operate in this important task. This committee would take this customer. If the National Association was able to obtain from the 
opportunity of heartily commending a certain loose-leaf manufac- Secretary of the Chair Manufacturers’ Association some interesting 
turer for the progressive step taken along the line of educating the literature on the manufacture of office chairs, we believe that this 
local deaiers’ salesmen and would urge all local dealers to en- method of education would do a certain amount of good, particu- 
courage similar efforts on the part of all manufacturers. larly to those men who are not able to visit the factories. 
Respectfully submitted, D. W. Collins, Chairman; W. J. Youmons, We believe that the greatest problem today in selling office chairs 
F. I. Brown. is up to the dealer He must display his goods attractively and he 
must present his estimates and layouts to his customers in such a@ 
penenenaneenanitn mts | way that he will at once win the attention and interest of his 
“— , > . . +9 ‘ Pa ah Ae Pl “1 - . customer 
REPORT OF DEALERS’ COMMITTEE ON OFFICE CHAIRS. The question of different finishes, such as light and dark ma- 
MTT HNNNNt hogany, and walnut, is more or less working a hardship on the 
dealer, as it requires him to carry a much larger stock and does 
After our Fifteenth Annual Convention, which was held at the not give him the turnover that he should have in order to make a 
Hotel Statler, St. Louis, Mo., October 11-14, 1920, your President profit on his sale of office chairs. 
and his Executive Committee appointed the standing committees for In closing, we would like to invite discussion on this subject, 
1920 and 1921; one of these Dealers’ Committees to be known as the and we will, to the best of our ability, answer any questions. 
Committee on Office Chairs tespectfully submitted, J. Ogden Pierson, Chairman; La Mott 
During the month of January, 1921, this committee was called Atwood, C. A. Netzhammer 
upon to prepare a report, to be submitted to a conference of deal 
ers and manufacturers to be held in Chicago on February 16, 1921 wnat QUUUNUNNNTNN SUNN POTULUEOOUAEDRATOU DOMES 
This report was completed after a great al of investigation and : , . a. TT : 7 
ve fe avis of letters with some one hundred and twenty dealers KEPORT OF DEALERS’ COMMITTEE ON RUBBER STAMP 
in all parts of the country. GOODS, 
This conference took place on February 16th it the La Salle snaneien ee 
Hotel, Chicago, Ill., and ee mest. sucecestul Tou silt Qnd te tx ! MPT 
March issue of the National Association News full details of the Your committee has made numerous inyulries in all parts of 
meeting, which embodies our report. the country regarding present conditions pertaining to the Rubber 
Since that meeting, the chair manufacturers have had a con- Stamp and Marking Device Industry. The concensus of opinion 
ference, which was held in Chicago on March 17th, and it is very seems to be that there is more co-operation and harmony between 
gratifying to us, and we believe to a great many dealers who have the stationer and rubber stamp manufacturer than ever before 
followed this subject, to see that the chair manufacturers, at their and, especially, in those cities where the rubber stamp and sta- 
conference, carefully considered our recommendations, and in a tioner associations or clubs meet together and get acquainted. 
great many cases they were approved and adopted. TI result We strongly recommend that the stationer make a special effort 
of this conference was published in the National Association News to co-operate with the stamp manufacturer. The stamp manufac- 
on May 1, 1921. turer has learned that he must make a legitimate profit, as the 
We did not think we were going to be called upon again to pre- Stamp Manufacturers’ Association have raised the standard of the 
se! subiect to the dealers, as we believe the ground has been stamp business considerably in the past several years. We believe, 
thoroughly covered by our report, which is now on file, and as that on account of the peculiar overlap in the stamp and stationery 
published in the National Association News of March Ist How- business that harmonious co-operation and understanding of the 
ever, our committee is desirous of doing what we can to present “stamp man” would be very beneficial to the stationer, 
to e dealers the problems that have to be solved from day to day However there seems to be a tendency on the part of some 
in the Office Furniture Department, in reference to office chairs stamp manufacturers to discourage the stationer from going after 
Ps Mr. Ralph S. Bauer, your President, has asked us to present a this business by reducing their trade discount so as to make the 
d short, snappy, educational report on this subject We have con- selling of this merchandise unprofitable. On _the other hand, sume 
e, sulted, through correspondence, and your committee is of the opinion stationers are constantly asking for a longer discount and claim 
m that the chair situation is improving, together with other lines of that handling made to order rubber stamp and marking devices 
n- merchandise, and we believe that it is only a question of time when are unprofitable and further state that if their discount is not 
prices will reach a point where the buyers will cease complaining. increased, they will be compelled to put in a rubber stamp manu- 
n - Present conditions differ in different localities, and we find the facturing plant of their own. 
of greatest difficulty the dealer is having today is meeting the ridicu- Searing in mind the two statements above, the fact nevertheless 
w lously low prices that are being quoted to the consumer in the wild remains that the stationer sells and will continue to sell rubber 
m rush to get business This can only be remedied by a sufficient stamps and rubber stamp sundries, because he more thoroughly 
ne amount of business, which will naturally come when conditions covers the field with salesmen (city and traveling) and catalogues 
return to a normal basis. . (Continued on Page 66 IL.) 
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ol TWO CONVENTION GROUPS AND “JOHN HANC( 1CK’’.—No. 20 (left)—Some of the Chicago crowd took an airing on 
the way to the convention. Here they are as the train stopped at Altoona, Pa. Left to right: Mrs. Fletcher B. Gibbs, Arthur 
te. L. Lovig of Shea Smith & Company, Shea Smith, Mrs. Shea Smith, A. H. Childs, Fletcher B. Gibbs, Mrs. A. H. Childs. No. 
ale 15 (center)—Young man who impersonated the shade of John Hancock and represented the John Hancock Fountain Pen Cop 
“veel pany of Bosten His quaint attire excited speculation. No. 29 (right)—l ri Doolittle, W. H. H. Chamberlin, Syracuse, N. 
in- Harry C. Weis, Weis Manufacturing Company, Monroe, Mich.; P. G. Underwood, U nderwood Glass Pin Company, Philadelphia; 
H. A Consor, Weis Manufacturing Company, Monroe, Mich 
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THE GOLF CLUB, A FOURSOME, THE HOST AND THE PLAYERS.—No. 1. All the players who participated 2. The 
Westerners—-Frank C. Morse, C. A. H. Thom, A. W. McCloy, Fred P. Seymour, William Ernst and A. E. Johnson 3. Four- 
some at Eighteenth Hole: C. J. Buntell (holing out), R. M. Griffin (hands on hips), W. R. Lovett (facing player), Georg 
Mandeville (back to camera). 4. Eberhard Faber, the Host. 6. The Sea View Golf Club. 


The Golf Game | 


One of the most interesting events of the convention Jackson, A. P. ...... 58 49 107 24 83 
was the golf game which ended the activities of the Bainbridge, A. C..... 55 45 100 19 Q] 
week. The golf game was held in the Sea View Golf Club Lyons, E. S......... 70 55 125 30) 95 
on Friday, October 14th. The principal contest was be- Wadham, C. K....... 65 57 122 30) 92 
tween the East and the West. About forty-five players Armington, J. R..... 45 44 RQ 12 77 
were present as the guests of Eberhard Faber. Eighteen Johnson, A. E...... 58 56 114 23 9] 
holes were played morning and afternoon, the East win- Barber, E. H. ...... 58 48 106 12 04 
ning over the West by a score of 16 to 9. Stafford. W. S....... 44 42 6 Q 72 

The prize winners were: Hale, F. W. bale esese 41 43 84 8 76 

Class A—First prize—P. W. Simons, Southworth Co. Bingham, F. C....... Je o0 102 16 86 

Class B—Second prize—F. W. Hale, Dennison Manu- Reed. A. L. ........ 48 49 97 16 81 
facturing Co. Hawks, as See - od 60 117 20 97 

7 ; Price, Herman ...... 52 55 107 19 88 

Class B—First prize—J. R. Brundage, White & Wyc- Seymour, F. P...... 533 55 108 28 an) 
koff Manufacturing Co. Morse, #. C. ..... a ee ie 

Class B—Second prize—W. R. Lovett, Standard Simons, P. W....... 42 39 8] 7 74 
Diary Co. J SS ES ere 52 53 105 16 89 

Luncheon was served at the handsome club house. The Kennedy, R. A. ... 48 47 95 18 77 
day was ideal and the grounds were in the best possible Smith, L. A......... 48 46 94 8 86 
condition. t= St Se 51 49 100 22 78 

The scores were as follows: Gefen, R.cM........ &% 56 112 28 84 

Total Total Gross Net Anderville, G. W.... 71 68 139 25 114 
Out In Score Hdcp. Score Buntell, C. J. ....... 38 33 111 26 85 
86 Baxter, BR. H..:.. 58 50 108 19 89 


Cockley, W. J....... 53 56 109 23 
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Crowe, | P 61 57 118 28 90) Tavenier, | H . 64 ae aaa 30 on 
Grant, C. J ' — 65 134 30 104 Shee, C. C oe 78 <a a 30 us 
Thom, C. A. H sa 53 105 24 8] Underwood, E. R. 76 ak as 30 AF 
Sanford, B. | . 3 55 110 20 90 Se ee | ee Se ree 0 100 14 


Whittemore, W. G... ¥ eh acd 25 is Faber, Eberhard . 49 


Holwedel, E. J i. 30 Mors Hi. Si...«.; 45 
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Haupt; Eis... ; 58 114 20 94 McCloy bea ante 51 93 13 
Brundage, J. R 55 47 102 26 76 Johnson, Leo se 111 22 89 
Williams, A. W 53 42 95 16 79 Miller, Forest . , 3 114 20 94 
Rubber Stamp Committee—Continue: n Page G is beyond the power of mmittee to prophesy with any degree 
A of definiteness ist how i ily we will make a complete return 
is a rule has a much larger selling rganization han the fir I 
; 0 orma conaivuons 
ae + oe alg ginn: On the ot a . =. The pene throug! have just passed has been a new and 
sells dit nd will sell direct e- ; rie " Pe " Bes, fearful experienc Tor ) stationers but for the whole business 
shee ghlieniiag gina rei - — e ae ai AR. world, and as eat minds who have given the subject 
ye re - ‘ costae emia ber the much the £ I n able to agree upon just what the im- 
pmponnsish ts, p Ptr bisag 0. eet sages ? A mediate it h in store for us. 
os 4 — mgt ws : ior ce yoo renege be i mar} dc ea t ut In making suggestions as to improved methods of merchandizing 
we 1a Si parag ay ee ee ‘ os Eee aed tenenend stationers’ hardware and glassware, it would be difficult to improve 
he stesiener aeen ne ones. See eee = “te ~ eg “ 1 # a on the repo! s r i t the Convention last year by Mr. Horder 
a Bes sai non —— a ae weg ars “ at * ind we fee othing better can be offered than to recom- 
ge ee valor ; ; yee an ie “% } hes ” - brands ¢ mend a re-reading of h report published in the last Annual. 
7 —— — only ot A genome Boyt a actemniaakdl the nade to It will certai: be instructive to the retailer for selling helps at 
a ool part ear ure "ios towne artic “i ike ‘lee pencils the present tim ire most eagerly sought by the retailer who de- 
00kKs ot 1use the vast majorit of this merchandis¢ sires to have this year’s business measure gp with last year’s, at 
s direct and e sold direct b the manufact t he east in such degree as to make him reasonabby happy. 
- ; It has be i nstrated i many stationery stores that hard- 
sy +4 ade discounts: your committeé ws talke { . wal ind glass icles 10uld not be displayed in show-cases, 
: be stamp profession and the yncensus . n nor on dis} ond the reach of the customer, but should 
pe aly approximately 3314 per cent on s} 11 m | g be placed or tables with the prices plainly marked 
s which is a the manufacturer can afford to eg hout thereon Ww aking window displays of this class of merchan- 
I sir tail price, which would certair f e a lise, the cards s ild be used fully, explaining the item displayed 
ff in the s these articles is We is the price of same 
scount of ) ‘ cent would mak the tail pr st “his seems t the psych ogical moment for a very thorough 
and dis ize the liberal use « this art s he cleaning f al he smal! articles of glassware and hard- 
your « mittee that the statione ld onsid t Ww comm<¢ ind in the stationer’s stock. A clean-out of all 
gal made to or ibber stamps as kup tel th a od and ends which naturally accumulate during rush months of 
ording Che should not be el business preparatior new business, placing in stock of en- 
id aga sale of this iten is there s st tirely new art es, and last but not least, meeting new prices for 
stock she es, or shelf space l both buying and selling ich are inevitable. 
" not wis scourage the stations \ ntends to put The ollowing suggestions are respectfully submitted to the 
Stamp Departm«s it wish to call atte on to last irs é manufact I not onl to benefit the dealer but to promote a 
h states it on investigatior find that s has oser and n r pleasant relation between the two: 
profital e to the fact that the ige sta es Manufact rs could wit profit to themselves as well as to the 
st e a larg ‘ gh volume to justi s own plant dealers, distri e information about their various lines of goods 
4 er. if the st oner has not, he shoul ’ a bber stamp by mailing to the home idress of sales forces, carefully prepared 
and a , of shelf goods, s is pads ind literature describing th ass of merchandise, the purpose for 
' . i nun . ibber type, stamp racks and miscellaneous vhich it is t I ised i the channels through which the item 
ds and a mpetent person in h ge vho ul! s is s usua so 
ing of rubber stamp and marki é ce orders With The manufacturers could also to advantage give more care to 
going ind proper connection W some manufacturer, the packing f glassware which should be put up in strong con- 
st ild make 1 profitable department « this ne ) goods tainers, h eg from ¢ l in each, according to the size and 
i so suggest t t the stationer who s Stamp depart t weight of t iten Roxes used for packing hardware such as 
l ho wishes t ! arize himself ans s salesmer tl ‘ stapling machines pay weights, ete., are not strong enough. 
let s of his business he should join the Internationa Stamp These items should be boxed singly in a wooden or heavy corru- 
\ turers’ Ass tion, and attend the nal meetings, of gated per box in place the usual strawboard box. 
there are te etween the Atlantic -acifi T s W 4 suggestion could be nade to manufacturers of cash boxes, 
im to eg touch with the me , know ess that the locks be attached to the boxes after painting or lacquer- 
factu the majority of this ss of goods ing, thereby « ning the difficulty of the locks being filled with 
iles this department, specia italogues ant r paint or lacquer, mi: it impossible to operate them. An im- 
s s pre} and backed nd and show provement packing stationers’ tin goods singly 
s Ss} ~ Also sales meet gs with insid in boxes in place f wray ng them in paper. 
a stamp manufacturer as 8s} ker of the eve! 4 Again urging a careful perusal of Mr. Horder’s last year’s report 





present p 3 n rubber stamps and shelf goods ‘ t on page 40 of tl {nnua we close our report by quoting Robt. W. 




















| but do not expect a decided dé e this year o meta Babson wl inswers vn question, “What is the matter?” by 
ds s the cost Ss " y labor, and t re t i es the following 
2 were t near us great in proport s the ma I There is a reason for é thing. The reason for the business 
nes the statior business. uation toda s not because eight millions of men for six years 
Reta prices on ma to order marking devices and rubbe stamps spent their labor on des tion instead of construction, putting us 
r be as s formerly on account of the workn i behind $250,000,000,000 in improvements and enterprises. This eco- 
s now iges in proporti t ther skilled s nomic loss of the war should cause a greater demand for our prod- 
are entitled to, as it takes ma ears tra t ) icts, rathe1 t on in industry and commerce, The 
ne in the a f die sinking, seal ¢ iving, st st p reason fo res the lack of confidence, due to the 
' stencil cuttir et war's degenerating cts, ar to the evil effects of the reckless 
Respectfully su by Francis K. Ad s, Chairma H l period of inflat through which we have just passed. Business 
I < Henry ( ! integrity—the latior commerce—has been forgotten, while 
faith, indust d rift he basis of enterprise—have been lost 
sight of The war's g! est damege was not material but spiritual. 
The causes which prevent our nation from selling the grain, 
REPORT OF DEALERS’ COMMITTEE ON HARDWARE AND otton imbe pper and other products are spiritual. It is be- 
GLASSWARE. 4use the me ill nations have forgotten the Ten Command- 
ments that trade is at a standstill and unemployment ig on the 
increase, wl the world is in greater need for goods than ever 
before. rhe is too much Bolshevism and too little regard for 
mittee Hardware and Glasswat! ter | I give truth and s¢ When we return to common honesty in trade, 
: t consid thought, finds it difficult to frame a re industry and politics, the orld will quickly consume the surplus 
hat vw I bot! I tive and interesti! of raw materia vhich America now has and there will be an 
wi ! items Y re under the head of hardwar ind glass unprecedent demand fo1 ‘ 
ed by s ers, such as telephone brackets, desk lamps Respectfu s nitted K B. Sanders, Chairman, Arthur C. 
stening 1 s, glass desk pads, stationers’ | Bainbridge, Shea Smith 


s pes and sizes of glass receptacles 


es as ) S | s clips, etc., on the desk have inged WEEE eee eee eee 
> nl REPORT OF DEALERS’ COMMITTEE ON LEATHER GOODS AND 























howev« subject to the samé¢ ynditions 
d all nes f merchandise, and xactly posite NOVELTIES, 
prevails 11 trade today, as against a year ag {40000000 LQQQQUNUANN000000 ONE 
ilty of secur merchandise from manufactur 
he s n and the attendant advancir price The present lit tl fancy leather goods market is 
is s i p 2m, but the great change in demand healthy, althoug g as been conservative, serious compiaint 
Imost | tately and in so short a space of tim« s s seldom heard and wh he question of conditions is asked the 
most den ng effect. We do not mean to ir tha tone is usual that we are about even, now and then some say a 
yn is | ! neans confined to these particular asses ittle behind, but all seem to be satisfied with business as it is 
handis¢ s ry apparent that practica i es under the pr : g conditions 
S ‘ rhe future } spects s¢ o point to normal good business, but 
Grea forts mus made by both merchant and rcturer t wi mea ! ‘ ffort neet the desired figures. The buyer 
os ze busines the stationer is s evi- and the salesr ‘ be ged to go after business instead of it 
inufacturer? We } to ite t ming to ther I s is idency, as we all know, in general. 
! I he large mat turers of stationers Suggestions on Improved Methods of Merchandising. 
iss o tl eft it, “A new list effec e Septe1 } For the retailer, a great il depends on display. A conglomerate 
ssued shov 1 discount of 20 p cent this th mess of articles seldom is effective, but certain articles specialized 
s tion si O be f last vear and inging the } ‘ ra one ¢ s« eo if one article given prominent display 
the 1919 ‘ At the press there is prac sually brings é lesiré sult, and frequent change of display 
fact« ‘ or stationers’ glass und ttl s advisable It not s necessary to make it a special price 
nd att There ar itions sale, a seasonabl« splayed in quantity, with price, is just 
tl at ent that condit a npro is effecti s the Ss] i price’ sign. 
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MORE BOARDWALK SNAPSHOTS.—(A), F. E. Frost, Worcester, Mass., and C. S. Roberts, The Wahi Co., ¢ 
W. H. Newhall, Menasha, Wis.; Harry J. Williams, Buffalo.—‘C), C. J. Buntell, Dayton. O; C. C. Carpenter, Cincinnati, 
—(D), Paul Gosiger, Cincinnati, and C. E. Sheppard, New York.—(E), H. K. Brewer, New York; H. G. Bardenheuer, American 
Pad & Paper Co., New York.—(F), J. N. (‘Uncle Josh’’) Hobbs, Chicago.—(G), R. S. Bauer and Eberhard Faber H), Harry 
Sharpe, Joe Hildreth and James D. Stites, all of Esterbrook’s.—(J), F. G. Montgomery, of Thomas De la Rue & Co d friends. 
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The advisability of the Association to make an effort through 
publication is a foregone good conclusion and instruction to sales- 
men through family talks and discussions on’ ways and means is 
not old or new, but it is a very substantial way for education and 
result getting method, many pointers are given and many details 
which may prove important are assimilated by all who partake in 
such gatherings and it promotes the good fellowship in business 
and makes better supporters and salesmen and gives the necessary 
information for each individual in a business organization to their 
men and women when construction of the goods can be discussed, 
their uses demonstrated and channels advised in which they are 
sold. 

The fancy goods in leather during the war period suffered in 
variety as well as material. Manufacturers, as a rule, cut down 
their lines and eliminated many numbers, the market of raw ma- 
terials was short and substitution as well as inferior qualities took 
the place of popular stocks which, in a measure, deteriorated the 
general standards and added high costs of material and labor with 
demand for any sort of merchandise made them salable This 
condition prevailed in general until the eve of readjustment, and 
since then there has been a general improvement in each branch of 
procedure, raw material is improving in quality, certain leathers 
which were scarce, such as cowhide, seal and pig are coming back 
in more liberal supply and better quality with a readjustment of 
prices, although labor in general has not as yet taken a loss, but 
there is a gradual and slow progress of improvement in this direc- 
tion Leather goods in the fancy lines are materially reduced from 
last year’s pinnacle prices, but are far from pre-war figures, and 
from general indications will hold the prevailing prices this year 
and we may look for a further decline, but not until next year. 

Imported leather, brass and novelty goods are making their 
appearance and the prices, especially of German manufacture, are 
very attractive and the more foreign merchandise that is brought 
into this country in competition to American manufacture the more 
will it influence the prices for decline, and here arises an important 


condition which will cause and compel domestic production to meet 
competition and this is the important factor which will, to a great 
degree, depress domestic prices and, as before stated, it will show 


its effect more next year. 
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If manufacturers could only be made to see this and to under- 
stand that under the present system of dealer catalog building they 
are not gefting to exceed fifty per cent of the possible results, we 
think they would all join hands and make the standardized catalog 
a success. 

Where a dealer compiles copy for his own catalog under present 
conditions, it cannot be expected that the presentation of the mer- 
chandise will exhaust all of the possibilities, 

First, the dealer is not an experienced catalog man and rarely 
does he have a man in his employ who is. Therefore, he is com- 
pelled to use copy taken from the manufacturer's trade catalogs 
which, being aimed at the dealer, and presupposing a certain 
familiarity with the merchandise, are not often clear or complete 
enough for the layman 

Second, the dealer must, as a rule, depend on cuts prepared by 
the manufacturer for his own trade catalogs. There are the follow- 
ing objections to these: 

A—Too large Some manufacturers overlook the fact that a 
dealer cannot afford to give a half page to an item which is perhaps 
only an incident to his business, while it may be very important 
as a part of the manufacturer’s line. As an example of this, the 
recently published catalog of a Chicago dealer shows eight pages 
devoted to a line of desks, two to a page. The line could have 
been shown equally well in three pages had the dealer been able to 
secure cuts of the proper size, 

B—Too fine a screen. Cuts for dealer catalogs should be wood 
cuts, or carefully prepared line cuts. These wili print on any ‘kind 
of stock and the cost of electrotypes is fifty per cent less than when 
half tones are used, Also the cost of printing is greatly reduced. 
Most manufacturers now furnish only half tone cuts to dealers, 

C—Do not illustrate. There is no industry so far behind as the 
stationery industry in the matter of up-to-date illustrations which 
set out the points of advantage and give the user a clear idea of 
the method of using a device. The manufacturer seems to take 
it for granted that because he understands what a thing is for and 
how it is used, there is no need of going to extra expense and 
trouble to place this information before the consumers. 

Third, the great cost of compiling copy, gathering cuts, setting 
type, printing, binding and mailing a dealer catalog, makes it 
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SOME OF THE LADIES OF THE CONVENTION.—Among those in the above group many will recognize the 
N 


following: Mesdames R. S. Bauer, C sellman, E. 


S. Towne, S 


Burgoyne, C. L. Mitchell, F. Seymour, 


E. Faber, Herman Price, David Manley, DeWitt C. Dunn, Irving Favor, Sr., Irving Favor, Jr., E. M. Anderson, 


J. R. Kilbourne and R. D. Latsch. 


Leather goods in a stationery store is almost considered a neces- 
sity and part of the general business. For the commercial stationer 
there are articles essential for the trade, such as brief cases, leather 
envelopes for commercial papers; flat goods, such as card cases, 
two and three folds, pass cases, folios, desk sets, leather and brass, 
and numerous other items, the variety of which is endless and the 
gift feature is quite important during the holiday season and all 
depends on the success of the leather goods department in the 
manner in which display is made and the intelligence of the sales- 
persons in charge, which holds good for the other departments in 
the general line of stationery. 

John L. Bailey, Chairman, Boston; Lloyd M. Whiting, Buffalo; 
Chas. D. Brewer, New York City. 
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REPORT OF RETAILERS’ COMMITTEE ON CATALOG 
STANDARDIZATION. 

SuLngnendnesengnnaugennsgnencerezaneenenttt 

Your Retailers’ Committee on Catalog Standardization has made 
a careful survey among both retailers and manufacturers with a 
view of finding out the consensus of opinion in regard to the report 
of this Committee adopted at the last Convention. 


We found out first an almost universal misunderstanding among 
the manufacturers of the ideas which this Committee wished to 


conve} Practically all manufacturers thought that the Committee 
desired them to get out their own catalogs in accordance with our 
recommendation. This, however, is not the idea we had in mind. 


We are interested primarily in getting the manufacturers to pre- 
pare sets of plates describing their best selling lines, from which 


duplicates can be made for the dealers to use in printing their 
catalogs; thus saving the dealers the cost of compiling copy, mak- 
ing layouts, setting type, and reading proofs We are not much 


concerned in having the manufacturers to change the size or style 
of their trade catalogs, although we believe that it would be very 
desirable if this could be brought about, as it would save them the 
cost of compiling additional pages for the dealer 

Very few manufacturers seem to realize what these catalogs mean 
to both them and the dealer. Were the statistics available, we 
t the volume of business created by a good 


would be surprised i 
dealer’s catalog This is particularly true at this time, when people 
order only when in actual need. 


almost prohibitive It is estimated that the average cost of print- 
ing and mailing an issue of 10,000 catalogs, size 11x8%, 200 pages, 
is over $1.00 each No dealer can justify this expense unless the 
catalog proves exceptionally efficient as a medium for producing 
business. 

If the manufacturers, recognizing the need for’ better dealer 
catalogs and for assisting the dealers as much ag possible in the 
publishing of these catalogs, could be brought to realize what the 
standardized catalog means, they would be much more enthusiastic 
for it than they have been heretofore. 

Manufacturers are now spending thousands of dollars every year 
to supply dealers with electrotypes of cuts and for copy service. 
One large manufacturer of loose leaf goods spent at least $8,000.00 
for this purpose during the past year, and they estimate that more 
than half of this was wasted because of dealers’ catalogs failing to 
materialize. 

Much, if not all, of this expense could be saved by the manu- 
facturers if they were prepared to furnish the full page standardized 
plates, because most dealers would be glad to pay the cost of these 
plates, which would be less than half the cost of compiling copy, 
setting the type, reading proof, etc, 

It now costs about $10.00 a page to set the type for a standardized 
catalog page 11x8% inches in size. An electro of a page of this 
size can be had for $4.35, provided it contains no half tones. 

This difference in cost should alone justify the belief that deal- 
ers will be willing to pay for the standardized plates. And when 
we take into account the great amount of time saved, the cost 
of compiling copy, and the fact that the standardized plates hav- 
ing been prepared by experienced catalog men and written for the 
consumer, would be much more efficient than the same pages pre- 
pared by the dealer under the present plan, the dealer will be a 
happy man when these standardized catalog plates are available. 

These facts have not been submitted to a single manufacturer 
who has failed to recognize the possibilities of the plan, but some- 
how there seems to be a lack of the proper initiative to get the 
thing started 

Your Committee wrote to a number of the large manufacturers 
of stationery supplies and were very much encouraged by the prac- 
tically unanimous offer of assistance if the details could be worked 
out satisfactorily. 

Mr. Gibbs has suggested in some of his talks that the successful 
working out of this plan will require a Plate Service Bureau with 
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some one at its head who can persistently follow this thing through 
and see that manufacturers know what is wanted and that each 
one carries out his part of the program. 

Your Committee does not believe that the National Office in 
charge of Mr. Gibbs could undertake this additional work, because 
they are overworked as it is Furthermore, we do not believe it 
would be good judgment for the National Office to foster this 
movement too strongly, as we have found a very few of the larger 
dealers who are not in favor of this work. They fear that if the 
manufacturers get out these plates it will encourage a number of 
smaller dealers to issue catalogs, to the detriment of their estab- 
lished mail order business. We do not believe that this will be 
true; but even if it were true, we must call the attention of this 
Convention to the fact that this Association functions as much for 
the small dealer as for the larger one. In as much as there is 
some slight opposition, we believe that it would be better for this 
service to be handled by some outside agency. 

Mr. C. R. Fargo, formerly Vice-President of the Wilson-Jones 
Loose Leaf Company, and Chairman of the Manufacturers’ Division 
of this Committee, has advised that he might undertake to establish 
this Plate Service Bureau. provided that the manufacturers give 
him their co-operation. 

He suggests that an office be established, with space for a thou- 
sand or so racks for the master plates, and get manufacturers to 
send to him the copy and cuts for their standardized plates, with 
the understanding that he would have these pages set in type and 
make the master plates, which he would hold in his office. From 
these master plates proofs could be taken which he would send 
to dealers on request, so that they would know just what plates 
were available. Each master plate would have a number which 
would appear on the proof, and the dealer, after making up the 
dummy of his catalog, could send in his order for electros of the 
page plates. 

Plates would then be made up and shipped to him in one lot. Or, 
in case the dealer did not care to do his own printing, arrangement 
could be made to have this work done for him, thus saving him the 
cost of the plates. 

For this service a charge would be made to the manufacturers of, 
say $1.00 per plate per month, plus 10% on the cost of composi- 
tion and the original plates Thus if a manufacturer had on file 
with him a set of sixteen plates, his only cost would be $16.00 per 
month, 

The dealers would receive their plates from the Bureau at actual 
cost, and there would be no charge for the proofs, etc. If a dealer 
wanted his own running heads and folios patched on the plates, 
this would be done at cost plus 10%. 

The advantage of this Plate Service Bureau from the viewpoint 
of the manufacturer are many: 

First—It insures standardization of type, cuts, etc. 

Second—Such a bureau would be able to give the manufacturers 
valuable suggestions regarding size and style of cuts, layouts, etc., 
to the end that all sections of the catalog be kept in harmony, not 
only as to style, but as to their relative importance. 

Third—It would relieve the manufacturer of the cost of copy 
service and electros, and would eliminate any argument with dealers 
as to their standing the cost of the standardized plates. 

Fourth—The Plates of all the manufacturers being thus assembled 
in one place, various combinations of plates could be made; as for 
example, where the dealer wanted to use two columns from the 
plate of one manufacturer's and one column from the plate of 
another's. 

Fifth—The assembling of plates would also make it possible to 
print the catalogs for dealers who did not care to do this work in 
their own plants. 

Sixth—The cost of shipping the 
less. 

Seventh—Electrotypes could be 
erable saving. 


plates would be considerably 


bought in quantity at a consid- 


PANORAMIC PICTURE. Note the clearness of 


Eighth—Most valuable composite catalogs for t 
men could be 
bureau. Think what it 
big loose leaf catalog, with say, 1500 pages of uniform 


11 


would mean to give eac 


fi 


under one set of covers practically every live item in the 


industry. 


Of course, some of these things could be had wit! 
but the idea of centralization is sound. 

Whether this Plate Service Bureau be handled by M: 
some other agency, is a matter that could be worke 





special Committee, that would always in every possib 
in with the association, however, as it will tak« a gre 
hard work and considerable capital to establish this P 
Bureau, your Committee recommends that a special C 
appointed to office to ascertain if there will be a si 


for the plates to justify the establishment of the 
They further recommend that this special Com: 
ered to authorize the establishment of the Plate Se! 
the demand will justify it 
Kellogg Smith, Harley J. 





Wantz, W. R. Diehl. 
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REPORT OF DEALERS’ COMMITTEE ON CARBON PAPER AND 


INKED RIBBONS. 


We, your Committee on Carbon Paper and Inke 
leave to report that we have given this subject er 
feel that if the stationer will give more thought and 


Carbon and Ribbon trade, he will increase his sales m 


majority of the stationers handle Carbon Paper and Ril 


do miscellaneous stationery items, and sell them on! 
for. 

Your committee would suggest 
Carbon Paper and Ribbons, as he 
tionery and Fountain Pens. Create a 
the front of the store, in charge of some clerk, who 
a study of how Carbon Paper and Ribbons are mad 
different uses, so as to be able to suggest what weig 
should be used for different classes of work. 

We believe if the stationer would try this plan, a 
the business which now goes to the specialty houses ar 
facturer direct, will come to him. 

There can be no question of the desirability of Carb 
Ribbon sales from the stationers’ standpoint. The in 
centage of profit is decidely 
tially a repeat order business, because Carbon Paps 
are really the wearing parts of a typewriting mach 
parts which, from their very nature, require renewa 
intervals. 

Do not stock several makes of Carbon 
select some one of the leading lines, and 
ticular brand. By so doing, you will receive the 
the manufacturer in your advertising and sales prom 
maintain the standard selling price, and promot 
coupon books for Carbon Paper and Ribbons. The cx 
has decidedly valuable advantages to the station 
the sale of quantities beyond the immediate needs 
sibilities of the user. It reduces the selling expense 


that the stationer 
does on Loose Leaf 


Paper and 
specializ 


ages the purchase of a year's supply without ov 
customer. 

By the use of the coupon book plan of Carbor 
selling the stationer conducts his sales, not on his 
on the capital of his custome: 

We would recommend that the Association sta 
campaign by publication of information in tl 


these goods, their uses, and the channels in whi 


separate departr 


attractive. The busines 
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This, we believe, wi result in much good to the stationer, if this 
suggestion is adopted 

Regarding a possible reduction in price on Carbon Paper and 
Ribbons in the near future, we will quote from letters received from 
some of the prominent manufacturers: 

On manufacturer writes “During the war period the costs of 
raw materials and overhead increased with leaps and bounds gut 
Carbon Paper and Typewriter Ribbons were advanced less to the 
trade than any other stationery product of which we have knowl- 


edge The advance made was not nearly enough to cover more 
than a fraction of the advanced cost of manufacture. So there is 
no hope for any reductions, as far ahead as we can see The 


probability of any decline unwarranted by manufacturing costs 
seems extremely unlikely, because of the narrow margin at which 
carbons and ribbons are sold by the manufacturer.” 

Another manufacturer replies: ‘‘Answering your letter, with re- 
gard to the Carbon and Ribbon situation, as to present and future 
conditions regarding whether there will be a change in price, will 
say there has been an unfortunate condition in the Carbon and 
Ribbon trade for a number of years, in that when the war started 























and the costs of manufacturing began to advance, prices were not 
advanced until the time came when manufacturers were actually 
making a loss on the cost of doing business and the raises that 
were made were not sufficient at any time to cover the increased 
cost of manufactur not to say anything of the increased cost of 
doing business. 

“To start witl the cost of manufacture has gone up in 1921, 
rather than down On all high-class goods the paper and cloth 
used in the manufacture of Carbon Paper and Typewriter Ribbons 
is to a very great extent imported from the other side. There are 

» conditions here One is that the prices have not gone down to 

y extent, and the other is that as the exchange situation rights 

and the pound sterling becomes worth more, the cost of 
these raw materials automatically go up The combination of 
all of these conditions brings us to the point of how prices can be 
reduced, and as ir as I am able to figure out, with the assistance 
of my friends in the industry, with whom I have talked, th only 
way that any firm can really lower prices toda is either to manu- 
actul goods without any profit whatever, and at a loss to boot, or 
else lower the qualit of the goods.”’ 

Another manufacturer says: “In our judgment, it is not probabl« 
that there will be ur reduction in the prices of the standard 
ines Carbon Paper and Typewriter Ribbons. Manufacturers are 
stocked on high-priced merchandise, and as a matter of fact thers 
are very few articles which have been sufficiently reduced to war 
rant any alteration in price lists. The price ibor has not gone 
down in this business, because it requires illed mechanics to 
operate machines, and any manufacturer who heedlessly replaces 
his skilled men with cheaper labor would be taking a heavy risk 
of ruining his business 

The low pric of cotton does not necessarily affect the price 
of the high-grade typewriter ribbon fabric, because this fabri has 
n increased in cost to the same extent as the cheaper articles 
It is only on the very cheapest ribbons that any reduction can be 
looked for, and this reduction will be nominal, because this class 
of merchandise has always been sold very clos 

R d, Wm. Schmiederer, Chairman: R. E. Pren- 
derg . 
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REPORT OF THE DEALERS’ COMMITTEE ON BLUE PRINT 
PAPER AND DRAWING AND ARTISTS’ MATERIALS. 


The slacking up of building and the closing down of Industrial 
Plants has caused a falling off in the Blue Print and Drafting 
Material Line The pening of school, how er has stimulated it 


somewhat in the 
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As building picks up, and plants reopen to capacity, there will be 
a marked demand for this class of Merchandise. 

Dealers should be alive to this situation, and keep the business 
from going out of town This can be done by putting the Blue 
Print Paper and Drafting Material Department in order. Take it 
out of the dark corner where it has been a long time, and enlarge 
it. Put a young man in charge who has had experience as a 
Draftsman, and who can explain the workings of the different 
instruments, especially the setting and adjusting of Levels and 
Transits, and the operations of the Slide Rule, etc., and who also 
will be able to call on the Consumers of this line and talk with 
intelligence Such a man is not hard to obtain, and he will grasp 
the Drafting Appliance end of the business with ease, whereas the 
general stationery salesman, who knows the Office Appliance game 
thoroughly usually steers clear of the Drafting Room on account of 
his lack of knowledge on this subject, 

While the margin of profit is small, this Department is a good 
feeder for the rest of the store, for if the word gets around that 
you carry a good line, and have a person in charge who knows 
the business, it will be of great advantage to the dealer, and it 
will bring a class of people into your store who would never come 
otherwise. 

The Committee would advise the dealers to confine their depart- 
ment to one manufacturer's line as closely as possible so as to get 
the manufacturer's co-operation, and if the manufacturer knows 
that someone in your city is pushing his méerchandise with real 
earnestness, there will be less selling direct, and you can keep the 
business where it belongs. 

As a suggestion, your Committee recommends that the manufac- 
turers should publish Educational Literature describing the uses 
and purposes of their products, so that the salesman who has not 
had Drafting experience can answer questions and wait on cus- 
tomers intelligently. 

R.. B. Lockwood, Chairman; W. E. Miiligan, Harry E, Bellamy. 
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REPORT OF DEALERS’ COMMITTEE ON STEEL AND COPPER 
PLATE ENGRAVING. 

HYELUNLILIALEQYCON GOREN AAV PEL EDULE ET PEU END ELATED LSE 


At the last convention of the National Association of Steel and 
Copper Plate Engravers, the name or title was changed to “Engravo- 
graphia.”” This word is built up from the Greek. Graph, meaning 
to write and grav graver: written with a graver. The reasons for 
this change aré the ¢ bersomeness of the original title, a con- 
fusion with engravers’ unions and leagues and also the desire on 
the part of Steel Engravers to have a distinctive title to distinguish 
their engraving from any other modern processes that have appro- 
priated the word engraving to designate their product. 

At the same convention an elaborate program of general publicity 
was presented and endorsed The details of this advertising pro- 
gram are now being arranged to be presented to the entire mem- 
bership, in particular to those who did not attend the convention. 
If we succeed in gaining the consent and co-operation of the major- 
ity of our members we will then inaugurate an advertising cam- 
paign that wil! reach into every corner of this land. The campaign 
calls for general publicity localized: that means that the campaign 
will be formulated and arranged through a bureau headquarters and 
put into effect through local! associations and individuals in different 
localities. 

This advertising will reach the retail distributing merchants as 
well as the general publi The main purpose is to educate the 
general public to an understanding of exactly what Steel and Cop- 
per Engraving is, its superior beauty to all the other graphic arts 
and the particular uses for which it is best adapted. * This advertis- 
ing campaign should create new business, not only for the engraver, 
but for every printer, stationer, and general merchant who sells 
engraving 
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CONTINUATION OF BIG CONVENTION GROUP.—Each man is recognizable. 


We have also, through our cost finding committee, developed 
a simplified cost-finding system and are now engaged in inducing 
every engraver in the country whether a member or not of our 
Association to install this cost-finding system. The only charge we 
are making is for the actual blanks that are furnished—no charge 
for advice or instruction. 

Our Association has practically eliminated the idea of the 
standard price list and are now engaged on an educational cost- 
finding campaign, for we feel that when once the producing 
engraver ascertains his actual cost, he will not longer sell below the 
ascertained cost, as he has been doing in the past. Any price 
list issued in the future by the Association will consist merely of 
our different standard items with a parallel column showing the 
cost of each item. 

The actual selling price should naturally include a profit above 
this cost which will be left to the discretion of the individual 
engraving firm. In the past we have found it impossible to induce 
our members to maintain a price above the ascertained cost of a 
small group of firms, who have operated cost-finding systems, and 
our only hope now of accomplishing anything in the field of a 
standard price list is to induce all engravers to install a cost-finding 
system. 

Our Association is aiming to become the arbiter of proper styles 
and forms, Pursuant to this object we have a design committee 
that offers to purchase at least one satisfactory alphabet every 
year. So far, we have placed upon the market three different 
styles, with indifferent success, but we hope to soon be able to 
control this fleld so well that one style will be recognized as the 
latest and proper style all over this country. At present there is 
a considerable clash of opinion as to which style is the latest, 
as no one particular authority is recognized as standard throughout 
the country. We have about three firms in New York City, and 
an equal number in Philadelphia, one in Boston, several in Chicago, 
one in St. Louis and one in San Francisco, each claiming to be the 
standard authority and each presenting to the public each year 
or so, an individual style, naturally causing a general conflict and 
confusion, as each one has their partisans and public following. 
We are attempting to overcome this conflict and confusion, and 
believe that we eventually can establish a yearly style with enough 
prestige behind it to have the general public accept it in preference 
to the style of individual firms. 

We are also issuing a booklet on proper forms that contains the 
proper wording and arrangement for every social function that 
society engages in. This booklet and any new style of letter the 
Association adopts will, at all times, be at the disposal of all 
Stationers selling engraving. They can be had either from our 
National Secretary or through individual members of “Engravo- 
graphia.” The stationers will find this Proper Forms Booklet of 
invaluable assistance to them, when selling engraving over the 
counter or for advertising their engraving department by circulating 
these booklets, which can be had at a very low cost in quantities, 
among their trade. The Stationers can also assist in establishing 
a standard style and overcoming the present confusion by window 
displays of any new style the Association may adopt and by adver- 
tising it amongst their customers. 

We would advocate that the Stationers continue their recently 
adopted custom of setting aside a week in the Spring and Fall for 
the display of engraving in their show windows. Another method 
of keeping the Stationers informed of the doings and purposes of 
“Engravographia” is the publication of our trade customs in the 
Stationers’ Bulletin. 

Education of salesmen in Steel and Copper Plate Engraving and 
their permanent retention as heads of the Engraving and Stationery 
Department, will do much to increase the sale of engraving, for 
it really requiges a number of years on the part of a clerk or 
salesman to become acquainted with styles and forms, shapes of 
letters, and to distinguish genuine steel and copper plate engraving 
from the many other imitative processes at present being marketed. 
You will find that engravers will willingly assist in this education 
of salesmen and clerks in every way possible. 


“Engravographia” recommends that the proper retail selling price 
of engraving should be 50 per cent. added to the tra price on 
small orders such as monograms, stationery and calling cards; 33% 


per cent. on weddings, and 25 per cent. on commercial work 

We do not think it is necessary for the Stationer to make as large 
a profit on engraving as on the rest of his merchand for the 
reason that he has no capital invested, no stock to lie on the 
shelf and deteriorate and that the trade engraver carries the account 
for one month. As a general rule, especially in your cash business, 
the stationer will have the use of the engravers’ money fi 4 month 
This means that the money spent by the engraver in wages and 
material in the production of engraving is often at the disposal of 
the stationer for a full month before it returns to the engraver 

The question of the amalgamation of the Stationers and En- 
gravers’ Association has been often proposed by different stationers 


isé 


prominent in the Stationers’ Association. The same question has 
been as many times proposed by members of the Typothetae, and 
at our Convention at Atlantic City in 1920 this subject wa 


at quite some length on the floor and the great ma 
decided that we should maintain our own separate 
organization. Our problems and the stationers’ are ¢ 
similar, whereas they closely approximate the printers 
raphers. We are primarily interested and concerned wit 











and most efficient manner of producing our work and s lly, witl 
the cost of producing it, whereas the stationer is only interested 
in the sale or merchandising end of our business 

Your present committee is opposed to an amalgamat with any 
other association because of the problems peculiar to ir business 
that we must solve for ourselves, but are heartily favor of 
co-operating with the stationers in the proper merchandising and 
sale of engraving just as we are equally favorable t operation 
with the Typothetae in the solution of shop problems oductior 
cost-finding, training of apprentices and similar pr s 

Business this year has been extremely poor. Ever sin May ist 
business started on the decline and has continued unt tl present 
time this is being written, September Ist, there is practically no 
business to be had. We are looking forward presently to an 
increase of seasonable business starting sometime about October Ist, 
when we expect to have just about as much work as w can pos- 
sibly produce right through until January Ist. This is, and has 
always been, the case in the steel engraving business, regardless of 
whether times were slack or prosperous, due entirely to tl season- 
able demand for steel engraving products for Christmas us¢ 

As to the future we would care to make no prognost itions as 
there are many others much better placed who at present hav 
conflicting opinions. 

Respectfully submitted, Peter T. Hoehn, Cha Cc. J 
McKenzie, Geo. B. Gannett. 
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REPORT OF THE MANUFACTURERS’ COMMITTEE ON HARD- 
WARE AND GLASSWARE. 


init WN TEVUDUVSETUDEDODEASAONADAADAEADND AENEAN TOCUOUANELADULAOU NU ELAAAT ADAH TENT 

During the last twelve months there has been quite a change in 
both the hardware and glassware lines. 

Where your Committee of last year reported that in both these 
lines the manufacturers were not giving the stationer much con- 
sideration, your Committee now finds to the contrary that since 
business has slackened, they are only too anxious and willing to 
take better care of all their customers’ needs. Orders now placed 
we find in most cases, are shipped promptly, and subject to very 


little delay. 
Revision of Prices. 


Quite a change has occurred since the 1920 report. Your Com- 
mittee then reported prices going up with no limit in sight Your 
Committee can now report that glassware prices have : vy reached 
a low level, and the stationer can be assured there will t no further 


reductions on glassware for the coming year 
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THIS IS THE END OF THE GROUP.—“Herb” Wittstein and P. A. Kempt look as if all set for a sprint. yy 
ee ,? 
Hardware. tion of the clerks on line, or items of a line, in charge of the clerk. 


The lack of raw material for this line was quite a handicap to the 
manufacturers during 1919 and 1920, but today a different story can 
be told. Raw material is now plentiful and there is no shortage of 
labor With this change in conditions the manufacturer is now 
able to meet the demand for his goods, and, at the same time, offer 
a much better price on his merchandise. 

Business on both the above lines has shown quite an improvement 
in the last sixty days. 

This Committee reports there has been a vast improvement in the 
boxing of both hardware and glassware. Although a few pack their 
merchandise poorly, the constant agitation will no doubt bring 
these few manufacturers inte line. 

Dealers on both these lines should show care in their display of 
both hardware and glassware, and your Committee suggests that 
the retail stationer should display both these lines under glass, as 
these lines do not show up well when left on an open counter. 
Display of properly shown merchandise of standard lines are goods 
half sold. 

Business on both these lines has started to show quite a little 
improvement during the past two months, and the outlook is much 
more favorable for the coming year. 

R. H. Baxter, Chairman; Frank A, Weeks, Harry Haupt. 
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REPORT OF MANUFACTURERS’ COMMITTEE ON MISCEL- 
LANEOUS ITEMS. 
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Present Conditions. 

Fair with every ind ition of slow but steady improvement. Pres 
ent prices to trade wi prevail for balance of the year Of the 
forty-two who answered this question, thirty-four believed that 
present prices will prevail; four believed they will be slightly lower; 
four believed they will be slightly higher. 


Future Prospects. 


Continued improvement first six months of 1922. Salance of year 
will show substantial gains over 1921 figures. Prices to the trade 
in 1922—forty-six answered this question as follows: twenty-nine 
state that prices will be no lower; ten, prices will be lower if labor 


costs are lower; seven, prices will be slightly lower 
Suggestions as to Improved Methods of Merchandising the Goods 
Covered by Your Committee. 

This question was not included in our questionnaire sent to the 
manufacturers, listed under the heading of “miscellaneous items.”’ 
Our committee believe that this question is covered by answer 
to question D. 

Suggestions as to the Advisability ef Having the Association Make 
an Effort Through the Publication of Carefully Edited Informa- 
tion to Educate Salesmen in the Construction of These Goods, 
Their Uses and the Channels in Which They Are Sold. 


At the meeting held in New York, many manufacturers went on 
record as approving the publication of carefully edited information 
to educate salesmen The replies received to our questionnairs 


indicate clearly that the majority do not favor the recommendation. 
A great many replies were received, and boiled down to a few 





words. The answers indicate that the booklet will not do it, but it 
must be done by educating the dealers’ salesmen by personal cor 
tact on the part of the representatives of the manufacturers This 
can only be done if the representative has time and the inclination 
to do the work. Following are our suggestions 

1. Text book as suggested, we believe impractical, as if many} 
manufacturers complied the book would soon be of a size to dis- 


courage general use. 

2. Work can best be done by personal contact; manufactur 
salesman to have this as a definite part of his work and work hard 
to do it. 


3. Service workers, whose exclusive duties should be the educa- 


n 


4. Demonstrations of a day or week if necessary, if manufacturer's 
line permits. 

5. Lectures and talks by manufacturer's agents to salesmen and 
before local stationers’ associations. 

6. House organs with illustrated suggestions of uses and point of 
contact cards. 

Manufacturers’ Merchandise Exhibits at Annual Conventions. 

This question was not included in our questionnaire, so it cannot 
be answered in the name of the committee. Personally, the Den- 
nison Manufacturing Co, does not approve of manufacturers’ exhibita 
it annual conventions unless those exhibits could be arranged for 
educational purposes and not with the intention of soliciting and 
securing orders. 

Respectfully submitted, James R. Armington, Chairman; J. H. 
sernheiser, Chas. 8. Cooke, 
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REPORT OF MANUFACTURERS’ COMMITTEE ON CARBON 
PAPERS AND INKED RIBBONS, 

TAM 


Present conditions in the Carbon Paper and Typewriter Ribbon 
business are similar to many other lines in the stationery trade, 

Nineteen hundred and twenty was the greatest sales year ever 
known in our industry and on account of the extreme shortage of 
materials and the strong buying trend to which all purchasing 
agents had become accustomed, large stocks were accumulated until 
in the fall of 1920 most consumers of Carbon Paper and Typewriter 
Ribbons had come to the point where they had goods enough to last 
them from six to twelve months and with a depression of business 
appearing naturally the Carbon Paper and Ribbon requirements of 
the consumer fell off not only proportionately to the general falling 
off in business but straightway to a hand-to-mouth buyers’ market. 

Our business did not suffer to the same extent, however, that 
many other businesses did, due to the fact that, in order to conduct 
any business at all, Carbon Paper and Typewriter Ribbons must be 
used and as fast as stocks were exhausted by the large buyers orders 
were piaced for smal! quantities and, of course, the small buyer had 
to buy his requirements from week to week, 

There has been no general trend downward in the prices of 
Carbon Papers and Typewriter Ribbons due to the fact that there 
never was any increase made in the prices sufficient to nearly cover 
the increased cost of raw materials. 

Expenses have continued during the year on a very high plane 
and the cost of raw materials and labor have not been reduced 
enough to really take care of the increase in the cost of doing 
business since the first of 1920. In short, there is a great deal 
less profit to the Carbon and Ribbon manufacturer in making his 
sales at today’s prices than there was in making his sales at the 
prices of 1914 

The outlook for the future is encouraging. As fast as business 
is resumed and more people go back to work, so will Carbon Paper 
and Typewriter Ribbons be consumed and so will paper and ink and 
pens and all the other articles sold by the allied industries, 

The country has been marking time for six months; writers of 
every kind have predicted when business would resume, but it is 
the belief of your Committee that no one can predict when con- 
ditions are going to better themselves. When they do better them- 
selves it will be overnight and there wiil be no boom but a steady 
resumption and climb toward better things. 

It is the opinion of your Committee that the harder each one of 
us works and builds for better things with confidence in our busi- 
ness and ourselves, the quicker business will resume and grow to 
where it should be 

With reference to the Manufacturers’ merchandise exhibits at 
innual conventions, your Committee is unanimously against this. 
It is our belief that the annual Convention should be a conference 
and an exchange of ideas which will tend te educate all of us to 
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SOME MORE CONVENTION GROUPS.—Upper left.—William Henry Brooks, Philadelphia; L. E. Prendergast, Scranton, Pa 
Edw. S. Towne, Holyoke, Mass.: Mrs. C. A. Lent and C. A. Lent, New York; Mrs. H. A. Prizer, Jr., and H. A. Prizer, Jr 
Philadelphia.—Right: Mr. and Mrs. Albert Anderman and Mr. and Mrs. J. H. Bernheiser, Camden, N. J Middl rt 


Mr. and Mrs. Chas. C. Walden, New York.—Center picture: Mrs. L. A. Baer, L. A. Baer and Mrs. Rebecca Baer, mother of 
the Baer Brothers, Canton, O.—Right picture: Leo F. Johnson and Mrs. Johnson, Tampa, Fla Lower left—Mz1 r Mrs. R. S 
Moore, Cincinnati; Mrs. W. Herrmann, Baltimore; Mr. and Mrs. H. H. Hughes, Jr., Louisville.—Lower right Ivan E Allen 
Atlanta; Mrs. W. P Vaddy, Richmond; Mrs. Ivan E. Allen; Alvin M. Smith and Mrs. Smith, Richmond; A. H. Barkerding 
W. P. Waddy, standing. 
a better conduct of business, higher planes of merchandising, and With reference to tl proposed plan for a sta 
a friendly, co-operative spirit among all members. We are against lealers, it seems as if there were possibilities but 
anything that will detract from or weaken the great object of our »bjections we have had have been along the 
Conventions, one works in the same direction and has exact t s e kind 
With reference to the education of retail salesmen through selling catalogs and the same kind of business policy, ind " ’ 
helps by mail, we believe there is an opportunity along this line for lost and the incentive for individual and unusua gone 
the National Association to do a great work. It is our opinion that It is also the opinion of your Committee as 1 turers 
a still greater work along this line can be accomplished in some staple merchandise that there are many nelds as intoucl 
way by the National Association in the securing for the stationery where our National Association can do a great and } il w : 
business the proper type of apprentices who will learn the business It is also our opinion that our Association has at s mmand 
from the bottom up and who will be able in the years to come to the many sales managers and advertising managers ts memb 
make the stationery store by reason of their experience the head- a wonderful source of help and co-operation that I utili 
quarters for all stationery articles and gradually gather in other in tne advertising of the: National Association throus t the « 
merchandise allied with stationery which should headquarter in the try and the gradual bringing into its membershiy ! I wh 
Seils stationery in the whole United States 


stationery store. 
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There is much educational work that could be done We are with those during the past three or four years, we would say . 
mindful of an advertising campaign tnat is being carried on at the they are poor We realize that we cannot expect to see business 
present time in New England: “ASK YOUR NEIGHBORHOOD back to the standard of 1919 and 1920, and it is perhaps unfair 
GROCER.” to make a comparison with conditions in those years. But when 


compared with the years prior to 1914, we would say that the 


f the Nationa Associatio coulk devise way and means to 

ieee Bone ‘eaiesonas of porsm Mtar Ay ~ idea that the stationery volume of business today is approximately 50 to 60 per cent of 

store is the place to buy all articles of stationery to the best normal. 
advantage, it would result in a great upbuilding of the stationery Looking back over the past six or nine months, we appreciate 
business. the readjustment period has been of great benefit to every manu- 
It is the opinion of your Committee that the manufacturing facturer, in enabling him to study his manufacturing and selling 
members of this Association are ready and willing to co-operate in conditions, and put his house in order by eliminating dead cver- 
every way to make the stationery articles and are only awaiting head expense and by standardization of lines; so that today every 
| suggestions and requests from the National Association to co-operate manufacturer in our particular field is unquestionably in better 
in this really most important work we have to do. position to take care of the business which will surely come in the 
Respectfully submitted, Chas. P. Garvin, Chairman; R. S. Moore, future than he has ever been before. So we believe that this 
A. H. Barkerding quiet period we have been passing through will, in the future, 
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IN THE CAMERA’S EYE AT THE ATLANTIC CITY CON VENTION.—Top picture, left, E. 8. Lyon, New York office of 
the Stephen Greene Co., Mrs. Lyon, and W. C. Bardenheuer, New York. Standing, the Dixon Crucible Co. representatives; left to 
right, Walter Stringer, Philadelphia manager; Herman Price, general sales manager; John M. Ready, Metropolitan manager; An- 
drew Pfaff, Eastern District; William Ernst, Washington representative; J. H. Schermerhorn, vice-president and treasurer. Lower 
left hand picture: P. A. Hoffman, president, Smead Manufacturing Company, Hastings, Minn.; Ernest L. Dalton, Union Ribbon 
& Carbon Company, Philadelphia; Mrs. J. F. Hunt and J. F. Hunt, Rochester, N. Y. Right: Mr. and Mrs. B. A. Tuttle, South 
Bend, Ind. 
DAUURLATUUUANNAUNUTL TTA ST TT prove the benefits which we have derived from a more thorough 
+] REPORT OF MANUFACTURERS’ COMMITTEE ON WOODEN study and knowledge of each individual's business. 
FILING DEVICES. Future Prospects. 
oa a ememetisitimiiiais Prosvects for future business look very bright. But in our opinion 
Tes ee business is not going to come back with any rush or speed. It is 
eo Present Conditions. going to be gradual, continua! increase, dependent on general read- 
S Present conditions, as we all find them, are, of course, due to past justment and increases in other lines of business. 
on. conditions to a very large extent. >" feel vere eas that a is berry —_ a 
o re F a eae all —— e a ey md had it come mack with a rush, prices wou egin , 
“4 eee Pow ag woe ce pte po otthag a Rigg ol ne poe hg inet labor and material prices would begin to advance, and we would go 
manufacturers, the result being that each one of the two or three through a repetition of what we went through the latter part of 
makers meade effort to deliver, where in fact there really existed 1919, and the early part of 1920, when the demand was so great that 
for the need of only one of the shipments c it could not be supplied by the manufacturers, and this unequal 
the wr : , : : le He yaar : . balance between supply and demand caused a tremendous inflation 
<a ; ae a hings beg an t 8 ump, then every dealer rca age te a —_ in all branches of business 
of “iste sr oan orders as possibile, some of them with In our particular lines, as a rule, the dealers’ stocks have been 
be ; F reduced to a lower point than at any time before in @ great many 
The net result of all this excited buying was that the manufas years. And it is only a question of time before the dealers will 
“at turer found he had a stock that he wanted to dispose of, likewis¢ find themselves in a position where it will be necessary for them 
hed the dealer, to begin to order for stock, rather than to order from hand-to- 
4 It has taken some months for these surplus stocks to move and mouth, to fill their immediate requirements. 
in during their movement we have all been hesitant about buying This policy, as followed by the dealers in ordering in very small 
ers resulting in poor business during the period. quantities and mostly for sold orders, has entailed a great deal 
zed However, conditions today are so much better than they have been »f extra expense on the part of the manufacturers, for, obviously, 
un- many times during the past six months that we are almost inclined handling such small orders, and in such small quantities, increases 
vho to say they are good. But when we compare present conditions their proportionate costs So we will welcome the day when the 
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IN THE FOUNTAIN GARDEN AT THE TRAYMORE.—Mrs. J. R. Brundage, Brooklyn, N. Y., and Mrs. Charles L. Mitchell, 
Topeka, Kans., at the left. Top center: J. B. Irving, president. Irving-Pitt Manufacturing Company, Kansas City, Mo.; J. M 
Triner, president, Triner Scale Co., Chicago (standing); E. Walter Giles, Esterbrook Steel Pen Mfg. Co., Camden, N. J Mr 
Giles, a veteran of the Civil War, is the oldest man in age and service, connected with the Esterbrook Company: Mrs. F. P 
Seymour, Chicago; John. _M. Ready, New York manager, Jos. Dixon Crucibl2 Co.; W. J. Kennedy, Kennedy Stationery Co., St 
Louis. Lower picture: Mr. and Mrs. Gillette and guests. Left to right: Robert Gillette, Hampshire Paper Co., South Hadley 
Falls, Mass.; Mrs. A. B. Roberson, Wilmington, Del.; Mrs. Robert Gillette; Mrs. Donald MacDonald, New Haven, Conn.: Mrs 
Edward A. Chalmers, Rutland, Vt.; Mrs. B. A. Tuttle, South Bend, Ind. Right hand: Mrs. F. P. Seymour, Chicago; Mrs. A. W 
Williams, New York. 


dealers begin to order for stock, rather than to order only such layouts of his catalog pages to suit his own convenience and tastes 
goods as are sold. Standardizing on layouts would diminish much of tl sales appeal 

In our opinion the best way to get business back to normal one can put in a printed page 
ig for each salesman, whether representing the manufacturer or Manufacturers’ Exhibits at the Conventions. 
the dealer, to exert a greater effort and really get to work. We are opposed to the plan of showing exhibits at the convention 
Business has come easily, with so little effort, that the selling meetings. One of the most important reasons why the National 
organizations of the dealers, as well as of the manufacturers, have Association of Stationers and Manufacturers has grown to the 
naturally reduced their efficiency. It is now necessary for the strength and influence that it has, has been due to the fact that the 
selling organization in every line of business to get their coats members of the Association have met at these conventions for 
off, roll up their sleeves, and get down to business. business reasons, the adoption of business policies, and a strict 

General Information Relative to Wood Filing Devices. attention to business. 

One of the topics for consideration suggested to this committee We greatly fear that if the plan of these conventions is changed 
by our secretary was the matter of having the Association make an and they become a show of manufactured articles, the strength of 
effort through the publication of carefully edited information to the Association will be greatly weakened and that the conventions 
educate salesmen in the construction of filing devices, their uses will develop into “Business Shows’ rather than meetings for the 
and the channels in which they are sold. improvement and betterment of all articles made by the stationers 

Your committee has given this suggestion definite consideration and manufacturers and sold by the dealer. 
and we do not feel that a movement of this kind would be practical Business shows are held in the various parts of the United 
or advisable. States each year, and we believe that if the Nationa Association 

Our analysis of the matter convinces us that information of this would lend its moral aid and interest to these business shows. and 
kind could be better promulgated by each individual manufacturer see that these exhibits took in all lines of goods manufactured and 
insofar as he wishes to exercise his desires along this line. sold through the stationers, instead of, as at the present time 

No comprehensive campaign could be put forth by the Association practically office machinery only, and if the members of the Asso 
without emphasizing the products of one manufacturer to the ciation would show an interest in and attend these shows, the benefit 
slighting of another. to be derived therefrom would be enhanced 

Furthermore, this matter should remain with the individual manu- And then the National Association could continue to function in 
facturer to be used as a part of his sales arguments. the future, as it has in the past, and these business shows could 

Improved Methods of Merchandising. be enlarged to take in all lines of goods sold by the dealers and 

Here again we have a subject which we believe should be handled that, altogether, better results would accrue, not only to the manu 
largely by the individual manufacturers in connection with their facturers, but the dealers as well. 
agencies, representatives and dealers. As representatives of the manufacturers of wood filing devices 

If every dealer will carefully study the catalogs of the different we would not wish to conclude this report without again expressing 
manufacturers and their general selling literature sent out, it will our appreciation to those dealers who have in the past year bee: 
give him a fund of information from which he can build his patient in the matter of deliveries and adjustments r verily, we 
selling arguments. This is the simplest and most comprehensive also have had our troubles 
way of procuring the information required to successfully sell wood Respectfully submitted, H. C. Weis, Chairmar H. ¢ Yeiser, Jr 


filing equipment and supplies and every dealer should see that his F. C. Morse. 
selling force make a study of these catalogs and selling literature. 

Another suggestion along this line is that every dealer impress 
upon his selling force the logic and necessity of always calling a REPORT OF THE MANUFACTURERS’ COMMITTEE ON OFFICE 
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customer’s attention to at least two items which can be selected CHAIRS 

from the various catalogs, applicable to any business and profes- , \ 

sional office. To those dealers who do not now have a policy of JUNI MUUCITTEOUAUUNETALARGNLDENAGEUSAAAOONELUDEOUOUGAAUALAUUUN IAL ntti 

this kind, we want to assure you that it is a method of salesman- 1 te cur Understanding that thie Committe = Office Chairs te 

ship that will add many a dollar to your sales. People must be apectated tes the inet rel "Sieniiiaine mops neg sabedeas Pi 

told about the things they need. Who is in better position to do van the nature of the matters on which yo Ass iation desires 

pa Bg clerk who has just supplied a customer with what he oo Shane teen aiin Committees. except pr apre points - Gunhie andi: 
There is no line of goods manufactured, handled by the dealers, Cones by a Srey, WIND We Bre covering | ae a 

; “ rt their presentation as follows 

which is capable of being built up to as great a “re-order business, 

and which will be as self-sustaining as the business in wood filing Present Conditions, 

devices and supplies. A report on business conditions can scarcely be more than to 

Standardization of Catalog. reiterate the experience which all, dealer and manufacturer, have 

We recommend the standardization of catalogs insofar as size experienced this year; business has been at an extremely low ebb 

ig concerned. Further than this it is our opinion that each manu- and for the most part all operations have been conducted at a loss. 


facturer should be privileged to arrange the type and illustratiog Manufacturers of office chairs have, in our opinior bee operating 
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on approximately 33%% to 40% normal capacity basis Early in fore, the next best suggestion is that the Association arrange to 
the year price reductions on office chairs were arbitrarily effected. have an expert visit the various plants manufacturing standard lines 
In June a second arbitrary reduction was effected in which all fu- of office chairs and typewriter chairs and convey all of the sales- 
ture adjustments of labor and materials for months to come were manship helps which it is possible to do through the methods of 
anticipated, but with the low ebb of business the anticipated re- pamphlets, printed matter and illustrations to the managers and 
sults cannot be obtained and, therefore, operations are still on an salesmen of the office furniture departments of the retail stationers. 
unsatisfactory basis Should Manufacturers Be Permitted to Make Exhibits of Merchan- 
Future Prospects. dise at Any Annual Convention of the Association. 

With September began a turn for the better, and it is the view A careful canvass of this matter at the last meeting of the office 
of your Committee that each of the succeeding months of this year chair manufacturers developed the fact that all present were em- 
will show a corresponding improvement and that by January or phatically against this idea To exhibit only in part any of the 
February, 1922, the office chair manufacturing industry will be on standard lines of office chairs would require at least 1,000 square . 
a basis of 60% to 75% of normal production. feet and this multiplied by the number of office chair manufacturers 

A canvass of the field shows that while dealers have each month who would be required to exhibit, as well as desks, tables, filing 
done some business on office chairs they have not replenished their devices and other allied lines would practically require a special 
stocks. The majority of the retailers, therefore, must within the exhibition building, which naturally would not be convenient to 
near future begin to place moderate stock orders, which will accele- arrange for unless the Stationers’ Convention was annually held at 
rate the upward turn hoped for by manufacturers, the same place, and if this were done it would immediately change 


the entire character of the Convention from one in which the gath- 
to the effect that we believe the retailers, as a rule, have not adopted ering '68 of mutual benefit by personal contact of men in the same 
the policy of forcing liquidation at reduced prices to move surplus kind of business to a catch as catch can selling convention. Most 
stock, and if this had been done beginning early in the year the f the manufacturers of office furniture have been through this 
result would have been better for both retailer and manufacturer, game in the past at Grand Rapids where it is a case of pulling and 
in that the retailer would have had his turnover and the manu- hauling buyers from the time they arrive until they depart. We 
facturer could have given employment to more labor. believe the present high principle of your convention would be ma- 
. terially destroyed by converting it into an exhibition of goods. 
3y tracing back the history of business in the United States it 


Your Committee desires to interject a statement at this point 


will be found that in the past there has been a decided slump in Standardization of Catalogs, 
business about every seven years, but never has there been a con- " sani , 
tinued slump of such gigantic proportions. This country is stocked The standardization of the size of catalogs for dealers will assist 


them in filing and handling same, but we believe the preparation 
of the copy should be left to the individual manufacturer, as each 
has his own ideas as to how to illustrate his product in the moat 
attractive manner. 





with men of big business ability who, when backed with plentiful 
money, as at present, cannot be held down, and it is a matter of 
foregone conclusion that even without export business the United 
States will create within itself enough business energy to insure 


prosperity for years to come, during which time other countries of The Stationers’ Association has suggested that the information 
the world will gradually become financially able to absorb our regarding the width between the arms, depth of seat, height of 
products and your Committee subscribes to the expression recently back, etc., should be given in the catalogs, which has been adopted 
given out by prominent business men that we are soon to emerge by some manufacturers, and we think will be incorporated in prac- 
into a period of years of business prosperity. > tically all office chair catalogs in the future, 


Early this year your Association appointed a Committee of three 


i] tions Improv Methods of Merchandising Office Chairs. - 
uggestions as to proved - d —s ° . of your members to meet with committees of three each appointed 


Your Committee is of the opinion that the biggest idea we can by the chair manufacturers, desk manufacturers and filing device 
advance to the retailers of office furniture is that of the develop- manufacturers, to consider matters of general benefit and a meeting 
ment of trained salesmen for that work It is our observation was held at the La Salle Hotel, Chicago, on February 16, 1921, all 
that where we occasionally find a highly developed, trained office of the members of these Committees being present, and many mat- 
furniture salesman that there is an office furniture department ters were brought up for consideration and discussed at censiderable 
doing business and making money in that department. Too often length, but this being the first meeting little progress was made, 
the salesmen are unfamiliar with the goods they are selling and and it is the opinion of your Committee that it has been a mistake 


wholly unfitted for the task of selling office furniture equipments to that further meetings of these Committees have not been called, as 
the trained business men with whom they have to deal, and it is we think that great good can be accomplished by calling these 














our belief that no greater problem confronts the office furniture Committees together say three times a year. By holding meetings 
dealer than that of establishing a training school for salesmen in at such regular intervals business in hand would sgqon begin to 

l, that work. The business of supplying the United States with office erystallize into something accomplished. 

, furniture until a few years ago was handled practically entirely For instance, at the Chicago meeting your Stationers’ Committee re- 
through regular furniture stores who for the most part had sales- quested that office chair manufacturers adopt the policy of boring 
men trained in the knack of selling furniture. This business is rap- all revolving chair bases for castors, and we believe as a result 
idly being transferred to the office furniture departments of the this is practically a universal practice today. Your Committee also 
retail stationers, who have generally drafted to this work men of made the recommendation that all revolving office chairs should 
no experience whatever It is our suggestion that a central train- be sold with castors, but on taking this matter up with our group 
ing school, be established, similar to that which the Library Bureau of office chair manufacturers it was found that this could not be 
had in successful operation for so many years, and that a training done untii the retail dealers themselves expressed a desire for 

- mice li yo eye we areata ap Rv ong a0 Mas yges “mn the factories castors, as a count taken by the retailers shows that a minority 

at procucing @ standar ines of office urniture the question of percentage is in favor of buying chairs with castors. It is our 

. supplying business of the United States with its working tools, or opinion that office chairs should be equipped with castors when 
office furniture, is becoming more and more important and we be- shipped by the factories and we recommend that the stationers 

= at Pi Png matter of salesmanship should we given your serious themselves get together on this proposition. 

ial : : , ; Your Stationers’ Committee, also, recommended that more care 

he We recommend that the retailers of office furniture arrange to be taken in the matter of labeling or identification marks by the 

ne send their office furniture department managers and their floor chair manufacturers so that chairs when received can be accurately 
for salesmen in relays, as they can spare them, to the factories from checked, and as a result this was taken up with the office chair 
ict whom they are purchasing their office chairs, so the men may be manufacturers and we believe this matter is more carefully handled 

thoroughly familiar with the goods which they handle. All office by the manufacturers than ever before. Benefits can be obtained 
my chair manufacture rs will gladly welcome an opportunity of spend- by intercommunicating association work through committees. 

of ing time with your men with view to educating them in their par- : ? 

Pod ticular lines of product Constructive Suggestions, 

the Your Committee has given its views as to the importance of edu- Special Finishes, 

ers cating salesmen and whiie we feel that the methods recommended It is the desire of this Committee to bring out what in our opinion 
would be greatly superior to literature, yet we realize that these are a few of the high lights in connection with office chair manu- 

ted methods could not immediately be put into general practice. There- facturers and office furniture retailers reaching a better understand- 

ion 
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n to _ MORE FOUNTAIN GARDEN GROUPS.—Left to right: Mrs. W. F. Pilcher and W. F. Pilcher, New York. Mr. Pilcher is 

have Eastern sales manager for the Parker Pen Company. The cen ter picture was not taken on an observation car. It was sna 

ebb on the grilled porch adjacent to the Fountain Garden. At the left is Paul Gosiger of the Tenacity Manufacturing Company, 

loss. Cincinnati; next is Mrs. Shea Smith of Chicago, and at Mrs. Smith’s right is A. kL. Lovig of Shea Smith & Co., Chicago. 

iting The picture at the extreme right is a likness of Mr. and Mrs. C. S. Coke of the Cooke & Cobb Co. 
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MOST OF THE MEN OF THE NEW YO RK DELEGATION PHOTOGRAPHED ON THE 
BOARDWALK.—Atlantie City Foto Service. 
ing on some points, to wit: The matter of extra charge for special in color until today the loss in cutting is upwards of 0¢ and 
finishes is an ever present argument and invariably the dealer is it is the opinion of your Committee that it is only a of a 
disinclined to accept this charge. There seems to be a feeling on comparatively short time when it will be utterly im 
the part of the dealers that this is a perquisite of office chair office chairs to be finished in the present light color In 
manufacturers. but this is due to retailers not understanding the of desks and tables the surfaces are made from eneers an 
problems which arise with special finish orders. All office chair sufficient logs for making these veneers can probabl) obtained 
manufacturers have standard oak and mahogany finishes which for some little time, but as a matter of conservation of oak lumber 


are being produced day in and day out by the same employes doing 
the same things over and over again which produces efficiency and 
definite costs. An order for chairs to match a special sample block 
cannot go through the same process and there is no opportunity of 
finishing the goods at the same cost as standard finishes. The 
special finish must be placed in the hands of a color expert who 
first decides how to obtain it. This experimenting may take all the 
way from four hours to four days and before proceeding with the 
special finish test blocks must be made to see that the result 
matches the sample submitted. Materials must then be prepared 
and the job handled by special workmen. The extra cost of $1.00 
to $1.50 per*’chair for special finish does not in most cases pay for 
the extra work, and we feel that the antagonistic views which many 
dealers have taken against this extra charge for special finish 
should be withdrawn, as the consumer should absorb this extra 
cost and not the manufacturer. 


More Care in Specifications. 


Your Committee feels it is a matter of common practice that 
dealers are altogether too careless in not clearly specifying details 
in their orders. It is common to receive orders in which no 
information is given as to finish, and in the case of upholstered 
chairs as to what leather is required. It is left entirely to the 
manufacturer to guess what the customer desires. Frequently the 
description as to whether solid mahogany or birch mahogany is 
indefinite and another very common difficulty encountered by the 
manufacturer is in the expression “Same as before.”’ Usually 
reference to files reveals the fact that the same goods have been 
bought in any number of different ways in the past. Your Com- 
mittee, therefore, recommends that the dealers establish a definite 
rule in their order departments that on each and every order 
full specifications as to finish, leather and other particulars be given 


in full, as without same wrong goods are shipped and frequently 
a loss is suffered by one side or the other through this misunder- 
standing. 


Darker Golden Oak, 


Several years the standard color of oak was many shades darker 
than at present and at that time beautiful oak timber was plentiful 
at a low price. The dark oak finish of that time could be produced 
on the good lumber then available with a loss of say 20% in cutting. 
Oak timber has depreciated in quality and the finish has lightened 





DELEGATES FROM SEV&RAL 
City Foto Service. 
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for wood office furniture and to keep the price of chairs within a 
reasonable figure the dealers should join with the manufacturers 
in establishing a darker finish for oak office furniture and if con 
certed action is taken on this proposition it will not be difficult t 
handle with the public. Neglect in handling this situation wil 
mean that oak office chair prices will become needlessly higher and 
higher and it is our opinion today that approximately 25% more 
chairs could be manufactured from a car of oak lumber if the dark 
golden oak color is restored. 

Respectfully submitted, A. D. Pettibone, Chairman I W Foot 
G. Raymond Tuttle. 

UANAUAUAASASAPOAAAHOE EAE I ul 
REPORT OF THE MANUFACTURERS’ COMMITTEE ON INK 
AND MUCILAGE. 

MUTATE IAT TET 

The experience of the last ten months has demonstrated to you 
Committee that dealers all over the country, as a had pur 
chased Ink, Mucilage, etc., during the war-time period and right 
up to the Fall of 1920 without due regard to the volume of thei! 
sales, with the result that they carried over on January 1, 1921 
very large stocks of this class of merchandise We would there 
fore advocate as a general rule that the dealer check more clogel) 
his purchases against his sales, in order that he may ive as little 
capital tied up as possible, and at the same time ha adequaté 
supplies of the various numbers to enable him to serve his cus 
tomers promptly. 

If this suggestion fs carefully followed, not only will dealer be 
able to decrease his investment in this line, but he will also bs 
enabled to prevent the accumulation of old stock and unsaleable 
numbers, and will not be placed in the embarrassing position of 
either requesting the manufacturer to make an exchange or mark 


the merchandise at prices below those prevailing, thereby disturbing 


competitive conditions and decreasing his own prestige 


The Ink Manufacturer has always suffered severe hardship at the 
hands of the dealer due to his disinclination to so organize his 
stockroom as to insure the selling of the oldest merchandise first 
Paste and similar merchandise are comparatively perishable products 
They will not keep indefinitely in the dealer's stock; but it is not 
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an unusual occurrence for a dealer to demand of the manufacturer 
that he exchange stock of this character which has been in his 
possession for from three to five years, or even longer. 

We recommend that both dealers and manufacturers give renewed 
consideration to the question as to how this long standing and 
continued evil can be eliminated, or at least substantially amelio- 
rated. 

It is the opinion of a majority of your Committee that mer- 
chandise exhibits at conventions should be discouraged. 

Your Committee is prepared to co-operate in working out the 
best solution of the standardized catalog idea. 

There have recently appeared in various trade papers open letters 
from manufacturers—and some have sent out notices through the 
mail—urging the dealer to place his orders for winter stock as 
early as possible, and calling attention to the fact that Ink, Mucilage 
and Paste are practically the only lines which the stationer handles 
of which he cannot secure a supply during the winter months, 
The condition is serious, as Ink Manufacturers generally have on 
their books at the time this report was prepared—mid-September 
fewer orders for future shipment than ever before, and it is appar- 
ent that the business they are receiving is to satisfy current con- 
sumptive demand, and in but few cases do these orders represent 
winter stock requirements, 

Ink Manufacturers generally are looking ahead and endeavoring 
to discount the situation which is bound to develop if the practice 
of holding off on winter stock buying is continued until the latter 
part of October or later. They are building up large stocks of 
packed merchandise, but their storage facilities will accommodate 
only a limited quantity, and from present indications there will be 
many dealers who wi!l not have sufficient stock to carry them over 
the winter months. 

It is your Committee's opinion that some sort of instructive litera- 
ture dealing with the subject Ink, Mucilage, etc., might be issued 
for distribution among the dealer's sales people, which would 
instruct them not only in the various uses of the different products, 
but would also place them in a position where they would have 
the necessary knowledge to adjust any complaint which might 
arise, provided, of course, that the financial and editorial problems 
brought out in discussion at the Manufacturers’ Conference in 
New York can be met. ° 

W. S. Stafford, Chairman; R. B. Carter, W. H. Redington. 
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REPORT OF MANUFACTURERS’ COMMITTEE ON PENS 
AND PENCILS. 
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Your Committee begs to report under the captions suggested by 

the General Manager of our Association as follows: 
Business Outlook. 

During the last month or more there has been encouraging 
improvement in the business in lead pencils and pens, and the out- 
look is good for a gradual and steady increase from now on. 

The pen and pencil business, in previous periods of general busi- 
ness depression, has not shown the large shrinkage which many 
lines of industry have experienced, but during the year 1921 the 
orders received by the manufacturers have been considerably smaller 
in volume than for some time past, due, in a large measure, to the 
stocks which had accumulated on the shelves of jobbers and 
dealers, as well as the stocks in the hands of the consumers. We 
find that these stocks are now quite generally absorbed, and we 
feel that there should be a steadily increasing business done in 
pens and pencils in the future. 

Manufacturers’ Merchandise Exhibits at Annual Conventions. 

According to our view, the Conventions of this Association have 
had two chief values 

First—The interchange of ideas and experiences between dealers, 
between manufacturers and between dealers and manufacturers 

Second—The good fellowship between these respective groups. 

It would appear to us that to introduce the new element of manu- 
facture rs’ merchandise exhibits into our Conventions would detract 
from the first two objects as above outlined. It is probably true 
that such exhibits would attract to the Conventions some stationers, 
especially from the smaller cities and towns, who may not now be 
in the habit of attending the Conventions. At the same time, we 
feel that our Conventions are already pretty busy times for all of us. 
All things considered, therefore, your Committee feels that it would 
not be wise to have manufacturers’ merchandise exhibits. 

Education of Retail Distributors and Their Salesmen Thru 
; Selling Helps. 

We are heartily in accord with the idea of assisting our dis- 
tributors and their sales staffs 
in becoming as well informed 
as possible on the products of 
the pen and pencil industries, 
feeling as we do that it will 
mean improved service in get- 
ting into’ the hands of the 
consumers the kinds of goods 
best suited to their several 
needs, thereby putting the pen 
and pencil business on a 
higher plane. 

The speaker is, of course, 
not posted on the pen busi- 
ness, but reasoning from the 
standpoint of the lead pencil 
business, we feel that it would 
be advisable to have prepared 
a leaflet or pamphlet on the 
subject of lead pencils, the 
Purpose of which would be to 
present briefly the essential 
facts relating to the lead pen- 
cil business, including the es- 
tablishment of standard clasgsi- 
fications of the various types 
or styles of lead pencils. This 
will be explained more in de- 
tail in a supplementary report 
which I shall read a little 
later 

It would then be our sug- 
gestion that each pencil manu- 
facturer prepare a pamphlet 
which would present to the 
distributors and their sales 
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to them in most effectively selling that particular manufacturer's 
line of goods. This information would, of course, be presented 
under the standardized classifications as above referred to, but could 
otherwise be so arranged as the judgment of each manufacturer 
might dictate. 

If it is clearly demonstrated to the manufacturer that the 
assistance thus rendered to the distributor and his associates is 
being well received and used, the manufacturer would, no doubt, 
be encouraged in taking additional steps with the same general 
object in view. 

Standardized Catalog for Dealers. 

Your Committee is entirely in accord with the idea of establishing 
a standard size for catalogs for dealers, including standard size 
of plates or cuts. If this is done we shall be very glad to co-operate 
in the matter of preparing and submitting to the Headquarters of 
the Association master plates or cuts, including illustrations of pens 
and pencils and suitable descriptive matter, the latter to appear 
in such style and size of type as may be determined upon as the 
standard. 

By this arrangement the National Association could quickly 
furnish electrotypes from the master plates at a nominal expense. 

Respectfully submitted, J. H. Schermerhorn, Chairman; Frank D. 
Waterman, H. C. Sharp, George E, Parmenter. 
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REPORT OF MANUFACTURERS’ COMMITTEE ON WOODEN 
DESKS. 
TUT 
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Present Conditions, 

The industry in general is running in dollars about 25% of 1920 
production, all at prices averaging 25% to 30% below prices of 
June, 1920. In units of production the average thus far during 
1921 is about 40% of pre-war normal and gradually decreasing. 

Future Prospects. 

The immediate future, as well as the coming year are not easily 
forecast. Average office furniture has no appeal to the senses, to 
the appetite or to the whims of fashion’s fads and fancies, but is a 
product for utility only, dependent upon the demands arising from 
renovations, expansions and promotions, all of which are usually 
incident only to increasing general prosperity. With abiding faith 
in these United States and the sanity of the composite American 
business mind, we face the future with decided optimism but can 
uncover in this relatively small industry no current event which 
points the way to how or when. Office furniture ever follows 
rather than leads the ups and downs of depreciation and prosperity. 
However, face to face with the fature, it is only honest to observe 
that inventory adjustments added to the abnormal overhead due 
to such very restricted output make impossible for office desks the 
revised prices which are already prevalent for many commodities 
of wide spread demand. A too great present reduction in the prices 
of office desks would so embarrass the factories as to seriouely 
jeopardize later the source of supply to both dealer and consumer 
and that too at a time when the expected revival will demand the 
best service of which the makers are capable. Wherefore manu- 
facturers, dealers and consumers should co-operate for such gradual 
adjustment in price as leaves the sources unimpaired for the ulti- 
mate demands. The final compensation to all will more than balance 
any ill-advised advantage now. 

Improved Methods of Merchandising. 

“Coals to New Castle.”” Your committee are factory men not so 
well versed in floor selling and ever admiring the versatility of the 
dealer. But we do reaffirm with emphasis that all the resource and 
initiative of past years must bring its best experience forward for 
quick turnover, clean and ample display, consistent stock on hand. 
Coming events foreshadow a continued and more intense compe- 
tition for some years to come. Price never has and never will 
move the normal volume of oftice desks. But “Service” and “De- 
livery’ do count much and should be anticipated by the highest 
type of intelligent salesmanship. Wherefore, this committee recom- 
mend to your Association. 

Bulletin Suggestions 
to all your membership by exchange of developed ideas looking to 
the education of floor salesmen in:— 

(1) The unusual overhead expense incident to carrying stocks 
of desks on floor and in warehouse. Desks are bulky compared 
to the small items in an office outfitter’s stock, but the advantages 
of display and stock are nevertheless demonstrable. Vicious price 
cutting of desks eats into profits and expense faster on office desks 
than most other articles. 

(2) All the essential and intimate detail of sound construction 
and the reason therefor. A 
good office desk, well made 
and finished, lasts a long time 
and wears well, making a 
small per annum cost to the 
user when spread over the 
duration of its usefulness. Sell 
quality, not price. 

(3) A ready ability to in- 
terpret the needs of the cus- 
tomer and supply the desk 
best adapted to the require- 
ments, 

(4) A full appreciation of 
the benefits of good office fur- 
niture, harmoniously and sym- 
metrically arranged with a 
view to appearance as well as 
efficiency. 

(5) A realization that post- 
war adjustments will develop 
a competition calling for full 
measure of master salesman- 
ship in its deepest and broad- 
est sense. 

Very respectfully submitted, 
John Dornette, Jr., Chairman; 
Charles 8. Brewer, Carl 8. 
Leopold. 
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Portland Business Changes Name. 

The West-Made Desk Company has succeeded the Ore- 
gon Table Company at Portland, Ore. The business is 
now capitalized at $100,000; it was organized in 1919 under 
the old name. The line was originally confined to library 
and dining tables. In February of this year the table 
business was abandoned, and the West-Made desk line 
initiated. The company occupies a strategic position in 


the Western office furniture trade, enjoying a salient ad- 
vantage, which is backed up by the unique character of 
<< ™ ee 








as 


‘PERCY A. SMITH, 
President, 
West-Made Desk Co. 


its product. The company features a guarantee on its 
product. The officers of the West-Made Desk Com- 
pany are Percy A. Smith, president; Henry I. Trowbridge, 
vice-president and works manager; Joe F. Trowbridge, 
secretary-treasurer. 

The plant is at Lewis and Loring streets, in Albina. 
It employs from eighty to 100 men. The main factory 
building is three stories high, 200 feet long, producing 
108 styles of desks, ranging from genuine mahogany and 
quartered oak to inexpensive desks. New additions in 
progress at the factory are to increase the capacity fifty 
per cent. The line has distribution over the Pacific Coast 
from Canada to Mexico, extending also to Honolulu. 


Changes in National Chicago Territory. 

Ray Schumacher, formerly with the Wilson-Jones 
Loose Leaf Company, has joined the Chicago branch of 
the National Blank Book Company. He spent some time 
at the factory, Holyoke, Mass., and assumed his new du- 
ties at Chicago late in October. Mr. Schumacher will 
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Ken- 


also 


travel the states of Ohio, Indiana, Michigan and 
tucky, specializing on loose leaf devices He will 
handle the National line of blank books. 
W. Baxter will continue to cover Chicago and the 
state of Illinois for the National Blank Book Company. 
Federal Trade Commission Activities. 

Several current dockets of the Federal Trade Commis 
sion are of interest to the stationery trade. They cover 
alleged complaints coming within the purview of the com 
mission. 

Docket No. 664—Shatkun & Kahn, New York, N. Y. 
Complaint recites that fountain pens manufactured by 
Shatkun & Kahn are labeled at prices greatly in 
of the actual resale price. Pens are sold by respondents 


excess 


at from sixteen to thirty-five cents each, and the boxes 
marked, “Price $3.00.” It is held that this is an unfair 
practice. The hearing is scheduled for December 5, 10:30 


a. m., at Washington, D. C. 

Docket No. 665—United States Novelty Company, New 
York, N. Y. The complaint is similar to that in Docket 
No. 664, the details of manufacturer’s and selling prices 
differing. The hearing is set for December 5, 10:30 a. m., 
at Washington, D. C. 

Docket No. 807—Athol Manufacturing Company, Athol, 
Mass. A sympathetic leather is marketed as “Atho- 
leather,” and the commission holds that the name is mis- 
leading, and tends to cause consumers to assume that it 
is the dressed skin of an animal. The hearing is scheduled 
for December 5, 10:30 a. m., at Washington, D. C 





“Silent Secretary” Moves to Mount Vernon. 

W. E. Thayer Company, Inc., Mount Vernon, N. Y., 
has bought W. E. Thayer & Company, Rochester, N. Y. 
The business, which produces the “Silent Secretary,” will 
be moved to Mount Vernon, N. Y. The personnel of the 
new company is S. T. Parr, Harold Waldron (for many 
years with The Globe-Wernicke Company at New York), 
and Henry Parr. An addition to the line is to be mar 
l-eted shortly, including one for professors and school 
teachers, and an extra special for the legal profession 


\ 


The New Amateur Typewriting Champion. 

Miss Marion C. Waner, the new world’s amateur type 
writer champion, is a graduate of the Eastman-Gaines 
school in New York and has been a competitor in type- 
writing contests since 1916, when she began in the novice 
During these years Miss Waner has shown steady 
International 
Show on 


class. 
progress culminating in her victory in the 
Typewriting Contest at the National Business 
October 17, 1921. 

In this contest Miss Waner’s record exceeded that of 
every one of her competitors. She made a net record of 
127 words a minute for thirty minutes, or three words a 
minute more than her next best competitor in the Ama- 
teur class. Her gross record of 4247 words is comparable 
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kipo, a Favorite Summer Resort at Constantinople. At the right 





IN TURKEY.—A Picture Taken on the Island of Prin- 
is Khosrof Kroubalkian, 


Representative in Turkey of the Royal Typewriter Company, Inc. On the left is his Son, 
Abram Kroubalkian. T. T. Malleson, Export Manager of the Royal Typewriter Co., Inc., is 
in the Center. [Illustrated by Courtesy of The Royal Standard. 
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with the gross records of the leading operators in 
this year’s professional contest, the duration of the re- 
spective contests being considered. 

From the very beginning of her career as a typist Miss 
Waner has used the Remington typewriter, but the 1921 
contest was the first occasion on which she used the new 
Remington correspondence machine or the improved Self 
Starting Remington by which name it is generally known. 


Noiseless Agency Director Travels South. 

Stevenson Peirce Taylor, director of domestic agencies 
for The Noiseless Typewriter Company, left in October 
on an extended trip in the South and the Southwest. He 
is studying the agency situation and will open up new dis- 
tribution points for Noiseless typewriters. Dealers who 
wish to get in touch with Mr. Taylor can reach him 
through the offices of the company, 253 Broadway, New 
York, N. Y. 


(In Other Lands—Continued from Page 73.) 


German Taxation of American Enterprises. 

The Bureau of Foreign and Domestic Commerce has 
prepared multigraph copies of an article, “Taxation of 
American Corporations in Germany.” It narrates the 
taxes payable, and the conditions under which they are 
imposed. Copies may be obtained from the Bureau at 
Washington, D. C., and its district and co-operative 
offices, on mention of File No. CL-C2. The district and 
co-operative offices are listed in our department “For the 
Attention of the Manufacturer.” 


Argentine Imports. 

The principal imports into the Argentine from. the 
United States during the first six months of the fiscal 
year, as reported by Edward F. Feely, commercial attache, 
Buenos Aires, included typewriters, paper, office equip 
ment and supplies 

Sample Fair at Barcelona. 

The third Barcelona Sample Fair will be held at Barce- 
lona, Spain, March 15-22, 1922. A separate building is set 
aside for exhibits from the two American continents 
Communications from intending exhibitors should be ad- 
dressed to “Director de la Feira de Muestras, Plaza de 
Antonio Lopez 15, 1°, Barcelona, Spain.” 


German Commercial Activities in Norwav. 
The low value of the German mark is primarily the 
cause of great importations of German goods into Nor- 
way. The German competition is felt by Norwegian man- 














ufacturers as well as American exporters. German cash 
registers are sold at about 1,800 crowns; American cash 
registers sell at from 2,300 to 2,500 crowns. Certain man- 
ufactures are being sold at higher prices that German 
products, including American typewriters, automobites 
and tools 


With the Royal in Sweden. 


The approaching visit to the United States of W. Banz- 
haff, head of Aktiebolaget Maskinaffaren Royal Standard, 
Stockholm, Sweden, makes the illustrations of interest. 
The Swedish representative of the Royal Typewriter 





W. BANZHAF’, HEAD OF AKTIEBO- 
LAGET MASKINAFFAREN ROYAL 
STANDARD, STOCKHOLM, SWEDEN. 
{Illustrated by Courtesy of The Royal 
Standard. 


Company is expected in New York within a month or so. 
The head offices of this organization are located at Herku- 
lesgatan 5, Stockholm. The pictures indicate the charac- 
ter of the business better than words. The establishment 
includes modern business facilities, and well-equipped 
mechanical department. 


EXTERIOR OF ROYAL TYPEWRITER ESTABLISHMENT AT STOCKHOLM, SWEDEN. 
{Illustrated by Courtesy of The Royal Standard. 
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Our British Visitors. 

The activities of Percy Barringer, president of the Sta- 
tioners’ Association of the United Kingdom, and Clifton 
Tollit, vice-president, were by no means confined to their 
visit to the convention. During their far too brief visit 
they managed to make a call at several of the nearby cities. 
On their arrival in the United States on October Ist 
they were received by Charles A. Lent, John Brewer and 
Frank D. Waterman. as a reception committee of the 
New York Stationers’ Association. A luncheon was ten- 
dered them by this body on the day of their arrival, and 
was very fully attended. After their stay in New York 
they journeyed to Montreal, where they called on many 
of the leading members of the local association, and under 
the hospitable guidance of Charles F. Dawson and others, 
they were enabled to appreciate the beauties of the city 
and its surroundings. From Montreal they went to 
loronto, where they were again entertained by the Toronto 
Stationers, whom they briefly addressed on the various 
phases of trade organizations. From thence they pursued 
their course to Niagara Falls and Buffalo, at which latter 


city they were received by Millington Lockwood and 
charmingly entertained. 
After the convention they paid brief visits to Phila- 


delphia and Washington, where,-as the guests of Charles 
G. Stott and Arthur Tew, they were shown the historic 
features in which the city abounds, including in their 
itinerary a visit to Washington’s home at Mt. Vernon and 
a most interesting inspection of the Congressional Library. 
From thence they proceeded to Boston, where once again 
they were entertained by the stationers of that city, and 
after briefly thanking their hosts for their hospitality Mr. 
Barringer was requested to give them a short address on 
the activities of the British Association, and was able to 
throw a few interesting sidelights on the methods in the 
old country, and also gave some amusing impressions of 
his visit here. 

The next objective was Holyoke, where Clifton Tollit 
addressed the Progress Club of the National Blank Book 
Co., and visited the Parsons Paper Mill—also attending the 
Rotary Club lunch as guest of Ned Towne. 

The day before they sailed a number of the visiting 
stationers, headed by First Vice-President Eberhard Faber, 
Chairman Charles N. Bellman, Ivan Allen and Frank D. 
Waterman, with their ladies and others, gave them a fare- 
well luncheon at India House, New York. Messages of 
farewell were received from President and Mrs. Ogden 
Pierson at the Lake Placid Club, Lake Placid, N. Y., 
Chairman Charles A. Lent at Hot Springs, Va., and 
Secretary Mortimer W. Byers, who was trying a case at 
Albany, N. Y. 

These gentlemen left for England on the 22d, and ex- 
tions which exist between all the right-thinking men of 
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both countries, and were thoroughly imbued with the 
feeling that this happy state of affairs would never be 
allowed to diminish. Altogether the advent of these gen- 
tlemen has been of great assistance to the trade on this 
pressed themselves-as not only highly pleased with their 
trip, but more than ever convinced of the cordial rela- 
side, and the cordiality of their welcome on all hands proves 
how desirable such friendly intercourse is and how anxious 
we should all be to increase the visits from side to 
the other. 

From the enthusiasm of all those who attended the 
Atlantic City Convention, we are sure Mr. Barringer and 
Mr. Tollit will be most keenly welcomed if they find 
themselves able to pay us another visit during convention 
time or otherwise. They have made themselves exceed- 
ingly popular and on their departure they take with them 
the good wishes of everybody on this side of the Atlantic. 


British Delegates Entertained at New York. 

The follewing item gives the names of those who at 
tended the luncheon referred to in the previous article 

October 1 the delegates from the Stationers’ Association 
of the United Kingdom were entertained by members of 
the Stationers’ Association of New York. In addition to 
L. G. Sloan, Percy Barringer and Clifton Tollit, who 
came to attend the convention of the National Association 
of Stationers and Manufacturers, the following attended 
the luncheon: Henry Frank (president of the Stationers’ 


one 





Association of New York), Charles A. Lent, John Brewer, 
W. 1. Ferris, F. D. Waterman, E. J. Kastner, Thomas R 
Dewell, J. H. Schermerhorn, Herman Price, J. Thomas 
Hill, Milton P. Thwaite, Hersey Lent, Eugene H. Tower, 
Jr., Wm. C. Siegert, Frank McDonald, William E. Ward, 


F. S. Waterman. 


New Royal Representation in Europe. 


During his European tour T. T. Malleson, export man- 
ager of the Royal Typewriter Company, Inc., made several 
interesting agency appointments. Orient Transport, Ltd., 
Sofia, has the distribution of Royal typewriters in Bulgaria. 
\. Kovacs & Company, 4, Nada Utca, Budapest, have re 
sumed the representation of Royal typewriters, the wai 
having interfered with the original arrangement. 


Tiwan. 
Imports of paper from all sources: (1919 $1,194,606; 
(1920) $1,433,293. 
Imports of paper from Japan: (1919) $1,113,302; (1920 


$1,305,976. 
(In Other Lands 


Continued on 





INTERIOR OF ROYAL TYPEWRITER ESTABLISHMENT AT STOCKHOLM, SWENDEN 
[Iustrated by Courtesy of The Royal Standard. 
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Close criticism only serves to emphasize the 


truth of our motto: “7 he merits of our goods are above 
all others.’’ Extraordinary qualities have been incorporated in 
our goods with characteristics distinguished 
from all others. There is always a “reason.” 
We that live to please must please to live. 
The strength of any business lies in the 


ability to serve. 





The service that satisfies | iT TAG « VOUGER 


PARK RIDGE. NJ. 


Efficient executives demand cleanliness, | Se 


durability and economy in their supplies of 
typewriter nbbons and carbons. That's why there is such a big 
demand for the reliable MV. G V. Brand. _ Dealers stocking it 


are making good, increasing their sales, their profits and their 





number of satisfied customers. You can do this, too. 
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The trade-mark 


that makes “‘come- 


M. & V. Lines 
give the service 


thai satisfies back’ customers 
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MITTAG & VOLGER, Inc. 
PRINCIPAL OFFICE AND FACTORY 
PARK RIDGE, N. J., U.S.A. 

BRANCHES 
NEW YORK CHICAGO SAN FRANCISCO 
261 Broadway 295 W. Monroe Street 35 Montgomery Street 
CLEVELAND BOSTON ST. LOUIS 
326 Erie Building 160 Congress Street Merchants Laclede Building 
LONDON 


7 and 8 Dyers Building, Holborn, E. C. 


AGENCIES ALL OVER THE WORLD 
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L. G. Wetmore Retires. 


N. Y., Sells Out In- 
ears. 


Prominent Stationer of Rochester 
terests of Many 


Lansing G. Wetmore, for many years a leading stationer 
at Rochester, has sold his interests in the firm of Scran- 
tom, Wetmore & Company to his partners, Albert C. 
Walker and Joshua T. Gorsline and has retired from active 
business. Mr. Wetmore has been a member of the com- 
pany since its organization in 1868, so that he has been 
an active factor in the stationery business for more than 
half a century. In this time he has seen his business 
grow from a humble book store, employing one clerk, to 
one of the most important of its kind in the state. Mr. 
Wetmore feels a desire for rest and change. For a time 
he will travel. 

Mr. Walker and Mr. Gorsline have been connected with 
the business for many years. Mr. Walker entered the 
employ of the young firm of Scrantom & Wetmore two 
years after the opening of the store and in 1878 was ad- 
mitted to partnership. Mr. Gorsline, who had been cashier 
and office manager, became a partner in 1905. Elbert 
Henry Scrantom, the original partner with Mr. Wetmore, 
died in April, 1905. 

The story of Mr. Wetmore’s career is really a story 
of the firm of Scrantom & Wetmore, for the beginning of 
the store was the realization of a youthful vision that he 
shared with his friend, Mr. Scrantom, and the success to 
which the business has attained was due largely to the 
devotion and business acumen that he brought to it. Both 
Mr. Wetmore and Mr. Scrantom worked as clerks for 
Steele & Avery, the pioneer book store of Rochester, 
which originally was in State street in the room now 
occupied by the New York Central ticket office. When a 
sudden increase in real estate valuation in that vicinity 
caused the owner of the building to increase the rent of 
the store from $1,200 to $2,400 a year, the two veteran 
booksellers decided to move to cheaper quarters, farther 
north in State street. 

Improved Opportunity. 

Their removal opened a field for a larger and more 
up-to-date book store, and Mr. Scrantom and Mr. Wet- 
more, quick to realize these possibilities, embarked on 
their venture that was to materialize in the present success- 
ful business. They rented a place at 10 State street, in the 
old Butts building, nearly opposite the present State 
street entrance of the store, bought a small but carefully 


selected stock of books, and on May 30, 1868, the firm 
of Scrantom & Wetmore came into existence. 
It was apparent from the first that the néw firm 


was to take the lead in the retail book business in Roches- 
ter, for the Steele & Avery store was never so successful 
in its new quarters, and its business gradually diminished 
and was discontinued not many years later. Both part- 
ners are dead. Mr. Steele died a number of years ago, 
but Sidney S. Avery died only recently at his home in 
Plymouth avenue, where he had lived for years. 

One clerk was employed at first by Scrantom & Wet- 
more, with an increase at holiday time, but two years 
later it was necessary to make a substantial addition to 
the force, and one of the new clerks employed was Albert 
C. Walker, now senior member of the firm. With his ad- 
mission in 1878 the firm name was changed to Scrantom, 
Wetmore & Company. 

By 1880 the firm had so outgrown its quarters that it 
was obliged to move to iarger rooms next door at 12 
State street, and five years later it moved again, taking 
handsome quarters in the Ellwanger & Barry building 
across the street. In 1889 the business had grown to such 
dimensions that it was considered wise to take over the 
store long occupied by A. S. Mann & Company, fronting 
in both State street and Main street West, and additional 
space was ieased in the Wisner building at State and 
Church streets for the engraving and die-embossing de- 
partments of the business, and for wholesale storage. 

Increases were made in the Main street frontage of the 
store in 1911 and 1912, and the other interests were moved 
in 1908 to the second floor of the Alling & Cory building 
in Exchange street. Recently a building in Aqueduct 
street was taken over and the warehouse and engraving de- 
partments were moved there from Exchange street. The 
firm now occupies a floor space of nearly 30,000 feet and 
employs nearly 100 persons, with considerable increases 
in rush seasons. 

Native of Dansville. 

Mr. Wetmore was born at Dansville, where his father 

was a druggist, and served a few months as a civilian 
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clerk in the quartermaster’s department of General Sher- 
man’s army at Atlanta in the closing days of the Civil 
War. After the war he settled in Rochester and began 
his business career. He was only 22 years old when 
he embarked on his independent venture with Mr. Scran- 
tom, having worked for Steele & Avery for four years. 
He well remembers that the first customer of the new 
store was Ross Lewin, a well known Rochester citizen, and 
that his purchase was a box of envelopes. While there 
was more or less uncertainty connected with the launching 
of the business, Mr. Wetmore says, that from the first a 
conservative policy was maintained and no effort was 
made to increase the business faster than patronage war- 
ranted. Conditions were more propitious then than now 
for the starting of a business, he says. 

From the first, the name of Scrantom & Wetmore was 
associated with books and specially with school books and 
auxiliary supplies. The firm’s other stocks, however, such 
as stationery, fancy goods, athletic supplies, leather articles, 
and the engraving and embossing department, have always 
been important parts of the business, and the wholesale 
department, too, gives an unusual advantage in insuring 
a large stock constantly on hand. The business has out- 





WETMORE. 


LANSING G. 


lived many contemporary book stores that will be remem 
bered by.older Rochesterians. 


Mr. Wetmore has no immediate plans, other than to 
clear up final business details. He expects to go South for 
the winter. Mr. Wetmore has a home in Clover road, 


which he built more than ten years ago. 


Brighton, 


Juneau Concern Changes Hands. 


E. S. Hewitt, Juneau, Alaska, has sold his office supply 
business to Harry F. Dott, who will continue the enter 
prise as H. F. Dott & Company. Mr. Hewitt has returned 
to the States, and will probably locate at Detroit, handling 
a sales agency of the Airdry Corporation, manufacturers 
of a patented electric drying apparatus. During seven 
years’ residence in Juneau, Mr. Hewitt built up a success- 


ful business in typewriters, adding machines, office furni 
ture and fixtures, office supplies and specialties. 
Harry F. Dott has resided in Juneau thirteen years. For 


seven years he was accountant for the Alaska Gastineau 
Mining Company. Several months ago he became office 
manager for Mr. Hewitt. The business was moved Octo- 
ber 1 to the Valentine block on Seward street, adjoining 
the Canadian Pacific Railway office. 


Typewriter Man Motored to Coast. 


C. H. Perkins motored to the Pacific 
fanily recently. His plan is to establish a typewriter 
business in California, and he expected to make a thorough 
survey oi the possibilities on his tour. Mr. Perkins was 
formerly general sales manager of the Fox Typewriter 
Company, Grand Rapids, Mich., and resigned that position 
not long ago: 


coast with his 
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Manifold Supplies Company 


PANAMA 


Carbon Papers and Typewriter Ribbons 


‘*The Line that can’t be matched’’ 


We offer dealers a line which has 
both quality and individuality, va- 
riety enough for every requirement 
and manufactured with the greatest 
care. 





188 Third Avenue 
BROOKLYN (staTIon L 2) N. Y., Uae 
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Debut of Parker Duofold 


Last Word in 


Fountain Pens 


ERE’S just the leader you need 

for the holidays—a super pen 
all over, point, writing ability, ca- 
pacity and appearance. No cost has | 
been spared to make Parker Duo- 
fold the best writing instrument on 
earth. 


Smooth! Duofold writes on any 


paper at any speed. Never misses 
a mark. Manifolds to perfection. 


Handsome! Seven inches long — 
red-brown barrel and cap—black 
nozzle and black safety cap—gold 
plated clip. 


Last! Parker Duofold is guaran- 
teed for 25 years. That makes the 
best writing service in the world 
cost about 12 cent a week, for the 
retail price, including gold plated 
clip, is only $7. 


Duofold is a man’s pen and it’s just 
the gift a woman will choose for a 
man. Order now and miss no sales 
on pens for the holiday season. Or- 
der enough, too, for they’re selling 
fast right now. 





The Parker Pen Company 


' Janesville (87) Wisconsin 











Distributing Branches in 
New York Chicago Spokane 
San Francisco 





CSAFETY—-SEALED ) 


Fountain Pens 
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(Other Lands—Continued from Page 74.) 
American Clip Co. Establishes European Branch. 


The American Clip Company of Long Island City, N. 
Y., has established offices at 130 Queen Victoria street, 


London, E. C., England, and a factory at Croydon, Sur- 
rey, just outside of London. The name of the English 
company is Acco Manufacturer, Ltd., and its active direc 
tor is J. T. Whitehead. 


The organization of the above named company and the 


appointment of Mr. Whitehead to supervise its affairs were 
consummated during a recent visit to England of Fred J. 
Kline, head of the American Clip Company. Mr. Kline 
arrived in England in September 10, making the voyage 
on the United States ship, “George Washington.” It is 
of interest to him to recall that this was the first trans- 
\tlantic voyage made by this ship. During his stay in 
England, which covered a period of about a month (from 
September 10 to October 8) Mr. Kline interviewed many 
Englishmen prominent in business and industrial affairs. 
His decision to establish a British manufacturing and sell- 











I. T. WHITEHEAD 


ing Organization arose from the information thus received 
and from impressions gathered from all sources. 

“Conditions in England largely parallel ours,” said Mr. 
Kline in an interview recently with a representative of Of 
fice Appliances in New York. “Lack of export activity 
depresses trade. One-third of the world is sick. Differ- 
ences in money exchange prevent the resumption of in 
ternational commercial relations upon anything but a lim 
ited scale. This affects commerce between all European 
countries among themselves and between European and 
American countries. Some business is being done on the 
basis of barter and exchange between manufacturers and 
sellers in different countries. 

“England,” said Mr. Kline, “despite the slack time in 
exports, is building ships with energy, and it behooves the 
United States to get behind its merchant marine by a sub- 
sidy that our flag may not again disappear from the seas 
and our factories be at the mercy of a foreign carrier.” 

Commerce Reports Has Designed Cover. 

Beginning with the issue of October 24, Commerce R« 
ports, the Government’s official foreign trade publication 
issued weekly by the Department of Commerce, showed an 
artistic cover. A U. S. freighter loaded with American 
products and steaming steadily across the waters of the 
China sea, with a Chinese junk or two in the background 
is presented as an appropriate cover design for an official 
business periodical specializing on overseas trade. Officials 
of the Department feel that the adoption of the new cover 
indicates a distinct step forward in attempting to “human- 
ize” government reports and in satisfying the request of 
business men that more “pep” be inserted into official 
publications, especially reports on business subjects. The 
Department of Commerce is of the opinion that the new 
cover ts a distinct innovation and that this is probably 
the first instance in the history of Government publishing 
that any thing of this kind has been attempted. 


More Business With 


The Diamond Line 


The Diamond line is proving itself to 
stationers as a real sales producer, 
during this trying time. Diamond 
Products keep moving—and make 
permanent customers. 


We feature here two of the most pop- 
ular Diamond Leaders: the Chemical 
Writing Fluid known for its perman- 
nency and ‘“‘Stickine’’ the liquid paste. 
They have remakable qualities as 
business getters 

Also, we take special care to have our 
containers suitable for the needs of 
every individual requirement. They 
are the result of a careful analysis of ° 
the needs of the users. 


Ask us about the profitable 
Diamond Line 


Diamond Ink Co. 


3033 to 3111 Galena St. 
Milwaukee, 







Style No. 435 4 
5% oz. Desk Pot 

Style No. 433 4— 
8 oz. Desk Pot 


Writing and Copy- o<_ I N K Ss és 


ing Inks, ali colors, — nie = ; 

ali uses. Liquid Ag ~ 

Erasers,Liquid i UID 
Glue, Mucilage, RITING 

Cream Paste. 


— 






WRITES A BRIGHT 
COLOR CHANGINGTO A PERMANENT Erryyg 
ONE capy IF-TAKEN son waice 

CHEMI 7 
DOES NOT FADE. 





Nos. 1, 2 and 3 
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1 CONRADES CHAIRS 


Comfortable office chairs convert drud- 
gery into pleasure. For a comfortable 
chair is the prime essential to a worker's 
well-being. Other furniture may be 
beautiful, may be strong and well adapted 
to the purpose for which it was made, 
and an office chair may be all of these, 
but if it is not comfortable —it defeats its 
only purpose. 






























TheConrades Line 
of Office Chairs in- 
cludes an_ individual 
design for every re- 
quirement. 





No. 510-B 








We manufacture a 
completeassortment of 
necessary office acces- 
sories, such as: Um- 
brella Stands, Cos- 
tumers, Waste Bask- 
ets and Cushions. 


We specialize in dis- 
tinctive designs for 
court houses, banks 
and lodges. Will 
figure any sketch 
that you may sub- 
mit. 








Also, we will sub- 
mit sketches and 
estimates for any 
speciai work you 
may be bidding on. 








Our efforts have been constantly centered on 
more comfortable “‘better-built’’ chairs. Thus 
Conrades Chairs now enjoy a recognition as 
more comfortable, moreserviceable and attrac- 
tive chairs. They are natural leaders for your 
furniture department. Send for our illustrated 
catalog of Conrades ‘“‘Better Built’” Chairs. 


CONRADES MFG. CO. 


Makers of ‘‘Better-Built’’ Chairs 
Second and Tyler Sts. | No. 9017 
ST. LOUIS MISSOURI 
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the Natural Touch.” 


“Natural” Touch, the 
outstanding feature of this new 
Remington, is the latest triumph 
of typewriter building. It makes 
typing natural, automatic, un- 
conscious — like breathing or 
walking. 


It is this feature which is 
establishing new standards of 
typing efficiency —which is 
winning the typist every- 
where, no matter what ma- 
chine she has used in the past. 


Remington Typewriter 


INCORPORATED 


374 Broadway 





World’s 
Amateur Championship 


At the New York Annual Business Show, on 
October 17th, the International Amateur Typewriting 
Championship was won by Miss Marion C. Waner, 
who wrote 127 words per minute for one-half hour. 


This VICTORY was won on our New Machine, the 
IMPROVED SELF-STARTING Remington, “The Machine with 


Remington 


Company 


New York 
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Excellent construction 
—neat, efficient and or- 
ganized arrangement— 
attractive and lasting 


finish. 


An extensive line of roll 
top—flat top and type- 
writer desks. 


We will send you our 
illustrated catalog on 
request. 


The J. F. Dietz Gompany 


CINCINNATI 
OHIO 


Established 1881 
iii MM) 
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‘“‘Whispers,”’ by Courtesy of The Noiseless 
Typewriter Company.} 


{Reprinted from 


AKE, 

her in my 

I have my frivolous side and I like a jok« 
the next man, and, as it happens that the ne xt man is an 
editorial writer, who pounds out his Macedonian Cries 
on a machine that sounds like the off-stage clatter of buck 
etty-bucketty hoofs in “Held by the Enemy,” which was 
the first play I ever saw—as, I say, the next man is an 
editorial writer, I violate no confidence in asserting, with 
out fear of successful contradiction, that I like a joke 
even better than the next man—take, I repeat—and if | 
had a quiet room to work in, my sentences would roll 
trippingly from the pen and not become involved—the 
Little Woman, or, as I sometimes call her, my wife. 

It happens frequently that we visit the homes of pros 
perous authors. Crave you instances—and you may write 
to them for proof—I cite the demesnes of Mr. Rupert 
Hughes, Mr. Samuel Hopkins Adams, Mr. Montague 
Glass and Mr. Ring W. Lardner. In each of these homes 
there is one room, large, sunny and quiet. Somewhere 
in this room is a large desk or table with lots of copy 
paper on it. “No wonder,” I say to myself, “these lads 
write good stuff. I have to write with telegraph instru 
ments clicking, typewriters rattling, and editors con- 
versing all around me. No wonder my stuff, at times, is 
(I am my own harshest critic) a little less than excellent.” 
And then, out loud, I say to the Little Woman, “If I had 
a fine quiet place like this to work in, I could do some 
good stuff, too.” “Perhaps,” she says, for she has been 
my helpmeet for seventeen years, “on the other hand, 
maybe if you did some good stuff you could have a fine 
quiet place to work in.” 

Well, I am a notoriously just man, and I have to admit 
that she has me there. And some day | am going to try 
to write enough good stuff to buy myself a quiet room. 


for example the Little Woman, or, as I call 
lighter moments—for, believe it or not, 
as well as 


I use a fountain pen. Once when I was writing in the 
office, a workman, two feet from my left ear, was ham 
mering away at some window repairing. In the second 
hour of it, for he was paid not by the job, I asked him, 
as witheringly as I could ask, whether the scratching of 
my pen bothered him. “I can’t even hear it,” he said 
“Go right ahead.” And, in easy earshot of me, they 
went right ahead and built, with a terrific obligato of steam 
rivets, the Western Union Building, and the Woolworth 
Building, they tore down the old Astor House and built 
something else, they tore down the old Sun Building and 
built something else, and—briefly the universe is in a 
conspiracy to keep me from being a great author. For 
me the music of the spheres is loud dissonance and 
unharmony. 

But under the bludgeoning of these nois 
head is aching but unbowed. Ambition surges 
I will have Quiet. And then—and I promise the 
Woman—I’ll do some Good Stuff. 

I expect to be paid a Fabled Wage for this piece, of 
as my adoring public would call it, this Little Article 
And with part of the proceeds I shall buy—if there is 
such a thing on the market—a typewriting machine that 
Anybody who knows of such 
to Literature 
ists.—Franklin 


chants, my 
within m«¢ 
Littl 


makes no noise whatever. 
an invention will give an inestimable boost 
by telling me whether such a typewriter ex 
P. Adams. 


Silent watches of the night are those we forget to wind 


—The Hub Guide Post. 
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SORTING DEVICES 


for Every Purpose 


Each day, the demand for Kohlhaas Sorting Devices be- 
comes more persistent. The reason is apparent: 


There is a Kohlhaas Sorter for everyone’s individual 
requirement 
The Work Distributor for the busy executive. 
The Correspondence Sorter for the clerk. 
The Numerical Sorter for the accounting department. 
The Check Sorter for the accounting department. 
Ledgers and Posting Trays for the bookkeepers. 
Sorters for other matter, such as. sales-slips, coupons, 
cards, invoices, etc. 
It is our constant aim to make Kohlhaas Sorters leaders in the field. 
Their present popularity indicates their supremacy. 
Kohlhaas Sorters are more durable; give longer and more satisfactory 
service. They promote order and efficiency in every office. 5 
The Kohlhaas Ledger and Posting Tray is the newest development of 
the Kohlhaas line—in fact, it is the leader of the line. 


DEALERS! We can show you how the Kohlhaas line will mean PROFITS , 
to you. Write us today. 


THE KOHLHAAS CO. 


MANUFACTURERS 


183 N. Dearborn St. 
CHICAGO te: ILLINOIS 


EASTERN REPRESENTATIVES: 
Kohlhaas Systems Corpn. 
150 Nassau St. 
NEW YORK CITY 
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The Ou ley Line 


| Desks, Iypewniter Cabinets and Tables 











Quartered Oak 
Mahogany 
Imitation Mahogany 
Imitation Walnut 






No. 142-S. T. 





THE QUIGLEY FURNITURE COMPANY, 


WHITESBORO, N. Y. 


| Manufactured by 
CATALOG TO DEALERS ONLY 
| 
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The Quigley-Secoy Line | 
| 


Office Wardrobes 


Stationery Supply 
Cabinets 


Telephone T ables 


Costumers 


Umbrella Racks 




















In Quartered Oak, 
Mahogany, Walnut, 
Imitation Mahogany, 
Imitation Walnut 





No. 30-P 
| 


Manufactured by 


THE QUIGLEY FURNITURE COMPANY, | 


E 
WHITESBORO, N. Y. : 
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Meetings and Dinners 


Cincinnati Furniture Exchange. 

The Directors of the Cincinnati Furniture Exchange 
have not as yet succeeded in securing a headquarters. A 
special meeting of the Directors and Entertainment Com- 
mittee was called by President Al. Schirmer to take up 
the business that had accumulated during the Summer 
vacation, and to appoint Nominating Committees and an 
Auditing Committee for the annual meeting. Nearly 
all the members and officers responded, and a large num- 
ber faced President Schirmer at the meeting which was 
held on October 20 at the Emery hotel. The president 
stated the facts and called upon the secretary for a read- 
ing of the minutes of the last meeting and a statement 
of the business transacted during the interim. The min- 
utes and business were indorsed and the president de- 
clared the Exchange ready for business. A communica- 
tion from R. E. Becker was read, protesting against any 
tariff on foreign woods. The following resolution was 
then read before the Furniture Exchange: 

“Resolved, That in order to conserve our own native 
woods, such as walnut, oak, maple and birch, it would 
be beneficial to the furniture industry to admit manufac- 
tured lumber into the United States free of duty. 


“Resolved, By the members of the Cincinnati Furniture 
Exchange, that we favor the free importation of sawed 
mahogany, rosewood, lignum, vitae, Spanish cedar or 
any other foreign woods not products of the United 
States of North America.” 

On motion of Charles Feuss, seconded by R. E. 


Becker, the resolution was unanimously adopted, and Sec- 
retary Kemper was instructed to mail a copy to Congress- 
men Nicholas Longworth and A. E. B. Stephens, and 
the Ohio Senators. A card was received from Mrs. Sebas- 
tian Abel:thanking the Exchange for their attendance at 
the funeral of Sebastian Abel and for a handsome floral 
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offering. A card was also received from Mrs. Herbert 
Dietz gratefully acknowledging the appointment of pall 
bearers, a floral tribune and expressions of sympathy. 
President Schirmer announced that during his vacation 
he had appointed as pallbearers for Sebastian Abel: Louis 
W. Froelich, Fred W. Stille, Joseph Sprengard and H. B 
Kemper; and that in the absence of the president from 
the city, the vice-president, C. H. Dornette, had appointed 
the following pallbearers for Herbert Dietz: Joseph 
Scheid, R. E. Becker, John Streitman and John Dor- 
nette, Jr. 

The following applications for membership were 
ceived: Charles C. Wells, of the W. H. Gage Glue Com 
pany of St. Louis, Mo.; H. A. Burgett, of the Burgett 
Varnish Company, of Norwood, Ohio; and the George 


McRoberts and Western avenue 
Frank B. Wersel, seconded by 
were elected to membership. 


Vehr Lumber Company, 
Cincinnati. On motion of 
Louis W. Froelich, they 


Resignations of W. W. Jackson and N. H. Russell were 
accepted. The resignation of J. F. Grim, of the Stearns 
& Foster Company, was referred to President Schirmer 

Charles Greene stated that there would be a Fall Fes 
tival in Cincinnati in 1922, and spoke on the advisability 
of the manufacturers making a display. R. E. Becker 
moved and was seconded by Matthew Mangold, that the 
manufacturers produce masterpieces to be displayed at 
the Fall Festival. Carried. President Schirmer then 
named as a Committee: Wm. J. Sextro, John F. Heber 
ger, Carl F. Streit, J. Thauwald and R. B. Becker to 
9 Be on the possibility of taking part in the exhibition 

Henry Wolf, of the Entertainment Committee, spoke 
on the high cost of entertaining, and suggested that the 
raising of dues be taken up at the next meeting as spe- 
cial business. President Al Schirmer then appointed the 
following committees for the nomination of tickets for 
the annual meeting and to report at the November meet 
ing: Independent—Fred W. Stille, Chairman; Frank B 
Wersel and Henry Wolf. Regular—H. A. Sprengard, 
Chairman; John Wolf and Joseph H. Monter Auditing 
Committee—Howard E. Scheid, Chairman John B 
Klinker and Alfred Meyers. 

(Continued on Page 89.) 
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How many clock ticks are yours? 
Time is the most expensive com- 


modity in the world today. As a means of con- 

serving the hours, packing the utmost into speeding 
seconds, the Mimeograph is probably unmatched in 
all mechanical invention. Five thousand well printed 
duplicates of a letter, or other typewritten sheet, it 
| delivers hourly—forty and more thousand a day. No 
// slow type to set. The stencil, clicked off on the type- 
writer, is immediately ready to print—the least expensive 


upon care rather than skill. The work may be done pri- 
vately and under intimate supervision. Now saving unnum- 
||  bered thousands of dollars for industrial and educational 
|| institutions throughout the world. Let us show you how it 
'| will save both expense and time for you. Send for booklet 


“T-11”—today. A.B. Dick Company, Chicago—and NewYork. 


eee 
ESGRAFH| 
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| and quickest form of printing. Good workmanship depends 
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J ump to SHAW-WALKER 











STEEL 
FILES 


“Built Like a Sky- 

scraper” Files, a 

mighty good line to 
follow 





WOOD 
FILES 


That move quickly 











SAFES 


You will be well 
protected 


Transfer 
Cases 


Wood or steel 
Jump to them 





Card Filing 
Desks 


Save time and allow quick 
action 





UTILITY 
DESK 


A new one that beats 
them all 


& 








Expandex 


A big jump ahead 
that gives you a 
decided advantage 





[IDEAL 
INDEX 


The pioneer and still 
a leader 





Machine 
Bookkeeping 
Accessories 


Up to date methods mean 
success in any game 





FORM 
CARDS 


For every business 
























Card Trays 
Joggers 


You're proud to 
show quality 





“Built Like a 
Ask Skyscraper” 








FILING 
SUPPLIES 


That meet every need 
and have an established 
reputation 















THE BEST MOVE YOU CAN MAKE 


EGON SHAW-WALKER MICHIGAN 
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(Meetings and Dinners—Continued from Page 86.) 


Chicago Stationers’ Association Holds Open 
Meeting. 

At an open meeting and dinner of the: Chicago Sta- 
tioners’ Association, Wednesday evening, October 19th, 
Mr. Fletcher Wood Taft, Advertising Manager for Car- 
ter’s Ink Company, gave a very interesting and instruc- 
tive talk on the manufacture of ink, carbon paper and 
typewriter ribbons, before sixty representatives of Chicago 
manufacturers and stationers. Mr. Taft’s talk was supple- 
mented by a moving picture exhibition of the Carter fac- 
tory which carried forward the history of ink and ink 
manufacture from the medieval ages to its present ad- 
vanced stage. 

Among other humorous and interesting side light told 
of the various usages of inks, such as using log-wood ink 
for bunion and corn cure, carmine ink as a hair dye, and 
so forth. Mr. Taft demonstrated the possibility of using 





FLETCHER WOOD TAFT 


Cico, a combination mucilage and paste product of the 
Carter Company, as a vanishing cream for the face and 
hands. Not only did Mr. Taft apply the composition to his 
face with the regular brush from a full pot of Cico, but 
Mr. Harris, Chicago manager for Carters, came forward 
with the information that his stenographic force had lit- 
erally forsaken the common drug store brands of cold 
cream in favor of Cico. 

The dinner was presided over by John W. Ogren, Chair- 
man of the Chicago Stationers’ Association. 


Albert Power Sales Manager for Mutschler Bros. 


Albert Power, who for the past six years has been con- 
nected with the sales department of the Kumfy-Kab Corn- 
pany of La Porte, Indiana, has accepted a position as sales 
and advertising manager for the Mutschler Brothers Com- 
pany, to succeed Henry L. Guth, resigned. 

Mr. Power was engaged in the retail furniture business, 
having for five years owned and operated two of Indiana’s 
best storcs. While with the Kumfy-Kab Company, Mr. 
Power headed the list of all salesmen connected with that 
company with his volume of.business. 

Mr. Power is an up-and-coming man, full of pep and 
practical ideas and a hard worker. His experience and 
success in the past undoubtedly will be of much value to 
Mutschler Brothers Company, and we are sure that the 
orde1s for that company will increase under his manage- 
ment of the sales. 

Mutschler Brothers Company will show their complete 
iine of Porce-Namel “Better Kitchen Tables” and Samson 
office and directors’ tables at the January, 1922, Market, 
on the second floor of the Keeler building, at Grand Rapids. 
Mr. Power will be on the floor with the sales representa- 
tives of the company and will be glad to meet his old 
friends among the trade. 





The resignation of R. Calvert Haws, advertising man- 
ager of the Baker-Vawter Company, Benton Harbor, Mich., 
has been announced. No details have been supplied re- 
garding Mr. Haws’ future plans. 
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Close Harmony 


T’S real harmony, too. 
The whole-hearted get- 
together spirit that makes 
all our dealers sing the 
praises of Shaw-Walker. 
You won't find any out of 
tune when they mention 
the Shaw-Walker line. A 
good line—plenty of va- 
riety — many exclusive 
numbers that go over big. 
Why not join the happy fam- 
ily? Get in on this harmony. 
Profit by it. 

Shaw-Walker “‘Built-Like-a- 
Skyscraper” is a well known 
number. It’s a favorite that is 
getting more popular every day. 
You read about it a lot in the 
papers. 

In cities where we do not have 
agents or are not aggressively 
represented, we would like to 
hear from new dealers. Write 
for particulars today. 





MUSKEGON, MICH. 
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The New President. 
A Biographical Sketch of J. Ogden Pierson, President of 
the National Association of Stationers and 


Manufacturers, 1921-22. 


lhe new president of the National Association, J. Og 


den Pierson, of the Dameron-Pierson Company, Ltd., 
New Orleans, La., is a thorough organization mat He 
was one of the carly members of the National Associa 
tion, and has established himself as a sincere worker in 
the organization. He has held many important offices 
and has demonstrated his ability and fitness his new 
positon beyond question 

Mr. Pierson was born at New Orleans, where he at 
tended school, and as a young man graduated from Tu 


lane College. On tnishing his education he entered busi 


t 


ness, starting as a package boy in a stationery house 





and has been continuously in the stationery business ever 
since. He worked for one house about seven years, then 
he entered a partnership known as the Polfrey-Dameron 
Company, of which company he was secretary and 
treasurer. 

\fter five years’ connection with that firm he and Mr 


Dameron sold out to the Polfrey interests and organized 


the Dameron-Pierson Company, which is today enjoying 
its eighteenth year of existence. This company started in 
to a small store having a front of twenty-three feet, and 





now occupies one large building known as the Main build 

e 6 ing, Six stories and basement in height, with a fifty-four 
b b foot frontage on the main street, and a depth of eighty-five 
igger usiness feet. The company also occupies an adjoining store with 

a twenty-four-foot frontage. This store is devoted to the 

e iron safe and furniture departments. The Dameron-Pier- 
with son Company owns and occupies three buildings in the 
rear of the main building for warehouse space and ship 

ping department. They operate one of the most com 


plete if not the most complete office equipment house 
HAW ee ALKER south of the Mason-and-Dixon line. All of their work 
they do; none of it is sent out, and they sell every possible 
thing a bank or business house can use from burglar and 


fire-proof safes to pen points. In their manufacturing de 
partment they produce steel and copper plate engraving, 


HAW-WALKER blazes the trail __lithographing, printing, blank books, social engraving, 
to leadership. ‘Built - Like - A- etc. Under Mr. Pierson’s supervision are the stationery 


lines, fire-proof safes, office furniture and the financial 

one ‘ ; , 
Skyscraper’’isthedominant standard = end of the business. Mr. Dameron attends to the manu 
for quality in the minds of buyers of facturing end of the enterprise. The firm enjoys some 


fi nd filin ipment. It means of the best agencies in the country, including well-known 
les a & equip t t eS lines of desks, steel furniture, chairs, loose leaf and other 


easy sales and fast turnover. No 9 ooods. 


other line is needed to fill in with. In addition to operating their large store in New Or 
Shaw - Walker meets every filing leans, employing approximately 175 people, the compan) 
’ has a branch store in Shreveport, La., on the most promi 
requirement. nent street, with a large stock of goods in the warehouse 
and show-room. This store is under the management of 

: . : James M. Colomb. 
We want new dealers in the ci ies Mr. Pierson is a member of the Elks, New Orleans 


where we have no agencies or arenot) = (Country Club, Audubon Club and the Boston Club, all 


aggressively represented. We can in New Orleans. He has served on several important 
. : co i es i *lubs and associations. He is a vice yresi- 

rop- ommittec in ¢ ; ; lath I 
make a particularly attractive tied dent of the Childs’ Welfare Society, and is prominently 
osition. Write us for particulars. jgentitied with the furniture division of the National As 
sociation of Stationers and Manufacturers, of which asso- 
ciation he has been third vice-president during the two 


years preceding his election to the presiden: 


; ; a 
Prices Reduced on Carter’s Stamp Pads. 
The Carter’s Ink Company, Cambridge 41, Boston 





Mass., announced a reduction in prices on its litie of 
stamp pads effective October 10. Full information is 
available on application to the offices at Boston, New 
York or Chicago. These stamp pads are made in three 
sizes and five colors. The line was introduced a short 
time ago, and coupled with Carter’s stamping inks, forms 
a desirable addition to The Carter’s Ink Company lines 
Success to His Efforts! 

Fred M. Echoff, whom the L. C. Smith & Brothers Type 
writer Company sent to New Orleans not long ago, is said 
to contemplate the study of art. He expects to evolve a 
fgure, to be dubbed “Silent Smith,” which will become 


more famous than the Walk-Over Man, the Victor Dog 
the Corticelli Kitten, or any other notable of three-dimet 


MUSKEGON MICHIGAN sion advertising 
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“Proud to Sell 
SHAW-W ALKER” 














One of the Country’s 
Largest Dealers Says 


“eee 


UMAN—-whole-hearted— aggres- 
sive—Shaw-Walker is a good firm 
to represent. Consider the com- 

pleteness of their line—the variety of 
their products—the number of excellent 
exclusive articles to be had only from 
them. 

Consider their ‘‘Built - Like - a - Sky - 
scraper” advertising—their excellent cat- 
alogs, booklets, stuffers, literature. 

Consider that in most cities the Shaw- 
Walker dealer is the fastest selling office 
outfitter in town. 

In cities where we have no agencies or 
are not aggressively represented, we want 
new dealers. Write for particulars. MUSKEGON, MICH. 
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Ghe ACCO CLIP FILE 


an inexpensive device——; 
to take the place of the cumber- 
some clip board. 





sheets. 


SHEET 
5} BS 
6 BS 
83 BS 
9} BS 
8} BS 


Beebe Ave. 
be 











Clip securely held 


OFFICE 


Files can be 
conveniently 
stacked 









to file—cannot 


slip off. 


Fits perfectly flat on the papers, there- 
fore permits stacking. 


No bulky operating mechanism. 


Papers may be quickly inserted and re- 
moved—they are held firmly and do 
not wobble. 


There are no awkward projections. 


The file will hold firmly from | to 150 


Clip is reversible, and is locked to the back. 


SIZES AND LIST PRICES 


Red Pressboard 
STOCK NO. 


Style ‘‘SF’’ 
SIZE 


8} 
9} 
1] 
12 
14 


x ~ KK RK 


SF 
SF 
SF 
SF 
SF 


110 
140 
170 
220 
190 


Special sizes to order 


and William St. 
1. C. 








__PRICE 
18c. 
20c. 
20c. 
22c. 
22c. 


PRICE INCLUDES CLIP WITH EACH FILE 


American Clip Company 


NEW YORK, N. Y. 


U.S.A. 
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(Business Show Exhibits—Continued from Page 35 
dise such as hardware, wailpaper pholstery goods, stat ! t He 
were also shown a complete line of dealer helps for dist I I 
facturers to their dealers for increasing sales. 

Arthur Heine, vice president, was in charge. 





U. S. DESK COMPANY, 119 East Thirty-fourth street, New York, N 
Y., exhibited high-grade matched otlice suites in mahoga i wa t 
also bigh-grade upholstered furniture. 

George B. Farran, sales manager, was in charge, assisted y Harry I 
Wooley and William Van Pelt 

VICTOR ADDING MACHINE COMPANY, Chicago, Ill i 39-41 Cort 
landt street, New York, N. \¥ Here were shown Victor ad g and listing 
machines, combining such features as red total, flexible el rd, total 
ind sub-total facilities, eight olumn listing capacity and ext ely strong 
construction, weighing twenty-four pounds, which makes I e 

This booth was in charge of W. L. Kimble, manager t New York 
office, and a force of salesmen and demonstrators luding I W. Hoy 
wood, Miss E. Tanenholz, Mrs. Edler and Messrs. Edler, Pont Hoy 
wood and Keating. 

WAGNER-MOORE, 12 Cliff street, New York, N. Y.—Here was shown 
the W-M Ring Fastener, which is a 4-cent loose leaf dé e that an be 
ittached to file folders or binders by the user It lies it wher 
folders are closed and occupies no more space on the ling side tha 
the various forms of spike fasteners This fastener a I es the tw 
purposes of making it easy to fasten papers in folders id ¢ ng qui 
reference to all pieces of correspondence contained the 

C. I. Wagner and I. H. Moore were in charge. 

WALES ADDING MACHINE COMPANY, Wilkes Barres 7 and 282 
Breadway, New York, N. ¥ demonstrated various le f macl s 
including number 106 and 107, recently placed on the market Anot 
new feature was the number 30 Wales with counter control ecently intro 
luced by the company as its iatest development in a ercial and 
bank-posting machine 

The exhibit was in charge of W. H. McFarland, Philade a district 
manager: G. H. Rogers, Boston district manager; A. N. Smit general 
manager: H. S. MacLean, general sales marager, assisted by G. A. Mur 
nan, district manager; H. E. K. Burg, William V. B L. H. Dowie 
K. W. Wotherspoon, C. C. Simons, Stanley Turner, J. W. Harrison, R. W 
Castles and F. W. FErhack 

WEIS MANUFACTURING COMPANY, THE Monroe Mic! See 
Franklin Filing Supply Company.) 

WESTON PAPER COMPANY BYRON, Dalton, Mass See Adams, 
Groesbeck Company.) 

WOODSTOCK TYPEWRITER COMPANY, Chicago, Ill., and 298 Broad 
way, New York, N. Y A feature of this exhibit in addition to the 
Medel 5-S typewriter, was the new Model No. 6-14 inch machine It 
embodies a number of recent features which greatly enhance the working 
qualities of the machine. Special attention was given 1 howing the 
three-unit construction feature of the Woodstock typewritet 

R. G. Curtis of England took part in this exhibit, giving speed demon 
strations in connection with the Woodstock-Hoover automat typewriter 


which formed a part of the display. The automatic wrote at the rate 
174 words per minute and Mr. Curtis beat it on a memorized sentence at 


the rate of 200 words per minute C. H. Woolsey. sales anager of the 
New York office, was in charge, assisted by T. J. Maher, district manager 
for New England. Vorley Wright, sales manager of the company, was 


present, as well as Arthur Williams, export manager, and R. L. Brown 
New York manager. 





WESTERN UNION TELEGRAPH COMPANY, 395 Broadway New 
York, N. Y.—This booth was dedicated to new and or F features of 
serving the business community rhe company maintains a sales service 
organization throughout the country and makes suggestions to executives 
is to the increased use of the telegraph service. Included in the service 


feature is a form addressed by the manufacturers embodying a request 
that they reply by wire Attached is a telegraph blank to be filled in 


with the terms of the order and to be returned tu the sender collect The 
company had an interesting booklet referring to commercia ses of the 
telegraph. 

The Multiplex automatic telegraph machine was featured This machine 
can send 8 messages over one wire, 4 in each direction at the same time 
without interference at the rate of 480 messages per Receiving 
machines capable of receiving these messages were also show! 

General Superintendent J. | Nathan was in charge of t mmercia 
department exhibit. T. F. Hull, division commercial agent ted the 
shov. 

YAWMAN & ERBE MANUFACTURING COMPANY, R ester, N. \¥ 
ind 368 Broadway, New York, N. Y This exhibit featured exclusive 
line of insulated steel equipment, including two new Y and E’’ lines 
just placed on the American market, the bone-dry B”’ label safe, bearing 
the underwriters’ label; and the counter-height insulated steel files: t 
gether with an extensive line of ‘‘Fire-Wall”’ standard eight units 
affording fire protection for every type of valuable record three com 
plete types of ‘‘Fire-Wall’’ equipment; flat and roll-top efficiency desks 
new mecharical ledger posting steel tray and varied examples of Y and 
E’’ filing systems and system service. 

One feature that attracted much attention was the reproduction of 
furnace showing how Y & E Fire-Wall steel has been tested by the Under 
writers’ Laboratories, 

The System Service has always been a part of Y & E sales A system 
3ervice department is maintained with experts in filing who make surveys 
and install systems for any kind of business or for any departments 

Messrs. Jack Grey and Ladson Butler of the system and educati 
departments of the executive offices and A. L. Butler, manage of tl 


New York branch, were in charge. 


OFFICE APPLIANCES GUEST BOOK AT THE NEW YORK 
SHOW. 


MUTT 


The following people called at the booth of Office Appliances 
during the New York business show and inscribed their names 
in the Guest Book: 

C. I. Wagner, Wagner-Moore, I. H. Moore, Wagner- Moore 


New York, N. Y. New York, N. ¥Y 
F. K. Pennington, New York, Ww. H Beardsley General 
N. Zz. Typewriter Exchange 
H. P. Sutton, Royal Type- Brooklyn, N. Y 
writer Company, New York, Axel Flodin, New York, N. ¥ 
N. Y Leonard A. Baer, Baers 
John B. Hogan, Federal Add- Canton, Canton, O 
ing Machine Corporation, AH Roepstorff Underwood 
New York, N. Y. House, Copenhagen Den- 
T. A. Trigge, Federal Adding mark. 


Machine Corporation, New W. J. Tate, Business Appli 
ZOnm, I. E. ances, Inc., New York, N.Y 
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APPLIANCES 


The two advertisements reproduced on this 
page show how we are educating carbon paper 


users to order the specific grade for their par- 
ticular work. 


When the “kind for every purpose” idea has 
been put over to the thousands and thousands 
of carbon paper users, it will mean more busi- 


ness for you and every other MultiKopy 
dealer 


The advertising for this year will appear in 
the Saturday Evening Post, Literary Digest, 
Collier’s, Everybody’s, and Gregg Writer. 


Couple your sales efforts up with this adver- 


tising. Help put over the “kind for every 
purpose” idea. It will bring you good divi- 
cends, 


Write for literature and full dealer informa- 
tion on the F. S. Webster Selling Plan. 


F. S. WEBSTER COMPANY 
338 Congress Street, Boston, Mass. 


{ 
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Every Purpose 
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“No. 75 medium weight is 
the grade I want, please” 
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When the 


Underwood Bookkeeping 
Machine 


comes into your business, care flies out of the door. 


Underwood way of keeping books leaves no 
guesswork in your records—Daily balances 
prove operations. Fits’ your business and 
does your work your way. 

















UNDERWOOD TYPEWRITER COMPANY, Inc. 
Underwood Building, New York City 





November, 1921 


A ?. Brooks, Hammond 
Typewriter Company, New 
York, N. » A 

Cc. E. Schneider, Noiseless 
Typewriter Company, Lon- 
don, England. 

James V. Ferriter, Graham- 
Chisholm, New York, N. Y. 

W. H. Taylor, New York, N. 
Y 


W. H. Hasbrouck, Jr., Andrew 
Geyer, Inc., New York, N. 
Zz. 

H. G. Tehan. Andrew Gey- 
er, Inc., New York, N. Y 
Arthur A. Fellstrom, New 

York, N. Y. 

Edward A. Marks, Chelsea, 
Mass. 

Robert H. Thompson, Auto- 
matic Time Stamp Com- 
pany, New York, N. Y. 

Martin B. Dowd, Filing & 


Office Management, New 
York, N. Y. 
Frank C. Morse, Browne- 


Morse Company, Muskegon, 
Mich 

Geo. S. McCormick, Browne- 
Morse Company, Muskegon, 
Mich. 

Charles P. Garvin, F.  S. 
Webster Company, Boston, 
Mass. 

James E. Neary, Andrew 
Geyer, Inc., New York, N. 
Y 


George B. Graff, George B. 
Graff Company, Boston, 
Mass. 

A. V. Cooper, The Flash- 
writer Company, Troy, N. Y. 

Allen Frost, Trussell Manu- 
facturing Company, Pough- 
keepsie, N. Y. 

a. 3ushnell, Jr., Alvah 
Bushnell Company, Phila- 
delphia, Pa. 

a x Kimball, New York, N. 


William H. Rice, Peerless 
Carbon & Ribbon Manufac- 
turing Company, New York, 
ae # 


R. D. Latsch, Latsch Broth- 
ers, Lincoln, Nebr. 

Mrs. R. D. Latsch, Lincoln, 
Nebr. 

Lester A. Faber, Carrib Man- 
ufacturing Corporation, 
Rochester, N. Y. 

*.. G. Peterson, C. G. Peter- 
son, Brooklyn, N. Y. 

A. F. Grunwalat, Springfield, 
Mass. 

A. H. Denny, A. H. Denny, 
Inc., New York, N. Y. 

A. Brauet, LaMotte Piquet, 
Paris, France. 

R. C. Macke, Samuel C. Ta- 
tum Company, New York, 
N. Y 


Harry Abram, Biddle Pur- 
chasing Company, New 
York, N. Y. 

Blanche S. Beardsley, Lyn- 
brook, L. I. ; 

pate A. Conklin, Lynbrook, 

pe A. Galland, Wholesale 
Typewriter Company, New 
yore, ™. %. 

W. A. Condon, Condon & 
Company, New York, N. Y. 

Mr. and Mrs. D. H. Newhall, 
Jr., New York, N. Y 

A. A. Goldstein, C. E. Shep- 
pard Company, New York, 
ae 2 


L. J. Conger, Corona Type- 
writer Company, Groton, N. 
Y 


E. K. Ray, Corona Typewriter 
Company, Groton, N. Y. 
Laird C Dinsmore, Corona 
Typewriter Company, New 

York, N. Y. 

John J. McCormick, Ccrona 
Typewriter Company, Chi- 
cago, Iil. 

G. Ostrander, Corona 
Typewriter Company, Los 
Angeles, Calif. 

Harold Merckle, Thaddeus 
Davids Ink Company, New 
York, N. Y. 

W. A. Berry, Thaddeus Dav- 
ids Ink Company, New 
York, N. Y. 

John A. Williams, Crouch & 
Fitzgerald, New York, N. Y. 

Willie Beckert, Corona Type- 
writer Company, Groton, 
my. 
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Ellis Banov, Clarotype Com- 
pany, New York, N : : 

George C. Pohnke, Stationers 
Loose Leaf Company, New 
York, N. Y. , 

James J. McNeely, Stationers 
Loose Leaf Company, New 
York, N. Y. 

W. H. Dayton, General Type- 
writer Exchange, Brooklyn, 
N ~ 


ie ee 

Sam B. White, Atlas Machine 
Company, Providence, R 

P. A. Hoffman, Smead Man- 
ufacturing Company, Hast- 
ings, Minn 

Arthur Heine, Universal Fix- 
ture Corporation, New 
York, N. Y. 

Ernest Wallace, San Francis- 
eco, Calif 

C. V. Oden, Underwood Type- 
writer Company, New 
Torn, NH. FE. 

J. A. Pearce, Upper Montclair, 

N.. J. 

E. D. Dorsey, Office Device 
Company, Philadelphia, Pa 

Charles N. Bellman, Franklin 
Printing & Engraving Com- 
pany, Toledo, O. 

Ralph L. Millison, Wichita, 
Kans. 

Emil A. Trefzger, Underwood 
Typewriter Company, Cleve- 
land, O. 

h. Fa 3utler, Yawman and 
Erbe Manufacturing Com- 
pany, New York, N. Y. 

Ladson Butler, Yawman and 
Erbe Manufacturing Com- 
pany, New York, N. Y. 

Marion C. Waner, Remington 
Typewriter Company, New 
+s . "2. ame # 

C. H. Mahoney, Royal Type- 
writer Company, New York, 


N. Y. 

S. H. Fry, Iron Clad Ribbon 
& Carbon Company, New 
seen, N. I. 

A. S. Landsberg, Hamilton 
Card & Paper Company, 
New York, N. Y. 

Al Ernst, Iron Clad Ribbon & 


Carbon Company, New 
York, N é 
C A. Slingerland, Elliott- 


Fisher Company, New York, 

m. ¥- 

M. C. Busch, Elliott-Fisher 
Company, New York, N. Y. 

George L. Hossfeld, Under- 
wood Typewriter Company, 
New York, N. Y. 

Benn Conger, Corona Type- 
writer Company, Groton, N. 


Vorley Wright, Woodstock 
Typewriter Company, Chi- 
cago, Il. 

Harold McD. Brown, Corona 
Typewriter Company, Gro- 
ton, N. ¥. 

W. A. LeBrun, Equipment & 
Supply Company, New York, 
ee Ba 

Leon Banov, Clarotype Com- 
pany, New York, N. Y 

A. H. Gordon, Lee Tynewriter 
Supvly Company, Newark, 
Ss wa 


George B. Samuel, Corona 
Typewriter Company, 
Brooklvn, N. Y. 

Cc. F. Brown, Corona Type- 
writer Company, Groton, N. 


O. J. Timberman, Boorum & 
Pease Company, Brooklyn, 
ie. A 

J. W. Neil, John Hancock 
Companv, Boston. Mass 

J. H. Blodgett. Underwood 
Tvpvewriter Company, Phila- 
delphia, Pa 

Alex Ortlieb. New York, N. Y. 

Sevmour Conover. Seymour 
Conover Company, New 
Tou, M. ¥. 

F. B. Leedom. LaPorte & 
Austin. New York, N. Y 

H W. A. TDixon, Columbia 
Ribbon & Carbon Company, 
New York, N. Y. 

w A. Morschhauser, New 
York, N. Y. 

Tames O. Jensen. Lybrex Cor- 
poration. New York. N. Y. 
L. P. Walter. Universal Fix- 
ture Corporation, New 

Yoru, N.Y. 

M. R. Landes. Polar Manufac- 
turing Company, Philadel- 
vhia, Pa. 

W. Button, Wholesale Tvypne- 
writer Company, New 
Yorn. N. Y¥. 


APP! 
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OGhe Acco Fastener 


with the Prong Shield Compressor, 
is used everywhere for Binding 
Papers; it has become an office 
necessity. 


Acco filed papers are securely bound in place by 
pressure of the Prong Shield Compressor against the 
base—just as in a vise; tissue is as safely bound as 
heavy bond paper. 


For use in filing cabinets and to give protection 
against curling, soiling and mutilation, a cover 18 
necessary. 


OhAe Acco Folder 


made cf heavy pressboard, is purposely designed to 
give this protecticn. All papers, 
both active and inactive, are 
kept in book-form, and 
reading your corre- 
spondence is like 


reading a book. 


2 


Loose 

in your file 
mean a loose 
method of 
filing; unsafe 
because easily 
mislaid and 
lost. 


Papers bound 
like those 
shown in il- 
lustration in- 
sure security 
—therefore, 
security indi- 
cates the 
Acco Folder. 


The Acco Folder also enables transfer of entire con- 
tents intact, still tightly bound in book-form. It costs 
less than cheapest manila folder because it lasts as 
long as filing cabinet. It is more than a folder—it 
is a ‘‘system that keeps all loose papers in book-form, 
bound with steel.” 


Descriptive literature on request. 











an tee Cate 


Stationers and dealers in Filing Equip- 
ment send for sample and discounts. 


American Clip Company 


Beebe Ave. and William St. NEW YORK, N. Y 
L. I. C. U. S. A. 
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D. W. Beaumel, D. W. Beau- W. F. Prickitt, Liberty Type 
mel & Company, New York, writer Compa! Philade 
. ; phia, Pa 


N. ¥. 

M. E. Culbert, D. W. Beaumel William Moss, Dalton Adding 
& Company, New York, N Machine Company New 
2 York, N. ¥ 


J. P. Michie, E. T. Van Ingen 4 *® Wheels 3a mmond 


¢ Company, New York, N ; Typewriter Company New 
T. K. Simpson, Chicago, I Torn, BH. 3. aay 


Ivan Nordgren, Stockholm, D. E. Bloch, Peck Advertising 
Sweden. Agency, New York, N. Y 
oO t e ge Mrs. Ralph L. Millison, Wich- Robert E. Ramsa James F 
ita, Kans. Newcomb & Company, New 
i... an Kline, American Clip York, N. Y 
It does what you want When you want it Company, New York, N. ¥ Ww. WwW. Ramer Gourland 
Harry D. Snyder, American Typewriter Corporation 


New York, N. Y 


Clip Company, New York, 
ae F. H. Neilan, Neilan Type- 


Make your own “rubberless’’ stamps, 


. . Cc. H. Ames, Ames Supply vette 7 nee mr 
address your shipping tags, return en- Company, New York, N. Y ng Nagle see 
Edwin Delaney, Monroe Cal- Frederick McCurdy Smith, 
velopes, post-cards, endorsement stamps, culating Machine Company. pag Os 
. . Orange, N. J. "" S F E Ste yher Greene 
signatures —do anything that can be F. H. Mahler, Allen & Com- ee ork N Y 
° . pany, New York, N. Y ‘Ito -sllore. Textile Cove 
done with the old fashioned rubber stamp H. J. ‘Snyder, Corona Tvpe- Milton Keoe® ew York. N 
° . : writer Company, Groton, 4 
at a fraction of the cost and in two minutes NY — ae eee 
, : -—}- *.. H. Woolsey. Woodstock —" 3 = a 
time with the NEW fountain-inked Typewriter Sales Company, ms . Brown Typé 
New York, N. Y. writer Company, New York 
R. E. Clarke. Alvah Bushnell N. ¥ 
Company. Philadelphia. Pa teorge Button Underwood 
Ww P. Keene, Underwood Typewriter Company, New 
Typewriter Company, New York, N. Y : 
York, N. Y. . A. Olsen Multi-Insert 
T W. Boorum, gjoorum & Mailing Machine Company 
Pease Company, New York, New York, N. Y 
fh A C. D. Trussell, Trussell Manu- 
Jack Grey, Yawman and Erbe facturing Company, Pough- 
Manufacturing Company, keepsie, N. Y 
Rochester, N. Y. O. Kretchmer, Peerless Key 
A. Trussell, Boorum & Company, New York, N. Y 
Pease Company, Brookiyn, I. S. Brown, Rutherford, N. J 
ee A J. W. Kiplinger, L. C. Smith 
L. H. Taylor. Boorum & Pease & Bros. Typewriter Con 
Company, Brooklyn, N. Y pany, Syracuseé x. © 
A G McGlathery. Liberty Stanley R. Bristow, Newark 
Typewriter Company, Phil- ee a 
adelnhia. Pa. dD W R Macdonald Ellis 
Ww H. Young. Rotospeed Adding Tvnewriter Com 
Company. Dayton, O pany, Newark, N. J 


(A Worshipful Company—Continued from Page 20.) 

We are pleased to reproduce with this article a picture 
of the two wardens in their official dress, the Gown, Scar 
let Hood and Tudor Cap and that of The Worshipful Mas 
ter, Mr. Edward Unwin, known as “Edward the Printer,” 
who was born August 4, 1840, becoming a member of the 
Guild in 1871, and entered into the printing business in 
1854, having been actively and personally engaged in fur 
thering the best interests of his craft since that time, he 
has earned the esteem in which he is held—beloved and 
respected by all as the young-old man of the printing in 
dustry: 

Stationers’ Hall, 
‘E. C., 4 

“Dear Sir: 
“The following resolution was passed unanimously yester 
cay, and I was directed to convey the same to you 

“The Master Warders and Court of Assistants of the 
Worshipful Company of Stationers, meeting in Stationers’ 
Hall in the City of London on Tuesday,*5th July, 1921, 
send fraternal greetings to the members of the Sixteenth 
Annual Convention of the National Association of Station 
ers and Manufacturers of the United States of America, 





It does away with expensive delays. No meeting at Atlantic City, U. S. A., and request Mr. Law 
“.° h bbe rence G. Sloan to be the bearer thereof. 
more waiting on the rubber stamp man. “Yours faithfully, _ re . 
Upward of ten thousand impressicns fiom aire &. T. RIVINGTON, | 
- ~¢ ° _ ler 
one original- ~Just as good as your type- “L. G. Sloan, Esq., 
writer will write or as your own hand write. “42 2 a Road, 
The MULTISTAMP will solve your stamp The members of the Stationers and Manufacturers’ Asso 
problems for keeps. (Ask your nearest ciation of the United States cordially greet these gentle- 
deal ) men from across the sea and, though we lack the tradi 
ealer. tions that years and even centuries have developed in the 
Price tn U. S. A.—completely equipped fer 80 diferent older organization, we venture to hope both Mr. Barringer 
hemes Gd with Blech, Stus, Purple, Red ar Green tak— and Mr. Sloan will catch the sincere spirit of our welcom: 
postpaid $9. Cash with order or c. o. d. parcel post. Liberal and our great pleasure in having them at our St roners 
Ciemutn te tne donde and colenen~ACT QUACK Cer Convention this year. We hope they may carry back with 
goed tersiterics. them an impression of the real friendship of the Stationers 


of America and even more than that—a true conception of 


° the friendship of America for Great Britain. With the al 

The Multistamp Co ready existing friendships between the two great nations 

° the ties between the two peoples must become ever and 

Dept. 21 NORFOLK, VA. ever closer and so we say again to Messrs. Barringer and 

Sloan, Welcome to our country and welcome to this 
convention 

















Profit Tips 


A Page of Ideas 


For Enterprising Pen and Pencil Dealers 


Prepared by the W. A. Sheaffer Pen Co 
Factories at Fort Madison, Iowa, New York 
and Kansas City. Branch Service Stations 
ut Chicago, Denver and San Francisco 

What Will You Put Into Your 

Christmas Window Display? 


Business always booms just befor« 
Christmas. Your store will be packed 
with gift seekers, all of them eagerly 
seeking some present—they don’t 
know just what—but something. 

There’s your opportunity for sales 
manship. Sell them what they don’t 
know they want. But at the same 
time sell them something that will 
satisfy their needs and fill all their 
requirements. 

P 
You must send something to brothers 
sisters, parents, odds and ends of rel 
atives, wife or sweetheart—and a host 
of others. You can cause a brain 
storm by trying to think of an indi 
vidual gift for each. Oh, for a solu 
tion ! 


} 
I 


yourself in the shopper’s place. 


And here’s the solution. Lead your 
perplexed customer gently over to 
your Sheaffer Pen and Pencil display 
case. Show the many styles of pens— 
for men, women and children. Point 
out that prices range from $2.50 to 
$52.00. Or, there are rows of shim- 
mering, beautiful Sheaffer Pencils, 
each with the “Propel-Repel-Expel” 
feature. These are priced from $1 to 
$50. Here are gifts for everyone 
unique, serviceable, beautiful, practi 
cal Prices—as much as_ desired. 
And each pen or pencil in an attrac 
tive gift box! 

With a sales talk of this nature 
you're going to increase your sales 
tremendously. And your profit on 
Sheaffer sales, you know, is a pretty 
large matter. 

Hadn’t you better feature your pen 
and pencil counter to your Christmas 
shoppers? Call special attention to 
it by counter cards and signs. And, 
by all means, boost pens and pencils 
in your window. Put in a good dis 
play—and keep it in during the holi- 
days. It will pay. 


this 


New Window Display Material 


\ splendid assortment of window and 
counter display material is now furnished to 


dealers handling Sheaffer’s Pens and Pencils 
A unique novelty are the “Six Little Sales 
mer llustrated above These are meta 
stands and pri ce tags Each stand at 


tractively displays a pen or pencil with price 
and forcibly impresses the slogan “It’s a 


Coles Phillips’ drawings in full color form 
the basis for many attention compelling 
window display pieces 
ope enclosures illustrating a Coles 
irawing in four colors, are now be 
shed to Sheaffer dealers with nam«e 
d on request These enclosures ds 
iiftie Sets, pens and pencils 
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New Low Prices on Giftie Sets 





After i irefu study of the va ed de 
mand from pen and pencil buyers, the W 4 
Sheaffer Per Company discovered 1 need 
for combination sets of pens and pencils t 
s¢ at 1 ver price. The Sheaffer Giftie 
Set line ontains a wide variety of mated 
pens and per s in solid gold gold filled 
ind Sterling silve Prices on these sets 

ange fr 3 G 

rt new sets in gold filled pencils 

ind pens with gold filled band and clip 











Sneha 














each chased to match perfectly These 
new sets are numbered and pricec d as fol 
lows: Set No. 21FS—$8.00; Set N 21 F< 
$9.00; Set No. 2%MC $8.00 

An unusually superior value is offered in 
these sets Attractively packed in a silk 
and velvet lined gift box, each set is a truly 
lelightful present at a surprisingly low 
price. Order some—you’'ll have no trouble 


in selling them at a substantial profit 


Sheaffer Schedules Big Christmas Ad Campaign 


More than $25,000 will be expended by 


the W. A. Sheaffer Pen Company in a 
Christmas advertising campaign to sell the 
idea, “For Christmas—a Sheaffer Pen and 
Pencil.” 


The back cover will be used in four beau 
tiful colors, on the following magazines 
\inslee’s, Popular, Smiths, Top-Notch, Peo 
ples, Detective Stories, Western Story 
Magazine, Popular Mechanics, Rock Island 














PAS | if 
| ie: Setrty pe 


and Santa Fe. Inside covers in colors will 
be used in oe American, Metropolitan, Red 
Book, Nationa Geographic, Review of Re- 
views and World’s Work This reaches a 
total circulation of 4,292,080 of your cus 
tomers. 

Such an enormous expenditure, with such 
prominent positions, cannot fail to bring an 
immediate response and Sheaffer dealers 
will notice an unusual demand for pens, the 
new “Propel-Repel-Expel”’ pencils and 
Giftie Sets. 


Profitable Business in “Come-Back”’ Sales 








After you sell an automatic penci you 
still have a service to maintain—that of 
furnishing supplies to your customers. This 
is a pleasant service, however, because it’s 
extremely profitable 

There are millions now using mechanical 
ead pencils These pencils need a new 


supply of lead frequently—and you can best 
supply this big market for lead by placing a 
Sheaffer’s Blue Label Lead carton on your 
ounter—and letting the leads sell them- 


selves at fifteen cents a dozen. No 
to sell—take up no room—and the 
limit to the market. Sheaffer’s Blue 





Leads fit all standard makes of me 
pencils. 

Dealers handling Sheaffer ‘‘Propel-Rey 
Expel” Pencils all need a supply of Sheaffer 
Erasers for their customers These sell for 
five cents each to every Sheaffer user 

Sheaffer Sautoir Chains, too, are profitabl 
items. One can be sold with nearly every 
ring top pencil 
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Does Your Pencil 
‘Propel-Repel-Expel” 
the Lead? 


If it doesn’t, you’re way out of 
date. You wouldn’t buy an 
automobile without a self 
starter. If you know pencils, 
you'll buy only Sheaffer’s 
‘Propel-Repel-Expel” Pencil. 


Propels— 


It’s won" 
derfully 
simple. 
Just a 
| quarter 
turn of 
the top 
b rings 
the lead 
in or out. 
Pushes out last bit of lead. 
Economical. Leads can’t clog 
nor jam. Fills from the tip in 
one-third the time. Eraser 
always ready. Graceful, 
patented shape. Scientifically 
accurate. Guaranteed satis- 
factory. 





Repels— 
7. You can 
make a 
\ bigg er 
profit 
selling 
ms Sheaffer’s 
' “ Propel- 
Repel- 
Expel” 
Pencil. 
Nationally advertised. Free 
window displays. Free floor 
and counter display cases. 
Bigger discounts. 





Expels— MODEL 
s B.H. 


~" $3.50 
MH 


You can 
'please 

your cus- 

tomers more by 

by stocking 

Sheaffer Pencils. 
Like Sheaffer Pens, they’re absolute- 
'y the best. You'll need a big assort- 
ment for Christmas. Better write 
today for offer and terms. 











SHEAFFERS 


At the Better Dealers Everywhere 


W. A. Sheaffer Pen Co. 


Fort Madison, lowa 
BRANCHES AT 


NEW YORK DENVER CHICAGO 
KANSAS CITY SAN FRANCISCO 
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THE LATEST “ROYAL” ACHIEVEMENT— 
THE SPECIAL MODEL ROYAL TYPEWRITER No. 10 


The Light Running—Quiet Running ‘‘Royal’’ 


Excerpts from the U.S. Patent 
Office Publication 


UNITED STATES 
PATENT OFFICE 


EDWARD BERNARD HESS, OF 
MANHATTAN BEACH, NEW 
YORK, ASSIGNOR TO ROYAL 
TYPEWRITER COMPANY, INC., 
OF NEW YORK, N.Y. TYPE- 
WRITING-MACHINE. 


1,390,708 
Patented Sept. 13, 1921. 


To all whom it may concern: 


Be it known that I, 
EpWARD BERNARD HEss, a 
citizen of the United States, 
residing in Manhattan Beach, 
Kings County, New York, 
N. Y., have invented certain 
new and useful Improve- 
ments in Typewriting-Ma- 
chines, of which the follow- 
ing is a specification. 

“This invention relates par- 
ticularly to type actions for 
typewriting machines, . “i 
= considerable noise is 


made when the type strike 


the platen and when the 
type bars impinge on the 
striking plate, and_ the 


principal object of my pres- 
ent invention is to materially 
reduce such noise. This I ac- 
complish by eliminating the 
striking plate and by a new 
way of connecting the key 


Mer oy 





IER 
4 
-_ 


IN ‘ DY 201, DO WHOM THESE; PRESENTS SHAss, (ERI05; 


Wirereas. ERE 


* 


__BDWARD BERNARD BESS, 
: =a eS Se of : 
| ————wr- , 
Manhattan Borah, New York, 
| mag Peesenten To THe Commissioner of Patents 4 perrrion exam 
’ FOR THE onant OF LETTENS PATENT FOR AN ALLEGED NEW AND USEFUL IMPRUVEMENT IN 
TYPEWRITING-MACHINES, 
He having aasigned his right, title, and interest in eaid ine 
provement to Royal Typewriter Company,Ince, of sew York, ll. 


A DESCRIPTION OF WHICH INVENTION 18 CONTAINED IN THE SPROCIFICATION OF WHC lt 

A COPY 18 HEREUNTO ANNEXED AND MADE A PART HREREOF, AND HA a COMPING wire 

™ Z 10078 REQUIREMENTS OF Law In SUOM CAMBER MADE AND PHCVIDELD, AND 
a ‘ 

hereas UPON DUK EXAMINATION MADE THE SAID CLAIMANT 18 avulUDOKD 

TO RE JUSTLY ENTITLED TO A PATENT UNDER THE Law. i 


Now turnerorae tuesx Lotte rs Patent wu ro onanr unro rir sar 


Royal Typewriter Company,Ino., its successor weer on assicns 


’ ror THE TERM or SEVENTEEN yeans rrom rue thirteenth 


September, 


THE KXOLOSIVE HIGHT TO MAKE ,.UBE AND VEND THE GAID INVENTION THROUGHOUT Thr 
Usrrep Svates anp Tur TRenrrorntgs THERKOF. 


Sn t&timony whereof. Vhave heveanle sh ny 
hand and cussed theserl of dhe Patent ) fice 


my OF 
ONE THOUSAND NIXK HUNDRED anv _ twenty-one, 
| 


ale Ufirrd lhe _Lastrit of bolum 


Mg thirteenth ay of _ September, 
cnhhe : your gy, ‘curLevd. OWE hhvaard Wie 
andred and __tworty-one, — and of lac 
h nonce of he Unibed. Yiuhes of “Vnenia } 





levers with the type bars 
which is such that the de- 
pression of the keys will 
cause the type to be raised ai 


positively to a point in front 
of the platen and a considerable distance there- 
from and thereafter to be moved into contact 
with the platen by the momentum of the type 
bars. This is done each time that a key is de- 
pressed and before it has commenced its return 
movement after depression. In this way, while 
the type bars are carried upward with an accel- 
erated movement this movement is arrested 
quickly before the type reach the platen while 
the momentum of the type bars, obtained by 


Photostat Copy of Title Page of Original Patent Grant 


this accelerated movement, causes the type to 
impinge the platen with reduced force and with 
consequent reduction in noise but with sufficient 
power to make clear impressions.” 

“These results are accomplished without the 
use of a striking plate or stops which have here 
tofore been a source of noise and there are no 
latches, separable parts or loose connections in 
the mechanism which would interfere with the 
positive and reliable operation thereof.” 


ROYAL TYPEWRITER COMPANY, Inc. 


Royal Typewriter Building, 364-366 Broadway, New York, U. S. A. 
Branches and Agencies the World Over. 
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October in Corporate Finance. 
A summary of prices on New York and Chicago stock 
exchanges of industrial stocks related to the office equip- 
fields. Where no showing is made 


ment and stationery 
the stocks were not dealt in actively. 

Miscellaneous fiduciary affairs are noted. 

Stocks starred (*) are traded in but not listed 

American Bank Note Company—Common. 

Week of October 1—Sales, 100; high, 50%; low, 50%; 
close, 50%. 

Week of October 8—Sales, 100; high, 51; low, 51; close, 


51. 
Week of 
close, 51%. 
Week of 


’ctober 15—Sales, 200; high, 517%; low, 51%; 


October 22—Sales, 900; high, 531%4; low, 52 


close, 53%. 
American Bank Note Company—Preferred. 
Week of October 8—Sales, 100; high, 4734; low, 473%; 
close, 4734. 
Week of October 15—Sales, 100; high, 47! low, 47% 
close, 4714. 
Week of October 22—Sales, 300; high, 4714; low, 47%; 


close, 47! 4. 
American Can Company—Common. 


High for year, Jan. 29@32%4; low for year, June 29@233%4 


Week of October 1—Sales, 2,700; high, 287%;. low, 27; 
close, 2734. 

Week of October 8—Sales, 2,400; high, 277%; low, 27; 
close, 271%. 

Week of October 15—Sales, 1,600; high, 2734; low, 26%; 
close, 261%. 

Week of October 22-—Sales, 3,100; high, 2614; low, 255% 


close, 25% 
American Can Company—Preferred. 


? 


High for year, Jan. 20@88; low for year, June oo 

Week of October 1—Sales, 400; high, 80; low, 79 ; close, 
793%. 

Week of October 8—Sales, 300; high, 82; low, 81%; 
close, 8&2. 

Week of October 15—Sales, 500; high, 8314; low, 82%; 
close, 8&3. 

Week of October 22—Sales, 600; high, 85; low, 8434; 
close, 85. 


The American Multigraph Sales Company. 

Annual Statement of August 17—Assets—Merchandise, 
$612,780; cash, $68,803; accounts receivable, $381,547; notes, 
$363,666; furniture, fixtures, tools, $47,497; total, $1,474,293. 

Liabilities—Capital, $10,000; accounts payable, $1,087,348; 
surplus, $357,057; fire received, $19,888: total, 
$1,474,293. 

American Writing Paper Company—Preferred. 


loss 


High for year, Jan. 20@3914; low for year, Aug. 12@20™. 

Week of October 1—Sales, 100; high, 2334; low, 2334; 
close. 233 j. 

Week of October 15—Sales, 100; high, 24; low, 23; 
close, 24. 

Week of October 22—Sales, 100; high, 23; low, 23; 


close, Zoe 


Burroughs Adding Machine Company.* 


Week of September 30—Sales, 191; bid, 136; asked, 140. 

Week of October 7-—Sales, 10; price, 136. 

Week of October 21—Sales, 1,705; average price, 135@ 
138. 


Columbia Graphophone Company—Common. 


High for year, Jan. 8@12%4; low for year, Aug. 24@2%. 

Week of October 1—Sales, 13,500; high, 434; low, 4 
close, 45K. ; . 

Week of October 8—Sales, 48,800; high, 544; low, 33%; 
close, 3%. e 

Week of October 15—Sales, 35,300; high, 374; low, 3; 
close, 3%. 

Week of October 22—Sales, 18,900; high, 334; low, 33%; 


close, 334. 
Columbia Graphophone Company—Preferred. 


High for year, Feb. 10@62%; low for year, Aug. 24@9%. 


Week of October 1—Sales, 200; high, 18; low, 18; 
close, 18. 

Week of October 8—Sales, 4,500; high, 19; low, 11; 
close, 1144. 

Week of October 15—Sales, 1,800; high, 15; low, 11; 
close, 15. 

Week of October 22—Sales, 1,800; high, 15; low, 12%; 
close, 14. 


Computing-Tabulating-Recording Company. 
ligh for year, March 19@39%4; low for year, June 
21@28%. 


Week of October 8—Sales, 1,200; high, 38; low, 36; 


close, 371K. 


The Computing-Tabulating-Recording Company has 
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Multiple Sales 
_ Follow Acme Staplers 





- 














Staple orders come in steadily and bring to 
your store other business in goodly volume. 


are standard equipment in 

They have a multitude of uses. 
We make four sizes, each suited to a partic- 
ular purpose. The capacities overlap, so that 
one machine can be made to serve for several 
varieties of work. After you have sold one 
model into an office, you have good prospects 
of selling others. The excellent work Acme 
Staplers do makes additional sales easy. 


Acme Staplers 
modern offices. 


The Acme No. 1-—for heavy service, such as 
binding samples of carpets, roofing and other 
bulky materials. Capacity, 100 staples. 


The Acme No. 2—A general utility machine, 
driving a broad, flat staple which readily per- 
forates thick, tough stock—holds thin paper 
without tearing. Capacity, 50 staples. 


The Sure Shot—The most economical perma- 
nent fastener on the market. Stands varied 


and rough usage. Capacity, 100 staples. 
The Midget Binder—A desk machine of won- 


derful capacity. Sell one for every desk. 
Capacity, 100 staples. 


Opportunity for Dealers 


Investigate the Acme Stapling Machines. 
Numerous dealers consider them among their 
best sellers. Write today for detailed infor- 
mation. 


Acme Staple Co., Ltd. 


1643-47 Haddon Ave. Camden, N. J. 


LONDON: Kado Company 


CANADA Ernest J. Scott & Co., 59 St. Peter 
St Montreal 

SCANDINAVIA & FINLAND: Foreign Trade 
& Export Co., 206 Broadway, New York 

HOLLAND Richard Weiniger, Singel 276, 
Amsterdan 

AUSTRALIA & NEW ZEALAND: Excelsior 
Supply Co. Ltd., Sydney, N. S. W., and 
Wellington, N. Z. 
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Vie Can Sell 


Something New! 


Your customers have never 
before had a chance to buy 
handsome matched sets of 
metal furnishings, including 
waste basket, boudoir box 
and book rack. 





Line of Metal Furnishings 


are offered in special holiday 
assortments at specially at- 
tractive prices. If you know 
the DAN-DEE line of metal 
goods, you know its won- 
derful popularity among 
both men and women cus- 
tomers. 
Dealers everywhere are 
flooding us with orders for 
these unusual assortments, 
but if you get your order in 
at once we can assure you 
prompt shipments in ample 
time to “cash in” on the holi- 
day demand. 

Write immediately for 

descriptive folder and 

special Holiday discounts 


You can sell these sets at lower 
prices and make a larger profit 


ERIE ART METAL CO. 


ERIE, PENNA. 
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been awarded an amount of money almost sufficient for 
ene year’s dividends on its outstanding stock as the re 
sult of a decision in patent litigation suit. The United 
States Circuit Court of Appeals of Illinois has affirmed the 
decision of the lower court awarding the Computing 
Scale Company, subsidiary of the Computing-Tabulating 
judgment against The Toledo Scale Company r $420,000, 
plus interest to date of payment. The total amount of the 
judgment will be approximately $475,000. The yearly divi 
dend on the Computing-Tabulating-Recording’s 131,033 
shares of stock requires $524,132—Boston Transcript, 


October 7. 
B. F. Goodrich Company—Common. 
High for year, Jan. 11@44%; low for year, June 24@2¢ 
Week of October 1—Sales, 700; high, 3274; low, 32 
close, 32%. 


Week of October 8—Sales, 2,300; high, 32; low, 30%; 


close, 31. 

Week of October 15—Sales, 600; high, 32; low, 30% 
close, 30%4 

Week of October 22—Sales, 1,300; high, 31 low, 30% 


close, 31%. 
B. F. Goodrich Company—Preferred. 

High for year, Jan. 7@85; low for year, June 23(@62 

Week = October 1—Sales, 200; high, 76; low, 7434; 
¢ lose, 743 

Week a October 8—Sales, 700; high, 76; low, 75; close, 


> Week of October 22--Sales, 100; high, 73%4; low, 73 
close, 73% 
Goodyear Tire & Rubber Company—-Common.* 
Month to October 22—High bid, 10'4; low bid High 
asked, 1144; low asked, 10% 
Goodyear Tire & Rubber Company—Preferred.* 
Month to October * High bid, 27; low bid, 2134. High 
asked, 28; low asked, 


Kellogg at & Supply Company.* 


Month to October 22—High bid, 39; low bid, 38. High 
asked, 41; low asked, 41. 
Dividend two per cent the quarter, payable October 31 


to stock of record October 25. 
Remington Typewriter Company—Common. 
High for year, Jan. 20@37%; low, June 20@17 


Week of October 1—Sales, 500; high, 2314; low, 22; 
close, 23%. 

Week of October 8—Sales, 300; high, 2334: low, 22 
close, 22. 

Week of October 22—Sales, 600; high, 2114; low, 20; 
close, 20. 


Remington Typewriter Company—First Preferred. 
High for year, Jan. 17@80; low for year, Oct. 13@49 


Week of October 1—Sales, 200: high, 52%; low, 52 
close, 524. 

Week of October 8—Sales, 200; high, 52: low, 52: close, 
<9 


5 
Week of October 15—Sales, 300; high, 51; low, 49; 
close, 4°. 
Week of October 22—Sales, 200; high, 49; low, 49 
close, 49. 
Remington Typewriter Company—Second Preferred. 
(Inactive 1921 to date.) 
Underwood Typewriter Company—Common. 
High for year, Feb. 25@16014; low for year, Aug 
14@121%. 
Week of October 8—Sales, 100; high, 125; low, 125 
close, 125. 
Underwood Typewriter Company—Preferred. 
High for year, Jan. 18@104%; low for year, Aug 
14@101%. 
Wahl Company—Common. 


High for year, Feb. 9@5034; low for year, June 21@36%. 

Week of October 1—Sales, 545; high, 44 low, 42; 
close, 4414. 

Week of October 8—Sales, 1,520; high, 4534: low, 45 
close, 45. 

Week of October 15—Sales, 375: high, 46% low, 45 
close, 4614. 

Week of October 22—Sales, 300: high, 4¢ low, 45 


close, 46. 
The Wahl Company—Preferred.* 
Month to October _ h bid, 82; low bid, & 
asked, 85; low asked, 


High 





Go ahead—burn up the road—step so fast that you will 
start a blaze—your town has a fire department.—Bur 
roughs Bulletin. 
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GOOD NEWS! 
MONGOL INK Copying Pencils 


Again on the Market 





We are sure the trade will appreciate the fact that 
our “MONGOL-INK” copying pencils can again 
be obtained. During the war the inability of securing 


the proper materials caused us to withdraw these pencils 
rather than lower the standard. 


You know the superb qualities of “MONGOL” 


copying pencils——we need not say more. 


Made in three popular styles: 


No. 760 round yellow polish 
No. 770 same with mouthpiece 
No. 780 same with Point Protector 


EBERHARD FABER 


“The Oldest Pencil Factory in America” 
NEW YORK 
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First, the Flexo-Type- 
seller sels the type for you 
It is simple, speedy and 
without mechanical com- 
plications. A line at «a 
lime, the type are set tn a 
seqmental drum. 


PRINTED ON THE MULTIONAPH 


THE AMERICAN MULTIGRAPH SALES COMPANY 


Executive & General Offices F.40™ St. é Kelley Ave. 
Cleveland, Ohio.U.SA. dienaee 


TO ALI. MULTIGRAPH SALESHEN: 





, you transfer the 
. segmental drum on uU hich 

November lst, 1921. the complete letter has been 
et up, ‘to the Multigraph, 


- I } } 
and lock it lo pluce. 


There are a lot of people who think any kind of 
process~letter is a "Multigraph-~-ed" letter, 


There are 


plenty of others who think that any device that produces 
quantities of letters that look typewritten is a Multigraph. 


One of the biggest jobs we have is to correct 
these misapprehensions, because they aren't good for the 
people who entertain them any more than they are good for 


USe 


If a man has a need for typewritten letters in 
quantity, (and nearly every businessman has, altho he 
doesn't always recognize it), he certainly needs all the 
quality and attractiveness that can be put into letters, 
whether produced singly or by thousands. 


You know, and I know, that the only way be can 
get these things, combined with great speed and sconomy in. 


production, is with the Multigraph. 


We know that the 


Multigraph is the original and only machine to absolutely 
duplicate the hand-typewriter process, and that it differs 
only because it prints a whole letter at once, instead of 


one character at a time. 


But, as I said, there are a lot of people who 
Go not understand this, and we must try every day to re- 


duce their number. 


We must make it plain that you can't 


make a "“Multigraph-ed" letter like this one anywhere but 
on @ rani gm and that there is no process-letter that 
compares with the Multigraph-ed letter in attractiveness 
and effectiveness, and in the credit it reflects on the 


sender, 


Tell the world about this. 


We can't make ‘em 


all buy, but we can make ‘em all listen! 


Yo 


s truly, 





we C. Dunlap, 
Vice President in charge of Sales. 
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What Do You Know About Your 
Mailing List? 


Too many businesses think a mailing list 
is just a list of names. Rightfully regarded, it 
is a list of names, and correct addresses, of peo- 
ple to whom there is some sense in sending your direct- 
mail material. 

There may be some other thing in adver- 
tising practice that is more neglected than the 
average mailing list, but off-hand it isn’t easy to 
name it. The average list represents a good deal in the 
way of time and money and labor, already expended, and 
the additional effort required to keep it efficient and effect- 
ive is relatively so small that it is hard to understand why 
it is done so infrequently. 


The difference between hit-or-miss and 
reasonable accuracy in the mailing list often meas- 
ures the difference between success and failure 
with direct-mail. 


“How to Compile a Mailing List” 


This is a new publication, which you should 
send for whether you think you need it or not. It 
is the best thing in print for the man who is Just 
preparing a list, but it is no less valuable to the business 
that is already using direct-mail successfully. Check your- 
self and your mailing practice with the principles set forth 
in this little booklet, and learn from it how to be right, 
and how to stay right, on this all-important matter. Ask 
on the coupon. 
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Thard, you place a Multi- , j Fourth, you fill the auto- 
graph ribbon same a | matic feed with er 
a typewriter ribbon, but : start the motor, an € 
larger) around the seqment- Multigraph typewrites the 


al drum, letters. If desired, a 
«tor can set up or distri 
the type of another letter 


whilethe other is being run. 

















There /s but one kind of Mu/tigraphed [etter= 
that produced on 2 MULTIGRAPH TYPEWRITER 





FILL IN AND MAIL THIS COUPON NOW! 


AMERICAN MULTIGRAPH SALES CO., 1830 E. 40th, Cleveland, Ohio—I would like to know how Direct-Mail can pay 


its way in the—_ —_ business. And I would also like you to fill the requests checked below. 





| Send me the booklet, “How to Compile a Mailing List” 








Send me the booklet, “Following Through With Follow- Firm of ern sb 
Up” 
| Send me the booklet, “How te Sell In a otal Marne" Name ea ___  Bigitien 
_Send me the booklet, “Blazing the Trail—The Right 
Way to Make a Start in Advertising” ¥ 
Street 





[—] Send me information about the Multigraph 


. _Send a representative to tell me about Direct-Mail Sell- 


a N 
a ing and how the Multigraph makes it so economical. Town__ State ____Off. App_ No 
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“Get On Your Toes” 


lo make your typewriter business move—get on your 
toes and go after it. It takes a wide-awake dealer to 


get the business at this time. Super-quality in you 


rebuilts—especially rebuilt Underwoods—greatly facil! 
} T 


tates your sales efforts. For rebuilt reliability is an at 


tractive asset to encourage your endeavors. 


“Shipman-Ward rebuilt Underwoods” will give you this 
super-quality, that which insures reliability. For our 
factory, the largest daylight exclusive Underwood re 
building plant in the world, strips them to the frame and 
completely rebuilds—replaces worn parts—re-nickels 
tarnished nickeled parts—refinishes and thoroughly in- 


spects them before shipping to you. 


And the demand for rebuilt Underwoods—particularl) 
“Shipman-Ward rebuilt Underwoods’’—has_ never been 
greater than it is at the present. Records show that 
1921, in spite of adverse business conditions, has been 
our banner year. Better quality and better service have 
been responsible for this splendid success. Let your next 
order of rebuilt Underwoods be filled in the Shipman 
Ward exclusive Underwood rebuilding plant. 













Our “Confidential Price List for typewriter 
dealers and jobbers” will show the results 
ot our specialization and how it will pr 

of value to you. 

We have just received from the printer th: 
finest typewriter catalog ever produced 
any typewriter concern, either new or r¢ 
built, and our method of rebuilding 
thoroughly illustrated and explained. W: 
will be glad to send a copy to dealers 


Typewriter Emporium 
Shipman-Ward Mfg. Co. 


117.Shipman Building 
Ravenswood and Montrose Aves. 
CHICAGO, ILLINOIS 
Established 1892 
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Virginia Concern in Attractive Home. 
C. S. Turner, Cape Charles, Va., is secretary and treas- 
urer of the Eastern Shore News, and conducts a station- 
ery and printing business also. The building which 
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HOME OF THE EASTERN SHORE NEWS, CAPE 
CHARLES, VA.—The Store is Occupied by the Turner 
Stationery and Printing Establishment. [Cut by Courtesy 
of The Inland Printer.] 


houses the two institutions is owned by Mr. Turner. The 
handsome exterior has its counterpart in the interior, the 
equipment being up-to-date, and the printing departments 
lavishly illuminated by daylight. 


Pittsburgh Publicity Series Finished. 


The advertising of the Pittsburgh Desk & Chair Com- 
pany, Pittsburgh, Penna., mentioned in the September is- 
sue, was completed in an insertion of October 4. It is 
worthy of quotation here: 

“Always Comes Back— 

“Of Course You Have Been Down by the Sea—listened 
to the roar of the waters from the deep—have watched 
the tide—ebb and flow—in and out—and you have noted 
this fact—when the tide goes out—it always comes back. 

“In the great ocean of business—there are tides that 
operate much the same as those of the sea. They do not 
come and go with the same regularity, and the swing up 
and down is of longer duration, but if you will examine 
the business and financial history of our country, you 
will note this fact—no matter how low the tide went, 
or how far out—it always came back. 

‘The flow tide of business is now coming in—and if 
you will do your part—build something—improve some- 
thing—buy something now—you will wake up some morn- 
ing and hear the roar of machinery in the mills, shops 
and factories and find the tide of good business lashing 
at vour door 

‘We Sell Office Furniture. 

“We could tell you in detail about the reasonable prices, 
and service we will give you—mention many superior 
points of advantage—in favor of these lines—but we will 
cover it all in one short statement—Our customers always 
come back.” 

Herbert Hoover, secretary of commerce, commented on 
the character of this advertising, stating that it would 
be placed before the Federal Conference on Unemploy- 
ment. 
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Cut Off Your 


Stamp Losses 


while providing a quick, convenient 
and sanitary way of detaching, moist- 
ening and affixing stamps to letters 
and packages. 

Models with counters provide an ac- 
curate and automatic way of account- 
ing for all stamps used, each denomi- 
nation separately, to check against 
stamps bought. Parcel post machine 
as above illustrated handles various 
denominations of stamps. 


MULTIPOST 


Stamp Affixer and Recorder 


keeps stamps under lock and key, 
rolls, all in one place, protected against 
loss, spoilage, misuse and theft. 


Be our dealer without investing in 
stock. We do most of the selling. It 
isn’t often that you have as an at- 
tractive proposition put up to you as 
we have to offer on Multipost Postage 
Stamping Equipment which includes 
combinations of the Multipost Stamp 
Affixer and Recorder, Parcel Post 
Machine, etc., that will fill the require- 
ments of all kinds and sizes of offices; 
and that will permit 

expansion of equipment 

as needs dictate. 


Profits 
Without Risk 


and without a cent in- 
vested, because cf our very 
attractive Selling Plan. 


Write fur the Multipost 
Dealer plan, as proved by 
many leading dealers. 


Multipost Company 
Rochester, N. Y. 


Stamp containers can be 
changed in order to use differ- 
ent denominations. 
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OU CAN stack “ Y¥ and E”’ Steel 
Transfer Cases clear to the ceiling 
without danger of the lower cases 
buckling or the drawers sticking. This 
installation in the offices of W. A. Case 
& Son, Buffalo, N.Y., is an excellent 
example of the extreme rigidity of 
these transfer cases. 











November, 1921. 
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A steel transfer case 


that is built like a file 


HEN a firm starts to use 

““Y and E”’ Steel Transfer 
Cases, the “Y and E” dealer 
gets a permanent transfer case 
customer. 


For these transfer cases are as 
different from the ordinary run 
of transfer cases as ‘‘Y and E”’ 
Fire—Wall Files are different 
from ordinary files. 


Notice these four strong 
selling points: 


1, Rigid ‘““Y and E”’ construc- 
tion which permits “ Y and E”’ 
Steel Transfer Cases to be stack- 
ed to the ceiling without the 
lower cases buckling, and with 
every drawer working freely. 





2. “Y and E”’ interlocking de- 
vice which permits cases to be 
stacked and locked together 
right and left or vertically, mak- 
ing a rigid cabinet of any size 
and shape you desire. 


3, Roller Bearings which cause 
drawers to roll easily open or 
shut,—a feature you do not 
expect to find in a transfer case. 


4, Twenty-five inch filing depth 
which enables the user to econo- 
mize on floor space. 


Our ‘Transfer Booklet,” sent 
on request, describes these and 
other ‘‘ Y and E”’ transfer cases, 
and will be of interest to any 
dealer. 


YAWMAN 4»? FRBE MFG.(0. 


Filing System Service, Equipment and Supplies 


1155 St. Paul Street 


EXPORT DEPARTMENT: * Yawman & 
Section 1155 368 Broadway New York, N.Y., U.S.A. 
Cable Address: ‘‘YAWMANERBE” New York 
Codes: Western Union, A. B. C. 5th Edition Improved 4 





ROCHESTER. _N. Y. 4 


4 
4 


and Bentley’s Ps 





’ Please send me a copy 
/ of your new “Transfer 


’ Booklet.” 


/ Erbe Mfg. Co. 
“ Rochester, N.Y. 
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The minute you think 
of office stationery as 
an expense, it becomes 
so, for then you try to 
save in buying. Think 
of it as an investment, 
then buy the kind that 
speeds up office routine 
and carries the right 
impression to your 
customers. 


Berkshi ter 
ype™, “a pers 


repay their cost 
in service 


Eaton, Crane & Pike Co. 


Sponsors for Correctness 
in Correspondence 


225 Fifth Avenue, New York 
Pittsfield, Mass. 
BOSTON, MASS. PHILADELPHIA, PA. 
633 Washington St. 1024 Filbert St. 
CHICAGO, ILL. SAN FRANCISCO, CAL. 


100 S. Michigan Ave. 770 Mission St. 
TORONTO, CANADA 
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Meeting New Conditions Abroad. 


From an address by Julius Klein, Director 
of the Bureau of Foreign and Domestic Com- 


merce, Before the Boston Export Round 
Table. 
HE sober, substantial elements among our exporters 
have not lost faith in themselves and in their own 
judgment; they have cleared away the fantastic de- 
bris of the recent hectic past, and are now laying the 
foundation for a substantial and lasting structure. One 
thing is sure, namely, that the groundwork of our export 
interests has now been laid bare to rock bottom The 
past few months of anxiety have certainly been a trial by 
fire which only the sturdiest and healthiest could survive 


emphatically not revealed any 
our foreign trade efforts and amb 
tions, in spite of the alarmist reports and propaganda of 
many who unintentionally or otherwise 
recovery from the present slump in exporting 


those months have 


inherent weakness in 


But 
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are retarding our 
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CORONA TYPEWRITER SALES 
COMPANY AT THE NEW YORK STATE FAIR, SEP- 
TEMBER, 1921—The Exhibit Was Prepared by the Con 
pany, Which is Located at 107 West Water Street 
cuse, N. Y. Corona and Royal Typewriters Were Shown, 
as well as the Edison-Dick Mimeograph 


BOOTH OF THE 





All of the European trading nations, who are both our 
strongest competitors and our best customers, are making 
supreme efforts to convince their citizens of the economic 
potentiality of their respective states. This nationalism 
which has of late been permeating practically coun 
try on the globe, coupled with the heavy cost war, 
has conjured up a formidable array of obstacles to out 
foreign trade in the shape of preferentials and subsidies 
to home industries with heavy surtaxes and prohibition 
upon foreign goods. 

How long this form of artificial encouragement to na 
tive trades will last no one can tell, but it is perfectly 
clear that the admittedly precarious state of many for 
eign budgets and the imperative demands for economies 
and price reductions will require early and drastic modi 
fication of such expensive artificial stimulants to trad 
Until they are removed the way toward econo1 col 
cord among nations will not be cleared and international 
trade cannot be guided by sound business principles to 
the ultimate satisfaction of both buyer and s¢ 

R. A. Shannon cieguaneeg sgt 

R. A. Shannon has resigned as advertising 1 ger 
the Irving-Pitt i coiiantisine Company, "> sas City 
Mo. A new corporation, The Stronghold Manufacturing 
Company, is being organized. Mr. Shannon will be presi 
dent and general manager. The company will int 
ture advertising novelties and specialties, togetl with a 
line of staple articles which is now being wot 1 out. 

Race-Nauman. 

Miss Marie W. Race and Arthur Nauman were married 
at Chicago in October. Miss Race was secretary to E 
E. Bilankemeyer, of the Associated Stationers’ Supply 
Company. She is well-known to the trade, for her readi 
ness to back up “Associated” service at all times. Mr 


Horder’s, Inc. After the wedding Mr 
a ten-day trip through Wisconsin. 


Nauman is with 
and Mrs. Nauman took 
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Joseph Dixon Crucible Company 
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Ocean Front, 


Atlantic City, N. J. 
Drawn by Earl Horter with 


the masier — RADL 


There is something more than 
commercial satisfaction in either 
making or distributing an article 
with which such a result is possible. 


, Pencil Dept., 98-J, Jersey City, N. J. 











110 OFFICE APPLIANCES 


Globe We 


Best Low Priced Uprights on the M 


rket 


The QUALITY will prove an agreeable surprise and the PRICE even n $0 


STEEL 


NO. 1161 


$42.00 


LIST 


USUAL 
DISCOUNT 





No. 1161 V. L. 


A Better Low Priced Steel Upright 
ABSOLUTELY RIGID 


Entire front frame welded into one piece steel channel reinforced 


TION RESULTS IN EVERY OPENING BEING ABSOLUTELY SQUARE 


Below each file drawer there is a dustproof solid steel shelf—THIS MAKES THE ENTIRE CABINET ABSO 
LUTELY RIGID—ALSO EACH FILE DRAWER IS IN A COMPARTMENT ALL ITS OWN. : 

Still further STRENGTH IS AFFORDED BY THE BACK AND TOP BEING OF ONE PIECE OF STEEL. 

Under each drawer is a progressive bottom roller sliide--ASSURING SMOOTHLY OPERATING FILES. ) 

The hardware is good, strong and substantial. 

The follower block rides on rollers in a countersunk channel, moves easily and clinches tightly. It is the highest 
type follower block made. 

The rod for Vertical Guides can be removed without removing the follower block. 

Wherever any parts of this cabinet are to be welded together spot welding is used—no Rivets, Bolts, Sci or Nuts 

LETTER SIZE ONLY OLIVE GREEN FINISH ONLY 


No. 1161 V. L. PRICE $42.00 LIST, USUAL DISCOUNT 





at corners with 


AND RIGID. 


BUILT TO ENDURE 


The Globe-“Wernicke Co. 


STEEL 


NO. 1] 


$42.00 


LIS] 


USUA 
DISCOUN! 


ang -THIS CONSTRI 








we 
De 
eit 


Tilu 
of 
42-i1 
ing 
“Cos 
ing 
the 
toms 


November, 1921 


OFFICE APPLIANCES 





brnicke 


Counter Height Steel Filing Cabinets with Linoleum Tops 


> 
, 


t 





| THE LINOLEUM TOP 


Fits tightly over the top of the upright by merely pressing it down—no tools necessary. 

Made of the highest grade linoleum as used on battleships and known as Battleship Linoleum—very heavy and dur- 
able. It is fastened onto a sheet of steel and securely encased in brass with heavy “et overhang at front and back to 
wedge it to top of upri; ght without use of tools. As the se counter height uprights can be used either with or without the 
Detachable Linoleum Top, a dealer can, with only stock of uprights and one stock of tops, supply the Cabinets 
either way. 


one 


— 
a 
ae 


eS PEPIN 


A battery of Upri 
as used for a counter 
individual detachable line 


gehts 42 In 
Over 


eum 





Counter Height Filing Cabinets separate the “Space for the Customers and Solicitors” from the office or they are 

















used as “Partitions” to senueate various departments in an office and at the same time serve as excellent smooth 
“Working Tops” for consulting large books, laying out plans, etc., and for filing cabinets. The “Roller Shelf” or “Map 
Book” Units are especially used in Insurance Offices, Abstract and Title Offices and in Public Buildings for big books, 
serving at the same time as counters or partitions between departments. 
. 
a 
RUC- | 
60) Illustrating the use 
BSO- of Globe-Wernicke 
42-inch Height Fil- 
ing Cabinets as a 
“Counter” separat- 
ing the office from 
the space for cus- 
chest 
5 tomers. 
Nuts. 
y 
- 
4 i / ~ 7 . > 4) 
Ask for Globe-Wernicke Catalogue 820 Run 
; The World’s 
Business 
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A Platform 
of Profits 


Fiberstok stands for a “Good Busi- 
ness” administration, — satisfaction 
for the consumer, quick action and 
pleasing profits for the dealer. 
Every Fiberstok device is staunch 
and sturdy, made to resist rough 
handling, to do its job faithfully de- 
spite hard knocks. Prompt ship- 
ment will follow your order for any 
of the standard styles. 





FLAT and EXPANDING —m 

ENVELOPES, FOLDERS, 

FILE POCKETS, FILES 
and Other Specialties 


Write for FREE SAMPLES and Calalog 5, 


illustrating the complete FIBERSTOK ; yy 
Line,with a selling plan for your territory “Mtecals Stas) ile 


NATIONAL FIBERSTOK 
an ENVELOPE CO. 


Binding Strap 429-447 Moyer Street 
fr PHILADELPHIA 


21 Park Row, 
NEW YORK 

















Merchants 
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Building, 
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Stamp Holder Fi 
(Large Size) 
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Big Attendance at Canadian National Exposition. 

The Canadian National Exhibition, held at Toronto, 
Ontario, August 27 to September 10, broke all records for 
attendance, as over 1,300,000 passed through the gates. 














DICTAPHONE DEMONSTRATING BOOTH AT THE CA- 
NADIAN NATIONAL EXHIBITION, TORONTO, ONTARIO, 
CANADA, AUGUST 27 TO SEPTEMBER 10—Reading from left 
to right, the Individuals Present are George Parker, Salesman; 
T. R. Crayston, Canadian Sales Manager; E. C. Oldham, Assist- 
ant Sales Manager; Miss C. J. Black, Demonstgator; L. 
Hazelton, Salesman. 


It is the sole national exposition available to office appli- 
ance manufacturers, and producers in other lines. T. R. 
Crayston, Canada branch sales manager of The Dicta- 
phone, says that the results secured are the best to be 
had in Canada for a national sales proposition. 


Corporation Beneficiary in Will. 

\ unique bequest is reported in Dixon’s Graphite, show- 
ing a highly developed sense of gratitude in a former 
employee, transmitted through his daughter. The in- 
stance is a striking manifestation of the loyalty and affec- 
tion engendered in business relations. 

“Miss Louise R. Darling, daughter of the late Samuel 
E. Darling, died on May 30, 1921, at her late residence 
in Sparta, N. J. When her will was probated it was 
discovered that she bequeathed to the Joseph Dixon 
Crucible Company five bonds of the New Jersey Title 
Guarantee & Trust Company, each in the denomination 
of one thousand dollars. This very unusual bequest by 
Miss Darling was made, we are advised, at the special 
request of her father, who was formerly the cashier of 
this company. 

“Samuel E. Darling entered the Dixon employ in the 
year 1887, and he actively filled the position of cashier 
until 1906, when, at the age of eighty, he retired. In 
consideration of his long, faithful service, Mr. Darling, 
however, was continued on the Dixon pay-roll until the 
date of his death, January 13, 1914.” 


Percy Albihn Host to Staff. 

[The entire staff of the Manufacturers’ Typewriter Clear- 
ine House, including the office and shop, was entertained 
October 14th by Percy Albihn at the Swedish Club, Chi- 
cago. The club has a reputation for its foreign cuisine 
and an elaborate repast was served. Cigars and refresh- 
ments were served—the refreshments having a tang remi- 
niscent of the happy days B. P. After dinner a theater 
party was enjoyed. 

During the course of the evening a musical club was 
formed. There is abundant material in the organization 
of the Manufacturers’ Typewriter Clearing House, in- 
cluding accomplished musicians. It is planned to get to- 
gether periodically at musical evenings, thereby engen- 
dering good will and better understandings. 








Parker Typewriter Exchange Opens at Pasadena. 

H. C. Parker has opened the Parker Typewriter Ex- 
change at 38614 East Colorado street, Pasadena, Calif. 
He formerly operated the Topeka Typewriter Exchange 
at Topeka, Kans. This business was recently sold. 


Litigation on “Keytainer” Infringement. 

Suits have been filed for patent infringement and for 
unfair competition by Buxton, Inc., Springfield, Mass. 
It is said that other action is contemplated against man- 
ufacturers, assemblers, jobbers and retailers. 


VENUS ERASERS 





F the same superlative 
quality that has made 
the VENUS Pencil fam- 
ous; soft, gray rubber 
that erases clean without 
a smudge—in 12 sizes. 


PENCILS 


17 Black Degrees—3 Copying 


For those who demand the best! 
The largest selling quality pencil in the world. 


VENUS sales fare continuous. Be 
sure that you carry a complete stock 


American Lead Pencil Co. 


220 Fifth Avenue, New York 
Also London, Eng. 
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NEW—No. 3818 VENUS 
ROUND. Soft Lead, 
especially suited for 
stenographic andother 
office use. 

No. 3819 with rubber 
tip. 
Sample on request. 
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Satisfactory Chairs 


Arouse Appreciation 


that is manifested in future business. 
It extends not only to orders from 
general stock, but to that time in the 
future when more chairs are needed. 





Nichols & Stone 


Chairs rank high alike, in quality and 
comfort. The line is compact, well- 
chosen, and built to standards in 
keeping with the best desks and other 
office furniture which you handle. 


We carry big stocks, and make 
prompt shipments. Write for our cat- 
alog and learn more about Nichols & 
Stone chairs. 


Nichols & Stone Company 


Gardner Mass. 
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Aims of Purchasing Agents’ Association. 


The address of W. L. Chandler, president of the Na- 
tional Association of Purchasing Agents, at the annual 
convention indicated some of the things he hoped to ac- 
complish in the next year. The meeting was held at 
Indianapolis October 10-13. Among various other points 
covered by Mr. Chandler were: 

How to reduce the cost of distribution—There are nu- 
merous ways to bring about such a reduction. Aside from 
the methods scheduled for our consideration here, we should 
attempt to discourage the growing tendency of individuals 
to seek a living from commerce without rendering ade- 
quate return in the form of service to the community. 
We must insist that those who take toll from the business 
we place have merited the income they derive from our 
purchases. By tackling this problem we shall help to 
reduce the cost of distribution as effectively as by the 
other means to be discussed here. 

Another big question before this convention is that of 
thawing out our frozen capital or credit involved in two 
hundred million dollars invested in obsolete materials in 
North American industries. These accumulations have 
grown in the past through overbuying, sudden changes in 
design of finished product, and failure to keep the pur- 
chaser in intimate touch with all deliberations of boards 
of directors. At the rate of one dollar each minute we 
would require 380 years to accumulate an amount of equal 
size. 

Our committee on exchange of surplus materials ex- 
pects to greatly improve our facilities for the elimination 
of this burden on business. If the committee succeeds in 
releasing all or a good part of the capital tied up in 
these obsolete materials, that much strain will be removed 
from those now carrying the load. 

Two hundred millions would constitute an automatic 
revolving fund of great value in stimulating industry if 
it was invested and re-invested in materials and products 
required by those who found relief through our exchange 
bureaus. 

Among the speakers was Alvin E. Dodd, manager of 
the retail distribution division of the Chamber of Com- 
merce of the United States. He indicated that much of 
the tremendous waste in distribution in the United States 
can be eliminated by the standardization of products to 
eliminate unnecessary variety in character and quantity of 
products. Among other things Mr. Dodd said: 


Eliminate Waste in Distribution. 

“Part of the tremendous waste in distribution in this 
country can be eliminated by standardization of the 
quality, quantity and variety of products. While we can- 
not expect a lady to be willing to wear a gown of exactly 
the same style and material as the one worn by her 
cook,” he said, “we certainly do not require so many 
sizes of heels, so many varieties of saws, so many weights 
of hammers, such a vast array of door knobs and cutlery 
and glassware and china.” 

According to Mr. Dodd, the work of the purchasing 
agents would be simplified if commodities were more 
scientifically “graded.” In unnumbered instances, he said, 
there is no standard at all to which a purchase may be 
related. 

“More and more the purchasing agents have come to 
rely upon a certain ‘house’ as the criterion for everything 
in its Jine. Its product establishes the ‘grade’ of all others 
of a like kind. It may be belting or rope or chain or 
hardware or shirts or awnings. Sometimes the price is 
a little more, but the purchasing agent knows before the 
goods are shipped exactly what he is going to get. And 
it is this confidence on the part of their customers which 
allows manufacturers to keep their works going when 
their competitors are shut down tight. 

“Surprisingly little has been accomplished in the accur- 
ate grading of organic products; and indeed surprisingly 
few attempts have been made toward this very desirable 
purpose. So far as I know The National Association of 
Hoisery and Underwear Manufacturers of America is the 
only body which has accomplished any material progress, 
and in this instance it is tentative rather than of a stand- 
ardized character. 

“With minerals as with other natural products the 
case is entirely different. You can buy steel and iron 
quite definitely from structural members to watch springs, 
based upon chemical formulae and heat treatments. Pe- 
troleum and its derivatives are thoroughly described by 
gravity and flash test specifications. The mysteries of 
lubricants and abrasives are expressed in such simple terms 
that their purchase involves little if any risk. To extend 
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Now Is the Time to Sell 


Secuwuty Transfer Cases 





This is the season to look forward to big 
Security transfer cabinet orders. 


The Security Steel Transfer Cabinet is 
patented and has ten features that make it the 
outstanding transfer cabinet in the office equip- 
ment field. Its price is as low as that of 
ordinary transfer cases. 


Made in letter, legal document, invoice and 
ledger sheet sizes. 


Let us tell you how others have made quick profits on this case 


The transfer season’s supply is now ready for shipment 


STEEL EQUIPMENT CORPORATION 


Makers of the complete Security Steel Line of Filing Cabinets, Desks, File Shelving, 
the Security Office Safe, etc. 


AVENEL, NEW JERSEY New York Office: 25 West 45th Street 
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BIG CUT in Cost of 


Canvas Bound Transfer Binders 


Get Samples and 
Make Comparisons. 

These Adams 
Canvas Bound 
Transfer Binders 
are not “Bargain 


Your customers 
will welcome the 
Adams Economical 
Transfer Binders. 
They are made of 
strong binder’s 
board, covered with Made,” but are our 
gray canvas. They new standard qual- 
cost much less than any canvas ity of material and manufacture, 
binders you have been able to made for the trade that appre- 
offer, yet they will give practically ciatesa genuine saving. Standard sizes 
the same service. and punchings for all standard sheets. 





3 






YOU CAN MAKE A BIG HIT BY RUNNING 
A SPECIAL SALE ON THESE BINDERS 


2 a <7 


2 SS ae 
HENRY T. ADAMS MFG. (coune / 


South Chicago Ave., CHICACO, U.S.A. ® 





Eastern Representative—WM. H. BASSINGER, 377 Broadway, New York, N. Y. 


(1637) 
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these facts to other articles of manufacture constitutes a 
crying need for everyone engaged in the purchase of 
supplies.” 

Federal publication of daily surveys of business con- 
ditions, similar to the weather reports, was suggested by 
F. M. Feiker, special assistant to Secretary of Commerce 
Hoover, in an address before the industrial engineers’ 
conference at Springfield, Mass., in October. 

Every business man in the country, Mr. Feiker declared, 
is waiting for some concise authoritative daily guide to 
the business situation, such as the forecasts of the weather 
now printed in the top right corner of practically all 
newspapers. He said the Department of Commerce had 
already taken a step in this general direction through 
the publication of a new service known as the “Survey 
of Current Business.” He asked the co-operation of 
American business men in perfecting this service 

F. M. Feiker Notes Business Waste in Industry. 

Mr. Feiker also discussed the subject of the elimination 
of waste in industry. He said that while this country had 
the highest ingenuity and efficiency in the operation of 
its individual industries of any nation, the American in- 


dustrial machine is as yet far from perfect. In summar- 
izing the principal factors contributing to industrial wast 
he mentioned: (1) Lost labor during depression; (2) 


speculation and overproduction in booms; (3) labor turn- 
over; (4) labor conflicts; (5) failure of transportation, 
fuel and power supplies; (6) loss due to processes and 
materials: (7) excessive seasonal operation; (8) lack of 


standardization He said all these factors combined re- 
sulted in a huge deduction from the goods and services 
we might all enjoy if we could do a better job of it. In 
his opinion, the best opportunity for advance in living 


standards lies in the steady elimination of these wastes. 
Mr. Feiker said that the Department of Commerce 1s 
planning more systematic co-operation between industries 


1 
ng 


and the United States Bureau of Standards, which he de- 
scribed as the greatest scientific laboratory in the world. 
“That bureau has hundreds of contacts with industry, but 
there are still a great many manufacturers who could 


make very effective use of its wonderful facilities if they 
were more familiar with the services offered,’ Mr. Feiker 


declared. 

Mr. Feiker also mentioned the establishment of a divi- 
sion of building and housing in the Department of Com- 
merce He said that through the assistance of committees 


in the industry and an active staff in the department in 
Washington definite recommendations are being drawn up 
for a standardized building code which will do much to 


simplify construction and reduce costs and prices 


Art Metal in New Manhattan Home. 


The New York office of the Art Metal Construction 
Company is now established in its new home at 369 Broad- 


wa) [he company purchased the five-story building at 
that place, and has equipped it as the New York retail 
store. The export department is also housed there. C. W. 


Taylor, the New York manager, is proud of his new home, 
and now has an opportunity for the adequate display of 
steel office furniture, complete equipment for banks, li- 
braries and public buildings, grilles, doors, partitions, 
desks, tables, counters, letter files, safes and the miscel- 
laneous items of metal office equipment such as waste 
baskets, etc. 


Computing-Tabulating-Recording Patent Suit. 

The United States Court of Appeals of Illinois has 
awarded judgment to the Computing-Tabulating-Record- 
ing Company against the Toledo Scale Company for 
$420,000, plus interest to date of payment. The suit, 
which was brought in a case for patent infringement, was 
appealed from a lower court by the defendant. The higher 
court found for the Computing-Tabulating-Recording 
Company. The total amount of the judgment, including 
interest, will approximate $475,000. 


Dunn Pen Company President Insists on Salary. 

\n attempt by the directors of the Dunn Pen Company, 
No. 300 Madison avenue, to induce their president, Rich- 
ard Wightman, to relinquish his salary of $40,000 a 
year during the period from last August to January next 
inclusive, was revealed by a meeting of the 2,700 stock- 
holders. From Vice-President L. E. Roberts it was 
learned that Mr. Wightman had refused to forego that 
part of his salary asked by the directors—New York 
Evening Journal, October 7, 1921. 
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eilicke 





Detachable Style 
Price $2 


Getting Quicker Action 
On Telephone Calls! 


You can save 90% of the time wasted 
in fumbling through the big directories 
by using the Meilicke 
Active Phone List. Only 
the numbers you call 
frequently — and ar- 
ranged so they can be 
found instantly. 


Three Styles 


Loose-leaf, linen-lined cards 
of toughest stock, mounted 
in slanted metal frames—celluloid index tabs 
always visible. Cards drop at the touch. 


Detachable Style—Fast- 
ens by spring clamp to 
the telephone standard 
itself; no screws or 
bolts; 442 names. 

Style F—Desk standard 
type with rubber feet 
to protect desk surface’ 
1000 names. 

Style R—Desk standard 
type; 35 divisions; 1400 Style R 
names. Price $5 
















Style F 
Price $4 






















Dealers—W rite for details 
of Special Holiday Offer to 


Meilicke Calculator Company 
Makers of Time and Money -Saving’ Efficiency Devices - 
K.928 Wrightwood Avenue Chicago, Illinois 
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The Crowning Achievement 
in Writing Machine Construction 


uw Folding Portable wins 


The Supreme Personal Typewriter of Quality 





Full 
Capacity 
Regular size 
Keyboard 





This Model of the celebrated Multiplex contains all of 
the strong features of its predecessors—plus added ones 
of great importance, and entirely NEW. It will be the 
Leader in the new field for writing machines. 


New Requirements for Typewriters. 


The demands for a writing machine are fast enlarging 
and new ones include lines which the Folding Hammond 
possesses exclusively. 

An unprejudiced opinion might line them up about as 
follows:— 

A change from the ordinary 50 year old type. 

Type variety for more forceful letters, usable on the same 
machine. 

Accommodate paper of unlimited width. 

Type-sets selective, to meet any demands. 

Capacity for all languages and special requirements on the 
same machine. 

Automatic perfection of type impression. 

Lighter and simpler mechanism. 

The preparation of manuscripts typographically perfect. 

Index cards written flat,—without curving. 


AND THE CLIMAX: 


Every feature of the “big’’ machine is represented 
in small, compact, and light form perfectly fitting to easy 
Portability and the ‘‘Home” accommodation. 
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High 
Grade 
Traveling 


Case 
Included 


ALL OF THE ABOVE FEATURES ARE EXCLUSIVELY 
IN THE “FOLDING HAMMOND MULTIPLEX.”’ 


The Only ‘‘Highest Grade’’ Machine in 
Portable Form 

Other expected features are— 

Stencil cutting. Carbon Manifolding. Durability. 
Simplicity. Speed. Beauty of Design. Visible Writing. 
Two Color Ribbon. Marginal Stops and Column Selector. 
Standard Keyboard. Shift keys on both sides,—for 

touch writers. 


Other Models with Exclusive Features :— 


Variable | Mathematical- Regular | Reversible 
Letter Scientific Standard ~~ (carriage runs in 
Spacing | both directions) 


A Galaxy to Meet Every Demand. 
FORMER TYPEWRITER MERCHANDISING ENTIRELY REVISED— 
Orders now recognized from every sort of Retail Dealer, and dis- 
counts for resale. 
Stock one or more of these *‘Folding"’, Light Weight machines at om - 
Confer with us for Literature, Terms, and Discounts. 


A Machine Which Can Be Offered With Supreme Confidence 





The Hammond Typewriter Company 


[535 E. 69th Street, New York, N. Y., U. S. A, 
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Manzer New Secretary of Stamp Association. 

C. R. Manzer has succeeded George A. Campsey as 
secretary of the International Stamp Manufacturers’ As- 
sociation. His office is at 602 Empire building, Pittsburgh, 
Penna. 

Mr. Manzer was connected with the Chicago City Rail- 
way Company for a period of twenty years, continuing 
in that service when the traction interests of Chicago 
were merged into the Chicago Surface Lines. His con- 
nections there included the post of chief clerk to the 
general manager, private secretary to the vice-president 
and chief clerk and assistant superintendent of trans- 
portation. This latter position was held while in the 
J. S. Army. The army connection was an assignment 
to the construction division, acting as assistant to the 
chief. Following his honorable discharge from the army 
in 1919, Mr. Manzer became membership secretary of 
the Pittsburgh Chamber of Commerce. He resigned 
that position to become secretary of the International 
Stamp Manufacturers’ Association. 


Public Lectures at New York. 


The annual announcement of the public lecture sched- 
ules of the Board of Education, New York, N. Y., has 
been published by Ernest L. Crandall, director of lec- 
tures. The courses devote much attention to “America’s 
Making,” for inculcating good citizenship. Other features 
are trade and commerce, American music, science, poetry 
and pageantry, etc. The lectures are held in various pub- 
lic schools and high schools in Manhattan and Bronx 
and Richmond boroughs. 


John F. Rees Company New at Columbus. 

The John F. Rees Company will open shortly at 69 
East Gay street, Columbus, Ohio, for the sale of furni- 
ture and office supplies. The officers are John F. Rees 
(formerly junior partner of E. H. Sell & Company), 
president; E. E. Roberts (for twelve years with The F. F. 
Roberts Company, Cleveland), vice president; John Orr 
(formerly with E. H. Sell & Company), secretary; Wil 
liam L. Van Sickle, treasurer. F. G. Howard is also 
affiliated with The John F. Rees Company. 





Post Office a Good Stationery Customer. 


Postmaster General Hays, in an interview, recited the 
consumption of supplies by the post oftice department 
each year. Included are 400,000 quarts of ink, 25,000 
quarts of mucilage, 1,500,000 lead pencils, and 80,000 miles 
of twine. The extent of steel pen consumption is not 
stated, possibly due to a desire to keep a family secret 
The condition of pens in the public lobbies of post offices 
indicates that the issue of this commodity is very low. 


Office Requirements Company Moves. 

The Office Requirements Company, formerly at 1302 
Filbert street. Philadelphia, Penna., has moved to larger 
quarters at 47 North Thirteenth street. A. Irving Witz 
is president of the company, which handles office re- 
quirements and school supplies, specializing on blotting 
paper, rubber bands and scratch pads for bank and com 
mercial institutions. 


Training for Addressograph Users. 

The Addressograph Company, 901 West Van Buren 
street, Chicago, Ill., conducts free training classes for 
operators of Addressographs and Graphotypes. It is un 
derstood that the operator remains on her employer’s 
pay roll while taking instruction, the time required rang 
ing from one to six days, according to the type of ma- 
chine operated. 


Ramsdell Addresses Advertising Affiliation. 


A. W. Ramsdell, manager of sales promotion, Bur 
roughs Adding Machine Company, was one of the speak- 
ers at the Advertising Affiliation held at Hamilton, Ont., 
September 30 and October 1. The attendance included 
members of advertising clubs at Cleveland, Ohio, Roch- 
ester, N. Y., Buffalo, N. Y., Pittsburgh, Penna., Canton, 
Ohio, London, Ont., and Hamilton, Ont. 


Goes Director of Advertising Specialty Men. 
Charles M. Goes, of the Goes Litho Company, Chicago, 
Ill., was elected a director of the National Association of 
Advertising Specialty Men at the convention held at Chi- 
cago recently. 
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Cement floor to within 

Fit linoleum loosely Fold back strips so 4in. of seam. Seams 

with seams overlapping that cement may be ap- to be cemented 
and allow to stretch. plied to the floor. later. 


A New and Better Method of 
Laying Linoleum and Cork Carpet 


I i ARDLY less important than the quality of the materials them- 
selves is the manner in which Battleship Linoleum and Cork 


Carpet are laid. If this work is not done properly, maximum service 


from the floor is impossible. 


When we placed an unequivocal money-back guarantee on all 
Gold-Seal Linoleums and Gold-Seal Cork Carpets, we took the first 
great step toward complete user satisfaction. 

Now we have taken the second and final step. We have worked 
out a method of laying these Gold-Seal products which insures maxi- 
mum service on the floor. 

This new method was developed by our experts after consultation 
with experienced architects and floor-covering contractors — after 
many months spent in thorough investigation of the results obtained 
by various methods of laying. From the mass of accurate informa- 
tion thus secured, the new Gold-Seal Specification for Laying was 
evolved. It is clear and exact in every detail, and covers every or- 
dinary condition. In the event of unusual conditions, not covered 
by our specifications, call upon our flooring experts for free assistance 
and co-operation. 

When you incorporate this new specification in your flooring con- 
tract you are assured of two things—(1) the highest grade materials 
—Gold-Seal products backed by an out-and-out money-back guar- 
antee—( 2) that these materials will be laid by a method that makes 
perfect results a certainty. 

Why not be sure? Let us send you copies of the Gold-Seal Spec- 


ification for laying Battleship Linoleum or Cork Carpet. 


CONGOLEUM COMPANY 
INCORPORATED 
Philadelphia NewYork Chicago San Francisco 
Pittsburgh Boston Minneapolis Dallas 
Kansas City Atlanta Montreal 


On er ery roll of Gold 
Seal Battleship Lino 
leum will be found ou 


Gold Seal bearing 


Battleship Linoleum ssi 


‘Satisfaction guaran- 
(THE FAMOUS FARR & BAILEY BRAND) 
teed or your money 


Made According to U.S.Navy Standard back. 
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THE COMPLETE “faleon’ LINE | 


OFFERS AN ASSORTMENT PERMITTING 
ECONOMICAL FREIGHT SHIPMENT 
WITHOUT OVER STOCKING 


























Steel Ruler 


WE SUPPLY ATTRACTIVE COUNTER AND WINDOW! 
DISPLAY BOARDS FOR RULERS 


If you do not have a copy of our 
latest catalog, write for one 


American Manufacturing Concern 
Falconer (Near Jamestown) N. , * U.S. A. 


ESTABLISHED 1807 RULER MAKERS 
OVER 100 YEARS SINCE 1888 
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August Exports of Typewriters. 
United States exports of typewriters by countries, dur- 
ing August, 1921. By the Division of Statistics, Depart- 
ment of Commerce 


Countries Countries 


Austria ee $ 38,996 Trinidadand Tobago 1,074 
Belgium ... ; OO) 2 — ee $ 4,850 

Bulgaria . : 70 Virgin Islands of 
Czechoslovakia Ps 3,589 U. S we bee 790 
Denmark ... cae 513 Dutch West Indies 140 
France 35,863 WOMEEE. -csk0s ucots 80 
Germany . 16,276 Dominican Republi 1,161 
Greece .... ' 386 Argentina 16,326 
Hungary . 1815 Brazil .. a 9,245 
Llialy 2 ee ee : 822 Chile .. Sia 1,273 
Jugoslavia, Albania, Colombia 5,781 
etc adwelas , 195 Ecuador - 550 
Latvia .... 1,065 Dutch Guiana om 11 
Malta, Gozo and Peru ; . ; 264 
Cyprus Is. 300 Uruguay ; ae 5,558 
Netherlands . 11,607 Venezuela .... 3,495 
Norway 2,500 Re ° i) samc tana 2,283 
Poland and Danzig 3,937 sritish India ..... 30,400 
Portugal ... 744 Straits Settlements 2,105 
Roumania 1,580 Dutch East Indies 24,188 
Spain me 40,569 French Indo China 60 
Sweden .. 3,100 Hongkong ... 276 
Switzerland 251 Japan ie 2,270 
Turkey in Europe 1,300 Palestine and Syria 4.045 
England 56,154 Siam oy ae 480 
Ireland . 245 Australia .. : 67,608 
Canada 24,664 New Zealand ... 4,205 
Costa Rica eras 700 French Oceania. 140 
Guatemala 1,249 Philippine Islands 2,252 
Honduras . 1,449 Jelgzian Kongo ... 800 
Panama . 1,116 British West Africa 685 
Salvador 993 British South Africa 2.086 
Mexico .... . 89,705 sritish East Africa 140 
Newfoundland and Canary Islands... 50 
Labrador 63 French Africa ; 2.050 
Barbados 235 Morocco ity 2,140 
Jamaica ... 224 Portuguese Africa 1,018 
Other British West eras 5,660 
Indies .... 295 a 
Total... . $551,977 


Shipments to Non-Contiguous Territories. 
Alaska ° °° eee $ 819 
oO) 3,547 


Porto Rico~:....«..% 5,520 


August Exports of Carbon Paper and Ribbon. 

United States exports of carbon paper and typewriter 
ribbons by countries during August, 1921. By the Divi- 
sion of Statistics, Department of Commerce: 


Carbon Typewriter 
Countries Paper. Ribbon. 
Belgium ok hone eek lorie tasks $ 85 ign 
Denmark ... Pee ree, Sera 139 128 
France ..... yer s?. me 446 260 
Gree e° es ooo eee e sees ‘ 142 
(eee eres cere ae 290 762 
Jugoslavia, eee. . creer bececes : 27 
PRCRIUOTEROINOR vo «0:00 8 oan camaro ees 185 ; 
Spain arte eden ats. res 100 340 
Sweden cate Pre te.” Cee ‘ 445 
England ..... Docttitteere« ae 1,335 
Scotland . e 006 oe Om 6 6 ODE 6 oe 307 
ee ere oe ae 12 ; 
British Honduras Re 5 ee nf 12 
ae = veka tp aaue 2,638 3,203 
Costa Rica 18 
ST eee se ee 178 96 
Honduras . ee | ee AS 11 12 
Panama ... stile ie oaeek . tooo 29 
Mexico ........ ae Set AAS 1,000 
sarbados ........ Seiad atecstentet 1] 
Jamai . «as ‘rrvur. tree rer 245 
Trinidad and Tobago EA ae 33 aa 
Cuba Basal did oa 44's eah a a eee ele i. ae 1,107 
Argentina .. Rey eee 3 454 2,634 
srazil eke cele da gate acae an 549 482 
Chile re 5 Pech ea 81 + 
SS ee oe ee Chath 19 80 
Dutch Guiana Na ak ad 75 _ 
eru sid dek4 ee ie wine a ee 96 30 
Eee er eS 133 
UONOMIN s . sade cd xe ueeen eee 58 481 
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The wonder/u/ 97 


Lines 


Our 1921 Schedule Saves You 
25-30% Over Pre-War Prices 


We reduced the price only. The quality of 
all O. K. trade marked products has actu- 
ally been improved. We aim to establish a 
better quality at more reasonable prices. 
We manufacture our own products in our 
new spacious quarters equipped to turn out 
over two million fasteners a day. In this 
new price schedule, we are giving you the 
benefit of increased production and re- 
duced cost. 





WASHBURNES PATENT 


PAPER 
FASTENERS 


-the paper fasteners with the 
bulldog grip. This is significant 
of their strength, durability, tenacity and stamina 
with which they “hang on.” They are furnished 
nickeled finish. 





in either Brass or 


ee 99 Use the Sanitary 


"Ve ERASERS 


TYPEWRITER — PENCIL 


They never crack, muss or tear in 
They are made for par- 


erasing. 
clean, and 


ticular people—always 
they certainly do erase. 


REIS 
y ” LETTER 
o- OPENER 


Letter Openers are 
made in four styles (Hand 
and electrically driven). 
They get the mail ready for 
distribution in time to start 
work immediately, thus speed up the depart- 
mental work. They cannot cut enclosures. We 
cuarantee them to keep in sharp working order 


fur two years. 









Our Trademark, by means of the same consist- 
ent quality perceived in all our products, has 
implanted an_ established 
* *precedence throughout the 
fentire world. We offer 
‘you as a dealer the_ op- 
portunity to capitalize on 
our reputation. Write 
for our -1921 schedule: of 
reduced prices and 


catalog. 





Trade-Mark 


THE O. K. MANUFACTURING CO. 


OSWEGO, N. Y. 
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The MASTERCRAFT 


E statement that the “Mastercraft” “will serve a 


century yet never grow old” is no idle boast. 


eA LL the knowledge of steel fabrication gained in Van 
Dorn’s half-century of specialized effort is back of the 


Mastercraft. 


T is built to endure! Long years of day-in-and-day-out 
service will find it standing as rigid and clean-cut, and 
Operating as smoothly as : S day purchased. 


J pS is more than an exceptionally sturdy steel filing 
cabinet, it is a truly beautiful piece of office furniture 
literally, cabinet work in steel. 


&> 
\ Vasa 


eee 
cis 


SP nec rt have been quick to recognize the superiority of 

the Mastercraft. They say they can handle Fo er files 
at possibly a little more profit, but they would rather 
sell the Mastercraft — it’s safer. 














Prices and dealer discount on letter and - sizes, built with 
and without automatic lock, sent to any dealer on request. 


THE VAN DORN IRON WORKS COMPANY 
Mastercraftsmanship -in - Steel 
Cleveland 
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Every efficient power plant is de- 
signed to meet sudden and unex- 
pected overstress. Latent en- 
ergy is requisite to uninterrupted 
operation. This same margin of 
safety or reserve strength is em- 


bodied in 


BYRON WESTON CO.’S 
LEDGER PAPER 


In the business office, this added 


value insures greater services 


than average requirements de- 


mand—it is insurance against 


damage from careless work, 
rough handling, or improper 
storage. You need Byron 


Weston Co.’s “Power Plus” 


Papers in your business. 


Send for sample book and test 


sheets. 


BYRON WESTON CO. 
DALTON, MASS. 
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ae ae ee 398 
Ek nw ws ub a ee eae 1,127 
a ee 450 
te tS Seeded é we eis 
CE Ee en os, ooh cae ype eer aes 712 
NR ert ee i a wale 138 
NS SEES OS Ee rea ars, Sra 3,494 
ON er ne eee 200 
NES POC EET OT LTE 
eS ee Ae 
OU NN is cia baie 132 
Portmuces. Amica -.. i... .s.scccecss e 
ER me ee 416 
i i ee 8 


738 
945 
“80 
7h 
2,502 
113 
17 
340 
16 
100 
414 


$18,050 


August Exports of Cash Registers and Parts. 


United States exports of cash registers and parts dur 


ing August, 1921. Division of Sta 


ment of Commerce: 


3y the 


Cash 

Countries. Number. Revisters 
OS DOE re eee ee 31 $ 12,560 
ESE a eee 2 2 395 
News 6 ne,t.0 6 «slaying « l 1,299 
Ne OE ee l 448 
Netherlands 8 2,793 
SET rrr ee er re 3 513 
AGAR SR Sern ere 45 6,545 
A eee aS 34 14,452 
Switzerland ........ 3 413 
es ns dé c wh period 14 2,122 
Re ee a! de ewan we alee 66 5,580 
ee 3 285 
tS ae as ao cruie aaa 29 5,944 
OE, Capthias Spank ae cea 3 667 
OS RE nn a 4 1,658 
Dominican Republic .... 8 2,068 
Argentina ....... a 55 23,792 
OS Ser oe l 800 
MN ai Rae 5 old BO aia bs 4 1,854 
PEE eee ae ] 515 
Dutch East Indies.. 10 2,375 
SE ANE SS SS Pe ea ee 6 2,930 
PRS iia 'n's 6 tex 23 Pee 11,829 
New Zealand ............ 12 1,365 
Philippine Islands ...... ] 15] 
British South Africa 5 1,279 
French Africa ...... 4 471 
MI ee OS Beckie ck tic <icon nw eae 10 2,327 
, re eee . 459 $107,165 


ti 
tistics, 


Depart 


Parts of 
$ 718 
557 
459 
404 


186 
31 
2,087 
6.347 


$12,383 


August Exports of Adders-Calculators. 


United 


States exports of adding and calculating 


chines, by countries, during August, 1921. By tl 


of Statistics, Department of Commerce 


Countries Number 
I rein d ciacten ay toe hrs etal, dg 13 
I sk aes Ee ere 5] 
ON Ee ee ee 45 
7” seer ree ] 
I oe 2 
RA EE eam ce Se Uy att ee 81 
MN Metis peas «43,05 gadae 16 
a ESS RR See geo a eh erneamin 2 
RD oman ke cote ic, ome wana it 
I co RR a a et 21 
RE SCREEN, a4. | carn saie'e phe eee Were we 16 
Sweden ...... 10 
I dt iS Ge Pee elena 6 
DE ET CE TES 31 
CE ee ne als Hwan ob Ran ee 124 
PIT oc re a oe 2 
vee se bal uiala Kale 15 
Panama 2 
ND a a ae 39 
Trinidad and Tobago............ 2 
I ie Re Fee ta as ei dubieedk eee ] 
Dominican Republic Sita cede 5 
ee ad cae catiimasiees 12 
ES co te os ks odaewakecen 4 
RT Ste te le rn ag i cee lw a Deis Se 17 
SS Sr ee 4 
PS ee ee. cv ee wee oan e 6 

H 


PRS OPE Fe EE fof eee 


ma 
e Division 


$ 3.955 
Q 970 
11,756 

555 
1,032 
16,290 
6,955 
300 
2,447 

? 352 
2,613 

> 125 
1,654 
5.073 


8.056 


360 
4,111 
10,410 
360 
150 
690 
1,511 
1.245 
2.860 
456 
540 


1,225 


ee | SERRE Sm 
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Ht 
ThecAutomaticSush-Back | 
An Exclusive Patented Redipoint Yeature | \ X 

Nf 


Jur the lead Out \f 
Push thelead Rack |i 


Redipoint’s lead moves both ways, at your command , Hl 


z= 


a 


Out—for writing—at a turn of the cap. 

In—for carrying—at a pressure straight down on the point. 

No other pencil can do this. For no other pencil has the Automatic Push- 
back. 


No pencil without the Automatic Push-Back will thoroughy satisfy you | 
now that you may have Redipoint. It protects lead from breakage. It 
protects pockets from lead. 


Give your customers the opportunity to buy this better pencil. 


Made and Guaranteed by 

BROWN & BIGELOW-—ST. PAUL 

Standard, Junior and 
& Pony sizes, concealed 
or exposed eraser, in 
Aluminum, Nickel, 
Silver and Gold. 
Prices from 50 cents 
up. Generous dealer 
discount. 
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= — ——— rt hs oo tata ee tg car 2,755 
| oo 2 re 4 1,743 
Philippine Islands ............ 6 1,080 
British South Africa.................. 2 1,237 
| 0 SEP te 2 a pe GR Geli! Flee,» ere l 350 
| 2 a ME ree eee 568 $106,878 
} __ Shipments to Non-Contiguous Territories. ; 
| a ere 3 $225 Porto Rico > ae $250 





Ofe IDEAL GIFT 


for the 


| Businessman Stenographer Architect 
| Banker Bookkeeper Engineer 

Lawyer School-teacher Superintendent 
Storekeeper and others 


| 
| Executive 


EAUTIFULLY finished in nickel, the NEW 
IRVIN offers a handsome as well as serviceable 
and practical gift. 








Ghe NEW IRVIN 


AUTOMATIC STAPLING MACHINES 


| ype sir pgp from 2 to 50 sheets of ordinary 
paper and with the same movement automatically 

feed the next staple into place. 

DEALERS: Now is the time to lay in your Xmas stock. The 

NEW IRVIN offers a very attractive display, affords a substan- 


| tial profit and gives customers the highest degree of seryice. All 
| machines have new and improved patented features. 


Write today for Catalogue, Trade Prices, Attractive 
Display Posters and Particulars. 


Be ALEX. H. IRVIN CO. 


Curwensville, 






Penna. 
U.S.A. 


Cable Address “IRVIN” Western Union Telegraph Code 














August Exports of Metal Office Furniture. 
United States exports of metal office furniture by coun- 
tries during August, 1921. By the Division of Statistics, 
Department of Commerce: 


Countries. Countries 


eee vaewdee “Seen 
LO ae OE ee 242 ~=Virgin Islands of U. S. 79 
Bid inci a aca 115 Haiti aa 179 
Netherlands ....... 365 Dominican Republic. 754 
Poland and Danzig. 150 Argentina . Seton: aaa 
Re Je. |” SA Sas 668 
SI lad « 5 enenk S See ae 5 ak ee 150 
Turkey in Europe... 62 Colombia ; ne 971 
ee eres 2906 Venezuela .. ead 463 
eee 753 China 5 hag a 2. 
ee 59 Dutch East Indies.. 600 
ee eee i a | ee 189 
Guatemala ......... 56 Palestine and Syria 26 
Honduras igre 613 Australia 1,553 
PReCONO os is. 28 New Zealand 1,260 
4... ee 775 Other British Oceania 65 
DE cc eaweac 19,200 Philippine Islands 4,807 
Newfoundland and British South Africa 4,857 

Labrador....... 120 . —— 
pe eee 179 Total.. $57,501 


Business Reviewed by National Chamber. 


Business conditions continue to show a moderate im- 
provement in nearly all sections of the country, declares 
Archer Wall Douglas, chairman of the Committee of Sta- 
tistics and Standards of the Chamber of Commerce of the 
United States, in his monthly review of the business situa 
tion in The Nation’s Business. 

“Fall and winter seasonal goods are beginning to move 
and the outlook is for fairly good business the remainder 
of the year,” he says. “As the season advances there ap- 
pears to be a better prospect of a good holiday and Christ- 
mas trade. 

“One of the most striking developments is the great 
improvement that has come about in the South, due to 
the rise in cotton prices. The good effects of this boom 
will not be confined to the southern states, but will be 
reflected in other districts. 

“The story of the sudden rise in the prices of cotton 
is a dramatic one. In August there seemed nothing ahead 
for another twelve months but the practice o1 grim forti- 
tude and endurance which carried the South through 
previous eras of depression and trial. For hard times and 
the people of the South are old acquaintances, and more 
than once they have been close to the ragged edge of 
disaster. This time they were dead broke, although they 
possessed all manner of real wealth in an abundance of 
food, the greatest crop of corn ever raised, more livestock 
than ever before, and much cotton carried over from the 
previous season. 

“But there was scant demand for these commodities, 
and then only at ruinous prices. So their obligations 
could not be met for lack of ready funds. Then came 
the Government September report and the South came 
back after a sudden and dramatic fashion. The burden of 
obligations will be mostly disposed of before the winter is 
past. Cotton is being sold freely and the farmer wil! dis 
pose of most of his holdings by the New Year. 

“Business already has felt the impulse of the incoming 
currency and will grow gradually better. 

“Such change as is apparent in industrial life generally 
is rather for the better. Textiles are in fair shape and 
leather maintains both its demand and appreciation in 
prices. There is some increase in the output in steel 
and iron products, but the recent rise in prices is not alto 
gether convincing as to its being permanently higher. 

“There is better demand for lumber at somewhat higher 
figures. The belief is general that next spring will usher 
in renewed construction activity. 

“The oil business seems to have 
started upward.” 


struck bottom and 
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Edison Announces 
THE ELECTRIP EDIPHONE 


‘‘The New Standard of Worth for a Dictating Machine’’ 


Sa) 
ELECTRIC TOUCH-CONTROL ELECTRICAL CONTROL 
FOR THE DICTATOR FROM TYPEWRITER 


LECTRICITY—controlled by 

the lightest touch—now suc- 
ceeds the old tiresome practice of 
mechanically operating a dictating 
machine. 


The Electrip Ediphone (protected 
by patents) is an exclusive develop- 
ment of the Edison Laboratories 
with 44 years experience, insuring 
practical construction. 


Electrip control for the Executive re 
quires only the lightest—sub-conscious 
touch, with any finger, on the side of an 
entirely new amplifying mouth piece. 


Electrip control for the Stenographer 
is attached to the typewriter. Comfort- 
ably seated, a light tap controls the voice 
to start, stop or repeat. Shoes are not 
worn out; there is no strained position or 
twisting about to reach a machine lever. 


Ask for the Booklet “Getting 
On” and a 15 minute dem- 
onstration at your office. 


“Ediphone 


Buitr by  Jhomas A. Edison 
Telephone ‘‘The Ediphone’’ your city. The only dictating machine made by 


THOS. A. EDISON, Inc., ORANGE, N. J. 
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FACE THE FACTS 


New business methods are required 
to meet new business conditions 


Old methods invite failure 


This merchant is trying to meet present-day condi- 
tions with an out-of-date store system. 


@ He can’t get the records he needs. 


@ He guesses about the amount of outstanding 
accounts. 


@) His customers get slow service. 
@ He gives no receipt to his customers. 


(>) There is no incentive for his clerks to do better 
work. 


© He hasn’t been able to reduce expenses. 


He complains about conditions. 
He is discouraged. He fears failure. 








"MAKE CASH REGISTERS FOR EVERY LINE OF BUSINESS. NOW ‘PRICED AS LOW AS $75 wt. 


AX OJ O) INT AN JU 
: ASH REGISTER COMPANY -DAYTON-OHIO 


E a 
















iTAn) Ofte 
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FACE THE FACTS 


New model National Cash Registers 
help merchants meet new conditions 


New methods insure success 


This merchant has installed a new model National 
Cash Register especially designed to help merchants 
meet new conditions. 


@ It gives facts necessary for managing his business. 
@ It provides an easy way to keep tax records. 

@ It gives quick, accurate service to customers. 

@ It prints a receipt for each customer. 

© It helps clerks sell more goods. 

© It reduces overhead. 


He has made conditions in his store right. 
He is meeting present-day conditions successfully. 


A National Cash Register is 
the only machine that issues a 
receipt, indicates, adds, prints, 
classifies, and distributes rec- 
ords at the time of the sale, 
all in one operation. No figure 
work. No delays. No mistakes. 
Just read the totals. 
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Sell Esterbrooks 
by the Box 


Let the Esterbrook Display Case make your cus- 
tomers’ pen choice easy. Then sell by the box—it 
will pay you. 


And there’s little money tied up in stock, with good 
display of the twelve most popular pens in the world 
—a wide line. Such a display case on your counter, 
backed by shelves of other merchandise, can build 
your sales total. 


Our Dealers’ Service has a definite plan built for just 
this purpose. It will fit the needs of your Pen De- 
partment and will pay you well. It is yours if you'll 
ask it. 


The Esterbrook Pen Manufacturing Co. 
80-100 Delaware Ave., Camden, N. J. 


The Brown Bros., Ltd., Toronto—Canadian Agents 


bstoctyook: PENS 
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This No. 312 is a fine 
pointed stub pen 
good size, easy in at 
tion and very durable. 
Easy stroke, fine lines 
and full ink supply 
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(Stationers’ Convention—Continued from Page il.) 


PT 
Proceedings of the Commercial Furniture Division. 
ait will mT 

One of the most important divisions of the National 
Association to meet at Atlantic City was the commercial 
furniture division, whose meeting was held in the Belvedere 
Room, of the Hotel Traymore on Tuesday, October 11th. 
The meeting was presided over by the chairman of the 
division, Charles A. H. Thom, of Detroit. Mr. Thom in his 
opening address outlined the history of the commercial 
furniture division. The inception of the organization took 
place nearly two vears ago, when some twenty dealers in 
commercial furniture met in Chicago and formed an organ- 
ization to take up with the manufacturers of desks, chairs, 
and steel and wooden filing devices those problems of dis 
tribution in which both manufacturers and dealers were 
interested and which were not susceptible of adjustment 
without co-operation. It was decided at this meeting that 
the results desired could be better accomplished by working 
as a division of the National Association of Stationers and 
Manufacturers. Each one of the dealers present at the 
initial meeting contributed $25 to a fund to be used to or- 
ganize the division, and a letter was prepared and mailed to 
some four hundred and fifty-five distributors of office fur- 
niture, members of the National Association, inviting them 
to become identified with the division The returns were 
very satisfactory. In the early stages of the work, the 
division was handicapped by the attitude shown by manu- 
facturers as a result of a misconception of its object. This 
misconception has finally been overcome through the 
efforts of the business manager of the Association and the 
manufacturers have become convinced that the work to be 
accomplished is as much to their advantage as to that of 
the members of the division. 

The second conference was held in Chicago last 
February, both dealers and manufacturers participating. 
Such zood work was accomplished that a third conference 
is now asked for which will be held at an early date. “1921 
has been,” said the chairman, “a strenuous year for all 
dealers in office furniture. Business conditions arrested the 
demand at a time when most dealers were overstocked, and 
at the same time they were called upon to accept heavy 
shipments of back orders from factories. Office furniture is 
a class of merchandise that is ordered only when needed, 
and sales cannot be forced.” Mr. Thom said he believed 
that present indications point to a gencral revival of busi- 
ness, not to that volume which prevailed in 1920, but to a 
steady reasonable demand. 

Following the chairman’s remarks Mr. Fletcher B. Gibbs, 
general manager cf the National Association of Stationers 
and Manufacturers, made a report: 


The most important feature of the work of this Division during 
the past year was the assembling at Chicago on February 16th, 


rt 
1921, of a Council ¢« Committees for the purpose of a conference 
between the manufacturers and distributors of office furniture and 
filing devices The Ollowing associations of manufacturers were 


invited to appoint committees to attend this conference 
The National Association of Chair Manufacturers, 


The Associated Office Furniture Manufacturers 

Th National Ass iation of Steel Furniture Manufacturers and 
The National Association of Wood Filing Devices and Supplies 
Manufacturers 

The following t vas addressed to the executive fficer of 
eact issociation 

“Your Association is cordially invited to ppoint a committ 
thre r five members to attend a Council of Committees made up 
of n facturers " 1 distributors of Commercia Furniture to be 
held ler tl 1uspices of the National Association of Stationers 
and Manufacturers on Wednesday, February lf 1921, at ten o'clock 
A. M 1 the rooms of the Old Colony Club, La Salle Hotel, Chicago. 
During the present readjustment period manufacturers and dea 
ers I nfronted th many unusual problems Both branches 
of tl ndustry want to know how to meet t se new onditi Ss 
most ffectively ind vith the least disturbance to business ind 
it is felt that a t re e at this time will be productive of results 
mut } icia 

\ res] Ss vas received from i t} the pt 
of I Nat nal Ass t n of Steel Furniture Manufactur s his 
Ass« t replied t t inder its by-laws a 
app or is a larliv called meeting nd as no 
was scl luled eld before the date t propos 
ferer th \ss« t would be unable t send representativs 
A sit r reply was ed from the same ass ition a igo 
whe ted to attend the 1920 conferen« Fortunate the Na 
tiona 38° tio s ts Manufacturers D sion a mn 
on St ile ind |] pment of which Mr Lee \ Smit} 
Ger } proof Co } ingstown, Ohio s cl rman M Sy 
attend the confer ind added materi to its suc ss 

T) mmittee representing the Associated Office Furt ) 
fact s ynsisted J Arthur Whitwort] Manager of the Asso 
ciatic 4. H. Strir f the Commercial Furniture Co Chicag 
D. A. Ra o, of tl netsen €Co., Chicago; O. C. S. Olsen, of the 
QO. Olsen Co., Chicago The Committee presenting tl } 
tiona Association o Chair Manufacturers consisted of Wn B 
3aker, secretary of th Association; T. W. Foote if the Marble & 
Shattuck Chair Co f Chicago: W. H. Gunlocke. of the W H 
Gunlocke Co., Chicag¢ CH Eiff, of the Milwaukee Cha 
Milwaukee Wis J Johnson, of the Johnson Chair Co., Ch ig 


Howard G. Hunn, of tl Marble & Shattuck Chair Co., Cleveland, O 












| onthe 
jaw is what 


makes the 
ta-fast 
Paper Clip 


hold papers better than 
any other clip. 


It locks your papers fast 
in the little groove. 


Four Styles—Four Sizes 


Liberal Profits--Write for Samples 


L. D. VAN VALKENBURG CO. 


HOLYOKE, MASS. 


225 Fifth Avenue 202 South State 444 Market 
New York Chicago San Francisco 
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Better Profits 


More Consistent 
Profits 


The John Hancock Cartridge 
Pen brings a new and improved 
idea in fountain pen construction. 
There is no need for a messy ink 
bottle—no worry over uncertain 
writing results. You fill the 
John Hancock by simply insert- 
ing a clean, neat cartridge of ink. 
One filling holds 25% more ink 
than any pen made and twice as 
much as any rubber sac pen. 


The sealed cartridges guar- 
antee uniformity in ink that 
makes good writing a certainty. 
They protect the ink and prevent 
it sweating through the pen. A 
better feed system eliminates 
blotting or flooding. The John 
Hancock is absolutely leak-proof. 


CARTRIDGE PEN 


The dealer proposition is particu- 
larly attractive. Not only has the 
dealer a new and better pen to sell, but 
he only carries half the ordinary stock, 
which makes his turnovers come twice 
as often. In addition, he has a steady, 
repeating sale of cartridges which 
bring his pleased customers into his 
store more often, and greatly adds to 
the profit side of his ledger. 


You will want to see the John Han- 
cock Cartridge Pen. It will be one of 
your best sellers soon. 


Made by 


The John Hancock Pen Company, Inc. 


Fairfield and Newbury Streets 


BOSTON, MASS. , 
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of the Northwestern Furniture Co., Milwaukee, W 
bone, of the B. L. Marble Chair Co., Bedford, Ohi 
of the Schooley Printing and Stationery Co., Kansa 
Dornette, Jr., of the J. Dornette & Bro. Co., Cin 
Cc. Weis, of the Weis Manufacturing Co Mont 
Allen, of Fielder & Allen Co., Atlanta, Ga. 

All of the gentlemen last named were either 
bers of standing committees in the National org 

Mr. Charles A. H, Thom, chairman of the E 
of the Commercial Furniture Division, to his eg 
fortunately unable to be present. He was ser v 
jury hearing a condemnation suit to widen a s 
town business section of Detroit. 

The personnel of this Council of Committees 
sentative characte And its carefully prepa 
livered by the chairmen all our standing 
Furniture, including chairs, wooden desks, ste¢ s 
standardization of sizes and packing and ship re 

Each of these committees before coming to Cl i 
important information and statistics as th 8 
ence and questionnaires and their reports 
close attention by the epresentatives of 
ciations, many of whose views were express 
which followed. These reports and discussions 
tail in the stenographic report of the meeting 
March, 1921, issue of the National Associat 
widely read. 

Before the close of the meeting, it was agers 
tion of manufacturers would be sent a suffici 
of this issue of the National Association News 
among its members; the object being to giv 1 
opportunity to study the recommendations and h 
a position to discuss them at subsequent meetings 
tive associations. It was further agreed that a 
the manufacturers would be reported to the Na 
General Manager and printed in the Nationa Ass 

The National Association of Chair Manufactur 
to make a respons: \t a meeting of this x 
March 17th, 1921, the ecommendations contair 
report made by J. Ogden Pierson, chairman 
mittee on Office Chairs, were carefully considet 
submitted in a report which was published in the 
ber of the National Association News. 

Mr. William B. Baker, Secretary and Treasurer 
Association of Chair Manufacturers, stated in this 
was felt by the Office Chair Manufacturers that e! 
structive work had evolved from the meeting 
Commercial Furniture Committees, and that the n 
interests of the producer and the distributor of off 
velope the better wil! be the understanding as to 
lems and needs, 

The response from the Desk Manufacturers was 
two weeks ago, and this report signed by the B 
Mr. J. Arthur Whitworth will be found in this n 
the National Association News Mr Whitworth 
members are ready and willing always to send 
council meeting or for special meetings when m 
the association of stationers shall seem to so qu 

No response has as yet been received from the 
Association of Wood Filing Devices and Supplies M 
from the National Association of Steel Furniture M 
the chairman of each of which a sufficient numbe 
National Association News, containing the report 
meeting, was sent for distribution among its mer 

I think the members of this Division will appr 
which are bound to come from a closer contact 
facturers of office furniture Their interests and 
respects similar. The manufacturer is just as anx 
to have his product made and delivered in a ma 
consumer, and he realizes that the distributor th 
better position than himself to judge the consumers 

The processes through which matters present: 
tion have to pass before reaching a solution or adjus 
many and slow, and it is not always easy i 
stand the delay. 

It is discouraging to those whose acti m s 
results; but experience teaches us that it is é s 
human nature is involved and that only by 
at it, are the desired results attained 

The two conferences held to date between th 
distributors of office furniture have already beer 
crete benefits to both the interests represented 
fidence in each other's motives has been s 
lieve that future meetings will create a u ~ 
dustry not previously ved 

In response to a request received from Mr W 
Secretary of the National Association of Chair M 


for the purpose of discussing several important 


trade customs, a third meeting of the Cour 
planned to be held ear! in 1922 The 
portant matters closely affecting the interests 
be well taken up for msideration at that I 

1 Is it a fair practice on the part f 
courage the distribution their products th 
to consumers in response to orders recei 
have little or no overhead expense ind 
manufacturers’ cost, plus a small commiss 
should manufacturers g i lass 
harmful to their customers nong tl i s 
at heavy overhead pense ind ir st tl 
goods? 

There are certai PM financia 
maintaining central offices som our 
branches scattered throughse the United 8S 
ix on the part of a manufacturer r the 

s equipment to quote s i firm I ry 


issocia 
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At your service 


Slee 


The primary purpose of every business is 
to make money—but no business can 
permanently prosper unless it fulfills a 
useful function. 


The function of this business is the manu- 
facture of better loose leaf products— 
worthy of the name “De Luxe.” 


Selling only to dealers, we can prosper only 
as our dealers prosper. 


For this reason the entire resources, manu- 
facturing facilities and sales efforts of 
this organization are at the call of it’s 
dealers, that they in turn may render 
better loose leaf service to the public. 


ee se 


Wilson-Jones Loose Leaf Co. 


Frank L. Severance, Vice President and General Manager. 


316 Hudson Street 3300 Franklin Boulevard 
NEW YORK CHICAGO 
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could never establish us as leaders, but when a 
constantly enlarging stream of orders carries us 
forward, till we are compelled to build and occupy a new 
plant, larger and more completely equipped than any 
other plant in the country, devoted exclusively to making 


Typewriter Ribbons and Carbon Papers 


it is pretty safe to conclude that 
we are at least well to the front. 


()* own claims to superiority of product or service, 


Quality tells. Quality brings its own reward. Quality 
builds a business big—and bigger. 

Add to Quality a hearty desire to serve, and very happy 
results are sure to follow. 


These are the things that have built the Miller Line. 


And because our business and our goods stand on that 
kind of a foundation we are always ready to let you be the 
judge as to whether or not the Miller Line is the one you 
want to handle. 

Take any item, or every item, of the Miller Line. Test 
it in any way you see fit. We'll abide by the conclusion 
you reach. 

Ask for Samples. Try them cut. Make comparisons. 
We'll rest our case with vou. You're the judge. 























The Miller-Bryant-Pierce Co. 


General Offices and Factory: 


231-241 South River Street - - Aurora, Illinois 
Cable Address, “Milpie” Aurora, Illinois, U. S. A. 
Branches: Chicago; New York; Boston; St. Louis; Detroit; Milwaukee; 
Cleveland; Indianapolis; Minneapolis; Denver; New Orleans; Peoria; 
San Francisco; Springfield, Illinois. 
European Headquarters: 46, Avenue des Villas, Brussels, Belgium. 
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shall apply to all goods bought either by the central office 
or y any one ff the branch offices wherever located, thus reing 
the manufacturer's local dealer or agent t submit to th range 
notwithstanding that it may be mtrary to his sales policy 

and be the cause of trouble with others o is vcal customers 
There is also a third question that ca be ry proper taken 


discussion at such a meeting 





Decembe l ) we sent to 455 of the nembers of the National 
Association of Stationers and Manufacturers who were dling 
ffi« furnitur questionnaire on the Cost of Doing susiness 
From these w eceived only 18 intelligent replies, indi ting that 
i ery large majority of our members s n s ling 
systems or employ no method of determining the expenses which 

g to this particular department 

Th eighteen replies received come fron representative houses 
and indicate a ive e expense of doing business of 30.894 per cent 
or nearly 31 per ent of the total annual sales Now it easily can 

seen that witl n overhead expenst 1 per cent on the sales, 

is necessary li rder to make a net profit of approximately 10 
p ent to dispose of this class of merchandise at prices that will 

i not less th il per cent gross In selling goods of his de 
scription it Is ne sary upon occasion large contract orders 
" 1 discount I discount is granted that reduces the margin 

selling pr below 31 per cent, it is evident that the mer- 
chant is not only sing his profit but part « the percentage needed 
to pay his cost of doing business; consequent to break even he 
must obtain on his other sales a margir reater than 41 per cent 

OSS 

It is true that t net profit on furnit e depends very irgely 
upon the turnover which ranged in the replies received from 1 to 

times or an average of 3%. The west percentag of over 
head reported was 19.34, the highest 44. The latter firm acknowl 
edges that it made a loss A careful analysis of all the question- 
naires returned, reveals on an average net profit of 8.7 per cent 
Oo 1les which man average turnover o 2 times would indi 
cat 1.75 per cent on the investment ind it must be borne in 

i that those figures apply to the banner year of 1920 While 
too great dependence should not be placed upon averages, I am 

ned to think from the returns received from this questionnaire 
ind from personal interviews with many of our members, that the 
expense of conducting a commercial furniture department will not 

below 30 pe nt, except where firms occupy partjcularly favor 
itions an ul conducting business on an exceptionally irge 
s 

the light of this information and der these circumstances 
is it a fair proposition for manufacturers in their competition with 
ear ther to force down and advertise re-sale prices on certain of 


their products that fail to yield the dealer even his cost of doing 


business 











These and many other questions are constantly being presented 
to the Chicago off rr solution They are most of them matters 
which cannot be hasti considered or decided Some of them in 
volve points of law ind most questions involve a variety of interests 
which must be considered and consulted They are subjects for 
discussion how er which can be well considered at this time in 
this meeting and in a council of committees representing all of the 
interests invol 

Late Saturday morning, September 24th, Mr. Wm. B. Baker, Sec- 
retary of the Nationa Association of Chair Manufacturers, called 
me on the telephone and directed my attention to a 5 per cent tax 
which the Senate Finans Committee in its revision of the Income 
Tax Revenue Bill proposed to impose or ill office furniture and 
fittings made in whole or in part of mahogany, rosewood or other 
imported cabinet woods He stated that this Act would be applied 
to the finished articles including cost of labor, overhead, et 

As this would brir a heavy tax to the distributors of office furni- 
ture ipon whom would probably rest the burden of its collection, 
he suggested that I take the matter up with those in our member- 
ship who were distributors of office furniture and urge them to 
protest by wire this tax, both to the chairman of the Senate Finance 
Com and his Senator 

on on tl 3am day Mr R. H. Sprag Secretary of the 
Nationa Association of Wood Filing Devices and Supplies Manu- 
facturers, called and stated that his Association had requested him 
to take up with me the same subject Realizing at once the im 
portan¢ o the matter I prepared and mailed to the 455 f our 
members who hand this class of goods a circular letter 1 copy of 
which I presume each of you received 

As this is a matter which seriously affects every distr I f 
offic urniture I s est that this meeting takes action on the 
subiect ind yn s by wire to the proper 1uthorities whatever 

8 ma dD I i | 

As istodian of the funds contributed by members for tl 1 n 
tion f this Division I beg to submit for uur approval the ) Ww 
ing f ncial rep 

RECEIPTS 
Ba nce reported Oct 23. 1920 $9 »7 29 
Pacit Stationery & Printing Co., Portland, Oregon 25.( 
Trick & Murray, Seattlk Was! F 
Irwin-Hodson Co., Portland, Ore 5 OO 
Inte st ¢ bank balances 4 19 
f 
DISBURSEMENTS 

Ex t , } eeee > i} 
Printi (Juestionna 8 o° o° 97.56 
Postage stamps on Questionnaires .. 8.78 
Expense of meeting, Feb. 16, 1921... 34 

F, H. Curtle ste! rapher at meeting, Feb. 16, 1921 69 
Reporting Feb L6t} 1921, meeting in Nationa 

\ss t 1 News : 151.4 
Print Income ix Letters, September it 1921 5.50 
Postage nd Stationery for Income Tax Letters 12.60 

1.94 
I 1 ha , 


Respectfully submitted 
FLETCHER B. GIBBS, General Mat 
The foregoing report was received and approved with 
thanks. Mr. Bauer said that in reference to the matter of 
the proposed tariff on imported woods, he had written to 
Senator Lodge and had received from the Senator a letter 
Stating that the Senator was in sympathy with the furni 
ture men on the subject and would do what he could \ 
telegram was received on October 10th by Mr. Whitworth 


Stating that the Senate Committee had killed the 5% propo- 
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The “50-50” File Stool 
Sells at “Transfer Time” 


Many dealers made sales drives with the 
50-50."" They found it sold readily and 
that it was not necessary to wait for a 
logical season. But, especially for those who 
have waited, the approaching transfer sea- 
son is an opportunity. Don’t overlook it. 
Place a ‘‘50-50"’ File Stool wherever there 
are two or more four-drawer files in use. 


ORDER NOW FOR 
DECEMBER SHIPMENT 


Give us an opportunity to fill in during 
November with this business — it will be 
appreciated and we have a special proposi- 
tion to offer on this item, in return for 
your co-operation. Ask for it. 


The Toledo Metal Furniture Co. 


1256 Hastings Street Toledo, Ohio 


Taking cerrespond- 
ence from the lower 
two drawers or filing 
into them is a back- 
breaking job with- 
out the aid of some 
kind of stool. Elimi- 
nating fatigue means 
more accurate filing. 


The 50-50 is admir- 
ably adapted to this 
work, reasonable in 
price and durable. 
If not familiar with 
it, order sample now. 
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Browne-Morse 


“A YEAR-AND-A-HALF AHEAD” 
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= Transfer Cases Single Drawer Sections = 
3 ¢ 
je No other word than “Quality” quite so well describes the =(| 
Re B Morse Steel Filing Equi Real depend i 
‘= new Drowne-Miorse Steel Filing Equipment. eal depend- é 
i able quality is built into every part and into every piece. s 
LAT TUN NNN NU aR A MANU 
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Built Carefully—Built Well 


that the Craftsman may be satisfied with a work well done, and to 
give the User an article in which he can take just pride and know 
he will secure years of dependable service. 







A steel cabinet that is (electrically welded 
throughout) and without one bolt, nut, or 
rivet. 


Every drawer is formed and shaped with dies, and is 
perfectly interchangeable with every other drawer of 
the same size. A demonstration with other makes 
will prove this an exclusive Browne-Morse feature— 


The enthusiastic reception given Browne-Morse Steel Cabinets, Single Drawer 
Sections, and Transfer Cases is most gratifying. Because the time, thought 
and effort spent to better serve Browne-Morse Dealers and their customers 
will prove profitable to Browne-Morse Users—to Browne-Morse Dealers—and 
to the Browne-Morse Company. 


And, those dealers who take the fullest advantage of Browne-Morse Steel Fi- 
ling Equipment, will be, like the product itself—“‘A YEAR-AND-A-HALF 
AHEAD.” 


Browne-Morse Company 


Builders of Quality Filing Equipment 
and Supplies 


16 McKinney Avenue - Muskegon, Michigan 
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Write for booklet— 
**The Typewriter Plus.”’ 
Free on request. 


The friendly quiet of The Noise- 
less removes the constant 
click-clicking that frays 
your nerves and ties knots 
in your disposition. No time 
is lost in fighting noise. 


Because of this you will find that 
your stenographer does 
more work and better work 
on The Noiseless than on 
any other machine she has 
ever used. As a matter of 
fact, The Noiseless is the 
fastest stock machine made! 


THE NOISELESS TYPEWRITER CO. 
253 Broadway, New York 


Offices in leading cities throughout 
the United States and Canada 


” NOISELESS 


TYPEWRITER 
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sition. Mr. Bauer suggested that an effort be made to get 
Congress to take out of the bill the proposed 10% duty on 
mahogany logs. On motion of Mr. Allen, it was decided to 
take the proper action on that subject, and request Mr. 
Gibbs to prepare a telegram or other communication to be 
sent to Senators and Representatives in Congress. Mr. 
Bauer offered the following resolution 

WHEREAS, it is alleged that certain manufacturers in 
their competition with each other have lowered their list 
prices and discounts on certain of their products to a point 
where dealers can no longer handle them at a profit, and 

WHEREAS, said manufacturers are alleged to be widely 
advertising to the consumer such list prices as the resale 
prices of the goods with the evident intention of forcing 
the dealer to stock them: be it further 

RESOLVED, that the members of the Commercial Fur- 
niture Division of the National Association of Stationers 
ind Manufacturers of the U. S. A., assembled in Convention 
it Atlantic City, N. J., this 11th day of October, 1921, seri 
usly questions the wisdom of a sales policy which forces 
1 dealer to stock and distribute a manufacturers’ product 
it an advertised sale price which fails to yield a profit and 

h in some sections of the country distant to the point 

of origin has to be sold on account of the heavy freight 
rates at an actual loss, and be it further 

RESOLVED, that this action be called to the attention 
yf the next meeting of the Council of Committees.” 


The foregoing resolution was passed 


w nic 


unanimously 

Mr. Sell moved the adoption of the following resolution 
yn curbstone brokers: 

“THE BROKER is the individual, firm or*corporation, 
who works from an office, has no store or warehouse, 
“arries no stocks of goods and sells from a manufacture r’s 
catalog at cost plus a small commission and has the goods 
shipped direct from factory to consumer. Because his cost 
yf doing business is nominal he creates a class of compe- 
tition with which a dealer maintaining a store, a stock of 
goods and a sales force, cannot compete. 

WHEREAS, it is alleged that it is the sales policy of 


some manufacturers to quote brokers the same or nearly 
the same discounts from the list prices of their products as 
they quote to dealers maintaining stores and carrying 


sto ks ot go yds: be 1t 

RESOLVED, that the members of the Commercial 
Furniture Division of the National Association of Station- 
‘rs and Manufacturers of the U. S. A., assembled in Con- 
vention at Atlantic City, N. J., this*’1lth day of October, 
1921, 


I 


considers such sales policy as unfair, and detrimental 
to the business interests of both the manufacturer who 
makes the goods and the dealer who stocks them; and be 
it further 

RESOLVED, that this action be called to the attention 
if the next meeting of the Council of Ce mmittees.”’ 

This resolution was carried. 

Mr. Cooper moved the adoption of the following resolu- 
ion on discounts from those prices quoted by manufac 
» consumers for the purpose of standardizing their 


WHEREAS, the granting of a special discount for the 
uurpose of standardizing his equipment with a customer 
laVvIng a lar re numbse r of branch office S or awvens ies is al- 


1 7 . e . 

leged to be the sales policv of some manufacturers. be it 
RESOLVED, that the members of the Commercial Fur- 

ture Division of the National Association of Stationers 


1 Manufacturers of the U S. A.. assembled in conven- 
tion at Atlantic City, N. ¥e this 11th day of October, 1921, 
lisapprove the sales policy of any manufacturer which 
seeks ft influence dealer to accept and use a price which 


»¢ 


s contrary to his own sales policy and iiable to cause him 


trouble with others of his customers, and be it further 

RESOLVED, that this action be called to the attention 
f the next meeting of the Council of Committees 

Che foregoing resolution after some discussion was also 
passed. 

Following the passage of the resolutions above quoted. 
the meeting proceeded to the consideration of the reports 
f the various committees, including those of the Com- 
mittees on Steel Files and Equipment, Office Chairs, etc 


COST-FINDING AMONG PRINTERS. 


An Address at the Atlantie City Convention by Joseph A. Borden, 
Shaw & Borden Co., Spokane, Wash. 


M iirman and Gentlemen IT am happ to be with yo sta- 
tioners I have been in the stationery business myself for thirty 
; rs ut in Spokane I retired from the active business seven 
or ¢€ ht years ag i am doing now the thing that makes me 
hay} 1 delighted | the time, trying to serve the print 
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/mperial 


The Medium Priced Line of High Quality 


Recipe 
Cabinets 


The Ideal Christmas Gift 


You'll sell hundreds ef them before the holiday season 





Furnished in Oak, Mahogany and White 
Enamel Finishes in 3x5 and 4x6 sizes. 


Write for prices today and get your share 
of this good business. 


Imperial Methods Co. 


FOREST PARK (Suburb of Chicago) ILLINOIS 
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buyers of printing know the ul ising this 
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Then stock REALITE, the finest of all mechanical pencils, made un- 
der the supervision of the foremost designer of mechanical pencils in 


REALITE 


IS AREAL PENCIL 


the world. 





EALITE is a unique idea in the pencil 

world. The barrels of Realite pencils 
are made of Redmanol, which is one of the 
most remarkable compositions known. It is 
light, hard, strong and more beautiful than 
finely polished wood. Redmanol is of such 
wonderful texture that fine billiard balls are 
now being made of it. It is made in many 
beautiful colors. 


Some of the largest industrial concerns in 
Chicago have adopted Realite as the most 
practical pencil to be had. 


Realite pencils are finished in rich maroon, 
jet black, green and mottled Kach 
pencil is equipped with full size red rubber 
eraser and extra leads. The mercantile grade 
with nickel silver (not nickel plated) tips re- 
tails at 50c each. The special grade with 
gold filled tips retails at $1.00 each. 


C{ lk TS. 


heavy 


i; FF | ry ms 
REALITE PENCIL COMPAWY— SOIIl MONTROSE AVE. CilICAGO, II 





The attractive display easel shown above, to- 
gether with window sign and other advertis- 
ing matter furnished with three dozen pencils. 


Order today and you will get a fine holiday 
business on this item. 


REALITE PENCIL CO. 
3011 Montrose Ave. Chicago 


parcel post— 
send at once by 
” express 


Please 


Sec eka dozen Realite (Mercantile) @ 50c each 


$1.00 each 


It is understood that you are to furnish 
easel and other advertising matter with an 
order for three dozen or more Realite pencils 
and allow regular dealers’ discount. 


..dozen Realite Special @ 


Terms: Two per cent ten, net 30 days 


Name 


Address 


-------------5 
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DESKS 


-for every office use- 





Roll Top Desk 
No. 966 R. T. 


Flat Top Desk 
No. 967 F. T. 
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Through continuous National Advertis- 
ing, occupying dominant space in such 
magazines as System (read by the office 
executive), the Imperial Trade-Mark, 
and the product it represents, are con- 
stantly kept “sold” to millions of office 
furniture buyers. 


Why Look Farther? 


A Single Trade-Mark 
100 High-Grade Models 
/ kinds of Office Furniture 
4 Different Grades 


ONLY ONE QUALITY 


HERE is no such thing as a “cheap” Imperial 

product. True, some of the 100 models are 
the lowest priced desks, tables, and chairs on the 
market—but these, as well as the beautiful and 
beautifully finished more costly models, are all 
made the same careful Imperial way and last 
and serve and are a credit to the office forever. 


Sell 1 Trade -Mark— 
Supply All People 


OU are in business to make money. You will 

sell a dozen brands of office furniture if it 
will enable you to sell a greater percentage of 
people who enter your store. But you will admit 
that it is easier and more profitable to sell one 
line and yet supply all of your people. Such a 
line exists:—The Imperial Line of 100 models, 7 
kinds, 4 grades and 1 quality of office furniture 
for every office use. 


You profit several ways from Imperial products. 
You buy all your office furniture from one source, 
at quantity discounts. You are shipped in car- 
lots, cutting shipping costs and thus increasing 
profits. Your salesmen sell one trade-mark— 
wholeheartedly, concentrating on one selling 
talk—convince more people and sell more stock. 
Moreover, no buyer slips through your fingers. 


At your first opportunity inspect, in particular, 
our “900” grade line, containing as fine a show- 
ing of desks as have been built. Note the 1%" 
tops, 2” posts, modern design and really remark- 
able execution of all details. 


/mpertal Desk Company 


Fvansville - Indiana 


Our new lines contain as fine a showing 
of desks as have been built, strictly mod- 
ern designs and really remarkable exe- 
cution of details. Our new catalog will 
be off the press about November Ist— 
let us have your name NOW. 














And 


vomber 


‘ICE 





A er OF I 
to ill resp s their cards on t table It ma ~ mer 
al vant to pla the game squarely; 1 the l of 
conglomerate ideas you know what This a 
ul m i¢ system is the very oundation Ke) 
st of success hat underlies any business and hat 
underlies s essful business asso tio r org ike 
this 
I going t é rank with you . 2 1 member this Asso 
ciatio althousg yt active, and I am going things 
I ink ou oug » do. You will pard le t simpl) 
g g you th ght from experience i Ww grat at 
yo Ass it the great advance 1 ha ul 
directions. I t been from the beginning a careful stud t of 
wl you ha ‘ doing. But there a n tl gs I fe 
you should do I rust the time is now here wt yu wi 
Aw é to th ssit ff some of these hings uu mus nt 
i¢ 1cti ! K youl \ssociatio 1 
s s r membership. 
$ th 8 put over! this l T svsten throug 
ve ition ess But vou cant! 
r that ou do it by sending it ( ers suggesting you 
Ww b t . ilks, all of whicl \ miderfu Yo have 
} mnderf pr am this afternoor But ] t s i 
I s whereb in go to every individua n his ow and 
I p to h squarely and get him sold to the po 
d starting lo it, and you ha x iis ~ s 
in Associat r You do not supp r Preside i 
Ss ind t executives and ( I ttees h he 
‘ i er things ast sl l 
I Stationers s ition. That is b 
What su must have to do this ng right is 
organizers going about this countr ettir yala 
t} itione! business organized, and getting ese ducationa 
} s put into these different cities where al loing the 
sa t ig in s way You must have a corps of tt a 
‘ i s wh into these stationer stores and ype this 
th p and » working in that sto r whiecl you would 
! charg ‘ ! gz all expense Tr eed not b n expenss 
to \ssocia And later on you wi » have i ) 
s nen continue to trave iround in ~Jhes is 
s d sé I rything is going i | pt s iat 
going That brings up the question of dues il pul 
ss o! not nake your organizat succes ss 
j n en to make it so Money put it iza 
ti is else, brings results; uu must spe n¢é 
tc mone 
I T \ t would surprise you that some tl mem 
bers he loca sst itions, particularly i St. Louis mber 
o s ther ities, the individual firms re paying ues 
al t zg to as |! h as $5,000 a year and I ive etters from 
thos I rns say it is the best money the ever invested. Others 
i $4,0 ,,000 and all such sun down th n You 
m st wak the fact that the mon 1 spenc rgan 
iza sn't « i thing It comes back ou and 
n 1 m I than you can mak by sé is 
so keen on need and the value « Lu st system 
is h sis and foundation of success i ss al in 
. nation work, that I believe it really has the effe yf iging 
abc mate] * might term the Golden Rule yusiness 
tha z that s bei preached so much all over the country 
tod That ru is rapidly bringing about 1 unified I ight 
an isiness the whole subject of business ind 
with prac this rule no trade association in perma 
ne succeed It ngs about also this definition of vanization 
wl I will gi yu Organization means getting together a 
ho Pe eous bod of men, such as you gentlemen sitting here each 
0 izing is vidual responsibilit ind all pulling in the 
har ss the sa ection, and it is bringing about this thought 
als is not ‘“‘what do I get out of organization? but what do I 
gi t t? be ius t vou know, it is as true as anything in th 
\\ 1 \s thou give so shalt thou recei So we should give 
fo that is cessary in the way of money, time and effort 
I erything « that kind, to make success possible, a1 ist 
nat the good w flow back to you 
= Golden Rule I speak of goes like this Do unto others as 
you \ Id that rs should do unto you, Do unto o ers as 
otl s have don you, or as you think they have My 
co hase do unto me, and now, by heck, I am going to 
do to him.’ But if we will in business and in association work 
prac this old G ¢ Rule from that Book, which is the greates 
bool business ma ement and salesmanship any book ever 
wri we will awake to the understanding that nine enths of th 
misd our competitors never happened, and that 99 per cent 
of ¢ wn trouble never had any real existen and we do find by 
tha that throughout the complexities business lif and 
an th many obstacles and enemies to a legal profit ther 
comes mind ar ssity for a collective interest, which only col 
lectiv wction can protect, and we find by that rule that commercial 
traternit getting together, knowing the otl ellow is a great 
I ssi ind answers a very present need And the great principle 
of this commercial fraternity lies in the fact that he who fails to 
play I game square cannot enter that fraternity, while h who 
does | it fairly al honestly, day by day, may have it i great 
tbund 
Ir sing, I wan » give these few lines from Walt Mas 
aday ym from him to the stationery business 
To th neighbor as thyself is what the Good Book teaches 
I thy hatreds on the shelf, and think all people pea¢ 
To s a heigh cannot soar; such precepts a divine 
We « love the man next door, and wast« » effort tr 
“He has so many erievous faults that love could ne'er abid I 
And ordinary languag halts when we enumerate them. 
His sins are measured b the yard, his vices are obtrusi 
Agair such men Ww ‘re on guard, we have to be exclusive 
“We'r ilways looking the sins of those who live around us 
Ww bruis oral shins and wor! ind confound s 
To heir virtues we ire blind, whils or their faults 
1ining 
We se m look ar nd to find their qualities redeeming 
“But i d just train ourselves to look for good in the other ow 
And assume a man’s a crook until he shows up yellow 
We'd see the statio1 s growing wings, we'd find them ks 
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Calculating 
W Machine 
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‘‘Mekes all figuring as easy 


as turning the crank.’’ 


Accuracy The First Time! 


HE Monroe is the machine of Constant Accuracy. 
Even your office boy could figure accurately on 


the Monroe. It gives Visible Proof at every step, 
and makes possible the immediate detection and cor- 
rection of any mistakes on the part of the operator. 


J. A. Hiss, in charge of the Tabulating Dept. of the 
London and Lancashire Fire Ins. Co., Chicago, 
writes as follows: 

‘*You are always sure of your work with the 
Monroe, because you can see what’s what at 
alltimes. There’s no pounding away down a 
long line of figures, hoping you’re coming out 
right. With the Monroe you know you are 
right and escape continually re-figuring to 
catch some minor error.”’’ 

You simply press the Monroe keys, turn the crank, 
and, with the fixed decimal point, any and every move 
you make on the Monroe is machine-checked before 
your eyes, either in the dials or on the keyboard. 


Thousands of businesses large and small are now 
“‘Monroeing”’ their figure-work. In all classes of 
business-figuring, from addition and subtraction of 
debits and credits to the intricate formula of engi- 
neers, the Monroe is saving vast sums and costly time 
in preventing needless re-checking. 


Sending back the coupon doesn’t obligate you. It 
merely invites a presentation of some facts that may be 
of inestimable value to you. 


MONROE CALCULATING MACHINE CoO. 


Woolworth Building New York 
(Member of the National Association of Office Appliance Manufacturers) 


Monroe Calculating Machine Co., Woolworth Building, New York | 


Without placing us under any obligation, send us a copy of 
“MONROE METHODS IN MODERN ACCOUNTING.” 


Firm.Name 
My Name 
Address 
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business prestige. 


and goodwill. 


‘ 


desks insure this s 
faction. 


have proven this. 


We would like to 


us your name. 





Satisfaction 


is the forerunner ot 


engenders goodwill. 
Your. establishment 


needs both prestige 


ENGLEWOOD 


The results obtained 
by Englewood dealers 


send 
you our catalog. Send 


It 


atis- 

















The Englewood Desk Co. 


5816 Lowe Avenue 
Chicago, III. 
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ESSENTIAL ELEMENTS IN PRICING GOODS, 


An Address by John M. Cooper, Vice-President, Foote & Davies Co., 
Atlanta, Ga., Before the Atlantic City Convention. 


Mr. Chairman and Gentlemen: It is indeed a pleas to get bac 
again to one of these conventions, and to see so ma ‘ yu me 
here that I have learned to call friends. That is a migh big wor 
too, 

| wonder if we realize ust what the Associatior 


coming here to these meetings year after year and me 
men we have learned to know and whose friendship 

men who, like our Chairman here and our President a othe 
in the Association, have shown themselves so will t 








things that they have worked so hard for, and have irned some 
times through bitter experience to help us who pe s h 
studied the questions as they have, to avoid the pit s tl 

have found in the road. Work like that in associations th 

means a definite step forward, and we find that sy] 

every year. Instead of practicing the proverbial e tl 
Borden mentioned just now, of doing to the other ow what he 
might have done to you, or what he has done to ) t is going 
a step farther toward the fulfillment and actual practice the prac 
tical Golden Rule. I know many of these men here ive been a 
great help to me personally, and to our business ver ise I have 
been able to put into practice things I have learned ym them ir 
these meetings. 

One thing has impressed me particularly in this discussion, and 
that is that there are three elements that you must consider very 
carefully in figuring what you shall sell your goods the prices 
you shall make on your goods The first is the cost the manu 
facturer plus the transportation charges, because tl st of the 
goods does not represent the cost up there at th act vy, but the 
cost of the merchandise you are selling represents tl cost delivered 
on your shelves or in your store, plus the expense of ng them 
because I believe that is a cost of merchandis« Che st of doing 
business is really, in the last analysis, the cost of n indise You 
cannot always split it up to cents or fractions o s and apply 
it to this sale or that sale directly; you can only do by percent 
age of what you pay your clerks and your landlords a sur bank 
in interest, and the numerous other expenses That is a part 
the cost of the merchandise as you deliver it to the customer 

There are three elements First, the actual cost o merchar 
dise plus transportation Second, you must conside t prices you 
competitors are making all around. You cannot g¢ iway from 
that You cannot control those two factors, the price the factory 
charges you and the price your competitor makes Y« cannot ab 
solutely disregard that, although we do not have mu¢ of that as 
far south as we are. 

But there is one factor that you can exercise a good deal of cor 
trol over, and that is the cost of doing business That is the reason 
we are devoting so much time at this session to the consideration 
of that particular time, because it is the only item w lealers car 
reaily exercise a control over. It would seem, from it Mr. Lent 
says, that we cannot exercise as much control over is we would 
like to And I am sure that the allocating of thos irious items 
of expense, as Mr. Bauer has said, is a very necessa! means toward 


knowing what they are, so that we can handle and control them. If 
we are in absolute ignorance of things that affect us, either finar 











cially or physically, it is hard to control them, but as long as we 
or some one else for us studies them out carefully and lays the facts 
before us, we are in better shape to exercise 1 real control over 
that part of our jife and business, and the intelligent study of the 
cost of doing business will enable us to ultimately get ir costs to 
where we can actually get a fair profit on the merc! lise we are 
selling under normal conditions. 

Some of us will agree that we cannot take the present cost of 
doing business and add that to the cost of merchandise and trans 
portation charges. and then sell the goods at such f ire as will 
actually yield us a profit, but those things will be worked out, and 
when we find we cannot do that, we must go to the nanufacturers 
and say to them, “You are obliged to give us a somewha lecreased 
price level,” or perhaps we can go to our competitors and show them 
that this is what the merchandise costs, and this is ir cost of 
doing business. “We cannot sell our goods on a basis that wi 
vield a living profit and do not believe you can eithe That is 
part of the advantage of knowing what it costs to do business 

As we study the costs, and as our competitor ) natter ho 
poor a fellow he is, finds we know more about our isiness tha 
he does, he is going to try to catch step with us nd perhay t 
get ahead of us, and that sort of friendly rivalry » Ss who ca 
conduct his business on the higher plane is another step toward the 
millenium in the stationery business. 

Mr. Hurley, then chairman of the Federal Trade Commissio: 
when in Atlanta at the convention, said, to my amazement ind 
I am sure, to the amazement of the other men wh attended that 
convention, that not ten per cent of the business men of the United 
States knew their costs He said that applied rt to manu 
facturers, but to dealers as well, and he stated that h statistics 
and reports that were in the possession of the Federal Trade Con 
mission, and which he had studied very carefully. s} ed that fact 
beyond any doubt. 

I have had occasion, in connection with the | I \. cost 
finding methods—before they adopted it, it was nder the cor 
of the old Cost Congress movement to study that question a g 
deal, and I can assure you that what Mr. Borden said to you is 
absolutely accurate as to the advance made in those concerns wh 
have adopted the standard cost-finding system. It is the study of 
costs in the printing business and the resultant lucation and the 
resultant get-together movement that has enabled printing in 
dustry to spend the enormous amount of money M Borden has 
told you of in order to bring about the splendid esults that have 
been accomplished. It happens that we, like Mr. Bord s concer! 
ire engaged not only in stationery, but in the printing and litho 
graphing business as well, so I know from persona bservatior 
these things are true, although I know vou would ) stion wha 
Mr. Borden has told you. 

I would like to emphasize what Mr. Gibbs nas sa know < 
concern not in the printing or !lithographing busi ss \tlant 
that went on the rocks because of a lack of appre on tha 
point Do not figure your cost of doing business o he cost ¢ 
your merchandise, but figure it always on your sales When we 
speak of the cost of doing business, approximately thir per cent 
as Mr. Gibbs has stated in connection with the sur he nade 
year or two ago, he means thirty per cent on th: sales 
not on the volume of purchases, because, if you think o st t 
moment thirty ver cent on the volume of sales d ~ mean a 


all thirty per cent on the cost It probably n anes . kk 
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MODEL 3—12 Inch 





Takes paper 123 inches wide and 
writes a line 104 inches long 


The L. C. Smith & Bros. Typewriter 
Company is now manufacturing the 
Model 3——12-inch carriage, which 1s 
used for billing, statistical and other 
work requiring a wider carriage than 
the regular Model 8. This machine 
may also be used for general cor- 
respondence. 


L. C. Smith & Bros. Typewriter Co. 


Factory and Home Office 


SYRACUSE, N. Y. 


BRANCHES IN ALL PRINCIPAL CITIES 
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High Grade 
Carbons and Ribbons 
do not 
“Just Happen” 





They are built only by expe- 
rienced workmen, having at their 
disposal well selected, high grade 
raw material, and suitable me- 
chanical equipment. 


Ault & Wiborg Carbons and 
Ribbons are manufactured under 





secure at all times most satis- 
We are alive al- 
ways to the necessity of keeping 
our products up to the highest 
notch of perfection, and are con- 
tinually working in our labora- 
tories to develop articles which 
may prove superior to those used 
in the past. 


factory results. 


A quick action service depart- 
ment is maintained for our deal- 
ers, and this means that they se- 
cure from us practically perfect 
service in the filling of orders. 





The Ault & Wiborg Line—su- 
perior Carbons, fine Cotton Rib- 
bons and the famous Typewriter 
Ribbon—of Silk. 


he AULT & 
WIBORG (Company 


OHIO, U.S.A. 


CINCINNATI, 





























66%, or 60 per cent. And if some stationer should do as this man 
in another line of business in Atlanta did, take what someone else 
told him, that it cost him 30 per cent to do business nd he added 
40 per cent to the cost of his merchandise, and figured |! was going 


to get along nicely and have a nice balance left at the end of the 
year, you are likely to get in the same condition he did, and have 
the sheriff take hold of you, because when he got to the end of 
his rope he woke up and found that instead of making 10 per cent 
by doing that, he was actually losing 15 or 20 per cent on his sales, 

In the past ten or twelve years I have talked to a number of men 





who actually seem to have a great deal of difficulty i understand- 
ing that view, and who at first would contend that the proper way 
to figure your cost of doing business was on the cost your goods, 
You can figure it that way, but you must add a heap more than 
30 per cent to get at your figures. I think, in our business idging 


from my general observation, that in order to take care of those 
quantity sales that have been mentioned several times here this 
afternoon, sales in large quantities on which low prices are made, 
that it is necessary on the average run of our business to add a 
hundred per cent to cost; that is, if the stuff is marked that way, 
as some manufacturers have their lists arrange: where they give 
50 per cent discount, which is equal to 100 per cent t the dealer, 
that it is necessary to follow in the average sale that list price in 
order to insure a profit of something like 10 per cent at the end of 


the year, because in a good many of your larger sales you will 
necessarily have to make a discount. That is one of the rocks 
many stationers have found in their way in the years gone by. Mr 


Gibbs has done more than any other one man to place before the 
stationery trade the fact that so much of our business is done at a 
discount that we must get a longer profit on the average sale in 
order to take care of the small net profit at the end of the year. 

I hesitate to question anything Mr. Gibbs might say or do, because 
my admiration for him is such that I think I would } vorsted in 
an argument with him, but Mr. Gibbs has stated to you that he 
believes in a proper charge in the cost of doing business we should 
figure in the cost of borrowed capital, and I believe he has stated 





and published that if a concern should own the property in which 
it is doing business, a reasonable rental on that propert s properly 
figurable in the cost of doing business I am right m I not, Mr 


Gibbs? 
Mr. Gibbs: Yes, sir. 
Mr. Cooper: I contend that a fair interest charge upon invested 





capital in the cost of doing business is properly largeable If 
Mr. Gibbs should go into business again for hi é and should 
take, say, one hundred thousand dollars and shou put fifty thou 


sand dollars of it into a piece of property, perhaps he could not 
rent a piece of property such as he wanted in the locality in which 
he wanted to do business—and suppose he took $50,000 and put it 





into a piece of property in which to house his business, and took 
$30,000 of the remainder or $40,000, and put it into a stock of goods, 
and had $10,000 for operating capital, according to Mr. Gibbs’ plan, 
interest on the $50,000, which he invested in the building, would 
be perfectly proper to charge to the cost of doing business, but it 
would not be proper to charge any interest on that capital he in 
vested in merchandise or in liquid capital for the handling of his 





business It seems to me it is just as necessary to ire the cost 
on the capital you own yourself that may be invested 
dise or liquid capital as it is on the capital invested 
buildings. And I really believe that some uniform met 
well be recommended by this Association in this meeting 
is the desire of the Association, because it would be a stey 





for us to have uniformity on that as well as on many other 
tions that we have settled in the past and will settlk n the futur 
One of the outstanding advantages of the new lI I f A. cost- 
finding system and one reason for the results they hav ichieved 
under the U. T. of A. leadership is because so large a proportion of 
the printers of the country have adopted the | ei \. standard 
system and thereby have enabled the U. T. of A. general office in 
‘hicago to compile figures from all over the United States and 
make recapitulations of them, and publish the average costs pe! 
chargeable hour in that industry, and the average cost n other 
ways, and the average experience of its members in large shops, in 


middle-sized shops and in small shops, and enabled their members, 
wherever they might be, to compare their results wit! average 








all over the country. It has been helpful to us nd it will be 
helpful to this Association whenever our members get w re, instead 
of submitting the 51 reports, we will have practica 0 per cent 
reports kept in the same general way. They need tt be abso- 
lutely the same, They will then furnish us information that may 
be readily compiled by the general office and give s in aver 
age mark that is achieved all over the country so that we can 
see we certainly must do that well and perhaps a ttle better, and 
if we do not come up to that average we know we e not doing 
as well as we should in keeping down our costs nd naking ar 
average percentage of profit that folks all over the country can 
and do make. 

I should like to see an expression of the Assoc befor we 
adjourn this year on that subject, so that we can inderstand 
what should be the uniform practice in the statio isiness 

In response to Mr. Ryan, I would say that we found some years 
ago we could extend our I T. of A, cost accounting s so as t 
take care of our stationery and office furniture business, and instead 
of keeping a cost-finding system on the manufactu g division of 
our business only, we extended it to take care of the 1 chandising 
operations as well, and we believe that while that sys s perhaps 
a little different from the one recommended by M1 Bauer I 
concern that has in effect now a U. T. of A. standard system can 
very easily extend it, and also get the information that vill be 
comparable to the figure obtained under the syster mended 
by Mr. Bauer for concerns which do not have a manufacturing dé 
partment We found that exceedingly helpful in tl handling of 
our business and in the stopping of leaks in our m 1andise as 
well as in our manufacturing operations. 

It occurs to me, speaking to the point of including Federal taxes 
in our cost of doing business, that, as my friend, Mars said at 
Birmingham, it is true the Federal taxes, especi the excess 
profits and surtax, indeed, all Federal taxes under the present law 
are a tax on business that has already been done, or wate that has 
already gone over the dam, but we must pay taxes to the state, 
county and city, and I have not been able to convince myself that 
Federal taxes are not as properly chargeable to the « t of doing 
business as those state, county and city taxes. True, th 1mount 


your Federal taxes is not determined until the close of your fiscal 
year, but it seems to me perfectly proper to charge in every month 


in your operating cost an estimated amount to take ire of these 
taxes, and set it by, as Mr. Pierson has said to take care of de- 
preciation, as a reserve for taxes. You might do the same thing 
with interest on investment, set it by as a reserve It is money 


you must pay for the privilege of doing business, and, instead of be- 
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The Sf" Manufacturing Co. 
162 Union Street 
Monroe - Michigan 


NEW YORK—The 9 Manufacturing Co., A.H. DENNY, Mgr., 52 Park Place 
CHICAGO—Associated Stationers Supply Co., E. E. BLANKEMEYER, Mgr., 201-215 N. Franklin Street 
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If You Contemplate Changing 
Your Store Equipment 


Or wish to add compact dis- 
play space for some special 
lines, it will cost you noth- 
ing to let 


War 


make a layout for you and 
suggest the proper Sectional 
Display Cases to meet your 
requirements. 

There are a large number of 
merchants using JY Dis- 
play Cases, some complete 
equipment others for special 
purposes only, but all are 
satisfied users and boosters 
tor this style of store display 
space. Installations have 
been made for a number of 
lines of business—stationery 
and jewelry stores, tailor 
establishments, dry goods 
stores and paper pattern de- 
partments as well as other 


lines. 
See 
Sectional Equipment 


gives you the advantage of util- 
izing cases temporarily or per- 
manently in regular or special 
positions. Illustration shows 
the clean and very convenient 
method used by The C. F. Den- 
zer Company, of Sandusky, O., 
for displaying their line of inks 
paste, etc. 


We again request the privilege submitting suggestions and quotations on your requirements. 


The Site Manufacturing Co. 


Monroe -2- Michigan 


New York—The ¥4# Manufacturing Co., A. H. DENNY, Mar., 52 Park Place 
Chicago—Associated Stationers Supply Co., E. E. BLANKEMEYER, Mgr., 501-515 N. Franklin Street 
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these |] d times, a stationer or other business man, when he is 
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ed as an ad rem tax on the kind of merchandise you 
purchase or the amount of your sales, or instead of being fixed as a 
fla tax on your rea estate used in doing business, or occupation 
ta is some states have it, the means of getting at the am of 


s simply based on the profit you make rather than on the 
me of your sales, and the business you do, that you turn out 


da day, is what must bear the burden of that tax That is the 
nly manner most of us have of providing th money to pay those 
taxes It seems, therefore, that the Federal taxes should be included 
ost of doing business I am convinced, however, that there 
many of our trade who have had a great amount of excess 

profit taxes to pay, so we need not worry much over. that 
nk this Association can do equally as big things as the U. T. 
) \. hay done The have not only developed a cost accounting 
systen but have recommended a general accounting system for 
printers ind facts that have been given by means 0 thos 


systems and the tireless work of the secretaries and the big force 


ssistants and field men they have been enabled to employ have 


paid tremendous dividends on the investment Those things are 
not expense items. bt are investments that pay bigger dividends 
tha nvthine w can put into our business Our firm belongs to 
pra ally every issociation in our line of business, and we never 
1 one that did not pay handsome returns I believe this 
Ass tior by extending its activities to being of more servis to 
ts members, even if it did cost the members more, could accomplish 
Ss sults as a. oe & Let us take a few leaves out of 
the 1 ’ of A. book and apply them to our problem, especially as 
stationers are more and more linking up tl printing business with 
t} stationery business and are getting more closely a ed than 
ever before I am hoping the results of this convention will be a 
ste] rward in the direction ot accomp isl ng more ot the tre 
is results that the U. T. of A. has accomplished, not that I 
I to minimize what we have accomplished in the past because 
s Association | of tremendous good to the stationery trade 
it we can be ore helpful one to the other, and by getting 





th and excl experiences as we have in this meeting, and 

the figures, if necessary, and being free and open, with the 

facts we have accomplished in the conduct of our own business 

is number of tl members of this Association have bee we can 

help tl stationery business as a whole to m«¢ forward to things 
e scarcely dreamed of today. 


7 


rALK ON LOCAL ASSOCIATIONS BY WM. H. GREENLEAF., 


Mr. Chairman and Gentlemen: I realize the |! ir is getting late 
streneth of he spell of the Boardwalk and the dashing 

wa nd shall try to make any remarks as brief as I can 
t seem to j 1 radical change in the course of events on 
th I ram to discuss for the greater part of the afternoon the 
s doing ness, and then to turn to the stationer and his 





I think you will agree with what Mr. 


said so well this afternoon, and which others alsu have said 


that the very 1 rt and center of association work is found 
in nnection with the knowledge of the cost of doing business 
| subject, which uu gentlemen have discussed this afternoon 
so teresting a wa is really a key to the local associations 
stationers in the nited States It has been said many times 
ization is the key to the present period. Organization 

is a sort of middle name of the twentieth century. Organization 
is tl thing that won the war; it is the thir that builds the 
peace It is the thing that has put the punch in industry, 
ind that makes the busy-ness of business count. We all belong 
p of joiners Most of us are devoting some of our tims 

to a large variety of organizations ind clubs, Kiwanis 

Rot ilmost forgot the Ku Klux Klan ind a variety of oth« 
rganizations are demanding our time and mone In this progres 
sive ize we have enthusiastic associations for the dissemination 
seful informatior ind we have enthusiastic associations, I fear 

tl dissemination of useless information We have ladies 
iries, and now have gentlemen's auxiliaries to the ladies’ aid 

I suspect if the inhabitants of Mars are as eager to know about us 
is st of our scientific friends think they are, they are unable 
s day and age even through their most powerful tele 

scopes, to discover a single man, All they se is meetings. 

I 1 ize that as we is you do, and yet I have the audacity to 
star here for a few minutes this afternoon and preach to you the 
spe f more organizations, and you have the courtesy to lister 


make the point that what we need is more effective 
inizations, a more unified spirit of the National Association 


ocal associations, and a recognition of the fact that the 
ss yn work has two sides, two phases If either of these 
ses is missing, the work is incomplete. The National Associa- 
do much, I believe The National Association can make a 
ntribution in tl stationery industry I speak of the Na- 
Association, not as an office in Chicago or in New York, but 

you gentlemen who are here 
But the National Association standing alone innot do it all, 
l 1 is said and done the problem of business, the irritatior 
bus ss, the difficulty of business arises first of all and in its 
s te form right where competitors are doing business day 


dealing witt many of the same customers, having 


the 


tical business problems. So that the local association has 





contribution to make. And I suggest that every stationer 
United States of America should not only be a member of 
Asso n, but should affiliates ilso with some sort 

" il or re organization, making th picture complete, 
issociation work a full work capable of handling all the 


s ‘ problems 
these duties call for a little extra outlay of time, of 

tle mon than some have given. And occasional] in 

make an additional contribution of time and money, feels 
is the three Scotchmen did who were present at a church 
The three Scotchmen were each intent on putting a penny 
ontribution, their usual donation, but the pastor made 


ssioned appeal for a larger contribution As his arguments 
eloquent ind forcible, the cold beads of sweat stood 
out t faces of tl Scotchmen, and as the contribution plate 


came wn the aisk they were at a loss to know what to do. 


rilliant idea struck them, as brilliant ideas do strike 
otchmen, and one of them fainted and the other two carried him 
it (Laughter. ) 
But it has been very effectively said here this afternoon that 


the little added expense of association work is not really an expense; 
it is an investment, and after all is said and done, we get out of 


issociation work, just as we get out of anything else, what we put 








Banks and Business Houses 
Use the Pearl Cutter 


For cutting the margins from monthly 
statements in quantity. Several hun- 
dred sheets ledger paper 
clipped at one stroke. 








—Zip! It is done in an 
instant and the edge is 
clean and straight. 


Also cuts card- 
board, leather, 
cloth, quicker 
and better than 
knife or scis- 
sors. 





A saver of labor 
and gets the 
work out on 


Has spring . 
ime. 


balanced 


handle. Sells readily to 


Banks, Multi- 
taph Users, 
otographers, 
Offices, Facto- 
ries, Stores. 


The base is a 
waste receptacle 
for 
convenience 
and 
cleanliness. 


The BOSTON and OFFICIAL 
CUTTER 


Every office of every kind can 
use a Cutter in every depart- 
ment. The Bookkeeper, Mail 
Clerk, File Clerk, Price Clerk, 
Production Clerk, for a great 
variety of 
trimming. 
The Sales 
Department 
for cutting 
samples, illus- 
trations, en- 
closures. The Advertising De- 
partment for cutting out illus- 
trations, exhibits, dummys, etc. 
The Draftsman for blueprints 
and drawings. 


Made in sizes 
13” and 19’, 









Invaluable in a hundred ways in 
every office, store and factory. 


Several thousand have been sold. 
Made in a variety of sizes. 


We make also a line of Power Cutters, 
Printing Presses, Tableting Presses. 


DEALERS WANTED 


Golding Manufacturing Co. 


FRANKLIN, MASS. 
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STEEL Office Furniture is | 
Displacing Wood | 


2 eecent any MEN everywhere are adopting 
steel as the standard office equipment 
progressive dealers are meeting this demand 
with profit to themselves. 


MEDART Steel Office Cabinets should be one of the 
most important items in your Steel Furniture Depart- 
ment. A demand for them already exists, and this 
combined with their utility and efficiency, insures sales 
with minimum effort. 


ieemaiiea 


The margin cf profit is very liberal. The investment 
consists of one sample of each cabinet and a smal! ad- 


ditional stock. 


Be the first in your community to show this modern 
ofice necessity —it will add to your reputation and 
profits. 





Write today for full information, covering illustrated 
literature, prices, discounts and selling helps. 


Junior Stationery Cabinet 


60 in. high, 18 in. wide and 18 in. deep. Four Fred Medart Mfg. Co. 


fixed shelves. Its smaller size allows it to fit into Detncnen anil Ge ely Sts. St. Louis, Mo. 


limited space. 





Stationery Cabinet 


72 in. high, 35 ia. wide and 18 in. deep. 
Divided into five compartments by four 
adjustable shelves. Ample space for 
office supplies, printed forms, etc. 








New York: 52 Vanderbilt Ave. San Francisco: Rialto Bldg. 





Stenographer’s Individual Cabinet Sanitary Steel Wardrobe 
24 in. high, 21 in. wide and 21 in. deep. Just the height 72 in. high, 35 in. wide and 18 in. deep 
of an ordinary desk. Puts all stenographer’s supplies with- Does away with coat hangers and wall 


racks—presents neal appearance, saves 
time and confusion. 


DAR_ 


in easy reach, saving time and steps. 
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! sur time and our effort And so the gument 
added ! a little added expense sno argu! gainst 
il associatior vork 
not ying » develop the stud oO ocal associatior work 
ates a to the public interest ilthough I d lik 
a here t the right kind of association work is i very 
thine for public, and the interest of the publi s a won 
vaug de to keep a loca issociat r tl Nationa 
as ht field of activities But leaving o the 
a1 uught of public interest in thf part 1 dis 
ssior ust ha is it that a local association can do for the 
lual stat ind for the stationers as a whol 
- loc ssociation worth while? Can it be made worth 
Most siness men have an object I ire 
gent the room whose ) ts are quit lentical 
there ire two big features in t siness 
sent tl noon, two main o eading objects t it move 
his da rk Not many of is are in business simply 
healt} ilthough it is true tha the ife of bus ss men 
a wl at work I suppose most ot S al in 
s ss to mal ing, to make mon to get an incon vhich 
ds That is one thing I ised tk th k it 
thing n vere in business fo Some rf ou ma have 
Frederi« s k o7 The Gre Ga Busi ss hat 
hye he autho ny isizes the other bie feature that is the mind 
s uusly or therwise of the average business mar that we ire 
¢ g not sim} i money making, not simply in ng tor | 
goal « profit, but that we are in a wonderful ga n 
and spi ind energy and ambition all play tl part 
great g of business is the thing that made Schwab sa i 
izo tha he had gotten tired of tl king about profits, but 
1s thinking mor specially of the wonderfu riendships he had 
business of the joy which can to him 
put across tl thing he had intended It was tl great 
business d the spirit of that game that mae James J 
f take those h ,y rails of steel into the great Northwest, and 
in empi \ deserve the title as it was given to m, the 
et p Oo t aire Northwest I suspec was and 
s the rame is much as anything els that places Theodore 
R s elt at the i e ot fame that made him 1 ret s tative 
in citizer! i epresentative business mat i* politician and 
s! i 
ieve t spirit of the game s one o the ggest 
s mn ggest interests I the thought f every 
< ess man n the stationery industry There was a time the 
histor o NT ne when every participa ree to strike 
the belt ‘ there was no rule no standard 
b t it time passed ind rules were made and that da forth 
t nside i fair to strike below the belt Games of 
\ du vy evolved through being played in accordance 
les de secure fair play 
Just so i \ the game of business The stationer business 
has evolved to what it is today, due to g] plans, thoughts and 
, s so that toda the individual stationer does t count 
himse a success Oo matter how mucl money he makes no 
I r how irge his profits may be, unless |! has played the game 
spirit of th sportsman We are coming to realize that not 
s the vorld a stage, and men ind women players but 
sit Ss Is a gr it game ind business men aré¢ sportsmen 
S at ” stion before the average business mar is how 
ca é oca ition of stationers or 1 local association in any 
stry best promote these two objects to make a profit and to 
uD the standa s of the game. Ther ire two ways ir which 
issociations 3] iking generally, can |} p the advancement of 
these two objects One is by providing a sort of business insurance 
and the other S building business for the members f the 
iss ition. 
B usiness insuran I mean simply the setting up of standards 
laving iow oO rules of ethics. By business insurance I 
n i the prevention of ignorant methods ir merchandising the 
preve ion of ur r practices and unfai means of procedur By 
ilding of business I mean just what you are doing here 
the exchangir of ideas, the setting up of new standards of 
uct Ss looking orward into the future taking the enthusiasm 
0 en and building out of that enthusiasm new and better 
ent siasm and setting new standards, new goals in merchandising. 
Those things the ocal association can do So much for gen- 
es Now ‘ it in a specific, particular way can a ocal 
isst do for the dealer? I have in my hand a paper which 
was d me b t executive officers of one local association in 
the States Theorectically, this association is engaged in 
t s } lany o se activities, and the scope that they suggest 
s applicable to an ocal association Before reading to you a 
summary 0o Ss paper, an outline of the practical w that 
ca e done b t local association, I would like to speak one 
of warning, and that is this From my experiences n isiting 
associations, | idge that there are man associations that 
made the serious mistake of attemp too much at the start 
ar hen have become discouraged thror their failure t reach 
satisfactory results They assumed to rm at once i the 
ses of the trade They assumed they would at once be ble to 
I i usiness ilong progressive lines in i masterful way But 
und they vere dealing with humar nature they found 
id to dea vith little ugly economi facts, and they have 
reed to surrender on one or more of the plans However, a 
sma veginning can be made, and that small beginning can be 
i d up and made arger in purpose as the days go by and a 
mad can | it mpted with better prospects of success 
ief, this outline of the objects and purposes of this particula1 
issociatior s as follows: 
Objects and Purposes of Local Stationers’ Association. 
bring into oser touch those persons engaged in reta ind 
sa stationery business. 
social Act ties Annual banquet nnual field da yuar \ 
mee £0 tournament, dances bowling iz social 
g ‘ gs mutual acquaintance 
reform abuses xisting in said business (1) Short w gehts 
{ short counts , false advertising 1) bribing purchasing 
g : 5) lavish s to purchasing agents, | infair k king 
petitors ( secret rebates, (8) prefere tia discounts 
ffuse re" te and reliable informatio (1 Educationa 
W Creati sales inship, merchandise analysis. salesmanship 
a s 
2 Business Ma ivement Cost of doing business illo 
! penses to departments, cost of merchandising different nes 
~ re ti ods, blank books, papeteries, et Classificatior 
oT | ees—Class A Semi-executives Class B 30 vears f ag 
with it ist years experience Class € 0 irs 
witl ist 2 vears’ experier { ss I) Beg ers 











cLAR-O-TYPE 


THE WONDER TYPE CLEANER 


Means Steady Sales 
and Bigger Profits 
for YOU 


If you’re looking for an article that won’t 
accumulate dust on your shelves stock Clar- 
O-Type and watch it go. Live dealers know 
that if they can supply stenographers with 
something they need and want, the sales 
will take care of themselves. Stenographers 
DO need Clar-O-Type and when they 
NEED a thing they BUY it. All YOU have 
to do is put in a supply and keep busy. 
And because of the high quality of this 
little necessity, the wonderful results it ac- 
complishes and the saving in time and 
patience to the stenographer, your repeat 
orders will be gratifying. 


JUST APPLY 





THAT’S ALL 


Clar-O-Type, the original product, is sold 
in a handy bottle, with dauber, all ready 
for use. Price 50c. DOES NOT EVAPO- 
RATE. Its superior quality, unqualified 
endorsement, our national advertising and 
the attractive colored display matter which 
we furnish free to dealers assure you of 
Steady Sales, Satisfied Customers and Big 
Profits. You'll be interested in our unusual 
offe: May we tell you about it? 


THE CLAROTYPE COMPANY 
203-L FRANKLIN STREET, NEW YORK CITY 


Canadian Agents: Standard Distributing Co., 
Montreal, Quebec 
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UR 
EBUILT 
YPEWRITERS 


‘*Like New’’ in quality, 
finish and value. 


UT THE'SALES’ 
IN SALESMEN 


and no less. 


OUR 
“SELECT 
ROUGH” 


Incomparable Values- 
Superior Selections. 


UT THE $ ON 
VERY DOLLAR 


and assist you to raise 


DOLLAR TO DOLLAR$ 


Remingtons Royals 
L. C. Smiths Olivers 


UNDERWOODS 


Smith Premiers Monarchs 





ERVICE 


with the ‘‘vice’’ out. 


ENERAL 
YPEWRITER 
XCHANGE, Inc. 


30 Main Street, Brooklyn, N. Y. 
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Proper basis for compensation for street and traveling s s < 
best method of determining the net value of their w 
mended retail prices, 








(3) General Information—Excise taxes, corporatio1 s i 
chise taxes, tax returns and schedules, charities and su ptions 
imposters. 

4. To procure uniformity and certainty in th s : ind 
usages of the trade, and thereby broaden the basis u vhich 
the business is conducted. 

(1) Cash discounts, (2) merchandise discounts, (3 standardiza 
tion of styles and sizes of merchandise, (4) sta i ) oO 
wrappings and containers (5) hours of opening al sing 
holidays—Saturday closing, (6) deliveries, (7) acc tio 
competitors on “pick-up” orders, (8) “clearing hous 

5. To act for or between its members in matters o ‘ or 
adjustment. 

In closing, I would like to emphasize one o t s 
first of which has been mphasized here ill 
that is the importance of accurate knowledge of the s doing 
business, the importance of getting hold of this funda thing 
which is at the basis of all association work and o isiness 
progress 

Another item that I would lik to touch on fo ent is 
this matter of the issuance ’ ecommended retai I s 
some associations have carried on with the idea o s! ‘ 
educational service for the benefit of the individual m s of the 
association. The Nationa Association issues its ! n 
mendations upon a line which it deems scientific i ssues then 
as educational information along the lines of cost fi t Che 
National Association does not expect, nor should any |! associa 
tion expect its members to abide by, adopt o i ere t 
any of the price recommendations simply because tl issue 
by the association. It simply offers a statement of fact idi a 
reasonable cost and a reasonable and fair profit, and ys that 
statement of fact before its members, and if the fir s 
that are made by the member differ from the pric I menda 
tions that are suggested, then it is not only the right es 
of the individual member to disregard the price reco ns 
but, if he is a good business man and knows what he s g 
is his duty to his own business and to the indus sreg 
the price recommendation 

Association work is built over a long term o ) z1 
deal is not accomplished in a moment or a month or ¢ ye 
but there is a goal ahead of us that is a very high ge i s 
goal worth seeking, and a goal which, I believe we attail 
We shall be building through this Association w 
our own business, not only our own income, but we sha lid + 
the industry as a whole, and we shall be building no th 
present day, but we shall be building a trade for th future, and 
for those who come after us and take our place at es 
behind the counter, we shall leave a business herita throug} 
association endeavor which can scarcely be equalled i I othe 
way We shall build our own business, we shall build a istry 
and we shall have been thorough-going, scientific busi ss an 
good American citizens I thank you 


ADDRESS ON ADVERTISING, 


By Chas. L. Estey, Advertising Counsel of the National Association 
of Stationers and Manufacturers. 





My friends, my only excuse for taking your time at the « se 0 
this remarkable convention is that I believe I ha essa ge 
for you, I heard an old teacher one time divide al peo} nt 
two classes, and he was particularly referring to those wl had t 
speak or to preach. He said “There “are two classes I I 
those that have something to say and those who have to s some 
thing. Today, if I did not believe I had a messag rlue 
you gentlemen who are before me, I would not take time 

It has been my custom for many years not to speak before a 
audience until first we all took part in the action of inding 
up on our two feet and opening our mouths and singins 80 
that you may not go to sleep while listening to my du 
will you please stand up while we sing? 

(Convention arose and sang one verse of “‘America 

We have had three splendid days together, days fu se and 
fun, of deliberation and discussion, of reports and recommendations 
of resolutions and elections. and now on this final day and in this 
closing hour we are coming to the point where we st decid 
what we individually have gotten out of this ec er We 
face the question individually What am I going d his next 
twelve months? That is really why you spend your n ‘ and 
your time to attend this convention It is certain that 1 nan wi 
go away from this convention precisely the same man that he ime 
here. 

I think we should more often take time to reflect that 
one of us represents at least, we will say, three or yu liffere 
people. First, there is the man as his business associates k1 
him. Second, there is the man as his family knows him hit 
there is the man as he knows himself. Fourth, there is the mar 
as his God knows him. When those four personalitic 4 


merged into the one, and that one shall be the mar is God 
knows him, then shall we attain to the real dignity 
and its opportunities. 


We have had the “Siss-Boom-Ba,” the Fourth of Ju elebr 
tion, the getting together for a good time, and now Ik s hope 
that it will not be, in the words of Irvin Cobb, a year en we 
shall have “thunders of silence.’ During the past eal ind 
during this convention your officers and committees haves ked 
harder than you know, and they have worked not oO mone 
They have worked for you and because of the interest the 
have had in your individual welfare 

I recall a story told by Sam Jones, the southern evans x 
an old clergyman who was preaching a sermon on personal respor 
sibility It was in a farming community He had p ache 
earnestly, and as he came to the close he reached over the pulpit 
and said: “Brethren and sisters, next Sunday I shall preach aga 
on the same subject of personal responsibility, and I would lik: 
to ask that next Sunday you bring your rakes with you instead « 


your pitch forks.”” Whenever he had made a point which he 


to carry home to individuals in the audience he had been cor 
scious, as speakers so often are, that instead of accepting the 
message for themselves they were pitching it over their shoulders 
to their neighbors behind them. Shall we not take the messag: 
of today to ourselves personally and individually? 

Now to my subject, which is, specifically, the advertising of the 


retail stationery store, with a few side remarks. Manufacturers 





\| 
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E Precticnl Office Accessories 


CHICAGO GLASS DESK PAD 








Insert Charts, Maps, Price 
Lists, Tables, etc., by simply 





lifting the glass. It is adapt- 
able to any desk and furnishes 
a hard writing surface. It is 
backed entirely with felt. 
thereby insuring the desk sur- 


face against marring. 





CLOSED 


The Glass extends 
to the edge of the 
pad and is either 
plain finished or 


beveled. 





OUR PLATE GLASS LETTER 
TRAY is a practical as well as an 
ornamental acquisition to your desk 
equipment. It is held together securely 
by nickel-plated clamps, which are 
tipped with rubber to prevent scratching 
of polished surfaces. 








OUR PLATE GLASS WINDOW 
VENTILATOR is as essential to your 


office as your desk. It not only protects 
you against drafts, but prevents your papers 
from being blown about. It can be attached 
quickly to any window. Also adaptable for 
hotels, apartments, residences. 





The Chicago Mirror and Art Glass Co. 
216 NORTH CLINTON ST., CHICAGO, ILL. 
Phone Franklin 5840 
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No. 333 





THE FURNAS DESK 
—FOR THE BURROUGHS CALCULATOR 
The Furnas Desk has thoroughly and efficiently recog- 
nized the many needs of the calculating machine operator 
for greater.comfort. It is especially designed to accom- 
modate the bookkeeper or the accountant who uses the 
machine a part of the time only as well as the calculator 
operator. The Furnas Desk responds creditably to the 
ereatest speed, accuracy and efhciency demands. 


—Furnas Desk Advantages— 


For the Burroughs Calculator easily moved from one posi- 


1. The sloping top makes easy tion to the other. 


the reading of figures. For the Bookkeeper or Accountant 
2. The machine compartment 1, The Furnas desk is just the 














Fa allows the operator’s arm to right height. 
THE oo > The closed we akec : 
FURNAS assume a natural position. 2. The closed well makes an 
ey oan . ; broken desk top. 
LINE 3. The diagonal sidewall per- , ken desk top 
; tc th ' ' 3. The sloping top gives great- 
The Furnas catalog will mits 1e operator to place se ete oe ae 
demonstrate the desirabilit) achine in anv desired con- wa Caos and . Ini¢ a HC) ; 
of identifying your busines machine im any Gesire 4. The machine is quickly put 
with the Furnas Trademark venient position. 1n working order and as 
4. The machine is quickly and quickly dropped out of sight. 


THE FURNAS OFFICE FURNITURE CO. 


INCORPORATED 


INDIANAPOLIS INDIANA 
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CA BIG STORY 


in few words 


JUST BECAUSE 
aluminum holders are used by drivers 


and shipping clerks they are opened hundreds 
of times each day for the removal of sheets. 


CLOSE UP 
of clerk using old style holder 











Showing manual equipment he should have 
but finds it impossible to purchase. 


Therefore 
he should ask for a holder 








r 








that stays open this way. 
FAULTLESS STAY OPEN - 
ITS NAME— SHEET HOLDER, 


ITS PRICE 


NO MORE THAN OLD STYLE 
THREE-HAND HOLDERS. 





Dealers Write for Sales Helps 


Stationers Loose Leaf Co. 








Loose Leaf Products 











NEW YORK 
MILWAUKEE 
CHICAGO 


noe 
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ECONOMY 
FLOOR SPACE 





The St. Johns Stack Method of 
display is modern business effi- 
ciency concentrated and applied 
to your own store. It shows 
four or five tables effectively 
in the floor space occupied by 
one, and gives the customers 
an adequate idea of compara- 
tive sizes of a larger size than 
called for. The display legs 
are furnished free with your 


first order. 


ST. JOHNS TABLE COMPANY 


Cadillac - - - Michigan 








APPLIANCES Vovember, 1921 


The fourth principle is Do not hesitate to ask advice when 


needed on advertising If you are too busy, too tant, too 
inexperienced, too self-centered, too experienced, t essimistic 
too optimistic, or too much in a rut, get some help or ir adve! 
tising plan, just as you would go to a doctor or to a lawyer for 


specialized service. Remember, friends, that mere because a 
manufacturer or a retail store proprietor has the deciding power 
as to whether or not he will spend money for advertising is no 
reason at all to believe that he knows more about advertising o1 


about medicine or about law than a man who Las dé yted his life 
to studying this science. 

The advertising ideas of some level-headed men are as flat as the 
board walk and very much narrowet! It pays to know what you 
1re-about in advertising, even if it costs you something to find out 
In this connection I have dreamed and thought, and have been 
working toward it since last January, when I became connected 


with the Association work I have been looking toward a possible 
service that might be rendered to the members through the Nationa 





Headquarters’ Offices, an advertising counsel servic f ou please, 
for which when the members would pay something I do not 
believe, gentlemen that the counsel and service ! ivertising 
should be part of what you get for your dues Your dues are prac 
tically nothing, if you will permit me to say so 

The probabilities are that as compared witl the st f our 
golf club, or your Rotary Club, or your Masonic Club, or any other 
club, the dues of vour National Association each year whict is of 
vastly more benefit to you than all your social clubs, are as nothing 

thirty dollars for twelve months. Think of it! Not € n ¢ ul 
money And yet there is hesitancy, I understand, about i reasing 
dues Where are you going to get the money? Anything that vou 
get for nothing is usually worth nothing 

[ have in mind, Mr. Gibbs, the preparation of a questionnaires 
send by the advertising counsel to every member who w ts ad 
tising counsel and advice based upon the questionnaire whic} I 
developed for the United Typothetae of America The ques 
tionnaire is sent only on request to those stationers who desir 
to have advice on their sales and advertising It is ide up < a 
list of carefully selected questions, practical questions, w h, whe! 
returned by the retail stationer to the advertising couns¢ Fs 
us the opportunity of diagnosing the case and kr \ it tt 
facts are There is no use ecommending what sing | 
should do until we are in possession of the facts, u ve know 
what we are about to do \ lawyer before he recomn is acti 
I am quite sure, studics the situation, and determines rst in his 
own mind what he should do before he tells 1 A doctor 
similarly, diagnoses the case before he prescribes I p 
time will come, Mr. Gibbs when that service may é instituted 
and when it does come it should be self-sustaining 

When you have you plan worked out, the next tl gz is to 
put it into action and stick to it Ninteen hundred and twenty-one 
is rewarding fighters The next principle is lak 1dy 
tage of every available opportunity for improving I ess 

The first opportunity of which [ have any knowle ‘ ha was 
placed in your hands by the National Association was 1dver 
tising drives. I do not know whether I dare sk 1 ¢ tlem 
here to stand who thoroughly co-operated in their ow st es witl 
these advertising drives I would not want to s!} ‘ ou 
Personally I don't know of a single individual stat 1 this 
country who ever thoroughly) took advantage o ! 
opportunity offered to him gratis through these ad - drives 
to hook up absolutely and solidly with the drives I ; brings 
to mind this fact, that this very week, October 10 t is th 
Greeting Card Week in the Association drive How f you 
are doing special window displays for it newspa pe vertising 
direct advertising, interior decoration and store ser ¢ eting 
cards this week? I will ask you to hold up you } is on that 
That is fine, splendid About eight out of the é lience 
Mr Pierson says there are more than that I that 
The point is this, that you hav not taker f tl 
advertising drives. Take advantage of them this year at 
every ivalilabie opportunity \lso of window and s displays 
of free electrotypes for ewspapet! idvertisir t ! for dis 
tribution to your trade Why not hook up vith helpful 
offer, and thus get over the hill easier?’ 

Now just a few words to manufacturers. May 1 iggest that 
you design all your advertising to help get sales for tl retail out 
lets Do not blame the retailers for not usi: ‘ ’ woking 
stuff I am not calling any names You know Ma ke 
your advertising material good enough to use ind it I sed 

Once again I wiil refer to the greeting card outfit I e st 
some of their literature framed in mahogany fra s 
in department stor windows What manufacturers toda 
have had that thing happen to your advertising mak 
your illustrations and printed matter rood « yugl s 
sensible enough to use, it will be used It will be us et this 

if you tell the dealer how to use it I have visit res 
in the past year, and talked with their prop: 
advertising, and asked them Have you used tft d tising 
matter that has been sent to you by manufactu s i the 
said “No, I hav not There is a bundle ip there ther 
bundle over here, and some in waste baskets down I gs i 
Why don’t you use them?” And they said “I d how 
to use them,” Mr. Manufacturer, when you send 
tising matter, remember it S an investment or 
it an investment by telling the retail dealer how to Ss 

Now for a plea to the manufacturer for the 1d\ S 
In the more than thirty years I hav devoted toa s i 
tice of i1dvertising and s¢ I ind let us 
tisin consists also of the knowledge how to re h s po ets 


through their heads I have found it to be 


employ an advertising manager in whom you can ha ynfid 

Do not give him the title and then hold aloof: do ok up 
him with suspicion. If you suspect him, fire hin him 
your confidence; do not throw cold water on his su es ns ist 
because they represent money going out. Do not loa s sibili 
on his shoulders without giving him the opportunit ! that 
load. Do not nag him You may be the boss of you isiness, b 
you are not boss of yourself if you nag those whom 1 en 





More large successes in business—and I say this advis in 
supply a list if called upon ire due to the fait] 

work and creative genius of the advertising m« ‘ ‘ 
shrewd maniplation of merchandise’ or income reports 
(Laughter). = 





First, get a competent advertising man, ar 





I t 
offer recommendations, with his reasons why, teres 
in your advertising, but for goodness sake do not t terest 
out of it, 

Now a word to the retailers. I am not a statio1 [am 1 
very well acquainted with the stationery business he methods 











of procedure, but I would like to ask one question 
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What 
Beyond Fire Protection? 


Everyone now assumes that, of course, 
they will get perfect fire protection when 
they buy an Allsteel Safe. 


But what other important features do you 
otfer them? 

In the first place, how about “light 
weight’? The Allsteel Class “B” is the 
lightest safe of this type that is made. And 
you know that sometimes this is greatly de- 
sirable, particularly in a big safe. 

Then, there’s the need for large interior 
capacity. Allsteel Safes, electrically welded 
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Do You Sell 


to secure fullest protection at minimum 
floor space, naturally allows greatest inte- 
rior capacity. 

This oftimes means the customer can buy 
an Allsteel Safe at less expense and still se- 
cure the same interior space as is offered in 
more unwieldy and more expensive designs. 

Users of Allsteel Safes are loud in their 
praises of these fine-looking, modern, high- 
erade safes. If you do not sell Allsteel and 
want a fast-moving business-builder, look 
into this line. Write for our interesting 
proposition for live dealers. 


THE GENERAL FIREPROOFING COMPANY, Youngstown, Ohio 


BRANCHES: NewYork Chicago Boston 


Washington 


Atlanta Seattle San Francisco Philadelphia 


Dealers in all Principal Cities 








Office Furniture 
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MUTSCHLER BROTHERS CoO. 


NAPPANEE, INDIANA 


office tables. 


this. 
we advertised. 


Your Customers Know 
This Trademark a 


For the past twenty-five years we have specialized on superior 
There came a time when we knew we had a table 
superior to any on the market. Our old customers testified to 
But, we needed a new and more extensive business field. So, 
Today, we are national advertisers. Thus, the 
Samson trademark is recognized throughout the country as sig 
nificant of endurance and lasting qualities. 











Right hand leg sec- 
tions show the old 
way of tapering legs 
with varying thick- 
ness of stock. Left 


hand leg sections 
show the Samson 
“taper - mitre - joint- 
boxed” method of 
assuring uniform 
thickness of stock. 





lllustration shows 


the method of “in 
ck reinforcing 


Samson table tops 
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Samson Tables 
are certainly better than ordinary tables in all 
points of design, construction and finish. And, 
it is different construction that makes them 
more durable. “Interlock Reinforcing” is an 
exclusive feature in the construction of Samson 
table tops. The legs of the Samson tables are 
mitre-taper-joint-boxed which gives them the 
same thickness of stock from the top to the 
bottom. Furthermore, Samson tables have a 
rich and lasting finish that penetrates. In the 
panel to the left, these distinct and individual 
features of Samson construction are illus 
trated. The illustration above shows but one 
of the handsome designs to be found in our 
complete line of tables. 
Furniture Dealers 

Consider Samson tables before you re-stock your fur 
niture department. They will merit your keenest 
consideration. Besides, the established market and 
prestige due to our national advertising, we offer you 
the advantages of our specially prepared dealer helps 
and advertising literature. Write us at once. 
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DESK TRAYS 


Adjustable - Convenient - Neat 


Keep all papers off the desk—out of 


easy reach. Cur- 


dence and data may be 


available, safe from 


lacement. 


Made up with two, three, or four trays. 
These revolve around the rod and ad- 
just to any position at slightest touch. 
Each tray is separately detachable. 
Mounted anywhere. 
Trays are made up in solid oak or 


mahogany finish—either letter or cap 
size. Use same type of mountings as 


] 


Burns Telephone Brackets. 


Write Direct to Makers for Trade Prices 


State and 64th Streets 
CHICAGO, U.S.A. 





Other Office Appliances 


Burns 
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Guaranteed 
[ pholstered 
hwurnitvre 


( NEW YCIRK 








The symbol of Olden Craftsmanship 


in Modern Furniture 


The Karpen Trade Mark 


The cumulative value of twenty- 
five years continuous and con- 
stant advertising of a_ trade 
marked product is well appre- 
ciated by furniture dealers today. 
It has made possible the selling 
of furniture on a sound quality 
basis. The past performance, 
consistent and reliable, warrants 
the strength of the Karpen guar- 
antee. We would like to make 
youracquaintance. Writeustoday. 


S. KARPEN & BROS. 


Chicago Michigan City New York 
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SATISFY YOUR CUSTOMERS 


MASTER 
GRADE 


REMANUFACTURED 


TYPEWRITERS 


WILL DO IT 


Every Make Keyboards for Every Language 











Wholesale [ypewriter Co. 


INCORPORATED 
326-330 Broadway New York, U. S. A. 


Cable: ‘‘Saletype” 
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An Opportunity to Create Business 


How few of the offices occupied by successful busi- 
ness and professional men are furnished in a manner 
calculated to reflect worldly success or to impress 
the visitor! Usually the furniture consists of mis- 
matched pieces of various vintages. 


The Italian Polychrome 


Undoubtedly the excessive prices heretofore asked 
for fine-appearing office furniture have stemmed the 
demand. This barrier, however, has been lowered 
by a revolutionary step on the part of The Macey 
Company. 

Carrying out the idea that a great market awaits 


The William and Mary 


The line is complete. While any piece in it may be 
purchased separately, an entire office may also be fur- 
nished in harmony, with a full suite. Dealers who 
have viewed these new Macey offerings, and have 
undertaken their sale, are most enthusiastic. They 
find in them a new angle of approach to the pocket- 


THE 





Yet there are many men in every community who 
need but to have the appearance of their offices 
diplomatically called to their attention, in order to 
arouse their pride to action, provided an opportunity 
to correct the condition is available at moderate cost 





such furniture, provided its cost could be brought 
within reach, we have developed the Macey Line of 
Matched Office Suites. While this line has been de- 
signed by foremost designers, it is being produced on 
so large a production scale in the great Macey plant 
that it can be sold for prices more reasonable than 
have previously existed. 





books of business and professional men — an oppor- 
tunity to create new business in the present market. 
We are prepared to make a most interesting proposi- 
tion to representative dealers—in those territories 
not already closed. Send for details at once— they’re 
worth wiring for! 


LINE 


Steel Files, Wood Files, Filing Supplies, Steel Safes, Office 
Desks, Matched Office Suites, Sectional Bookcases 


THE MACEY COMPANY, Grand Rapids, «Mich. 
Made in Canada at Woodstock, Ont. European Office at London 
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dre housands and profits figure on 10% net and we make 
If this can be increase 2 or 3% by charging to the expense of 
ing business, interest on the invested capital, the practice is 
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The her reason is advanced by those accountants who favor 
practi To insure a uniform system of pricing it is desirable 
in ar industry to ha as nearly as possible a uniform system of 
figuring the cost of doing business Inasmuch therefore as \ has 
to borrow and pay nterest on half the capital which he uses in 
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that o B’’ who has sufficient capital of his own; why not recom- 





mend interest on a ested capital as one of the costs of doing 
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IMPORTANT 


When YOU sell rubber typewriter 
keys ask apes four questions: 
First—is this the BEST key made, 
ee of price? Second—is it 

UARANTEED to give my cus- 
comers satisfaction and insure their 
teady patronage? Third—is_ the 
price RIGHT and my PROFIT large 
enough? Fourth—does the man- 
ufacturer CO-OPERATE with me 
in moving his goods? 
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The answer tO these four questions 
is ‘‘Peerless Keys.” They ARE the 
eg keys sold through 

‘ DO give your custom- 

satisfaction. The 
and your PROFIT 
CO-OPERATE with 


limit! 
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only first 

dealers. The 
ers unqualified 
price JS right 
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Which means that YOU can use 
Peerless Keys as a LEADER for 
your other lines and cash in on a 
growing demand. Let’s show you 
how quick results. 


Ys 
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The PEERLESS KEY COMPANY, Inc 


176C Fulton Street New York City 
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Chieago Pittsburgh Cleveland Philadelphia Boston 
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Seattle Minneapolis London, England 
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olumbia 


Ribbons and Carbons 


Dependable 
ys Uniform 
Serviceable ® 


and the above booklet, “Mak- 
ing a Good Impression”, 
takes you on an interesting 
tour thru the Columbia plant 
and home office.. .illustrating 
each process in the manu- 
facture of Columbia Type- 
writer Ribbons and Carbon 
Papers....showing you why 
Columbia can _ truthfully 
guarantee perfect qualities.. 
and all tending to convince 
you that the Columbia line 
is the line that sells with 
profit to yourself and with 
satisfaction to your cus- 
tomers. 


Send for your copy—gratis 
.and at the same time 


Write for Sales Proposition 


Desirable territory over 
which you can secure ex- 
clusive selling rights is avail- 
able at present. It will pay 
you to investigate the details 
of Columbia’s Dealer Sales 
Plan—a plan that profits the 
dealer! 


. COLUMBIA 


RIBBON & CARBON MFG. CO. 


69-71 WOOSTER STREET 
NEW YORK, N.Y. 





For the British Isles: Address all 
inquiries to our London Branch, 
212-214Upper Thames St.,E.C.4. 
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very wide difference of opinion I think that the majority ath 
lean to the view expressed by Mr. Marshall. There are ve few 
extreme enough, to think that the entire tax, that is, including the 


excess profits tax, should be considered as a legitimate charge. Ther« 
are some few—-quite a percentage that feel that the normal lr 
come tax is a legitimate charge; but opinions differ very wide 

this also.” 

Notwithstanding the widely differing opinions on this subject, I 
greatly fear that all do not do as they think and should the legis 
lation which we may reasonably expect to have rom Congress 
result in substituting some other form of taxation in place of the 
excess profits and surtaxes many manufacturers will loubtless 
find it necessary to make radica! changes in prices for beyond 
the question of a doubt, they many of them now conta! 1 series 
of these taxes beginning with the producers of the raw materials 

As you have doubtless inferred from what I have already said, no 
cost finding system is absolutely perfect; but any kind o i system 
is better than none; and dealers who will take the pains to install 
one will find that it will rapidly improve with experier 

Once that you become familiar with your cost of doing business 
even though you may be only approximately correct yu will find 
that the pricing of your goods will become a comparatively simple 
matter At present it seems to be a problem that puzzles many 
dealers; and rather than face its study and solution, mar if o 


dealer members have become accustomed to relying ipon_ the 
recommended retail prices edited and published by the association 

To these I will take this opportunity of stating that w use as 
the basis of our figures the costs quoted to us by manufacturers 
We accept 30% on the sales as representing the aver 
doing business,—a figure that has been arrived at |} a 
one which I am not at all sure is correct. 

We take into consideration the probable percentage « 
that will be made in quantities at quantity prices and the basis 
of two turnovers annually, endeavor to arrive at results that will 
yield 10% net on the sales, or 20% on the investment 

We make no attempt to follow the recommended resals 
published by some manufacturers although it frequent happens 
that our prices are alike or nearly so. 

We make no attempt to collate different lines of goods with the 
view to recommending the same prices on similar items made by 


ige cost of 


raging 


the sales 


prices 





several manufacturers at variant costs. If one manufacturer's cost 
on such an item is lower or higher than that of another, our recom 
mended prices will vary in the same manner In other words, our 
process of figuring is a purely mechanical one and not subject to 
the same adjustments as might be made by a merchant 


We will ultimately include in our list all goods that are handled 
by our members, whether or not the manufacturers who make them 
happen to be members of the organization. 

Members are privileged to use these recommended retail prices or 
not as they see fit and we not only suggest but we urge that if 
your cost of doing business is higher or lower than 30 per ent or 








if your turnover is greater or smaller than twice y you 
change the prices which we recommend to fit the reqgui ents of 
your business; and I also warn you that an agreement either specific 


or implied between two or more dealers to accept and use these 
recommended prices, or any other set of prices, as the prices at 
which the parties to such agreement shall sell their goods, is an act 


in restraint of trade and illegal. Any dealer is privileged to use 
the Association’s recommended retail prices for the pricing of his 
goods if he desires, but he must not do so as the result of an 
agreement with one or more dealers. 

In conclusion I wish to impress upon you that th percentage 
representing the cost of doing business is the keystone to price 


making. It is determined by dividing the sum of the total expense 
by the amount of the total sales, and this percentage with the de 
sired net profit either must be included in every sale that is made 
or the profits sacrificed on some sales must be offset by others at 


prices sufficiently advanced to recover them, otherwise the elusive 
net profit will have vanished. 
Ue eee 5 


REPORT OF THE NECROLOGY COMMITTEE OF THE NATIONAL 
ASSOCIATION OF STATIONERS AND MANUFACTURERS 
OF THE U. 8. A., OCTOBER 13TH, 1921. 


The Broken Rosary of the Association. 
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Friends are the high lights which gleam through and brighten the 
drabness of our everyday with their warmth and sympathy The 
closer the tie the more glorious the sunshine of companionship and 
the more intense the gloom when life’s night comes to those we 


love, and their souls are carried on angel-manned caravels across 
the Bar. But the memories of days and years of association and 
kindly regard ever !inger—never fade. Let us cherish them, for 
memory, although not so brilliant as hope, is mor isting and a 
thousand times as true, The association is indeed yrtunate this 


year in that the pictured face of only one member has been turned 
to the wall, 


Willis Putnam Whiting, of Buffalo, N. Y., president of the Whit 
ing Stationery Company of that city, died October 22nd, 1920, aft 
an illness which had confined him to a hospital and his home for 


more than a year, 


Mr. Whiting was born April 8th, 1853, at Greece, New York His 


father was captain of Company I, 140th Regiment, during the Civi 
War, and young Willis was taken around to recruiting rallies as a 
drummer, and became known as “‘The Drummer Boy of tl! Genesee 
Valley.’ 

In 1865 the Whiting family moved to Rochester wher Willis 
attended the public school and Rochester Free Academ from whi 


he graduated, 

Mr. Whiting then started his career in the 
in the store of Steel & Avery in Rochester as errand bo and 
worked his way up to salesman 

In 1882 he went to Buffalo with Mr. Vosburgh and oy 1 a book 


statior busines 





and stationery store under the name of Vosburgh & Whiting. A 
1897 he severed his connections with the Vosburgh & Whiting Con 
pany and opened a retail stationery store under tl ur of the 
Whiting Stationery Company, which has developed int th present 
splendid establishment of that name 

Mr. Whiting was a member of the Lafayette Presbyt i Churel 
Stationers’ Ciub of Buffalo, Chamber of Commerc: I tt Clul 
Buffalo Automobile Club, Washington Lodge The Shri Hugh 
De Payens Commandery, and a 32nd degree Mason 

He was buried Monday, October 25, 1920 Among the pa bearers 
were Mr. Millington Lockwood, the stationer, and Mr. John Condit 
of the Joseph Dixon Crucible Company 

In his address before the Buffalo Rotary Club Mr. Condit said 

“A good man has passed, whose going will deeply grieve the « I 
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Stands for Quality 


EDITION DE LUXE DESKS 


Grand Rapids, Mich., U. S. A. 








This Edition De Luxe Desk illustrates the possibilities in our latest creation. 
Never in the history of the desk business has such a wonderful progress been 


Notice how metal trays are hung on the 
deck drawer sides. Also notice the slant 


celluloid tabs. These slant tabs are just made. These desks are.used as an ordinary desk or may be used as a desk 
the right angle for easy reference. containing a complete set of metal trays with Card Systems and Vertical Filing 
See next page for trays, desks, indexes, Systems. Drawers may or may not be equipped with metal extension slides. 


etc. and then send for catalogue. These desks are being purchased today by progressi\ e business men. 





























a <= 


This cut illustrates the general style 
cf our new Edition De Luxe Desks. 
It looks like and can be used as any 
standard made desk. 

See illustration on previous page. 









Patent applied for 
These metal card trays are hung on desk drawer 
sides. We have 12 different sizes of trays from a 
3x5 card size to legal cap size. Trays may also 
he used as an ordinary desk tray. All trays have 
handles by which one may carry them around. 


Notice our insertable slant cellu- 
loid tab. We manufacture these tabs 
in several colors of cellu'oid. Very 
strong and durable. 

Samples on request. 





Patent applied for 














1 
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- Here is the latest in indexing. 
: j j | A slant celluloid tab. These tabs . 
h i pare far better than the old straight ( 
iat IP tab because they are bent back on . 
an angle in line with your vision. ; 


You can see the characters on tabs 
at a glance. See cut of desk on 
other side of this page. Note slant 
tab guides in all drawers. Our 
Edition De Luxe Desks would not 
produce 100% efficiency without 
these Slant Celluloid Guides. 


Send for catalogue. 


WAGEMAKER COMPANY 


Grand Rapids, Mich. 
U. S. A. 
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Patent apnlied for 
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Get your file clerk 
a Corona 


EAT, typewritten labels on every file folder not only 
look more business-like, but save much valuable Son, eae aaa 


e address neatly cor- 
time. onatyped, will make 
your files look better 


Get your file clerk a Corona, and some of the neat gum- ee 
med labels which may be purchased at your stationery 
store. 
\) In her spare time let her clean up your files—substitu- 
ting a clean coronatyped label for the old, illegible hand- 
writing on each individual folder. 


When she has finished, you will be surprised to find how 
much more quickly you can find a letter. 


Corona is the ideal typewriter for the file clerk, because 
it is so small, so light, so easy to use—requires no special 
desk—can be carried right to the files. 


CorRronNA is 


Pin this cou- 























Corona 
Typewriter 
Company, Inc. 
Groton, New York 


The Personal Writing Machine a AF ee Send me your in- 
TRADE nn _ pd = teresting booklet 
Built by very interest- ’ No. 16 about Corona. 
CORONA TYPEWRITER CO., Inc. ing booklet. 

116 MAIN STREET GROTON, N. Y. 
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AN INEXPENSIVE 
KEYLESS 
LEDGER OUTFIT 


The LEDGERETrTE is a new creation in 
design, construction and name. It isa 
compact ledger outfit designed to meet 
the universal demand for an inexpensive 
ledger. 


Binding—Black imitation leather. Metal part, in- 
cluding back, completely covered. Small end caps 
nickel plated. New style metal hinges. 

Mechanism—Telescoping back plates, with 4 5/16” 
posts, standard spacing. 

Keyless Lock—Positive in action. Released by mov- 
ing two small levers at ends of Binder. 

Stock Sizes—No. O-0107—7%4x10%. No. O-0117—9'4x 
11%. 

Sheets—Lithographed in green ink. Standard double 
entry ledger form—Fm. 5. 

Outfits—Consist of a Binder, 200 sheets and a canvas 
tabbed index. 

Resale Prices—No. O-0107, $6.00 complete. No. O-0117, 
$7.50 complete—Regular Trade discounts. 


IRVING-PITT MANUFACTURING CO. 


Chicago Kansas City 
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munity He inspired the love of all who knew him In the affe 
tion of his fellow men he stood high. 


“I need not speak of his abilities. His character tells what they 


were. His loss will be felt in a way that will not t commonplace 
How greatly he strove for the good of his fellow men, with what 
courage and devotion he served them, how unselfish he was, never 


seeking his own, always solicitous for others 
“For the influence xv good that he was in our community, for 
the gift of such a lifé giving thanks for their having been, fo 


seeking counsel and strength to bear their loss, men will turn alike 




















to the great ‘Giver of a good and perfect gifts.’ There is n¢ the 
adequate way to cheris memory of their friendship of Willis 
Putnam Whiting.” 

Mr. Whiting was ar president of the Buffa Stationers’ Asso 
ciation, and had for mber of years bee I rman of its Re 
tail Executive Comn 

He was a man aracter His sa rea ss 
the entire trade 

Ma st I ay his men s 
tl I s f hos him 

Res . I He \ I I 
dergas ( 

REPORT OF COMMITTEE ON RESOLUTIONS, 

Ve mr tte inder caretu 

matte t} t } ‘ ) eer referred 
President’s Report. 

t« I pe ay gaan the t yposed 
educating salesme ri etail dealers ir tl i s 
met ‘ manufactu ni the elements whit enter 
p icis h th é His recomme ’ s ! 
tl i it i té of six | appol 1 f I 
mal . rom the retailers k yut 1 
plans i ‘ ind ways and 8 r fink 

A s ~ mtained ir i p t k s 
the I - e-Pres t's Report in the recomme it t 

lake M Faber s estion is substantiatily) n this forn that 
make. Mr. is substantiatily in this eatures 
pers s t s ted from the Manufact ers’ Divis 
th he D> s committee to be ippointed | 
Execut ( mmittee Association and 
nth Gomera Manager, thie Cobiies eto dovie the da Increase Sales 
sor " is capac ity 
work 

We ‘ that these ggestions embody substantia . . . 
aiiidin ea ontanie 40 the feliewing grepened Fenstutite The significance of ‘‘security’’ has 
“Rese ed That i lucational committee mnsist . . . 
dealers and three cturers be forthy inted been indelibly impressed upon the 
Exec ( ommittee to be know is the Nat i . 
Secumt Saheamen and that it shall be tl minds of your banker customers 
dut\ his ¢ co-operat« with the General Mar . 
to devise the detai n educational campaign and th ‘ through several recent safe deposit 
an s i t an to ac in an 1dvisory cay ‘i 
to the General Manager in carrying forward the proposed progra box robberies. The value of the ‘‘Lock 

Report of the First Vice-President. » 

welt Addition to the suggestion contained in this Report Behind the Lock’’ has been proved to 
epee fe Se Seer Sree eo ae them. Advertising in the leading 
was in turn repeated in the report of the Third Vice-President, a bankers’ papers is now developing an 
report 


increasing demand for 


Report of the Second Vice-President. 
The eT rt of the > l Vice-President 


was presented 










convent and xamined it, and find that it contains 
t rma omm<e equiring ¢ attention o t} INTLV, 
aft nn juiring th UINWONICORIILTS 


AFIS DEPOSIT BOXTSS) 


Report of the Third Vice-President. 
Ver» Fae ee 


ne Se a ce eae oe ee \\__ “The Lock Behind the Lock” 
(a) Exhibits at Conventions, _——— ae 
It vy of the 1 ! s adoption by both t Manufacturers 
and Dealers Conference the resolution unanimous] id l . . . 
the Ric! = 1919 on this subject, we Worthwhile installations have been 
unnecessa to state isons which prompt us to present aga - 
& clear, definite and trust, permanent expression of views recorded through dealers. We provide 


subiect TY? t iditional policy Oo 











it t} I ‘ Convention, mi ‘ it the ° ° 
yD po a intae anode te De absolute dealer protection and definite 
7) Conventi t to render it sufficiently clear tl t ~ e 
t s opposed to the introduction of exhibits at ou sales assist- 
s, and there ~ intention to convert these business 
business sh or commercial exhibitions, at whi , ; 
s attendance would be subjected to nportunities ance. This 
ining but possil misguided salesmen We, theref *4° 
present for reaffirmation and readoption the following resolutior proposition 
RESOLVED, That good and sufficient cause has be si ° 
for departing ‘in spect from the exist ules this will enable 
Asso¢ which ohibit the display of exhibits n } 
with the conventions « s Association 
Sense ¢ the conference reference to the practic said 4 4 
indulged in bv one mor manufacturers of nks, wheret friends with 
activ S their missi al salesmen lead to unfortunat s . 
when rders are take ch prove not to | horized your big- 
alleged irchasers om . ‘ 
. : The Lock Behind the Lock” pre- 
if ™ yeh onside red his resolution, ane a She vents lock-punching employed in gest custo- 
ine Becks lat pee bs th ai Shenae “a ind ' recent burglaries. Leading bank- 
sreof shouk ye the 1e convention e resolution s ~ Nek - ; on y “4 
o, 4 manufacturers of all products handled by statior pode a Tuvlacible with the “Louk mers as well 
Lere fore we present consideration the ollowing proposed Behind the Lock.” Why can’t vou 
resolution tae nr as profits. 
This Associatior ecords its disapprova t} pra 
manufacturers of in I rducts handled bv stationer oO sending 
out salesmen to so ers from customers to be filled b 1 . . . 
dealer Shouid manufacturers continue to do so, stationers | bl M t t 
Siiieaa. oat te pence in mags Ph Bl ogy ena Nnvincipie ivieta urniture VO. 
the s: is bee a . e e 
(e) Seniors’ Conference renented eg ee te Manitowoc, Wisconsin 
the practic: of mar bbers who sell consume it h 
same which juote to the trade ind I 
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ORDER No 


THE PUBLIC IS 
AGAIN BUYING 








Quality : Service : Price 








Rough & Rebuilt 
TYPEWRITERS 


AND 


SUPER -GRADE 
REMINGTONS 




















Let us send you our latest price list and at 
the same time tell you about the 


the typewriter you can sell with profit to 
ourself and satisfaction to your customer. 


WRITE TODAY DON’T DELAY 


RUBBER COVERS 


in any size and 
in any quantity 








We make them all the way from little covers for 
check protectors to the big ones for printing ma- 
chines. Plain or with your own name and address 
printed on them. 


SAMPLES AND PRICES FOR THE ASKING 








American Writing 


Machine Co. 


Executive Office and Factory 


Newark, N. J., U. S. A. 
\. a 














enabled to do this at an apparent profit because of tl extra dis 
count which they enjoy by reason of ostensibly conducting a jobbing 
business. Your Committee realizes that the evil at hich the 
proposed resolution is aimed is very real, and that the practice 
in question works an injustice in many instances to legitimate 
retail dealers. We are also aware of the legal restrictions hereb 
a manufacturer is forbidden to attempt to contro! the resa his 
products once they have become the property of his custon I 
jobber. It is our view that the correction of this abuss es 
largely in the hands of individual manufacturers and eK Se 
the legal obstacle above referred to, we report t said s tio 
to you with our disapproval, but at the same time e wisl 
make it clear that your Committee is in entire sympat vith 
condition complained of and the protest which this proposed 


resolution presents. 
The resolution is as follows 


“It is the sense of the Retail Division of the Na ss 
tion of Stationers and Manufacturers that manufa s s i] 
no time ailow the so-called jobbers’ discount to jobbe ot w 
the manufacturers have satisfied themselves that tl I 
discount is not used for the purpose of underbidd I 
dealers in selling direct to the consumer 

(d) The expression of the views of the Retail D 
ence on the subject of the lead pencil schedul i h propos 
new tariff bill has received the careful attention o tt 
We have learned from sources that we believe 
that so far from the American manufacturers no if 





supply the domestic demand for pencils at the pres¢ 





fact is none of the factories is running at full capa ve are 
informed that the competition of German pencil man rers f 
business in this country and throughout the world s r 
untiring, but that the products of the German fa not 
equal in quality to the products of American n é Wwe 
have taken a vote in the Committee upon this su t t 1 
request, Mr. Eberhard Faber was excused fron ssing his 
opinion or preference on the subject, and in reps I act 
of the Retail Conference to this Committee ind i ~ g tha 
the same does not have the approval of yvour Commit Resol 
tions, we wish to make it plain that the views of tt 
three members of the Committee are reflected in this a Y Wwe 
therefore, report with our disapproval the following 

“In regard to the lead pencil schedule in the propos v tariff 
bill, it is the sense of the members of the Retail C of this 
\ssociation that the present tariff is adequate ind think 


should remain as it now is. 
Report of Secretary and Counsel. 
In accordance with the recommendations contained 





of the Secretary and Counsel of this Association, that we 

on record as favoring the enactment through nationa é 

of a standard price maintenance bill, we hereby report 
consideration of the convention the following proposed resolutior 


“RESOLVED, That the National Association of Stationers ar 
Manufacturers of the United States of America, in convention assen 
bled at Atlantic City, on October 13, 1921, hereby endorses the bi 
introduced in the House of Representatives by Mr Kelley oO 
Pennsylvania, on April 11, 1921, bearing House of Representatives 
No. 11, and popularly known as the Stephens-Kelley sill, which 
been referred to the House Committee on Interstate and For I 
Commerce, and we hereby instruct the officers of this Associatior 
to advise the Chairman of the said Committee of this action of 
our convention, and to request that an opportunity be given to the 
representatives of this Association to appear before the said Con 
mittee at any hearing or hearings which may be conducted i 
reference to the said bill.”’ 

Report of General Manager. 

(a) Referring to the recommendation of the General Manager i 
regard to the change in the fiscal year of the Association, we 
assume that the action of the convention, taken at the first sessior 
on October 12, 1921, approving the recommendation to this effect 
made by the Auditor, Mr. Peting, renders further action to that 
effect unnecessary. 

(b) To carry the foregoing into effect we approve of the ollow 
ing suggested change in the By-Laws, and present the same for 
your approval: Amend Section 4 of Article VIII of the By-Laws 
of this Association, defining the duties of Treasurer, by the add 
tion of the following sentence: “The fiscal year of the Association 
shall begin October 1 and end September 30.” 

(c) Annual Dues, 

In deference to the recommendation of the General Manager, ws 
hereby report for your consideration the following resolutior 

“RESOLVED, That the Executive Committee of this Associatior 
be directed to prepare a recommendation on the subject of increase 
in annual dues on the part of dealer members in this Associatior 








and submit the same to the next annual convention of this organiz 
tion.”’ 
Recommended Resale Prices. 

With regard to the recommended resale prices issued by this 
Association, your Committee has been attended by several members 
who have placed at our disposal information concern he offi 
which these recommendations serve, and their imy i o certai 
retail dealers. We are informed that the recommendat s are 
seriously regarded in some sections of the country vi in others 
it is believed they serve a useful purpose 

In view of the fact that the decision to be mad b the conver 
tion on this subject is a very serious one because of t} fact that 
the Association ig now undergoing an investigation | the Depart 
ment of Justice which turns entirely upon the question of tl 
legality of these recommendations, we deem it necessary to frams 


our report on this subject without an affirmative express 
Committee’s views, and indeed we have been una 
conclusion which is satisfactory to ourselves 





It is our belief that the organization should not 4d e one W 
or the other unless and until the matter has been se1 is debat 
upon the floor of the convention We believe that the action of the 
Association should originate with the conventior tself ind t 
iccomplish that purpose we present for vour consideration pre 
imbles and resolutions in the affirmative and in the egative ind 
in so doing we have striven to embody in brief that has 
been brought to our attention or developed in our own discussions 
upon the subject. 

(a) Negative Preamble and Resolution. 

WHEREAS, The continued publication by this ss ut 
recommended resale prices is likely to create t mind 
public and of our own members an erroneous impressior th 
1ims and purposes of this organization: and 

WHEREAS, Such recommendations may get int the hands of 
local associations and individuals who may misunderstand the } 
pose thereof, and who may be induced to accept these la 
tions as a substitute for individual determination of tl s doing 


business: and 
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A quiet office 
aids concen- 
tration. Here 
are two styles 
of silencers, 








Combination memo pad and paper weight, 
holding 3x5 cards. Fixes position of paper as 
well as your left hand could do. 





The Original Non-Shine Chair Pad—the 
on the market and the best value. 


Polar Office Articles 


straighten out the routine 


They provide a place for the printed forms you can’t 3% 





keep track of, keep your memo paper handy, hold pins, 
clips, rubber bands, postage stamps, provide a follow-up We convenient containers, for important little 
system, quiet the typewriter noise and do a multitude 
of other things that help the office run smoothly and 


efficiently. 


They are just the kind of things that take care of the 
special needs of your customers. They are a stock line 
of high quality articles and give longer and better serv- 
ice than any makeshift, built on the spot equipment 
could. Polar Specialties are just as well constructed 
as the modern file cabinets or office machines you buy. 
We manufacture them ourselves, select the materials 
carefully and use the best modern production methods. 


DEALERS find the Polar Line constitutes as great a 





service to their clientele and as good profit as their 
staple lines, and is a good business proposition. We 
shall be glad to send you full particulars. 





Ticklers and Follow-ups for 
the desk or the pocket. 


Polar Mfg. Co. 


101-107 N. Marshall St. Philadelphia, Pa. 
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YOU WILL WANT 
THIS FREE BOOK 


“The Five Basic Methods of 
Filing’. See how you can use 
it to get the attention of new 
prospects. Then ask us how 
we are prepared to help you 
with our sales plan. 


Just pin the coupon to your 
letterhead and send it in. 











The Wabash Cabinet Company, 
Desk 3, Dept. B, Wabash, Ind. 


Gentlemen Please send me a copy 
of “The Five Basic Metho« Is. of Fil- 
ing’ and details of your dealer plan 
Firm 


Address 
CO « << ; State 


By 
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why there is big profit in 
the Alpha-Merical way 


HERE is real money for you in the superiorities that 
characterize the Alpha-Meric: al way of filing. And the 
reason is plain. 


The scientific tab arrangement of this method, which literally 
points out the paper wanted, and the distinctive color plan which 
helps in this respect, make a strong appeal to all users of filin 
equipment. Thousands of offices have installed the Alpha 
Merical way for the sheer simplicity of operation that these 
two features alone insure. 


When a prospect, with either large or small files, is shown how much 
better the Alpha-Merical way will take care of his papers—he is sold. 
And, as a rule, he is sold on using more supplies—a sufficient 

ber to index his papers properly. 


This means big profit for you in three ways: (1) easy sales; (2) sal 


more supplies; (3) sales of the high grade supplies where the big 
profits lie. 


If you do not know about all of the superiorities of the Alpha-Merical 
way, write to us for a detailed description. It will surely interest u 
And you will be more than interested in our plan of helping dealers sell 
Wabash Cabinets and Supreme Supplies. Ask us about it. 


The Wabash Cabinet Company 


Desk 3, Department B WABASH, INDIANA 














FILING Sl SUPPLIES and CABINETS 
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N vember, IQ2 I 


WHEREAS, Loca associations and individuals may lose sight 

» broad educational purposes which it is the aim of this Associa- 
tion to promote for the benefit of the stationery industry as a whol 
if their attention is centered upon these recommended resale prices 


WHEREAS, The expense preparing, issuing and delivering such 
commendations involves a substantial disbursement by the Asso 
ciatior which may be diverted to such educational work as the 
extension of the cost-finding service of the Association; 

NOW, THEREFORE, BE IT RESOLVED, By the National Asso 


ciatior of Stationers and Manufacturers in convention assembled at 
Atlant City on October 13, 1921, that from and after the date 
this convention, the issuance of recommended resale prices shall be 
permanently discontinued 


(b) Affirmative Preamble and Resolution. 

WHEREAS, The issuance of recommended resale prices by this 
Association has continued since the year 1908 without concealment 
I bterfuge of any kind, and solely for the purpose of suggesting 
lealer members of this Association a margin of safety within 











they might sé their merchandise at a fair profit, based 
upon the cost of conducting retail stationery establishments as the 
same as been determined from time to time by careful investiga 
m:a 
WHEREAS, It has been clearly announced by this Associatior 
ind 1 e dealers vhom the recommendations in question have 
en made that no means whatever legally could be employed or 
‘ tempted to change the recommendations into anything of a 
more authoritative character: and 
WHI EAS, All stationers to whom such recommendations have 
me have been under no restriction, express or implied, to employ 
the said ecommendations in the conduct of their several enter 
prises, and care has been taken at all times to point out that the 
sole office of such recommendations has been to suggest a channel 
1e merchandising of stationery could be conducted upon 
it vhich w 1 sure good service and quality of product 
the consumer and iir and reasonable profit to the merchant 
, 
WHEREAS, T ! is of this Association pertaining t the 
it su mmendations have been filed with the 
I Trade Comn ssion and its predecessor the Bureau of Cor 
rat for the past several years, and particularly in view of 
icatior iddressed to the Federal Trade Commnissior 
De I 1917 e! the entire plan was described to that 
ymmission in deta i its criticism invited, without resulting 
su estion fron Federal Trade Commission that our prac 
ce in this matter was garded with disfavor ind 
WHEREAS T! inued issuance and publication if these 
commenda ms a nderstood to be for the sole purpose of edu 
eat 1il dea s and do not, directly or by implication, involve 
al : nt, express r implied, to stifle or limit or restrain trades 
or co tior ind vitl a full appreciation that the continuance 
of tl publication o these recommendations may result in the 
Assoc i rs being called upon to defend a prosecu 
) m as for an alleged iolation of the Sher 
lar 





That the General Manager of this Association 











nstructed to ontinue the publicatior ind distributior 
ended resa prices according to t practice it 1 
s vy obs 1 onnection therewith 
The Visit of Our Guests. 

W « m the occasion of the visit of Messrs. Lawrence E. Sloar 
Perey B nger ind Clifton Tollit, of London England, to cor 
stitute s notewortl 1 page in the history of this Association 
that w innot close t report without reference to it 

I s me 1 challenged our admiration for the manner 

h they address the first session of our convention ind 

cially have they kindled in our hearts a renewed apprs 

ciat the splendid ittainments of the British Empire which 

tl ingly represent The addresses which they made at our 

et 2 vere so mpressive and so splendidly delivered that Ve 
ons rse s zg 1 in their debt for having had an opport 

A § n tot 

The essage which they brought of the conditions existing ir 
th the United Kingdom is one of good chee 
unk part irly have they pointed out to us accomplishments 

commercia co-operation, to which we may aspire in 

s whe awgivers and lawmakers shall have beer 

ri inderstanding of the economic rather thar 

g s} hese questions. To these gentlemen, personally 
" is representatives of the Stationers’ Associa 

Kingdom, we extend the assurance of our most 
dis s ind we heg them to conve to their colleagues 
al ineous Godspeed in the accomplishment of a 

ses 

We ecognize that this Association has been the recipient i 

st shed comy nent in the presence at our gathering of the 
s i ind ype that their visit this ear is but tl 

mat sin ir occasions to which we may ook forward 

t ar iin nto both the immediate ind i sta 

J Piersotr R. H. Baxter, Charles A. Lent, Eberhard Fabs 

REPORT OF GRIEVANCE COMMITTEE. 
this year’s Committee furnishes ar nterest 
T : th that presented at the Convention in St Louis 
tl} imbe of manufacturers reporting to the Con 
d violations of the cash discount terms 
s r icturers availed themselves of this s 
i] reports was only) rty of the g 
s non-members of the Association and 
1 oO member was reported three times by the 
sal facture! nd one non-member was reported thre times 
Ss man 
re rlle t it this service whict was inaugurated 
Richn i Convention, was undertaken in the hope 
shing a « i nderstanding on the part of the l¢ ers 
thar u previously existed f the importance 
sl liscount tern of their contracts, and th wer number 
s eceivec t the secretary's office this ear would tend 
it to s extent at least, tl ser ce has bee i 
s 

It is e than probable that improved transportation conditions 

’ ¢ contributed to the better showing made than was 

I ist year mea ng that deliveries have beer more 


prompt ind thus misunderstandings have been avoided between 
1 icturer and dealer on this subject 
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The Improved 
NATIONAL 


Is Now Ready 





With its new double-action escapement 
which allows the carriage to travel in either 
direction, even when a key is depressed; 
with its unique ribbon vibrator which 
stabilizes the ribbon feed, making it secure 
from ribbon trouble; with a_ perfected 
spacing mechanism operating through di- 
rect contact with the universal bar; with 
these and numerous other improvements, 
the National No. 5 is now ready for in- 
creased distribution. 


This National has been changed so that it 
is virtually a new typewriter, although re- 
taining the model number by which it is so 
widely known. 


And all of the improvements made are ad- 
ditional to those exclusive features which 
the National has always possessed. ‘‘A lit- 
tle typewriter with a big capacity,’’ truly 
describes it for, though light enough to be 
conveniently portable, it is, in the matter 
of performance, big enough to do any and 
all kinds of writing. 


We will gladly explain to Dealers how our 
selling plan will place them in a position of 
advantage where competition will increase 
their sales. 


NATIONAL TYPEWRITER COMPANY 


Fond du Lac, Wisconsin 
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Large Profits, More Sales 
and Satisfied Customers 


are assured when you sell 


AURORA STEEL CABINETS 


They are made by men of long experience 
in steel furniture making, in a factory that 
concentrates on just three items—Upright 
Files, Transfer Cases and Card Cabinets. 


Equipment, men and steel are selected for 
specialized work—eliminating waste, slow- 
moving stock, divided attention and extra over- 
head expense. 

Result—Steel Filing Cabinets of unexcelled 
value, at a price that gets the business. 

Tell your customer to write his own guar- 
antee when he buys Aurora Steel Files. Have 
him put into it anything that appeals to his 
sense of fairness, and make it strong. Then 
send us the guarantee, and we will sign it. 


Let us send you illustrations, 
descriptions and prices. 





Ss 
AURORA, ILL. U.S.A. 
“Its a better file if made by” 


AURORA METAL 


CABINET WORKS 
AURORA, ILLINOIS, U. S. A. 


New York Representative: 52 Park Place, New York City 











The Committee is of the pinion that 
possibilities of real service to the manufacture 
orrection of the cash discount abuse can 
which the Association has made to that 
ongratulation., 

The plan of not informing the dealer who tl 
turer is, has continued to cause criticism fr 


om 


ve believe that experience ustifies the continuar 
of operation, and we do not therefore recom: 


therefrom 


The following is a summary of the complaint 
nature which have been received, and the disposit 


l \ manufacturer complained of the title 


in imprint folders which he sold as part of his 


was taken up with the dealer member and 


emp 
Ii} 


advised in March of this year that as a result 


1 


between the parties in question, the dispute had 
satisfaction of the manufacturing member 
This was a complaint by a dealer agai! 


for direct selling to a consumer at trade prices 


was investigated by asking the manufacturer 


indicated by the sale in question, and the Comr 


that the particular sale was made because the 
they had been unable to purchase the artis 
Further correspondence developed the matter w 
iny acute misunderstanding 

3. Also a complaint for direct selling at pr 
and ustification was seught on the ground 
which was a railroad, was entitled to specia 
Committee can do no more than investigate suc 
ind the report to the accomplaining party tl 
the company complained igainst and por 
orrespondence it the disposal of the comp 
Committee was instructed that no further 


desired 


4. This is a similar complaint of direct se 
practically trade prices, and upon investigatio 
that this was due to overzeal of a miss 

xceeded his authority ind the matter was 


omplainant 
) \ similar complaint of direct selling 
investigated, and the statement of the manu 


omplaint was entirely based on misinformetio 


ment was, of course repeated to the comp 


Complaint by a manufacturer that a deal 


quent in the matter of his account The s 
ttention of the devler as a matter requiring 
resulted in the settlement of the indebtedness 


e manufacturer, had paid no attention to lett« 


It will be understood of course, that the 
powers to ect as a collecting agency and 
particular matter was to investigate 

7. A complaint against a manufacturer wt 
supplying an educational institution wit}! 
prices and thus enabling the institution to sell 
depertment in competition with the local 
developed that the manufacturer reserves 
regularly equipped stationery department o i! 
tion the same as to a dealer The complaint 


manufacturer to have been the first one in year 


tigation is believed to have clarified the situatior 


8. Complaint by a manufacturer against a dealer 
that 


and 


accept a shipment, Investigation revealed 
an enterprise not in good mercantile standing 
member of this Association, and we had to 
facturer that his salesman had booked a poor 


9. Complaint by a dealer against a manufact 


selling, the manufacturer not being a member 


Investigation revealed that the manufacturer lak 
product 


article which may be classed as a stationery 


does not sell that to the trade, but prefers to d 


sumer direct. 
10. Complaint by a dealer member against 
the unwillingness of the latter to arbitrate 


arisen between them respecting the quality of p 
a sum of money which would scarcely justify 


Committee used every effort to induce the parties 


arbitration, but the manufacturer, who was r 


Association, was obdurate and we were therefore 


about the desired result. 
11. Complaint by a dealer member against a 


ber for direct quotations Careful investigatic 


circumstances involving the manufacturer's diffic 


tribution of certain of his products to large consume 
tions of this kind were indulged In this connect 


explained again that the only office that the 
form is to investigate, and the situation invol 


is one in which the Association cannot hope 


change because the manufacturer must be pe 
own problems in his own way 
12. Complaint by a dealer against a non-me 


rod 


rmit 


moer 
the failure of the latter to fill an order accordi 


The goods were returned and the manufacturer 


but pointedly if there was any good reason 
requests of the dealer for attention One oO 


manufacturer went ftorward by registered m 


signed receipt, but no attention was paid to 


the controversy. 


13. Complaint by’ a dealer against a manufect 


pute over a trivial sum an¢ the refusal rf 
redit the dealer with the amount in question 
nature of the product in the hands of the 


‘sked for a cash allowance and the manufac 


replacement of the goods All that was refe 


orrespondence which passed between the p 


the 


sked to advise the dealer of the proper met 


matter, and that the Committee attempted to 
14. Complaint of one dealer against another ir 
an account which unfortunately was ma 
suit before the matter was referred to t 
inquiry we found that the matter was adjuste 
as a result of the suit. 
15. This was an inquiry from a Pacific Coast 


to the packing of certain articles of statione 


lassification thereof in order to secure the 
to that territory Careful investigation reve 
just cause for criticism 

16. Complaint by a manufacturer against a 


had not accounted for devices sold on co 


remitting the money or returning the devices 


th 


st 
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T ype- 


writer 






Standing 


No 294—Typewriter Desk 


Salesman 


Roll Top 





Office Tables 





No. 658—Salesman’s Desk 


Makers of Fine Furniture Since 1867 


J. K. Rishel Furniture Company 


Williamsport, Pa. 
Sill MMIII ALA 


SSN 
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Add To Your Carter Line 








No. 492—1} oz. Cylinder 
1 dozen in a box 











Dissolves Oil and Grease 
Dislodges Ink and Dirt 


No 492 is a prime cleaner, quick in action, 
non-inflammable and non-explosive, will not 
affect metal, nor harm the hands if accident- 
aily wet with it. 


An attractive bottle with convenient swab and 
cloth enclosed in a decorated carton. Each 
dozen box contains two attractive show cards. 








CARTER’S 
TYPE CLEANER 


A remarkably efficient 
oil grease and gummy 
dirt solvent and remover. 


For typewriters, billing and adding 
machines and wherever there are 
metal types with crevices to be 
filled with ink, dust and dirt. 





Your First Order 
Will Convince You 


The 
Carter’s Ink Company 
Manufacturing Chemists 


BOSTON NEW YORK 
CHICAGO MONTREAL 








November, 1921. 
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co s den ‘ imber of the devices were retur i 
manufacture! essed his appreciation of he Com ~ 
a ces 
’ s was a clair by a dealer against a ma actur bot! 
this Association, for a small sum hich clain 
t Committee, was entirely ustified, because I 
stake as du manifest error on the part of the manu 
f sé t ) goods delivered directly to th cus 
the dea , in improper price We have not beer 
s s th sposition of this matter uut fee that the 
s é le is entirely correct 
1 aint o ” dealer against another for the use of trad 
g in connectior vith certain articles where prior use was 
ain I the part f the complaining 1 We have ot 
m the mplaining dealer since to the compa 
nst w ch the mplaint was made, and re assume i 
» has beer isted to the satisfaction of the parties 
( plaint ealer! against a manufacturer for Be Zz 
rect onsumer being a railroad ympan I es 
yped omplainant had been selling an pri 
I re th manufacturer tool the positior tha 
idl be 1 competitor of the manutactur il ne 
ing s stified 
( mplaint b 1 er member against manufacturer not a 
> ing i posit made by the lealet or the pr 
I ct S siness and the failurs f the latt 
ms Oo s tract The manufact er is nota n 
ssociatio i s we have not 1 heard 
Ss he difficulty has beer i uste 
€ at s ! the Committee wi contin 
i 
s s Mortimer W. Byers, Henry Frank, W 
M 
REPORT OF THE EXECUTIVE COMMITTEE. 
ings ft Executive Committee h e beet! el s 
é nventio e 
Firs \t New Y k, November 9, 10 and 1, 1920, wher plans 
wel i Committees fron I h dea s and 
rers were ippointed. Your President iffered a persona 
prize $100 for most suitable design fo in Association tr 
i award to made February 1 1921 
S At Sy Mass., Februar 7 ind 8 1921 
the most suitable design for our Association trad 
is made to Carl W Dunbar, of Cleveland, Ot 
meeti s I decided on to be held at Kansas ‘¢ 
M I ngham Ala Denver, Colo., and Los Angeles, Ca 
President stated that he had completed a simp ind 
curate ost finding plan and that he would have prepared 1,500 sets 
of t n ind make personal gift of the same to our Nat 
Ass tion for distribution through our central Chicago ff 
Nation-wide seasonal selling drives were planned out as folk s 
the eal ng selected after a careful canvass 
‘ ountry among members 
I se-Leaf Week Apri lith to 16th ind December 
Ir ine Adhesives April 18th to 23d 
W ling Stationer ind Engraving April h to Ma itl ind 
Octobe td to 10t} 
Going Awav and Vacation Goods—June 27th to July d 
Pens. Pencils and School Goods August 27th to September 
Greeting Cards—October 10th to 15th 
B k Books. Both Tight Bound and Loose-Leaf ind Office Sup 
plies December ith to January 3d. 
] services of ¢ rles L. Estey were secured as advertising 
couns October 
Thir Atlantic Cit N J., April 27th It was determined to 
mak 1 hard drive or new members. Approval of Manufacturers 
Ext s at our National Convention was withheld, until the con- 
ventis tself should approve of it 
It s decided to send a call to members of the Sustaining Fund 
asking r the third half-year amount of tl r pledge as of June 
2 
1 I Toledo, O June 16th and 17th Matters affecting the 
coming convention at Atlantic Citv were fixed up It was decided 
to change the cent design of our Association emblem or trade- 
mark is there wer so many designs now using eagles in trade 


marks that they were interfering with each other, and a monogram 


of our Association wa substituted as being more appropriate and 
distinctive 

It was ited to tl k all trade papers for their generosity I! 
f shing a ful 1 1dvertisement, once a month, to boost tl 
cor y? entior 

Frank Wright Baile was elected as honorary member of yur 
Nat . Associatior n recognition of his distinguished services to 
+} ¢ 


ssary, in the near 
without the need 


Ir eased membership dues were deemed nece 
itur to make our Organization self-sustaining 
sing around the hat, and a 








Oo 1 ntributinge fund, or otherwise pa 
letter is been sent dealer members for their thought and con 
side n this important matter. 

Fift Atlantic Cit N. J.. October 9th The finishing arranges 
Y ~ rtaining to this convention were planned out and your 
President wishes to publicly state his appreciation of the hard 
wo! ne for the progress of your National Trade Associatior 3 
those members who w <ed with him in this accomplishmer men 
who have, on many occasions, given their best for the welfare of your 
Natior Trade Association 

Res} tfully submitted, Charles N. Bellman, Millington Lockwood 


' renner reat 


REPORT OF BUDGET COMMITTEE. 


I owing is the suggested budget for 1921-1922 
Salaries (including those of the Secretary ind Charles 

Este : ‘4 = " $36,000 
Tra ng expenses ~~ : 8,000 
Cr igo office rent nd light , 2,446 
Nationa Association News 1,000 
Postage ..... 1,475 
Pri recommended retail prices 7,500 
Publishing ‘Who's W1! , oe 1,800 
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will do 
the work of 


You Can USE the 
FEED 


ROTO: DUPLICATOR 
—and SELL it, Too 


Your salesmen need help. Pave the 
way for them with clean-cut, stimulating advertis- 
ing. Print it on the Rotospeed. Form letters, 
illustrated circulars and price lists. The cost is 
almost nothing. 


Here’s What Happens 


Your customers are looking for an economical, 
trouble-proof duplicator—a simple, easily-oper- 
ated machine—a money-maker and a time-saver. 
They want the Rotospeed. We know it. More | 
Rotospeeds are being bought today than ever be-_ {| 
fore in the history of our business. The remark- 
ably low price, $43.50 complete, makes it a rapid 
seller. Let your salesmen take the orders—at a 
zood profit—and don’t forget that the supply 
business is a constant source of additional profit. 


Nationally Advertised 


The Saturday Evening Post, American, System, 
Business and thirty other publications are run- 
ning Rotospeed advertising. Sales are being 


made every day in your territory. Do you want 
them? 


Our Plan Will Help 


Write now for details of the Rotospeed sales 
plan. Let us show you how we can be of help in 
increasing your profits. 


The ROTOSPEED Co. 


DAYTON, OHIO 
Agency Division 


Speed up! 
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' SEND US 
YOUR 
LATENS 
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PLATEN SERVICE 
STATIONS 


FOR YOUR CONVENIENCE 


MILWAUKEE, WIS. 
370 East Water St. 


NEW YORK CITY 
345 Broad 


ATLANTA GA, 
135 Peachtree Arcade 


BOSTON, MASS. 


119 Franklin St. way 
CHICAGO, ILL, 10 Barclay St. 

329 Se. Dearborn St. OAKLAND, CAL. 
CINCINNATI, OHIO 308 12th St, 


148 E. 4th St. 


CLEVELAND, OHIO 
$4 Euclid Arcade 


PHILADELPHIA, PA. 
802 Chestnut St. 
PITTSBURGH, PA. 
DETROIT, MICH. 630 Penn Ave. 
1253 Griswold S8t., ST. LOUIS, MO. 
Farwell Bidg. 807 Pine St. 
KANSAS CITY, MO. SAN DIEGO, CAL. 
905 Grand Ave. 908 Third St. 
LOS ANGELES, CAL. SAN FRANCISCO, CAL. 
716 S. Spring St. 506 Market 8t. 





No matter where you may be located 
you are only a few hours distant from 
one of these offices. 











Send platens to the nearest office and 


SA V TIME 


ANNOYANCE 

TRANSPORTATION 
and get the BEST re-covered platen it is 
possible to obtain. 


Only the BEST rubber is used; the grinding 


is absolutely accurate, and each platen is 


CAREFULLY INSPECTED 


before leaving the Re-covering Station so 
that it is ready for immediate use when re- 
ceived by you. 





American Writing Machine Co. 
HOME OFFICE AND FACTORY 
449-455 Central Avenue, NEWARK, N. J. 





—— 








OFFICE APPLIANCES—Gal 22-A 


National Chamber of Commerce dues.... . 200 
National Chamber of Commerce Building Fund 150 
New York office expense ; os 2 
Chicago office sundries.... 6,000 

$67,846 


A. H. Childs, Fletcher B. Gibbs, J. Ogden Piersor 


WALLTVETUENUNLANNUANNNDENUNGSGAAED ET EU SAAN AOTT ES aD TOON EAL 
REPORT OF CREDENTIALS COMMITTEE, 
TOAEDLYATAONDONTEAEEYNEPONGADNNANADENONT ENT ET eEN EAT NA eT eTA NTT eT eet UIE THN a 


Mr. President and Gentlemen 
I have pleasure in reporting another large 
of our Association as follows 


ly attended Cor ition 


Atlantic 


Citv, St. Louis Richmond 

1921. 1920 1919 
DeGICTS ccccccse j o« 567 188 
Associate Dealers . ree 11 14 
Manufacturers ..... ‘ ioe De 123 305 
Associate Mfgs. .... = +“ 32 31 
WED «Se bbdxcec cs : whine 98 105 99 
EMOD .6cccsces i , 130 122 141 
Paid officers . ‘aan een 5 
Cash received from members..... - $4,860 
Cash received from visitors... 1,470 
Cash received from ladies. ‘ ; ‘ 1,950 

8 28 
This amount has been turned over in full to Mr Charles N 


Bellman, chairman of the Convention Committee. We wish to take 
this opportunity to thank the following gentlemen whose strenuous 
work on the Registration Committee was entirely voluntary at the 
last minute: Chaplin, Stringer, Bortens, Anderman, Iseman, Doo 
little and Hall. 

Dewitt C. Dunn, Fred P. Seymour, Chairman 


Te tnt 1 
REPORT OF MANUFACTURERS’ COMMITTEE ON LEATHER 
GOODS AND NOVELTIES. 


mura) NTU IELVTDNONAENNA SHA TGNTTAAULENAT m ’ ) \ mont { 


Mr. Chairman and Gentlemen: Your Committee on Leather Goods 
and Novelties report briefly as follows, following the different heads 
as prescribed by our General Manager, Mr. Fletcher B. Gibbs 

Business Outlook: The present conditions of the leather goods 
trade may be briefly described as follows: The prices of all leathers 


have steadily declined for the past ten months as follows Genuine 
Seals about 33'4%, Moroccos 33%%.%, Sheep Skin 50 ind Skivers 
about 3344%. Lining silks, for which we paid a yea igo $2.00 per 
yard, are now quoted at $1.05 and $1.10 and cotton fabrics in a 
like proportion. Ail metal parts, however, such as frames and 
locks, have had no fall in price and we are still paying war-time 


prices for al! trimmings. 

Labor Conditions: The New York market, which probably makes 
75% of all of the fancy leather goods manufactured in America, is 
still controlled by a labor union called “The Fancy Leather Goods 
Workers’ Union, Local No. 5," and the trade gene 
suffering from its extreme war-time impositions of high wages and 
short working hours and will continue to suffer unti August, 1923, 
when the present contract entered into between the Manufacturers’ 
Association and the Labor Union will expire 4 few manufacturers 
however, one of which I represent, have succeeded in breaking away 
from the labor union troubles and are now operating open shops and 
all such shops expect shortly to increase their working hours from 
forty-four to forty-eight hours weekly. 

During the past year such manufacturers as make eather goods 


rally is still 


for the stationery trades have reduced the prices « their mer 
chandise upon an average of 15% to 20% This reductio pplies 
what is termed as Fancy Leather Goods such as card cases, men's 
wallets, bill books, letter cases, leather envelopes writing sets, 
games sets, such as bridge and poker games, cribbag ind whist 
games, address books, tourist books, guest books, et« et Brief 
cases, however, have enjoyed a fall off from ! to 4 and this 
extreme reduction is explained by the fact that cowhides can be 
bought for about one-half the price per square foot as a year ago 
and also on account of the fact that a smaller amount of abor 
is required in making these goods than in the more fan art 66 

Selling Conditions in our industry may be briefly stated as ws 
None of us are selling the same volume of goods that we sold in 
1920 In fact, I think the volume will not equal mor than two 
thirds of that of last vear. However, the volume is st as good 
as in 1919, which I think we will all agree was a good America 
business year and I think we will further agree that 120 was ar 
abnormally large year, the like of which American ljustries ar 
not likely to see again for many years to come 

Regarding the Immediate Future Prospects, which, o irse on 
cern only the Spring trade of 1922, I will say that at t s time | 
cannot advance a definite opinion as in my business everything 
depends upon the Christmas Holiday Sale I see no reason, however 
to doubt that as many gifts will be made during t rthcoming 
holidays by the American public as in previous years } Spring 
sales, however, in the leather goods business are nev ge and 
general division of the whole year’s business may b summarized 
as follows We do one-third of our total year’s business 
January to July and two-thirds from July to Januar 

Under the Heading of Future Prospects, I want sa 1 few 
words in regard to Germany Before the war Gert supplied 
three-quarters of the entire vorld with their fane é 2 ds 
In fact, the only countries which manufactured even a p 
own merchandise were America France and Great B The 
supply of fancy leather goods coming to America, o irs was 
automatically shut off by our declaration of war and r liatel 
thereafter the American factories experienced a boon the ke o 
which we had never known before. We put more salesr 1 the 
road, enlarged our factories, and the American output s pra 
tically doubled Today, after the war is over, w find Germayr 
industry starting up again We find that labor organizat ns have 
little hold, that _the country is progressing industrially w rel ved 
vigor and that our American merchants, I speak par 
department stores, have during the past season sent tl ivers 
abroad and that German leather goods are again 
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Empire Ledger for Printing 


Supplying printed letterheads and office forms for banks, brokerage houses, 
insurance companies, lawyers and general manufacturing establishments is 
a lucrative and satisfying business when a good paper like Empire Ledger is used. The 
printing, ruling and binding qualities of Empire Ledger commend it for high-class work. 
Its bright, snappy surface, its strength and uniformity are factors that will please you and 
bring you repeat orders. 

Empire Hinge Ledger is a great favorite for all loose-leaf work. The hinge 
makes it possible to write, rule or print to the very edge of the sheet—a big feature in- 


deed. Bookkeepers and accountants demand it always after once used. 


It will pay you to get acquainted with Empire Ledger 
and Empire Hinge Ledger. Wnite for samples now. 


EMPIRE PAPER CO. 
725 S. Wells St. Chicago Illinois 
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Manilla, Red Ropine and Pressboard 
Expansion 


SERVICE 


is a Most Essential Factor 


at TRANSFER TIME 


We are now receiving orders 
from live stationers for folders 
and guides for transfer time. 


HAVE YOU ORDERED YOURS? 


Avoid the annual rush and inevitable 
delay in distribution by securing the 
benefit of first runs of these supplies. 
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Jou”. 
| QUALITY Bl((0) SERVICE 


In furnishing filing supplies to the 
trade there is one thing that stands out 
more prominently than anything else 
—that Bicco can and does give 


QUALITY AND SERVICE 
AT FAVORABLE PRICES 


All orders—whether large or small— 
are given our careful attention and 
treated on the basis that each order has 
its own individual requirements. 


BOSTON INDEX CARD COMPANY 
BOSTON, MASSACHUSETTS 


Manufacturers of 


COMPLETE LINE OF FILING SUPPLIES 
































An 























country ir considerab volume and we also find that irge 

reason oO the unsett i conditions of foreign exchange that these 
German goods can be s cheaper than American goods Therefore 
much of our Future Good Prospects depend upon these German 
importations the in of them and what our United States 
Government is going do for the protectior of the Americal 





manufacturers 
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Regarding the Subject of Manufacturers’ Merchandise Exhibits at 


ha 


Annual Conventions, | 
our previous meetings and 
} 














heard this subject discussed at sev il of 

















particularly at the incheon given by 11 
Vice President, Eberhard Faber, in the Cafe Lafayette New York 
City June 7th oO the present year. I llowed th lifferent 
arguments pro afr very closely, and I will vote vith the 
mat ty of manufacturers here present igainst such exhibits 
Selling Helps by Mail: There is probably no line of goods in a 
stationery store concerning which the average retail clerk has less 
chr i knowledge t) yn leather goods and, given a piece of 
indise, many them are unable to definitely inforn is 
mer! is to whetl article is leather itherette Mut 
ss are they able to distinguish as between sheepskin and genuine 
More imita eal and genuine sea A few of tl n 
icturers ive recent adopted a plan of putting a printed card 
s th irti r the leather of which it is made This 
: ) 2 I shall be very glad if I ean be 
s é ! Comn e in writing a few nteresting articles 
t ent eathers sed in the manufacture of our wares and 
s ating a | insight in clerks and proprietors on the 
S grades, < 3S¢ and character of stationery leather goods 
say a few w ds and give my experi e as to what } 
ither goods are appropriate and can be profitably carried in a 
s stock I s all, I will entirely eliminate adies’ purses 
da z ears in the leather goods busniess 
é tl s’ hand bags and purses have no } 
sta r vy stor is 1 my experience I have vet to find one 
a stor p r who has been successful wit! 
~ t carr is the holiday seasor 1 great numt 
idies’ purses and hand bags on which he is entually stuck and 
hich he has at last to close out at a bargain sale for o1 
thing [The styles in ladies’ purses and hand bags ars ery 
variable and change ever season with tl trend +o ishior 
rh s nothing staple about them and should only be carried by 
stores, proprietors of which have better facilities for 
keeping ip with womens fashions than the stationer n 
they, oftentimes, have had experiences by being caught wi sa 
ible eg is The class eather goods to be carried by a ynery 
store depends large on the geographical location of the store, 
If i I business district and carrying only commercial stationer 
ind ffice supplies, the items that may be successfully carried 
j stock ars leathe envelopes brief cases men’s bill 
bankers’ cases, a few card cases and wallets, but if the st is 
located in the ladies’ shopping district and carries social stat 
and has a wide range of women customers, the in of leatl ods 
may be very much increased and can profitably carry an assortment 
of eather portfolios and writing sets address and engagen 
books, telephone pads, diaries and manus« ript 0oks, leather covered 











calendars, tourist books bride's gift books st books 

books ibrary and desk sets, game sets, including cribbage bri 
pinochlk whist and poker sets, cigar and igarette cases ven 
manicure sets and dressing cases, medicine cases, liquor flasks, key 
cases and military brushes and many other no ties too nume Us 


to mention 


Standardized Catalog: To attempt a standardized catalog of all 








ibove mentioned merchandise would be impossible and es 
sar) ind a few of the more staple articles such as brief cases, 
eather envelopes, bankers’ cases, two folds and three folds r men, 


wo or three card cases, making perhaps three dozen items i all 
ind a popular and medium priced goods, would seem to me a 
wide enough range for the catalog 

\ which is respectfully submitted, A. L. Reed, Chairma 

REPORT OF THE MANUFACTURERS’ RUBBER STAMP 

COMMITTEE, 
Present conditions in this industry are no doubt at the west 
ul period since 1914 and it is our opinion based I eport 

received from many sources that in the near future a gradual 


increase in volume will begin. 


From a recent survey a 
located in 


convinced that prices on t 





mong a large number of rubber stamp 


various sections of the United States. we are 


his line of goods cannot be reduced at 


the present time This survey was very thorough and shows con 
clusively that the matter of cost accounting in that industry has 
been sadly neglected in the years gone by. The conditions that 
prevailed in the hand stamp industry for years past were far 

om satisfactory to those who were engaged in that vocation 


ind necessitated long hour 
eke out a mere existencs bi 
years by an exchange of i 
accounting and other featur 
were reasonably suc¢ 
been brought about in tha 





sful 


las enabled them to emplo 
them to give far better ss 


he unfortunate iture 





would enable them to 


s of arduous labor to enable them to 
it we are pleased to state that in recent 
leas in the process of manufacture and 
es that were advantageous to those who 
in the business, a better condition has 
t trade. This slightly better condition 
labor which enables 
rvice and better quality of goods than 


y a better class of 


as possible under the old system. 


is that recently during the time when 


es on other commodities were soaring, the rubber stamp manu- 
irers were ver conservative and did not advance to a point 


reduce prices when the genera public 


were expecting a reduction on all items. At the present tim on 
account of the much smaller demand for marking devices nd the 
j ised overhead expense the cost of their manufacture has 
quite materially increased, and as the margin of profits during the 
most successfu per rd in the recent past was only nomina iny 
n made it the present time would n i a loss to them in 
siness 
I s 1 1dvice stationers and others who ar s g i be 
8 ps ind = ot} k devices made the rubb stamp 
manufacturers that they keep in close toucl h tl i ri 
tur vl wiil } glad! give them their best udgme! as 
irk condit s heir products 
Af irefu s ition regarding merchandise xhibits at 
i ns o 1 act we tind that this has always proved 
satisfa ! standpoint of the Associatior is su 
letra on of the delegates from the work in the 
( hal Ss al of benefit to the manufacturer it is 
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It’s actually a 
better Waste Basket 
after 5 years’ use 


Honestly there doesn’t appear to 
be any wear-out to these Vul-Cot 
Waste Baskets. We know of 
places where they have been in 
onstant use for twenty years. 


They are as light as willow, yet 
have solid sides and bottom, so 
that torn-up papers and bits of 
odds and ends can’t fall through 
and litter up the floor. 


VUL-COT 


WASTE BASKETS 


Guaranteed 5 Years 


Display Vul-Cot Baskets about 
your store and in the window. 
Feature the 5-year guarantee. 
You'll find that Vul-Cots will sell 
themselves. 


If you are one of the few dealers 
Vul-Cot Waste 
for our liberal 


not handling 
Baskets, 
pr position. 


write 


American 


Vulcanized Fibre Co. 
525 Equitable Building 
Wilmington Delaware 


Canadian Distributors 
A. R. MacDougali Co., jLtd. 
468 King Street,,West 
Toronto, Canada 
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The address cards used in the Address-Press 
can be stenciled on the same typewriter you 
are now using in your office. Each stencil is 
good for 10,000 impressions and pririts address. 
és which cannot be distinguished from type- 
writing. These Address Cards are filed card- 
index fashion. 
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Mn. 














The Address-Press costs much less than a 
typewriter. You can start using it on as few 
names as you wish and easily develop this list 
until it covers every prospective customer. 
Sears Roebuck & Company of Chicago use the 
Address-Press on a list of 7.000.000 names. 
































The Address-Press automatically transfers 
addresses from the indexed stencils to your 
circulars,etc.,at a speed of 60 per minute. Uncle 
Sam’s big army of Postmen are then ready to 

© to work for you, delivering your sales-t 

irect to the people you want to reach, for 1 
cent per call;—thus eliminating profit-killing 
railroad fares, hotel bills and expensive sellin 
crews. far the quickest and most profitab 
way to sell goods nowadays! 
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ALBANY ST., CAMBRIDGE, 
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’ BUSINESS MEN 


ARE DISCARDING THEIR FORMER 
ADDRESSING SYSTEMS FOR 
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o vr belief that such exhibits should « made at the i is ~ ss 
shows that are held in different parts of the country a the 
ull period of time at the convention should b de rt the 
Association business. 

Sales people proficient in taking orders for goods 
by the rubber stamp trade can only be developed by) ears 
nce owing to the many technicalities in the construe hese 
various items, and it would be our recommendation : ers 
who are taking orders for this class of goods to hay skilled 
sales people looking after that branch of their business 
There are many items in this line and few people w 
to determine the proper selling prices on them Mar s s 
made, some at the expense of the public and some i ‘ ns 
of the dealers themselves A scale of recommended | 
suut by The National Association of Stationers and M irers 
would be a very helpful assistance in determining cor s 
Respectfully submitted, Gustave \ Meyer, Chairn I L 


Willard, Louis Melind. 


TANDUNEUALNALANALUN 


REPORT OF THE MANUFACTURERS’ COMMITTEE ON 
BLANK BOOKS. 


On making the report on Blank Books at this tin ve ir 
onfronted with conditions differing greatly from those p i ig 
when former reports were made 

Everyone is interested in the business outlook I sent and 
uture, which, however, is probably the most difficult sul t on 


which a report can be made. 
We sum up the general situation in the following manr 


Orders received during the regular summer period o lecreased 
activity were more numerous, but smaller, than in prey ~ irs 
indicating 

lst—Retailers’ stocks of our merchandise are genet below 
normal, 

2nd—The much desired liquidation has been largely ac iplished 

3rd Lack of confidence chiefly in stability of prices pre 


vents the Retail Dealer from stocking up 

While predictions from different parts of the country of a general 
business revival this fall and winter vary widely 
convinces us that a marked increase of business activity may be 
expected soon, The merchant who prepares for this increase in 
business, after having assured himself that he can acquire his stock 
with the least danger of loss by depreciation, will reap the benefit 

The wide awake merchant should give the following facts care 


a caretu surve 





ful consideration, since the success of his fall business w depend 
largely on his preparations to meet demands prompt! 

It seems sure that the Consumer who has been delaying the pur 
chase of his needs for good and sufficient reasons wi not wait 
for the dealer to procure his requirements from the manufacturer 
is was the case during the last few years; he will xpect and 
demand immediate ‘‘Service.’’ This can only be given from a 


selected, complete stock. 
Stock of Finished Merchandise. 


Stocks of finished Blank Books on the manufacturers’ shelves 
and also stocks in the making are larger than they ha veen for 
years. While due to the wide variance in demand the past few 
vears (and the resulting irregular and undependable records hese 
stocks are not as well balanced as could be desired They ire 
such, however, that fully 85 per cent of the average ord r ived 
an be filled immediately, and the remainder which in 1 st 
stances consists of the iess important items, can be dé ‘ 1 with 


but little delay. 
Factory Conditions. 


Because of the large stock of finished merchandis Factories 
ire of necessity not working to “Capacity Actua! he ire 
working only part time, and that, too, with greatly red rees 


Danger of Shortage. 





While it is obvious that manufacturers can not sely pursu 
iny course other than that outlined above, it is equa obvious 
hat a great danger of Shortage of Merchandise ind ‘ ivs in 
manufacture will result if business activity increases ister thar 
we are prepared to meet it 

It takes considerable lengtl ff time to procure raw materia 
because mills and manufacturers of our raw materials ars na 
position similar to our own and an even longer time s required to 
break in ‘“‘green’’ labor. 

These facts should be given careful consideration by t Dealer 
We consider them factors of vital importance in t s 
policies of business preparedness 

Costs, 

Since the last Convention, Blank Book prices have sh ! ery 
marked recessions, the manufacturer keeping pace with tl reces- 
sions in cost of paper, board, leather and other ray materials 
that go into the make up of our merchandise. The actual difference 
between today’s cost and that of a year ago average retween 25 
per cent and 30 per cent These reductions were made in three 
periods; one early in the spring, one late in the spring ind one 
early this fall. 

While it is impossible to forecast the future so far as sts are 


concerned, we might call attention to the following 
Recessions in raw material costs are fewer and smaller and 
from present indications we can expect but very small changes from 


now on, Labor costs have reduced but very little while factory 
overhead, due to reduced business, has been greatly increased 

We might add here that the course pursued by the manufacturers 
of Blank Books in the declining market has proven to be sound, 
and we have reason to believe they will continue t pursue a 
similarly sound course from now on. 

This is expressed best in the following few words As reduc- 


tions in cost arise, they will be passed along to the customer 
Right here, we cannot refrain from calling attention to a condi- 
tion which has arisen more frequently than you would believe pos 
sible, and which you will all agree is absolutely unbusinesslike and 
unfair and should not be tolerated. The condition referred to is 
the request on the part of some dealers that allowances be ex- 
tende@ where a decline is announced because of the resulting shrink- 
ages in value of their stocks on hand It has occurred time and 
again that dealers write they are ready to pay their bills if we 
will send them a credit memorandum covering th shrinkage of 


value in their stocks due to recession in prices In no instance do 
we recall that any of these dealers wrote us, when the market was 
advancing, requesting that a bill be sent them covering increases 
in cost of merchandise on their shelves or in transit 

Of course, the above problem solves itself It might be we 


‘ 
however, to ask our friends to consider that, in so ir as the 
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time - labor - money 


P¥saving features 





-every office 


a prospect 








“STANDARD EQUIPMENT" 
“The better results which we secured 
in our typewriting department thru the 
installation of the Byron Cabinet were 
such that we decided to equip our new 
schoolin Pontiac thruout with Byrons 
—Business Institute, Detroit 


**ALWAYS WINNER IN SALES” 
“The Byron Cabinet has always been 
a winner from asales point in that it 
has gained our salesmen admission into 
offices that no other article could.”’ 
Cazton Printers, Lid. 





“ALL STENOGRAPHERS 
ASKING FOR IT" 


“This is the best article I have ever 
seen for an office. I have all the steno- 
graphers in town asking their ‘bosses’ 
to buy them 

—F.A. Hullett, “Office Equipment’’ 


Hundreds of unsolicited estimonials 
on file, write for booklet ‘““The Byron 
isa Repeater.” 





Guaranteed 


—to reduce office 
expense and to 
save time, la- 
bor, and elim- 
inate waste. 
















BYRON 


--put a Byron Cabinet in your 
window--watch the crowd gather 


__ Every business blank, form and size of stationery at user’s finger- 
i(ips—close the Byron over your unfinished work—simply raise the 
top a minute or a year later and start 
working exactly where you left off. 

Dust-proof and wind-proof when 
closed. Saves one-third stenographer’s 
time, eliminate waste, and is actually 
guaranteed to reduce office 
expense. 



















Let us send you descriptive literature 
Write now 


Byron Typewriter Cabinet Co. 


Incorporated 


Louisville, Ky. 






One demonstration 
sells it! 
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GOOD BUSINESS 























iF ae 


—and More of It 


Mr. Dealer, you want good business—not 
only good business, but you need more of it. 
For it is the need of every office equipment 
and stationery dealer. 


Keen, discriminating judgment of value 
will give you the necessary traction to 
start your business, yes, good business 
going at a high rate of speed. And, in 
this, Diemer Filing Specialties and Paper 
Goods Products will help you. They 
will back your judgment and enable you 
to get your business down on the 
ground floor. 


For the Diemer Line is a complete line. 
It comprehensively fulfills the quality 
requirements and paper goods needs of 
the exacting business world. Your sell- 
ing needs and demands are anticipated. 
The prompt, ready action of the Diemer 
Service is surprisingly accurate. 


If you want to get into the “‘big push”’ in 
time to get in on the better and increasing 
business, hook up with the Diemer Line. 
Your name and place of business will give 
us an opportunity to explain more fully 
the advantages that should be yours. 


John F. Diemer Co. 


107-109 La Fayette Street 
New York, N. Y. 








Leatherette vertical file pockets, Pressboard filing cabinets. 
envelopes, wallets and folders. Paper mailing boxes. 
Leatherette and jute manilla letter Paper filing boxes. 

and legal expanding envelopes. Shelf boxes. 
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i acturer! s erned, all new materials and pay r pa 
s epreser r outlay on whicl is abst y no 
mack or l illowance possible rega ss f market con 
s We ar inufacturers of Blank Books, not business i 
mpar s I would be just as mucl n orde lea 
s q st tha insure them against measles and fl s to 
¢ oregoing equest. 
Resale Prices. 
an ) Blank jooks have always maint ed 
Resal P xf their product should, and can safely be 
1dgmer of the Dealer, who is far better informed 
s Ss actua ist of doing business than manufacturer can 
I it sh 1 not be overlooked that th Resale Price s of 
s imp to the manufacturer It will re be 
hat th sale of many a product has been serio af 
i Resa I that the public considered too high On 
hand important articles have suffered because of 
at t Resa price established on them did not ford 
i mars profit sufficient to warrant him to promote 
m s it each line handled by a dea sl j 
an a eturn for the time i I t I is r 
devote t rrder to promote its sa Dut we io n n 
it in no s should one line of merchandise ) ‘ n 
help ik p the lack of profit on other lines 
Vi believe th t lealer’s practice of practically doubling the 
s whicl inufacturer made f necessity during these 
whi ibly the only safe cours to pursus it that 
‘ no ollowed without seriously affecting the 
far ( s particular line W vould, therefore arn 
s gest that serious consideration be given this exceedingly 
sut ch dealer when he s confronted h th 
ss of s s prices on account of changes in prices from 
inufactur i s true that in mar cases the ists pub 
s the manuf turer are used as a basis for resale prices per 
his is to any suggestion on the part of the manu 
ho iss prices in this form, subject to varying dis 
s i 1 matter of convenience 
( nk Books ve find an ever-increasing competit the 
! binder who finds that he can’ successfu 
es mnade by “Dealers on stock merchandise 
the volume in which it is produced, should 
s rably than the binder can make on the sma I 
s offered This is a situation that probably is peculiar 
Blank I %k industry only, and should be given careful 
by the dealer before it is too late 
~ t tha s be brought up again ng this past year 
s garding tl idvisability of mi: facturers’ merchandise 
I s being tted at annual conventions Your Committe 
‘ s t report it Blank Book manufacturers are opposed any 
this kind, si they are confident that it would be detri 
» the best rests of the Association No matter how 
hibits o this kind be handled they could not help but detract 
main object « our meetings. 
Vi express the hope that it can be made possible to determir 
for all that exhibits of any kind be permitted during 
tne nventions 
Suggestions Relative to Merchandising. 
subject of the Education of retail distributors and their sales 
rough sell helps is one that should be given very careful 
~ ration, and w believe the entire industry would be greatly 
é it 3 © made possible to develop a plan by which 
igh one sour inder the guidance of our General Manager, 
week bulletins would be issued, relative to the various articles 
handled by the dealer. In the July, 1921, issue of the Na 
t Association News,” under the head Selling Helps by 
Mla Mr. Gibbs briefly outlined a plan of Sales Education by 
ns of lessons or instruction treatises on the usage of the various 
ts handled by the dealer embodying in these lessons graphic 
ns of the details of manufacture of the arti and its 
i itions of make-up and the reason therefor 
We believe this to be a sound and reliable plan of disseminating 
1lua e informatior ind we can see no other way as practical, 
l h this information can be brought before the dealers and 
Y ves at for after all, we reach but a very small 
n of thos should reach in our meetings, both national 
| a 
W ive been ng with considerable interest the reports of 
the meetings, both local and regiona at which representa 
s f manufacturers made addresses relative to their product, 
could not help but think that while, no doubt, these gentle- 
epresenting ther the Executive, the Manufacturing or the 
Sales Department know most, or at least should know more than 
ilers, about the product they epresent, that it is just a 
esumptuous on their part to advise the dealer how to make 
s approach or what method to apply to consummate a sal 
ike for examplk Blank Books we are not Accountants or Sys 
Experts We cannot give you the reason why a sixteen ylumn 
hs I l he used n preference to a ten or a twelve column, 
W you wl 1 book bound full bound will wear better thana 
s i l ise mads half bound book, and we maintain that if 
an expert such information as we an give, he could place 
uur members much more instructive and useful information 
s possible for the manufacturer to give Further, he would 
ach many more than is possible to reach at meetings 
ink Book inufacturers would give their hearty support 
s movement ould do everything they could to make it a 
Catalogue Standardization. 
seems to be some difference of opinion as to what is the 
t | Z to adopt as a standard size for catalogs, and it seems 
to us that this difference of opinion may resolve itself int two 
standards being adopted; one for dealers’ distribution and one for 
inufacturers’ distr ition to dealers 
Blank Book mar icturers have found lists about 8%x5! or 
be most enient for their purposes Many dealers pre- 
s size because it is more convenient for desk use and can. be 
carried in the pocket As all Blank Book manufacturers’ lists are 
practically this size they naturally prefer to have it adopted 
as standard. Judging however, from. the very complete report 
made v the Joint Catalog Committee at the last Convention, the 
asuringz 11x&8% may prove more economical for dealers’ pur- 
es, and if it should prove that this is the case, then Blank Book 
manufacturers w indoubtedly find it possible to co-operate with 
the Association irnish catalog plates of the size and style 
] ted in the report printed in the November issue f the Na- 
tiona Association News 
Respectfully submitted, J. S. A. Wittk« Frank B. Towne, Wm. C. 
Bardenheuer, Chairmat 
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Be sara 


ermanent 
Satisfaction 





HE business man of today 

likes chairs in his office that 
reflect substantial judgment. 
Likewise the client or customer 
appreciates a comfortable 
chair while waiting to transact 
business. 

We are building chairs of a 
class and at a price no dealer 
can afford to overlook. They 
are built for service and carry 
our guarantee of lasting satis- 
faction to the user. 

Dealers: It will pay you to 
write for prices today. 


\\urphy air Gmpany 
= re Incorporated 2 
@wensboro, Kentucky 


Members—N. A. S. M. 


1 111111 100A 
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Crown 


The name of ‘‘Crown’’ as applied to 
Typewriter Ribbons and Carbon 
Papers, stands for the best and highest 
grade of goods made. 


The material used in their manufac- 
ture is the finest obtainable; the 
colors strong and brilliant; both 
ribbons and carbon paper are non- 
drying and non-fading, and capable 
of sharp, clean work from beginning 
to end. 


*‘Crown”’ ribbons and carbon papers 
are made in a completely eauipned 
and up-to-date factory, by men 
whose experience covering many years 
ensures a product of perfect and 
uniform quality. Neat and attrac- 
tive boxes and packing assist in the 
ready sale of Crown goods by the 
dealer. 


Dealers wishing a line of Typewriter 
Ribbons and Carbon Paper that is 
COMPLETE and of irreproachable 
quality are invited to write for sam- 
ples, prices and terms. 


CROWN 
Ribbon & Carbon Mfg. Co. 


782-90 St. Paul Street 
Rochester, N. Y., U.S. A. 
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REPORT OF THE COMMITTEE ON SOCIAL STATIONERY. 
Intuit mm MOR qsraeagneenereenii 


The following report was presented verbally by Charles R. Hamil 


ton, Chairman of the Committee. Mr. Hamilton's statemer was 8 
highly regarded by the delegates that it was unanimous idopted 
as the report of his Committee 
“This Committee is not going to make a report today Oo 
our members is very sick and the other member I have not bee! 
r 1 com 


able to get in touch with I would suggest that whe 
mittee is appointed, it be checked up from time to time so that 
they may know at a certain time they must make a report 





With reference to this Social Stationery business [I speak Yr 
myself, and I believe for the men all over the country As \ 
will all know, the social stationers have been hard hit during the 


war Last year we had our prices all established and our samples 


ready and the 6th of October we got word from the Plat 
Union, the Engravers’ Union, and the Stampers’ Union 
prices would be increased among all those organizations 





between 


50, 60 and 70 per cent. Our prices were out, and our samples were 
out, I called some of our friends together in the trade and asked 
them what they were going to do about it. How can we stabilize 


costs under circumstances of that sort? We are told here of sys 


tems to keep costs. But we could not charge the prices we had out 
We gave in to them. About two weeks afterward a committe: 
waited on me and said: “Mr. Hamilton, we are going to insist 
that every plate and die engraved in your establishment must havs 


the union label on the back.’" We said: ‘“‘We have our firm's names 
on the back, and we are not going to have anything else there 
We own the plates and the dies."” We had another strike, and it 
lasted two or three weeks Our Christmas orders were piling 
up, and not a press was going, not a man working in the place 
We had to give in, Then there seemed to be a fight among them 
selves, and some of the engravers forgot to stamp it, and some 

the die men forgot to punch the dies and that fell through In 
the Spring, about April, the plate printers came to us and said 
“We demand a guaranty of $35 a week for fifty-two weeks in the 
year, whether we earn it or not.” For instance in the summe! 
months, June, July and August, we had to give the men $35 a week 
and in the other months whatever they made above that was 








theirs. I said: ‘‘We cannot do that; we will not agree to it W 
had another strike and after eleven weeks they used wu} all tl 
money in their treasury, and they came to us and said What is 
your proposition.” I said: “I will give you a drawing account 
of $40 a week for fifty weeks in the year All you make over 
forty dollars a week at the end of the year is yours TI ig i 
to it, and we now guarantee these men $40 a week, but they must 
earn it. 

I have in my hand an order from a customer of ours dated O¢ 
ber 5th. “We have asked (the manufacturer’s name 
deliver to you 40,000 sheets of their paper cut 9% x M P s 
have this paper engraved with a small circular die as pe sa.np 
herewith, and we should be obliged if you would put ! orde 
through as promptly as possible. We are ordering now to avoid th 
Christmas rush.’’ I have another order from another customer o 
ours, to the same effect, for 75,000 sheets cut 114% x17% and 

ett heads 


another order from another customer, a college 
note heads and envelopes, on the same sort of basis 
Now, how can we make a living at this time, with the increased 
overhead and increased cost of doing business if the manu 
are going to take from us the profit in paper? If we spoi 

dred sheets we have to go to the manufacturer and buy 
ream lot, and we pay more of it than our customer di 
an important matter to you all, because what affects me 
Charles R. Ham 





QANUUULGAINUUITONN | 


REPORT OF MANUFACTURERS’ COMMITTEE ON PAPER 
AND ENVELOPES. 
WULNTNATENATAT UTADA ENEATAONNATEGENNNN mutt | Vetheeena 


Conditions in the Industry. 


The paper industry during the past year has experienced the 








violent readjustment common to most industries. About tl time 
our last convention a very marked curtailment of orders began 
and soon afterward the mills were running only a a ercentag 
of their capacity It soon became evident that th 1 cor 
siderable amount of stock in existence, both of raw mat i ind o 
finished paper. in the hands of the manufacturers ‘ hants 
the converters, the printers, and the stationers 

The price of paper-making materials, because of ss oT 
orders, soon began a spectacular slump, until the numt 
of manufacturing costs of one great company shows a drop fron 
the high of 308 in November, 1920, to a low of lf hed in 
September, 1921, taking 100 as the value of 1913 Octobe figures 
just available, show a slight advance. Paper prices, as s v1 
this same company, fell simultaneously from the Lig Oo 8 to a 
low of 165. Labor rates in the paper mills have been reduced 
an average of about 28% 

The stocks of raw materials and of finished paper |! r 
fortunately, been largely liquidated The prices of raw " ials 
have become stabilized at such a low level that i s cases 
decided stiffening is taking plrce Practically no pay making 
machines for fine papers were built during the war period Con 
sequently, there was not the over-expansicn 1 a " 
industries. Orders have been gradually on the increas i ery 
marked improvement is confidently expected durit t! Fa 
months In fact, it is already making itself strongly felt 

The paper mills of the United States have been conservati 
controlled, and all have been able to survive comparat 
paired by the financial crisis 

Developments During the Year. 

The outstanding development during the past year is n ti 
general move towards standardization. This was st etus 
by the United Typothetae of America, which body on 
it St. Louis a year ago, passed a resolution declaring s lard 
ization and simplification, both in paper and in print 
and appointed an able committee to begin active vor} n the 
field. This resolution was rapidly followed b simi s s 
from other interested associations, including the I iphers 


t ‘ r 
) < \ < i 


the Steel and Copper Plate Engravers, the Associa 
Advertisers, the Direct by Mail Advertising Asso 
National Association of Purchasing Agents 

Your committee, in co-operation with the corresp« ‘ 
mittee of the retail stationers, submitted to the Ex ) 
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The NATIONAL System of Stack Units 
Meets the Needs of Large and Small Banks 


OR the large bank, forced by expansion to Wherever immediate delivery is required of a 
quickly add more safety deposit boxes to an al- superior type of Safety Deposit Box, that will meet 
the limitations of space and initial investment, you 
stack units adequately meets the emergency. can readily sell National Standard Stack Units. 
For the small bank, with limited space and capital, These portable units are easy to handle yet when 
who desires to start with a modest number of safety installed are absolutely secure and appear as if 
deposit boxes and expand as the need grows, the made to order to fit the space. The majority of re- 
Standard Stack Unit System again solves the quirements can be covered by the five sizes which 


ready large equipment, the National System of 


problem. we carry in stock. 


Write today for complete information and dealers’ prices which revised July Ist. 


THE NATIONAL SAFE COMPANY 


Division Steelcraft Corporation of America 





Founded as the National Safe and Lock Company in 1883 


CLEVELAND, U.S. A. 
Makers of High Grade Bank Equipment, Safes, Vaults, Seal-joint Safes 
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"BE Graffco Pencil Sharpener 


Beyond question, the 
most effective, durable and 
handsome pencil sharpener 


to be had. 
For Business Offices 


Schools, Churches and Households. 
A true write-hand friend for all 
that work with pencils. 


Used on Desk, Wall, or Table 


Makes perfect medium, needle, or blunt 
points as desired. 
No ‘‘stops”’ or mechanical ad- 
justments needed. 
\ Sharpens the lead as well as 
the wood. 
So strong it lasts a lifetime. 
A (Only the inexpensive, easy-to- 
(G, FI/ CG x " rs oe 
replace cutter can wear out.) 
Ha NE Pe 'Y- [2 The Graffco is so quick, clean, and handsome, 
EEN IV Tapa 1-1 and makes such perfect points of the exact 
length and thickness desired, that it wins 
7 ETE. CE PFE LG instant approval. 
ay) eTDl t (5 Write today for Special Illustrated Folder 
DEALERS: The Graffco Pencil Sharpener is a big success 
You have many customers who would be only too pleased 
to have one. If interested, we can make you a worthwhile 
offer. Drop us a line for it today. 


Graffco 


TRAD® MARK REG. @ 


Map Tacks 












Graffeco 


TRADE MARK REG . US PaT OFF 


Index Tabs 


Graffco Graffco 


Vise Signals Vise Clips 








for card files and follow-up 
systems. Made of rolled Bes- 
semer Steel nickle-plated, 
and enameled in 12 distinct, 
brilliant colors. Millions 
in use by large and small 
houses, schools, churches, institu- 
tions, by 50 departments of the 
U.S. Government and by foreign 
countries and enterprises. Write 


Theclips that grip likea vise. 
Hold secure, safe,vet instant- 
ly releasable, 2 to 60 papers. 
May be used over and over, 
because they have a steel- 
spring, double-grip tongue 
thai always keeps its spring. 
Fine appearance. 3 handy 
sizes. Write for free samples. 


Made very strong and hand- 
some. Havea positively sure 
grip on book leaves. Come 
plain, or printed in several 
attractive and easily read 
styles. Plain styles take pen 
or pencil. All are sanitary, 
cleaned with damp cloth. 


Spherical glass beads. Sharp 
points of tempered steel. Twenty 
distinctly different colors; 50 com- 


binations. For routing salesmen 


mapping out various classes < 


territory, indicating degrees of in- 
creased or decreased sales in differ- 
ent places, etc. Decidedly useful, 


attractive and economical. Prac 
tically every business man can 


use these to advantage. Write 
for illustrated folder and samples. 


for free samples. 


Graffcoe Silver Steel Pens site Heht as 


a delight to writers. Made from finest carbon steel, triple 
silver-plated and practically non-corrosive. Made to excel 
all others in writing qualities. Write for free samples. 


GEORGE B. GRAFF CoO. 


Manufacturers of Time-Saving Office Devices 


18 Beacon St., Somerville BOSTON 42, MASS. 
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a s ition nd sing this move and express ~ to 
< ate in a ing it out This resoluti pass the 
Ex ive Cour 

The mportance this movement can ha be stimated 
I pay industry) 1llowed itself to drift into the production of 

st innumerab brands of paper, with meaningless distinctions 
wh can only ynfuse and bewilder the _ seller and ser No 
monly know standards, nor insurance of quality, ha existed 
benefi ind information of the rdinary consu! The 
v Ss fulness ianutacturing so many meaning ss grades is 
I plied 1 ! es over by the wid irieties f rs and 
ghts, and t eediess number of sizes ich of s rades 
Tr st of this ast« as well as the is 1, must essity 
pass to ser of the goods Sor nanufa¢ s en 
s ars ag id taken up acti rk ir st g 
ul simplifyir eir lines and their met 1 « ma ring 
) s are fo rr prepariMg to follow I I I reau 
f Standards the hearty endorsement f Secre | I 
is taken a e interest in this k Th pr ~ to 
g together tn manutacturers, aist rs it sers 
p lor I pose of effecting i T i l t 
simplification h number of kinds and bra s | 
at lass i s that may be st i S by 
turer ar iser alike 
committe commends that this Associatio1 ff its 
in the good to come from his standa and 
s fication rs and their manufactu! ind give 
possible assistan¢ to the Bureau of Standards ther 
rating asso itions in bringing their plans to ind 
ft tl consummation 

Manufacturers’ Merchandise Exhibits at Annual Convention. 

bl ir committee recommends that the traditional p« \ this 
\ss tion be yntinued l e., keeping its annua cor fre 

chibits and tl ymmpetitive selling efforts accomp g suc! 
Proposed Plan for a Standardized Catalog for Dealers, 
ismuch as this p promises to be f zg at | rf ss 
rs comparative small cost, mn ds 
be adonted 
Education of Retail Distributors. , 
expansio business of each manufacture! suran 
A competitior ind the intelligent use of our g is the 
< sume! are dependent to a very larg measul upon specific 
Ns wledge of l salesmen who finally place these goods t the 
ha s oO th ise It is extremely important that |! know our 
goods, their uses, their limitations, something about the nufas 
t and the meaning of both descripti and catalog ns used 
W ecom mend herefore, first, that a manufacturers’ committee on 
ed ation be appointed to co-operate with a similar committee from 
the retailing stationers 

Second, that this committee, with the co-operation of the various 
standing committtees, issue a booklet in each line giving general 
in mation as to the processes of manufacture, uses and limitations 
as l as meanings of descriptive terms and classifications, so far 
as they apply to all manufacturers in this line thus establishing 
something of the iture of a code of general practice 

hird, that all manufacturers in any one line be urged adopt 
rm grade distinctions, etc to make the foregoing pos le 

Fourth, that each manufacturer co-operate by issuing educational 
advertising, showing where his own line fits into the general line 
is ‘plained in the booklets mentioned. 

th, that the eneral association, through its officers irough 
its educational nmittee, encourage such advertising on th part 
) the individua ympanies by furnishing them an rsement 
rf heir method 1dvertising, clearly stating, howeve a this 
does not include endorsement of their goods above those any 
‘ npetitor 

Sixth, that r itions be solicited from the manu irers in 
C h particular to cover the expense the ge i ica 
t i work in that ine, 

Seventh, inasmuch as the United Typothetae is « mpla g an 
active educational! mpaign on the manufacture qualities nd uses 
of paper, and is not only willing, but anxious, that tl benefits 

f ts labor be made available to the stationers as we as the 
printers, we recommend that active co-operation be maintained 
v the Typothetae for possible mutual benefit 

\s a supplement this report, a suggestive manuscript the 
m facture, grades, and uses of paper is herewith subm 

R. E. Rindfus ( 1irman; J. B. Thayer, William Whiting 

REPORT OF THE MANUFACTURERS’ LOOSE LEAI 
COMMITTEE. 
Vi uur Comn are pleased to report 
Business Outlook. 

Present Conditions.—September marked the first imp f t in 
tl ose Leaf ide since last November Since that time there 
has been a conti s and steady decline in sales. September usually 
s an increase activity, and it emains to be seen if the 
n ase is a norma one 

The buying public throughout this year have undoubted with 
he purchases ing for lower prices The falling nark has 
T dealers illy to reduce stocks “ has caused manu 
i rs’ sales i off to a still great n and th their 
h expense s d in a corresponding increase in rate o 

ad 
the ess of heavy expense ind diminished sales, the 
us ss has ‘ ged of every extravagance and ff cy 
‘his has resulted establishing a healthier conditio1 in has 
Ss ior som 
Future Prospects. 
Eur ~ yn seems to be a dominant a¢ ra 

s ss ] s this country, and many belli ! reign 

s] mus eared before i | day ad s the 
States B kers and large commercial organiza ms ievé 
isiness she show somewhat of a re\ al up M ls 

b d that time e seems to vent 
Manufacturers’ Exhibits at Annual Conventions. 
Committ s a unit in its disappr« ul of an ey o 
I andise at ~ 1 conventions as a g il thing gh 
oO 17 n believes they we dad be benef i both 
de Ss and i lrers, provided d b ’ ged witl 
estric Rivalry among manufacturers t ach 
I uld i the expenditure ’ irg sums s g in 
d g ssatisfaction It s s sted T 
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perfected 
|||| Stylographie 


Fountain Pen’ 


Its Rare Uniformity 
Is Not An Accident 


ERE, at last, isa 
stylo that must 
write uniformly, 

always—we’ve built it 

that way. Convinced 
that a stylo would work 
as steadily as the best 
fountain pen if properly 
ventilated, we have 
made B. B. STYLO ona 
new and different prin- 
ciple—fixed it so it can 
breathe like a human 
being. And now dealers 
and their customers are 
fast discovering how 
good a stylo can be. 

















Dealers wanted everywhere 
Sample pen and plan on request 








B. B. STYLO COMPANY, Inc. 
848 Dekalb Ave. Brooklyn, N. Y. 








They Try ’Em— They Buy ’Em— 
They Keep ’Em 
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The Auto Master Utility Desk—one 
of the hundreds of possible combina- 
“ons. 


Selling Convenience 


As a dealer, you owe it to your- 
self and your customers to investi- 
gate the following advantages: 


Automatic Filing Cabinets, Utility 
Desks and Desk Files combine the ad- 
vantages of other lines and afford ex- 
clusive features of greater convenience, 
capacity and speed. They operate freely 
and instantly under all conditions, and, 
by means of the Automatically tilting 
front and follower, provide 20% addi- 
tional filing space. 

Wood-Steel Construction — genuine 
quartered oak or mahogany exteriors 
with steel interiors, all working and 
wearing parts—provides the natural 
beauty of finished wood surface and the 
permanent good service that steel only 
gives inside—an Ideal Combination. 

The first cost is low. Considering the 
greater capacity and the long term of 
better service, the economy effected is re- 
markable. And you'll see by our catalog 
No. 22 that the line is complete. Write 
for a copy today 


The AUTOMATIC FILE& INDEX CO. 


143-243 W. 10th St., Green Bay, Wis. 


A LEADER FOR YOUR FURNITURE 
DEPARTMENT: 

The AFICO Wood-Steel Line is a good, 
complete, commercial grade line with. 
for example, a 4-drawer upright to retail 
at 27.00. 






The famous 
Auto-Desk 
Companion 


VIOMAIIC 


TRY. ING 





FILES 


CABINETS DESK-FILES DESKS 
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might be counteracted by classifving the line of manufactures ind 
allotting equal and limited space to each manufactur i each 
class 

We believe that the annual conventions should _ prot ree 
intercourse between lelegates whether they be manutfact ers or! 
dealers, and that to introduce exhibits would introduce elements f 
severe commercial rivalry wherein the aggressive manufacturer gives 
the question of selling the first place nd relegates to tl b 
ground broad gauged consideration of problems th a 
turer obber and dealer 

Co-operative Education. 

We believe the National Association of Stationers and Manufac 
turers should be encouraged in any plan that wi h » to educate 
the dealers and salespeople in intelligently presenting irious 
classes of merchandise to the consuming trade Most Loose Leaf 
Manufacturers endeavor to supply retail distributors ind their 
salesmen with information and gelling helps by mail but we 
believe much good could be lone by the Nationa Association if 
they could undertake i definite educational campaigr fs e sort 
for the benefit of their membership This would result not nly in 
the benefit to the members as individuals, but the prestige gained 
by the Association through work of this kind wo i enha e its 


value and popularity 


Catalog Standardization. 


The proposed plan for a standardized catalog for dealers I 
Committee betieves to he a good one and its adoption vou be 
conomical and of value to both manufacturers and dealers We 
believe a complete detailed description of the plan distributed 
@emong manufacturers and dealers would be a long ste} vard 
its adoption as we find a great deal of uncertainty con r £ ist 


what is proposed. 
Wm. Pitt, Chairman; J. M. Towne, Charles C. Carpenter 


THE REGISTRATION. 


The following persons registered at the Convention 
Abram, Harry, Biddle Pur. Co New York 

Abrams, Albert B., Modern Stationer & jookseller, New Y¥ c 
Adams, Frencis K., S. G. Adams Stamp & Stat. Co., St. | iis, Mo, 
Alderson, R. B., Wilson-Jones L. L. Co., Chicago, Ill 
Alexander, Geo, H., Geo, H. Alexander & Co., Inc., Pittsburgh, Pa 
Allen, Ivan E., Fielder & Allen Co Atlanta, Ga. 
Allen, Harry, L. E. Waterman Co., Montreal, Can. 

Alpeters, J. C., Crescent Brass & Pin Co., Detroit, Mich. 
Anderman, Albert, Philadelphia 
Anderson, Edw., M. Anderson & Prigge Co., In¢ New Y 
Andrews, W. E., Yawman & Erbe Mf Co., Rochester, N. Y 
Armington, James R., Dennison Mfg. Co., Framingham, Mass 
Askins, © M., Joseph J. Stone & Co., Greensboro, N ( 
Baer, Leonard A., Baers’, Canton, Ohio 

3ainbridge, Arthur C., Henry Bainbridge & Co., New York 
g3ainbridge, H. C., Jr., Stat. & Pub s3oard of Trade, New York, 
Barber, Edgar H., The Edgar H. Barber Co., Oakland, ¢ 
jardenheuer, W. C., Boorum & Pease Co., New York 
Bardenheuer, H. G., American Pad & Paper Co New York 
jarkerding, A. H., Mittag & Volger Co., Inc., Park Ridge N. J 
garnes, John, A. D. Joslin Mfg. Co., Chicago. 
Barnes, Montgomery, The Brooks Co., Cleveland, O 

jarnum, Alfred E., J. R. Bourne Rochester, N 
Barr. J. Victor, Brandon Printing Co., Nashville, Tenr 
Barringer, Perey, Stationers Assn. of the United Kingdon London, 
England. 

jartens, A. J., Shallcross Print. & Stat. Co., St. Louis, M 

gates, Fred. B., Baughman Stat. Co., Richmond, Va 
Bauer Ralph S., R. S. Bauer Co., Lynn, Mass. 

Bauman, H A., B. F. Goodrich Co., Akron, Ohio 

gaxter, R. H., Defiance Mfg. Co New York. 

tavlis, H. T., The R. L. Bryan Co., Columbia, 8. C 

tecker, Theo., Steel Equipment Corp., Avenel, N. J 

Bellman, Chas. N., Franklin Print. & Eng. Co., Toledo, O 
sernheiser, John H., Acme Staple Co., Camden, N. J 
Bernegau, Carl M., Keuffel & Esser Co., Hoboken, N. J 
jerolzheimer, Alfred C., Blaisdell Pencil Co., Philadelphi 
Berry, Edgar M., Berry Paper Co 

Besser, Alfred E., The J. G. Shaw Blank Book Co., New York 
Betelle, Howard E., The Keating Co., Philadelphia 

jgeyer, Ernest, Atlantic City, N 

Byers, Mortimer W., Nat. Sec. N. A. S. M., New York 

Biglow, Earl L., H. Biglow & Co., Inc., New York 

Binns, J. H., Wm. Mann Co., Philadelphia 

Bleakley, W., Bleakley Bros., Camden, N. J. 

Bonnet, C. R., Standard Print. & Lith. Co., Houston, Texas 
joswell, H. V.. The Macey Co., Grand Rapids, Mich. 

sourns, John R., Rochester, N. Y. 

gjowman, H. Weldin, American Lead Pencil Co., New York 
Brewer, C. S., Standard Furn. Co., Herkimer, N. Y 

Brewer, John, H. K. Brewer & Co., Inc., New York 

Brooks, Wm. Henry, W. F. Murphy Sons Co., Philadelphia 
Brooks, Francis Murphy, Wm. F. Murphy Sons Co., Philadelphia, 
Brown, John A., J. R. Weldin Co., Pittsburgh, Pa 

Brownell, T. K., sjoorum & Pease Co 

Brundage, J. R., White & Wyckoff Mfg. Co., New York 

Bryan, T. S., The R. L. Bryan Co., Columbia, S. C 

Buntell, C. J., The Buntell Roth Co., Dayton, Ohio 

Burgoyne, Sidney J., Sidney J. Burgoyne & Sons, Philadelphia. 
Burnett, Frank D., Morristown, N. J Hotel New Clario 
jurnham, F. H., Jr., Bates Mfg. Co., New York. 

Bushnell, A. N., Jr., Alvah Bushnell Co., Philadelphia 
Bushnell, Alvah, Jr., Alvah Bushnell! Co., Philadelphia 
Cahalane, C. H., Cushman & Denison Mfg. Co., New York 
Campbell, J. M., Wilson-Jones L. L. Co., New York, 
Carman, H. L., Mabie, Todd & Co., New York. 
Carpenter, C. C., Samuel C. Tatum Co., Cincinnati, O. 
Carpenter, Chas. H., Dunn Penn Co., Boston, Mass. 
Carrithers, LeRoy, Carrithers & Co., Chicago. 
Carter, Richard B., The Carter’s Ink Co., Cambridge, Mass 
Casey, M. J., James Hogan Co., Ltd., Philadelphia 
Chaplin, W. J., L. E. Waterman Co., Boston, Mass 
( 
( 
( 
( 
( 
( 


£ 
- 


a 





‘hilds, A. H., S. D. Childs & Co., Chicago 

‘humley, W. H., Wilder & Wilder, Decatur, Il 

‘lark, L. H., The Sikes Co., Philadelphia. 

‘layton, Samuel S., McMillan Book Co., Syracuse, N. Y 
‘loke. Fred, Cloke & Son, Hamilton, Ont, 

‘oates. John C., The Burrows Bros. Co., Cleveland, O. 
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The Reason Why 





You are thoroughly 
familiar with this 





Sags in the centre with constant 
use, causing uneven imprints. 





Overabundance of ink in moist or 
warm weather. 


VAG WEA GECNUTRATE Tied PERFECT PRINTING 
Res ee EMER ee 
“ene” oreay ma. MD THICK, SUGARY mmPRee- 
BONS AFTER RAEUNO. 


Unreadable prints are caused by the 
above conditions. 





But you can 
have this 


NK 


> 
ere 


SELF INKG, 


ST Ee OLOF 
574M D iy 





Perfect striking surface always. Every 
character on stamp uniformly inked. 


MASE In Vea) 





Re-inks on bottom of pad. Surplus 
ink remains there, feeding just enough 
ink to surface of pad to cover face of 
type only. 


THIS WILL DEMONSTRATE THE PERFECT PRINTING 
QUALITIES OF YOUR RUBBER STAMP, WHEN USING 
THE “SOLO” STAMP PAD. NO THICK, SMEARY 
IMPRESSIONS AFTER RE-INKING. 


Absolutely perfect prints at all times, 
even immediately after re-inking. 


OUTWEARS ANY OTHER PAD AND GIVES TWICE THE NUMBER OF 
IMPRESSIONS WITH THE SAME AMOUNT OF INK 


No Sickening Odors 
Ask for the 


No Acids 


‘SOLO’ 


Does not absorb moisture 


Self-Inking 
Stamp Pad 


Manufactured by 


Peerless Carbon & Ribbon Mfg. Co., Inc. 


113 West Broadway, New York 


Manufacturers of Carbon Paper, Typewriter Ribbons, Stamp Pads and Inks. 
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The Missing Link in Modern Filing 


Ringer Signal File 


An entirely new, complete line of simplified, modern- 

ized Filing Equipment, instantly arranged in any 

Filing System imaginable, and adaptable to the 
largest as well as the smallest business. 


Vertical Filing 93222 


— eee ieee ie ee 
ii i ae 














The Automatic Signals point out Missing Folders or Mistakes in Filing 
The most convenient Filing Devices ever constructed 
—_— = SPECIAL 








a Individual 
Customers 






Numerical CS Sel Subject j 

' . Specials — - —— 

Geographical Names | wey 00 ong 
Miscellaneous | Dates 
Hours 

Weeks a 

There is absolutely SIMPLICITY, i 

no limit to this system, Months SPEED e 

carried out in any my and “cd 

individual way ; wer Years ACCURACY ” 

NUMERICAL imaginable. _ etc. 





These devices can be re- 10 Points of the Utmost Importance: 


tailed for $2.00 and up. 


Impossible to replace folders in wrong place. 
Instantly locating. 

Instantly replacing, guided by signals. 

Ideal individual efficiency. 

Heretofore unknown comprehensiveness. 
Adaptable to any size and kind of Business. 
Adaptable to any System imaginable. 

Instantly re-arranged to meet changing conditions 
Saving of floor space. 

Shipped completely knocked-down. 


Ask for catalog and price 
list on your letter head. 


SOON DUAaWNH— 


— 


Cicero-Chicago Corrugating Co., 1542 South 51st Court, Cicero, III. 
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Cobb, C. C., The Conklin Pen Mfg. Co Toledo, O 

Cockley, W. I Regal Umbrella Co., York, Pa 

Cole Munroe, Gec E. Cole Co., Chicago 

Coleman, W. L Jr E. L. White & Co., Ft. Worth, Tex 

Co s, D. W., Western Bank Supply Co., Oklahoma City, Okla, 
Colomt James M Dameron-Pierson Co., Ltd Shreveport, La 
Conge A. D., American Stationer & Office Outfitter, New Y 
Cont Chas. A Automatic Prtg. & Stat. Co Philadelphia 
Cons H. A., Weis Mfg. Co., Monroe, Mich 

& h James P James A. Cook & Son, Ltd Toronte Cc 

{ ( S The Cooke & Cobb Co., Brooklyn N Be 

Coo} John M Foote & Davies Co., Atlanta, Ga 

Co} and, H E Boorum & Pease Co Boston, Mass 

Cornwe E. E Nat Blank 300k Co Holyoke Mass 

( Irving W Cotton & Gouid 3oston, Mass 

Cra rd, Robt h Myers & Shinkle ( Pittsburg Pa 
( Frank P San Ward Mfg. Co New York 

‘ Lewis R John H. Saumering Co Baltimore Mad 


da mpl Evatr Free Press Pub. Ct East Pa 
halt Ernes I on Ribbon & Carbon C«¢ P} idelp 1 
) | \ Lie Mars Printing Co Mas City lowa 
a s, Chas. E \ matic Pencil Sharpene ( Batt 

( irence P \ rds Boston 
) SG. Ba \dams, Cushing & Foste1 It Bostor 
a Wm. M Forsythe Davis, Inc., Kingsto N. ¥ 
recke ( I ( I Decker, Philadelphia 
» Donald 1] Cit Book Store, Woost 
vic Wn R TI Diel Office Equip. ¢ Co nbus, O 
» Louis J Adams, Cushing & Foste Bost 
» ‘ Wm. D Modern Stationer & Bookseller, Ne 
” ittle Uri, W H H. Chamberlin, Syracuse N y 
) 8 Witt ¢ Vn Mann Co Philadelp! 
Y ( B I I in Bassett Co Che nd. Oo 

ds. Go Edward I Trenton, N J 

jacob G., Sa Ward Mfg. Co., Boston, Mass 
ine \ Stainton, Downey & Eris, T mnto, ¢ 
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I 
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( H Of Appliances, New York 
Eberhard, | hard Faber New Yorl 
Chas. |} ‘he Falconer Co taltimore Ma a 
Frank H e Frank H, Fargo Co Bridgeport, ¢ 
( = r Pitt Mfg. Co Kansas Cit Mo 
Irving P Kohinoor Pencil Co. New Y¥ } 
Irving P J Kohinoor Penci! Co New k 
Henry J \. W. Faber, In Newark, N. J 
Clark, I Stat. Co., Tulsa, Okla 
‘is L. E | Metal Furn. Co roled oO 
R. S rr M ey Co., Youngstowr © 
Henry Stat ers Assn. of New Y } N. ¥ 
A. G W ( Chicago, Ill. 
s I Frost O Appliance Co., Worcesté Mass 
7a f J L Stat issn. of Southern California Los A 
; Ivan E Roaring Spring Blank Book Co Roar s g 
Pa 
G Chas. P I S. Webster Co., Boston 
Gas} Kdward, Ge B. Hurd & Ce New Yor 
Ga Carl, Yawn 1 & Erbe Mfg. Co Rochester, N. ¥ 
Gibbs, Fletcher B., Ge Mer. N. A. & M Chicagt 
Giles, E. Walter, Esterbrook Pen Co., Baltimore, Md 
G tt Robt Hampshire Paper Co S. Hadley Falls, Mass 
( dsteir N. M Bath Co Shreveport La 
Gosiger Paul A The Tenacity Mfe. Co Cir nati, O 
Grant. Chas. J Ma is Ward, In¢ L. I. ¢ N y 
Gi Geo. B., Ge B. Graff Co., Bosto 
Greenleaf, Wm. H Nat Assn. Sta. & Mfrs., Chicago, I 
Griff Robt M ver Mfg. Co Inc New York 
Gi mat eG. ( H. Groverman Co Youngstow! oO} 
Gut Raymond H The R. H. Guth Binds Allentow I 
Hackett, H. C America Vul, Fibre Co., Wilmington, De 
Hale, F. W., Dennison Mfg. Co., Framingha Mass 
Hal; Ralpt vy York 
Halse Wm I Esterbrook Pen Co., New ¥Y } 
Hamn , Chas. B Kiggins & Tooker C New Yorl 
Hancock A Albert Hancock, Chicago 
Hansen, E. M., Miller Davis Co., Minneapolis, Minr 
Ha Walter F., Eagle Book Store, Read Pa 
Ha s, ( H., Nat Blank Book Co Holyok Mass 
H sol Chas. R ( is. R. Harrison & ¢ PI id 
Haslett, Chas \ Atlantic Citv, N. J 
Has ick, W H Ir Andrew Gever, In New Yor 
H t. Harry Kimpto Haupt & Co., New York 
H ens, M. ¢ M. Havens, Dover, N. J 
H kes, L. A., C. Howard Hunt Pen Co., Camde N. J 
H s H E Stat ose Leaf Co Camder N z 
Haw F. I L ! & Hanford Co Seattle Was! 
H Burt W St Assn. of New Orleans, New Or ins 
He rn Ales \ ns, Cushing & Foster Inc Bosto 
He B L. B. He & Son, Lancaster, Pa 
H VW M P dence Paper Co Providence R 
H ul Wr M r} Delany Vernay Co Baltimore 
He é Geo. E B keve Ribbon & Carbon C Clevela 
H john, H tt’s Book Store, Lor Beach. Ca 
H th, J. H Esterbrook Steel Pen Co., Chicago, I 
H rhos., Cor s Macy & Co., In¢ New York 
H Ss. O.. Watkins Book Store, Winston-Salem, N. ( 
Hirs Arthur J. J Mevers Stat. & Pte. C In« New }¥ 
H s, J. N Sout orth Co., Mittineague Mass 
H s, Saml., Hobbs & Warren, Boston Mass 
Hoff P. A., S id Mfg. Co., Hastings, M 
H ‘ J. Ed Eaton Crane & Pike ¢ New ¥ 
H ~ H H J John P. Morton & Co Louisvi K 
H t John G Balt Office Supply ¢ Baltimore Mad 
H ord, He American News Co New York 
Huss, J. Cowl er & Harrison Pen Mfg. Co., Inc., Philadelphia 
H nsor Hent - H. S. Hutchinson & Co New Be Mass 
H Earl |} Re Umbrella Co York, Pa 
Id James ¢ ; ks & Idler Inc Atlantic City 
Irish, C. R., Boorum & Pease Co., New York 
Ir ! J. B l g-Pitt Mfg. Co., Kansas City Mo 
Ise ur Sam! Richr nd Stat Assn., Richmond, Va 
J \. P., Solidhed Tack Co., New York 
J in, O. L., Lester Book & Stat. Co., Atlanta, Ga 
J ns Johnson Off. Equip. Co., Jacksor Mic} 
J nson, Leo. F., Florida Off. Supply Co., Tampa, Fla 
Joy: Edward © Marshall & Bruce Co., Nashville é 
Kastner E. J., New York 
Kelle Chas. L., Cutler Desk Co., Buffal N. ¥ 


Kempt, P. A., hii ind & Matthews Mfg. Co Detroit Micl 
K ne Hari Ml | John D. F. Morgan Co 
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Go to Goes for 


The Goes Bordered Blanks 


in original and diversified assortment of 75 styles 
ippealing border designs, perfectly lithographed in 
ors and in a wide range of proportions 

large as 17 by 22 inches, others but 


Having no wording whatever upon them, these styles 


differ materially from the large variety of the Goes Stock 
Ce 


t te 


{LL Printers, regardless of their specialties, will 
find them attractive, and appropriate for ALL pur- 
that require refined, high-grade products. 
The Goes Record Books, both for Corporations and 
Common-Law Companies, have been carefully pre- 
pared and arranged for use by such organizations. 


The Goes Printer’s Helps 
also include blanks for 
Common-Law Certificates Bonds 
Stock Certificate Diplomas 
Certificates of Award 
The Goes Art Advertising 
Check-Book and Business Card Blotters 
Monthly Service Cards Calendar Pictures 


Mailing Cards Calendar Mounts 
Blotter Calendar Cards 


Lithographed Calendar Pads 


also 
The Goes Artistic Greeting Cards 
Entirely new Greeting Card and Blotter styles, designed 
especially for Good-Will Expressions, Christmas Greetings 
and Holiday Publicity, are now available. 


When requested, we will send samples or descriptive matter of 
any or allthe Goes Products 


Goes Lith ographing Com pany 


49 West 61st Street, Chicago 


Interim Certificate and 
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Kennedy, Wm. J., W. J. Kennedy Stat. Co., St. Louis 











Neidich 
Carbon Papers 


Typewriter 
Ribbons 


‘‘The Line of Lowest Ultimate Cost’’ 














Superficial appearances are deceptive, 
particularly in chemical products like 
Carbon Paper and Typewriter Ribbons. 
Go deeper and you will learn of the in- 
trinsic value of our products as revealed 
in the character of their performance, 
and of our service, in time and under 
all conditions. 


You will discover that inherent element 
that characteristic difference, that 
counts so much in making them—‘‘The 
Line of Lowest Ultimate Cost.”’ 


Our ‘‘Superba’”’ Brand above featured 


is a mighty fine medium-price quality, 
one of our best sellers. May we quote you? 


eidich Process 
Company 


Manufacturers 
ESTABLISHED 1898 


Burlington, N. J. 


Kiger, J. C., The Frank P. Swan Co., Huntington, W Va 
Kiggins, Murray C., Kiggins & Tooker Co., New York 
Kilbourn, Jos. I.. L. H. Bigelow & Co., Inc., New Y 
Kimpton, Chas. F., Kimpton Haupt Co., New York 
Knauer, Arthur, Shaner & Knauer, Atlantic City 

Kral, Jos. S., The Office Supp. & Ptg. Co., Clevelan O} 
Kugel, Arthur L., Brooklyn, N. Y 

Landes, M. R., Polar Mfg. Co., Philadelphia. 
Langbein, Chas. H., Stevenson & Foster Co., Pittsburg 
Latsch, R. D., Latsch Bros., In Lincoln, Neb 

Law, O. T., The James & Law Co., Clarksburg, W. Va. 
Lendrum, Geo, A., Eureka Blotter Bath Co., Chicago, I 
Lent, Chas. A., Brown, Lent & Pett, New York 
Leonard, Murray J., American Lead Pencil Co 

Levi, Victor A., Langstadter Co New York 

Levy, Alfred, The American Stamp Mfg. Co., In¢ N 
I soston, Mass 
I 

I 

I 

I 

! 

l 

I 

I 


Wabash, Ind 


sipman, Chas. W., Geo. B. Graff Co 
sittle, Edw. L., Wabash Cabinet Co 
zockwood, M., Buffalo, N. ¥ 

gan, James, U. S. Envelope Co 


Worcester, Mass 
sovett, Wallace R., The Standard Diary Co., Cambridge M 
.ovig, Arthur L., Shea Smith & Co., Chicago, I 
suck, Chas. A., The Conklin Pen Mfg. Co 
suther, Henry J., Pomeroy Ink Mfg. Co., Newark, N 
syon, E. 8S., Stephen Greene Co New York. 
Macdonald, Donald D., Bradley & Scoville, Inc., New Ha 
MacIntyre, E. T., Defiance Mfg. Co New York 
Macke, Robt. C., The Saml. C. Tatum Co., New Yor 
McAdams, Wm. L., Boston, Mass 
McChesney, Donald S., Hall & McChesney, Inc., Syracus N 
McChesney, Francis H., Hall & McChesney, p 
McCloy, A. W., A. W. McCloy Co., Pittsburgh, Pa 
McCormick, G. S., Browne-Morse Co., Muskegon, M 
McDonald, John J., Plimpton Mfg. Co., Hartford, C 
McInarrie, Wilbur, R. S. Bauer Co., Lynn, Mass 
McLean, W. S., M. T. Bird & Co., Boston, Mass 
McLeod, Chas. M., J. and F. B. Garrett Co., Syracus N. ¥ 
McLeod, Donald, Spencerian Pen Co., New York, N Y 
McNiel, F. S., Defiance Mfg. Co., New York 
Mandeville, Geo. S., The Saml. C. Tatum Co., Cincinnat Oo 
Manley, David, Modern Stat. & Bookseller, New Yorl 
Margraf, G. I., Dunn Pen Co New York 
Marley, J. N., L. E. Waterman Co., Chicago, I 
Martin, Hobart W., Office Appliance Co., Chicago, 1 
Martin, R. C., Boorum & Pease Co., Syracuse, N ¥ 
Mead, Seaman M., The Mead Stat. Co., Greenwich, C 
Merrill, Frank J., Francis Doane & Co Ine Boston, Mass 
Messimore, J. W., The Natl. Safe Co., Cleveland, O 
Meyer, John E., John E. Meyer, Inc., New York 
Miller, F. P., Baker Off. Furn. Co., Pittsburgh. 
Miller, P. R., The Macey Co., Grand Rapids, Mich 
Miller, R. L., Ross-Gould Co., Philade!phia 
Mills, Wm. Perry, Moore Push Pin Co., Philadelphia 
Mitchell, Chas, L., Crane & Company, Topeka, Kan 
Montgomery, F. G., Thos. De La Rue & Co., Ltd New York 
Moore, R. S., The Ault & Wiborg Co., Cincinnati, O 
Morris, Philip, Philip Morris & Co., Nashua, N. H 
Morse, Frank C., Browne-Morse Co., Muskegon, Mich 
Mullen, C. J., Mullen Wall Paper & Stat. Co.. Cortland, N. Y 
Murphy, Thomas V., Andrew Geyer, Inc., New York. 
Neary, James E., Andrew Geyer, Inc., New York 
Neil, Jas. W., John Hancock & Co., Boston, Mass 
Nelson tay E., Goes Lith. Co., Chicago, Il 
Newhall, W. H., Edgewater Paper Co., Menasha, Wis 
Newman, John C., Jr., Hazen’s Book Store, Middletown 
Nicholson, R. M., The Berger Mfg. Co., Canton, O 
Nitschke, Geo. A., Automatic Pencil Sharp. Co New Y¥ 
Okin, Benj., Wilson-Jones L. L. Co., New York. 
Owens, Wm, R., Philadelphia 
Paist, Chas. J.,. Wm, H. Hoskins Co., Philadelphia 
Pancoast, T. H., Thaddeus Davids Ink Co., Inc., New Yor} 
Parlette, Oliver P., The Gillespie Bros Inc Stamford, ¢ 
Parmenter, Geo. E., The American Crayon Co Sandusk ( 
Patron, M. D., International Stat. Co., New York 
Peck, C. W., L. E. Waterman Co., New York. 
Pelton, Jas. F., ©. R. Gibson & Co., New York. 
Perkins, D. F., H. C. Boyeson & Co., St. Paul, Minn 
Perkins, H. P., The Columbus Blank Book Mfg. Co., Co 
Perkins, R. D., Russia Cement Co., Gloucester, Mass 
Peterson, N. M., The Columbus Blank Book Mfg. Co 
Peting, Amadee, Geo. D. Barnard Co., St. Louis, Mo 
*faff, A. J., Jos. Dixon Crucible Co., Jersey City, N. J 
Pierce, E. S., Pierce, Ine Hartford, Conn. 
Pierson, J. Ogden, Dameron-Pierson Co., Ltd., New Orls s 
Pilcher, W. F., The Parker Pen Co., New York 
Pittman, W. D., Asst. Gen. Mgr. N. A. S. M., Chicag 
Pohnke, Geo. C., Stationers L. L. Co., New York 
Pomerantz, A., A. Pomerantz & Co., Philadelphia 
Prendergast, L. E., Scranton, Pa 
Price, Herman, Jos. Dixon Crucible Co., Jersey Cit N J 
Prizer, H. A., Wm. Mann Co., Philadelphia 
Prizer, H. A., Jr., Wm. Mann Co Philadelphia 

I 

I 


In¢ S s 


Prize H. D.. Wm. Mann Co Philadelphia 
Prizer, Wm, Mann, Wm. Mann C« Philadelphia 
Purvis, Geo. B., Irving-Pitt Mfg. Co., Kansas City, M 
Rausch, F. C., The Wendt Rausch Co., Toledo, O} 
Ready, Jack, Jos. Dixon Crucible Co New York 
Reckford, John K., American Lead Pencil Co New Jy 
Redington, W. H., Sanford Mfe. Co., Chicago, 1 
Reed, Arthur L., A. I Reed Co, New York 
Regensburg, Emil, I zle Pencil Co New York 
Remington, Herman E., H. E. Remington & Co LU 
Richardson, J. Edw., J. E. Richardson Co Balt 
Richmond, Fred A., Richmond & Backus, Detroit, M 





Ridgeway, W. T., Esterbrook Pen Co., Camde N 

Ritter, Chas., The Chas, Ritter Co Mansfield, © 

Rix, Walter B., Barbee Wire & Iron Works. Chi 

Robbins, Chas. H., Philadelphia 

Roberson, Alvin B., Butler's, In¢ Wilmingto Ly 
Roberts, C. S., The Wahl Co., Chicago 

Rosendorf, Saml. S., Southern Stamp & Stat. C 

Russell, R. S., Doten Dunton Desk Co Cambridge \iass 
Russell, Wm. H., Jas. Hogan C Philadelphi 

Sachs, A. J., Public Service Cup Co Brooklyn, N. \y 
Sandner, B. T., Russia Cement Co., New York 

Sanford, B. E., Cornell Co-operative Society Ithac N. ¥ 
Schermerhorn, J. H., Jos. Dixon Crue. Co., Jerse Cit N 








Schmiederer, Wm., Buxton & Skinner, St. Louis 
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Rigid 
as a beam of steel 


~ 
= 


All the weight on two legs-- 


Still the drawers run smooth and free 


~VEN when you tilt this James- 
town Metal Desk so as to put the 
strain of its entire weight on two legs 
the drawers run smooth and free. 
There is no sign of binding. Not the 
least distortion anywhere. It is rigid 
as a beam of stz2el. 

Electric spot and acetylene gas 
welding have taken the place of bolts, 
nuts and screws in the advanced con- 
struction of this new desk. And steel 
welded to steel cannot loosen, wobble 
or come apart. 

Dig deeper into each point of con- 
struction. You will find more and 
more evidence of the superior design 
of this Jamestown Metal Desk and 
its sales building value to vou. 


The battleship linoleum top cover- 
ing is put on under ten ton hydraulic 
pressure. It cannot possibly loosen, 
curl or wrinkle. The bronze binding 


_ around the top is so accurately joined 


you cannot find the joint. 

The yale locking device, operated 
by the center drawer, is new, positive 
in action, and locks all drawers at 
one time. 

Knock-down construction means 
lower shipping costs, lower storage 
charges. Perfect die work makes it 
easy to assemble it in 10 minutes. 

Richly finished in mahogany, cir- 
cassian walnut, oak and dark green. 
Sells at a price that enables you to 
get business now. 


Let us tell you more about this good desk. 
Write for detailed information and prices today 








THE JAMESTOWN METAL DESK CO., Inc., Jamestown, New York 
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The REM. loose Leaf Lime 
LEADERS IN THE LOOSE LEAF FIELD 





P & M STEEL—Three Capacities— 
One Quality—The Very Best 





METAL TIP GUIDE 


Furnished with Black Enameled Steel or Bright Finis! 
Tips—Genuine Red or Gray Pressboard. 





MONROE—A Durable Low Priced Ledger— 
Two Styles Binding 





SILVER CAP ‘A’? END LOCK 


With the Famous Two-Piece (Patented) Locking Bar—Four 
Styles Binding. 





QUICKLOCK 


Solid or Sectional Posts 





ee | SILVER CAP ‘‘B’”’ TOP LOCK 


: is Differs from Endlock only in Style of Lccking Device—I 
‘ F . Styles Binding. 
General Catalog No. 42, also 


Metal Parts Catalog No. 44 now ready. 


THE PLEW & MOTTER DEPT. 


OF 
The Workman Manufacturing Company 
Capital and Surplus over $300,000.00 
Racine Avenue and Monroe Street 


Chicago, Illinois SILVER CAP ‘‘D’’ END LOCK 
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w York 


Sx hof, Wm., “Typewriter Topics,’ Ne 

Searles. Geo. W Ass! of Office Furn. Mfrs., Herkimer, N, ¥ 

Sel Edwin H E. H. Sell & Co... Columbus, O 

Sengbusch, G. J., Sengbusch S. C. Inkstand Co Milwaukee, Wis 
Senio Sc American Clip Co., L. I. City N Y 

Ser S. J., National Pen Co., Detroit, Mich 

s Frank L., Wilson-Jones L, L. Co., Chicago 

Ss P. F&F Horder’s, Inc., Chicago 


Shaner Frank J Shaner & Knauer, Atlantic Cit) 
Shary Harry C Esterbrook Steel Pen Co., Camder N. J 
Shearmar! x ¢ Irving-Pitt Mfg. Co., New York 


Shes Collins C Oakville Co., New York 
Sheppard, C. E., ¢ E. Sheppard Co., L. I. City, N. Y. 
Shields, Chas. H The Blade Ptg. & Paper Co., Toledo, O 
Siegert Wm. C Wr Cc. Siegert, New York 
Sin s, Philip W Southworth Co., Mittineagus Mags. 
Sk 1. Cc., Ed Kimpton Co,, Inc 
( M MacG! -Sleght-DeGroff Co., Batavia, N. Y¥ 
I Stat \ss United Kingdom, London, Eng. 





Chas., Boorum & Pease Co., New York 


Smit Alvin M Smith-Courtney Co., Richmond, Va. 
Ss Geo, T., Jos. Dixon Cruc. Co., Jersey City, N. J 
Sn Jas. W Roaring Spring B. B. Co., Roaring Spring, Pa 
Smit Jewett, Buxton & Skinner, St. Louis, Mo 
Smith ee A., Tl General Fireproofing Co Youngstown, O 
Smit Lloyd, Jos. Gillott & Sons, New York. 
Smith, Otis R., The Moore Pen Co., Boston, Mass 
Sm Shea, Shea Smith & Co 
S Leo. Eagle Pencil Co., New York 
Ss > 2 \ Solomon & Co., New Yy 
Spe ‘ Oo. Spe ‘ Stat. Co 
s . & cr} ( il Fireproofing Co Youngstown, O 
~ H Sat Mfg. Co., New York 
~ Theo \ Lucas Bros., In« Baltimore, Md 
cS s Horace, J The Macey Co., Grand Rapids, Mich 
S Allan, St enson & Marsters, In¢ Brooklyn, N. Y¥ 
Ss Arthur National Off. Supply Co Zion City, Ill 
S B Este k Pen Co., Camden N. J 
s zustus | St B. B. & Stat. Co Trenton, N. J. 
S is \ Washington, D. C 
> is. G., C. G. Stott Co Inc., Washington, D. C., 
S es The Falconer Co., Baltimore, Md. * 
S Walter G s. Dixon Cruc. Co., Philadeiphia. 
I \ Amer in Stationer & Off. Outfitter, New York 

I H I to Spec. Co., Elizabeth, N. J 

H Chas. G. Stott & Co., Washingtor D. C 

The ( iL, tee GEN ! Mayer & Thom (C« Detroit, Mich 
T} H Berger Mfg. Co., Canton, O 
T :r Bp T mas Off. Supply Co., Hutchinson, Kan. 
Thom) James. 1 S. Envy. Co., Worcester, Mass 

Wm. B Ch Exclusive Co., Philadelphia 

R., Boo r & Pease Co., New York 

\ 1 Ss The Mead Stat. Co., Greenwich, Conn, 
I s Cc. G., Sengbusch S. C. Inkstand, New York. 
Te t Clifton Stationers Assn. of the United Kingdom, London 
I 24 

oy john B., The John R. Rembert Co., New Haven, Cont 
r a oe J. T. Towhill Co., Bostor Mass. 


) 1. B., Nat B. B. Co., Holyoke, Mass 
To ‘ Edw. § Nationa Blank Book Co., Holyoke, Mass 








Tri ! Jas. M., Triner Scate & Mfg. Co., Chicago, III. 
True R. § Jr Francis Doane & Co., Inc., Boston, Mass 
Turne Albert W Turner & Porrter, Inc., Buffalo, N. Y. 
Tutt B. A., The Tutt Corporation, South Bend, Ind 
Tutt M s Up-to-Date Adv. Co., Canister, N. Y¥ 

d, E. R., Fulton Spec. Co., Elizabeth, N. J. 
Under od, P. G., Underwood Glass Pin Co., Philadelphia 
Ure I. Ss Lefax, Ir Philadelphia 
VanHis A. S., Mi r Bros. Cutlery Co., New York 
Wade Woodson P I rett Waddev Co., Richmond. Va 
Wadhan Chas. K Z. & W. M. Crane, Dalton, Mass. 
W Ww The Forman Bassett Co., Cleveland, O. 
W Chas. C., Walden’s Stationer, New York 
Wald John J \utomatic Pencil Sharpener Co., New York 
Walk Ss. E The B, I Goodrich Co., Akron, O 
Wa Ernest Sar Francisco, Cal 
W are Wm Edwit John Ward & Son, New York 
Waterma Fr. D I EK. Waterman Co., New York 
Watkins, W H Watkins Book Store, Winston-Salem, N. 
W ster Phil F Brighton Prod. Co., New York 
W st Wm. H The Gibson Art Co., New York. 
Wwe s Frank A I ink A Weeks Mfg. Co., New York 
We Harry C The Weis Mfg. Co., Monroe, Mich, 
Wels Frank R Wn Mann Co., Philadelphia 
Whit Clarence T Adams & White Co., Buffalk me Be 
W t ( rard \mer in Clip Co Ma a City N y 
W t J. Herbert \ ms & White Co., Buffak N. = 
Wi t VW ( \merican News Co., New York 
wi J Art \sso. Off. Furn, Mfrs., Grand Rapids, Mich 
Wile } E Wile Co Norwalk, Conn 
W \ W Dy rhard Faber, Brooklyn, N y 
W s, Harr J Rya & Williams, Buffalo, N. ¥ 
W s Wills } Stat Co Greensboro n. ¢ 
W has. |} J. G. Shaw Blank Book Co New York 
Witt S A. J}. ¢ Shaw Blank Book Co New York 
Wittst H. H Globe-Wernicke Co., Cincinnati, O 
W f V tor Ma s W Wolf Co Ba more Md 
Wo I vara § Esterbrook Pen Co., Camdet N. J 
W S r., Jos J Stone & Co., Greensbor« N _&. 
Ss Yeo-Lukens Co Philadelphia 

s Gresha I 3. Co., Philadelp! 


LADIES’ REGISTRATION, 


\ s. Mrs \ BR B } a. 2 me 
\ S Irs F K : Louis Mo 
Ivan } \ inta. Ga 
\ Mrs \ Philadelphia 
Mrs. E. M Jersey City, N. J 
Mrs. J R Alliston, Mass. 
Ba s, Leona \ Canton, Ohio 
s. Rebecca on, Ohio 
Mrs Ar ir ¢ New York 
B Mrs. Frank S Morristown, N. J 
IB i ~ Mass 
] \ Rol I »} n, N. ¥ 
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Do You Know 


THERE IS NO 
Secret Process 


Employed in Rebuilding 


Spare no expense in the 
way of replacing of 
worn parts, give the 
mechanics plenty of 
time to do their work 
RIGHT, that is our 
method of rebuilding 
typewriters. 


Modern equipment, 
specialization, well laid 
out routine, permit us 
to do this work eco- 
nomically, and_ still 
compete with anyone 
in price. 


[t is to your interest to 
deal with us, 


Because — a COM- 
PLETE stock of 
typewriters of all 
makes is at your 
command at all 
times. 


—our prices are right. 


—you will be treated 
as we like to be 
treated; we want 
your friendship as 
much as your busi- 


ness. 


—you'll always find us 
on the job—you can 
expect and will get 
the best of service 
possible. 

Write us for our latest 

wholesale price list 020, 

covering rough and rebuilt 

machines. 


MANUFACTURERS TYPEWRITER 
CLEARING HOUSE 


Northwestern University Building 


193 No. Dearborn Street CHICAGO, ILL. 


Cable Address: MANTYPE 
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AMERICAN 


VISIBLE 


MODEL 41 











Automatically 
Numbers 
Consecutive 
Dupblicate 
and 
Repeat 
1 to 999,999 


ARANTES 

ij Co caN he Y 

/,me BL 
MODEL NO. 4! 


Cit4ine 


23456 | 


STEEL AWD MA 





hE woR 
RIAL OF Wr 


INDICATOR 





654321 


Impression of Figures 


VISIBLE 


IT TELLS YOU WHAT YOU PRINT. 53 
VISIBLE Numbering means that the 


next number to be stamped is in plain 
sight of the operator BEFORE IT IS 
stamped. 


MORE SPEED—ABSOLUTE ACCURACY 
AND ELIMINATION OF WASTE 


Steel Throughout—Engraved Steel Wheels—-GUARANTEED 
UNITED STATES POST OFFICE TESTS ARE SEVERE. 


Our government specifies ‘‘American’’ Visible 
Model 41 and contract for 1921 is for more 
than 1000 of these machines. 








CARRIED IN STOCK BY ALL STATIONERS AND 
STENCIL MANUFACTURERS 


electrotypes and other advertising matter fur- 
Special machines for all purposes built 


Folders imprinted, 
nished free to dealers. 
to order. 


AMERICAN NUMBERING MACHINE CO. 


General Office and Factory: 


220-228 Shepherd Ave., Brooklyn, N. Y. 


Branch—123 W. Madison St., Chicago, 111.—66 Houndsditch, 
London, England. 
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PLIANCES vember 

Baylis, Mrs. H. T., Columb 

Bellman, Mrs. C. M., Toledo, O 

Beyer, Mrs. Ernest, Atlantic City 

Binns, Mrs. J. H. Mann, Philadelphia 

Brewer, Mrs. John, Brooklyn, N. Y 

Brooks, Mrs. Francis Murphy Philadelphia. ; 
Brooks, Mrs. Wm. Henry, St. David's, Pa 3 
Brownell, Mrs. T. K., Mt. Vernon. N. Y r 
Brundage, Mrs. J. Robt., Brooklyn, N. Y¥ 

Bryan, Mrs. T. S., Columbia, S. C 

Burgoyne, Mrs. Sydney J Philadelphia 


Bushnell, Mrs. Alvah, Jr Jenkintown, Pa 
Carter, Mrs. Richard B., Boston, Mass 
Chalmers. Mrs. Edward A., Rutland, Vt. 
Childs, Mrs. A. H., Evanston, Ili. 
Cockley, Mrs. W. I., York, Pa 

Cooke, Mrs. C. S., Brooklyn, N. Y¥ 
Cotton, Mrs. I, W., Cambridge, Mass 
Crowe, Mrs. F. P., Jersey City, N. J. 
Dodsworth, Mrs. Louis J., Medford, Mass. 
Donnelly, Mrs. W. S., Richmond Hill, L. I 
Dunn, Mrs. DeWitt C., Philadelphia. 

Elz, Mrs. J. G., Boston, Mass 

Faber, Mrs. Eberhard, New York 

Falco, Miss M. C., New York 

Falconer, Mrs. Chas. E., Baltimore, Md 
Fargo, Mrs. Frank H., Bridgeport, Conn. 


Favor, 
Favor, 


Mrs. 
Mrs. 


Irving P.. Brooklyn, N.Y 
Irving FP., Jr Brooklyn, N. ¥ 


Garner, Mrs. John L., Los Angeles, Ca! 
Geyer, Mrs. Andrew, New York 

Gibbs, Mrs. Fletcher B., Oak Park, II! 
Gillette, Mrs. Robt., Holyoke, Mass 
Goldstein, Mrs. M., Shreveport, La 

Grant, Mrs. Chas. J., Forest Hills, I SS 
Griffin, Mrs. Robt. M., New York 

Hale, Mrs. Frank W., Framingham, Mass 


Halpern, 
Hawkes, 


Brooklyn, N. Y 
Merchantvills ny. 2 


Mrs. Ralph, 
Mre. L. A., 

















Hawkes, Miss M. B., Merchantvill: ae 

Hayes, Mrs. N. O., Worcester M s 

Heim, Miss B., New York 

Herr, Mrs. Gertrude, Lanesster, P 

Herrmann, Mrs. N., Baltimore We 

Heullett, Mrs. J. G.. Baltimors Mad 

Hollowell, Mrs. J. Edward. New York 

Hutton, Mrs. Earle F., York. Pa 

Idler, Mrs. James, Atlantic City, N. J 

Kastner, Mrs. E. J., New York. 

Kempt, Mrs. P. A., Detroit, Mich 

Kennedy, Mrs. Wm., St. Louis, Mo 

Kilbourne, Mrs. Joseph, Brooklyn, N. Y 

Kimpton, Ruth H., New York 

Knauer, Mrs. Arthur. 

Kral, Mrs. J. S., Cleveland, O 

Kugel, Mrs. A. L.. Brooklyn, N. Y 

Landes, Mrs. M. R Philadelphia 

Law, Mrs. O. T., Clarksbrrg, W. Va 

Levi, Miss Marion, Brooklyn, N. Y. Fy 
Levi, Mrs. Victor, Brooklyn 4 
Little, Mrs. Edw. L., Brooklwn, N. ¥Y 

Lockwood, Mrs. Wm., East Aurora, N. Y 

Logan, Mrs. James, Worcester, Mass 

Lovett, Mrs. W. R., Melrose Mass. 

Luther, Mrs. H. J., Brooklyn, N. Y. 

Lyon, Mrs. E. S., Brooklyn, N. Y 

MacDonald, Mrs. Donald, New Haven, Conn. 

MacIntyre, Mrs. E. T.. Newark, N. J 

McLean, Mrs. W. S., Winchester, Mass 

McLeod, Mrs. Chas., Syracuse, N. Y 

MeNiel, Mrs. F. S., Brooklyn, N. Y. 

Manley, Mrs. David, New York. 

Mitchell, Mrs. Chas. L., Topeka, Kens. 

Moore, Mrs. Robson §S., Cincinnati, O 

Morris, Mrs. Philip E., Nashua, N. H 

Neary, Mrs. James E., Brooklyn, N. Y 5 
Parmenter, Miss Luella, Branford, Conn. q 
Pelton, Mrs. V. H., Westfield, N. i “ 
Pierson, Mrs. J. Ogden, New Orleans, la ' 
Price, Mrs. Herman, Jersey City, N. J 

Prizer, Mrs. H. A., Philadelphia, Pa. 

Prizer, Mrs. H. A., Jr., Philadelphia. 

Prizer, Mrs. Wm, Mann, Philadelphia. 

Regensburg, Mrs. Emil. New York. 

Roberson, Mrs. Alvin B 

Roberts, Mrs. Henriette W.. Westfield, N. J 

Rosendorf, Mrs. Saml. S., Richmond, Va. 

Sanford, Mrs. B. E., Ithaca, N 4 

Sell, Mrs. E. H., Columbus, 0 

Severance, Mrs. F. L., Oak Park, III. z 
Seymour, Mrs. Fred P., Chicago, Ill. & 
Shields, Mrs. C. H., Toledo, O No. 37¢ 
Shields, Miss Katherine, Toledo, O. = 
Sloan, Mrs. L. G., London, Eng 
Smith, Mrs. Alvin, Richmond, Va 

Smith, Mrs. L. A., Youngstown, O 

Smith, Mrs. Shea, Chicago, I11 4 
Stevenson, Mrs. A., Zion City, I!! be? 
Stoll, Mrs. A. F., Trenton, N. J a 
Thom, Mrs. C. A. H., Detroit. Mich 

Thom, Miss Dorothy, Detroit, Mich - 
Thompson, Mrs. Wm. B., Collingswood, N. J is 
Tower, Mrs. John B., New Haven, Conn. d 
Towne, Mrs. E. S., Holyoke, Mass ne 
Tuttle, Mrs. B. A., South Bend. Ind. a 
Waddy, Mrs. Woodson P., Richmond, Va « 
Walden, Mrs. Chas. C., Ridgewood, N. J er 
Walker, Miss B. M., New York 

Ward, Mrs. W. E., Brooklyn, N. Y 

Waterman, Mrs. F. D., New York 

Webster, Mrs. Wm. H., Brooklyn, N. Y. 

Welsh, Mrs. T. R., Philadelphia. 

White, Mrs. J. Herbert, Buffalo, N. Y. 

Whittemore, Mrs. W. G., Brooklyn, N. Y. 

Wilcox, Mrs. F. E., Norwalk, Conn. 

Williams, Mrs. A. W., New Yorl, N. Y. ‘ 
Wolf, Miss E. G., Baltimore, Md 

Wolf, Mrs. Marcus, Baltimore Ma, 

Yeo, Mrs. Wm. S., Philadelphia 
































This is what you get. 
Quality 
Workmanship 
Fit 
Packing 
Right Prices 


own name) makes standard. 











Here’s where you gain by placing your orders for Emeraline Bases with us. 
of a legitimate sure profit and satisfied customers. 


HROUGH the acquisition of our own Emeraline Base factory, we are now in a position to 
supply you with Emeraline Bases and Desk Accessories of every description. 


This announcement,made in our Trade Letter No. 100, dated August 9th, 1921, brought an 
immediate response in the form of a flood of orders. 


So we repeat : 


Most select quality of clear plate glass, 
uniform thickness. 


Grooves and beveled edges carefully and evenly 
ground and hand polished. 


All receptacles fit Sengbusch Inkstands perfectly. 


Packed in double slide corrugated boxes, conspi- 
cuously labeled with the number of the base. 


No price is right unless quality is right. 


Emeraline Inkstand Bases are listed at standard prices—the prices which our advertising, 
circulars, folders, catalogs and mailing cards (which are supplied you free, imprinted with your 


Sengbusch Self-Closing Inkstand Co., Siwacxee.wisconsi 











87 Inkstands. 








No. 275. | im. thick Base with two Cut Glass No. $2 Inkstands. 





No. 510 Paper Weight, | in. thick, two in. diameter. 


















E believe our original line 
of Emeraline Bases will 
never lose it's position as 

Standard, byt we have added the 
other designs- and items for the 
convenience of those who find a 
market for such variations, and 
who can now enjoy the conven- 
ience of ordering all at one place 
together with the comfortable 
aseurance that they will always 
fit perfectly and be right in all 
particulars of material, finish, 
and service. 


The Sengbusch guarantee is 
behind these, as it is behind 
everything we sell. 


You are assured 






















UR advertising matter is produced with but 
one thought in mind—-to give you real help 
in selling the Sengbusch “Desk Family.” 


They are attractive in appearance, snappy in 
statement and convincing in argument. 







The pieces shown on this page are only a 
part of the help we supply, free, imprinted with 
your name. 







Some are designed to be used alone—others 
forenclosure with your mail and packages—others 
for display in store and window. 







Use them freely and you will find customers 
asking for Sengbusch items by name—which 
reduces selling costs and speeds up turnover. 


Sengbusch Self-Glosing Inkstand Go. 


STROH BLDG. MILWAUKEE, WIS. 






Oe Pte xk 












--- SENGBUSCH INKSTAND FACTS --- 
Utility - Durability - Cleanliness - Economy 
Saves 75% of your hwk Bills. Lasts a Life Time 
Will retain ink when not 1 wae. same ana corked bottle 
Natural, light bueyant, non resisting float 
lb requires no hydrostatic pressure to force ink te pen point 
The only Inkstand ever invented tha! ts absalutety nuft evaporating 
Will abeays tees clean aak to pen pect regardless of ink or dust sediment! 


















Three-Panel Cut-out— 
33% in. high, 44 in. wide. 
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Folder 
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if-Closing Inkstand 

rin Ni spatter 

Soft Rubber NoWearOnt 
It closes air tidéht when 
its not m use yet flows 
with fresh ink at the 

touch of your pen 








For Window or Counter Display. 
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An Old Friend in a New Dress. 

In 1908 the Wagemaker Company of Grand 
Michigan, developed and placed on the market what they 
consider as the first desk “to contain divisions for various 
systems.” The manufacturers believe that this is the first 
time that extension slides were employed and filing devices 
or systems incorporated in a desk. The model was shown 
in a catalogue issued in the year of its production. The 
desks, say the manufacturers, were offered for two or three 
but were allowed to lapse because of lack of fac- 
tory facilities for their production. The company’s chief 
business was filing devices. As the proper pushing of the 
desk would require an extension of the plant, the article 
was for the time set aside. In the smaller illustration is 
shown the cut of the desk produced in 1908. 

As the boundary lines of the company’s business wer« 
extended, some thought was given to the production of the 
special desk, but it was not until a year or so ago that 
the thought crystallized into action. The result is what 
the company calls “The Wagemaker Edition De Luxe 
Desks.” Describing its usefulness and construction, the 
manufacturers say: “This desk can be used as the ordi- 
nary desk can be used. The drawers may be operated 
without the metal extension slides and without the 
tems arrangement. It can be put in use at about the same 
price as a desk of similar quality. On the other hand, it 
can be equipped with the extension slides on one drawer 
or more. The trays of the various sizes for system work 
can be hung on the drawers at any time and regardless of 
whether the drawers do or do not run on extension 
slides.” In other words, the desk employed as any desk 
is used may at any time be converted into one containing 
the special systems. 

From the single drawer illustration, the construction of 
these trays can be seen. Not only is each tray equipped 


Rapids, 


years, 


sys- 





LUXE DESK. 


EDITION DE 


“WAGEMAKER” 


with a flange that rests upon the.sides of the drawers and 
which serves as a handle when removal is necessary, but 
the depth is arranged in such variations as to keep the 
filed matter on the same level. Cards 3x5, 4x6, 5x8 or 
check systems can be filed in the more shallow upper 
drawer and material ranging from 6x9 to standard letter 
size can be vertically filed in the regular nine-inch drawer. 
Yet with all the difference in sizes, the contents is kept 
on the same level, and any one tray can be lifted from 
the drawer and carried away with the minimum of effort. 
In drawer filing of this sort, the slant index tabs are 
thoroughly appreciated because the tabs are bent back on 
an angle that is in line with the user’s vision. 

Isaac Wagemaker, the founder and president of the busi- 
ness, qualifies in Office Appliances’ “old timers’” party. 
He t one of those who “stuck to it” through the years. 
Mr. Wagemaker was born in Grand Rapids and has always 
made that city his home. He learned the trade of cabinet- 
maker and worked in several of the furniture factories. To 
increase his knowledge of the production, he took up the 
machinery end of the business and became a thorough 
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THE WAGEMAKER DESK OF 1908. 


machinist. For the further increase of his knowledge, he 
studied carving and designing and has for many years 
produced the mechanical and detail drawings for the furni- 
ture production 

In 1898 he started the manufacture of a line of filing 
devices. These were the foundation of the Wagemaker 





WAGEMAKER DESK DRAWER WITH TRAYS INSERTED. 
furniture line, which not only grew to cover all of the 
furniture items of that kind, but the supplies as well. For 
the manufacture of these supplies Mr. Wagemaker has in- 
vented a number of machines for which he holds the patent 
rights. In addition to this he holds patents on many sys- 
tems of his own designing. 

Efforts to secure a recent photograph of Mr. Wagemaker 
produced the picture of the little party of family and rela- 
tives, on the beach at Grand Haven, Michigan, last sum- 
mer. The camera discloses Mr. Wagemaker’s back to the 
lunch basket. We do not consider this as any lack of 
interest in the contents of the basket and the pails. 


The B. L. Marble Company Completes Buildings. 


The B. L. Marble Chair Company, Bedford, Ohio, has 
completed a new wood shop, power plant and dry kilns. 
The increased facilities have enabled the company to add 
to the established line of high grade chairs a distinct de- 
partment where office chairs of the lower grade will be 
made exclusively. This will round out the entire line, and 
enable Marble dealers to meet the requirements of dealers 
from the best to the cheapest in office chairs. 

The new wood shop is the first of two units planned by 
the company to replace the Wooden buildings of the old 


plant. It is built of brick and concrete, slow-burning con- 
struction, three stories high with full basement; 300x80 
feet. It will house the wood working department. The 


lighting is of the best modern type. The machinery is all 
of the latest improved design, with individual electric 
motor drive for each machine. The arrange- 
ment of the mechanical equipment has been 











made a special study, to insure the greatest 
economy in production. 


Employment Situation at Framingham. 


The deliberations of the National Conference 
on Unemployment, called by President Hard- 
ing, brought out a list of industries in the 
United States that are operating at 100 per 
cent employment. The Dennison Manufactur- 
ing Company, Framingham, Mass., is included 
in the list. 


Western Stationers Opens at Spokane. 
A. J. Roe, president, has organized the West- 








ISAAC WAGEMAKER AND HIS FAMILY 


ern Stationers, Inc., to deal in commercial sta- 
tionery and office supplies at Spokane, Wash. 
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The McGill Change Maker 


Opens a New Sales Field for You 


The Change Maker is where the cash register was a few 
years ago. Business men are just beginning to realize its 
possibilities. It will soon be considered indispensable 
equipment wherever rapid change-making is required. 
Right now the Change Maker is coming into its own. 





















Think of the opportunities it offers 
to dealers for big sales and profits 


The greatest argument in favor of the 
Change Maker is that of service to the cus- 
tomer. In stores, restaurants, theatres and 
banks it speeds up the line during rush 
hours — eliminates errors —delivers correct 
change—renders a service to the customer 
which reacts with incalculable benefit to the 
institution employing it. This is the dealer’s 
strongest selling point. 

We direct your attention to the exclusive 

features of the McGill Change Maker— 


features which are bound to make it the 
biggest selling machine for the purpose 


Makes Change the Natural Way 


In principle it works like a cash drawer—six keys which represent six tills holding 
coins of different denominations—2 for Pennies, 1 each for Nickels, Dimes, Quar- 
ters and Halves. It employs the positive building up process, just as in making 


change by hand. 
It’s So 
Simple 


No complicated keyboard. No system of mental 
subtracting that requires training. Consequently no 
errors by inexperienced operators. Its simplicity is 
its speed. 






The coin cup is adjustable to six different positions 
Coins come out in plain view, enabling operator to 
see when the last one is ejected. 





Two sizes of coin 
chambers—the smaller 
one, holding $100.00 in 
change, is regular 
equipment; the larger, 
holding $200.00, fur- 
nished in place of it 
at an additional charge 
of $10.00. 


The coin chambers are located directly in front of 
operator so that the supply of coins may be closely 
watched. 

Practically nothing to get out of order. With ordi- 
nary care it will last a lifetime. All parts are 
standardized. Guaranteed against defects in mate 
rial and workmanship. 











Every improved feature of the McGill Change 
Maker is an aid to Speed—Accuracy—Durability. 


neeenens 
payro It is low priced 
— WPT ois iwc tec aesenes $60 


[he surface of the change-making machine business hasn’t been scratched. Dealers who get in on the 
ground floor with this wonderful new McGill machine will be in position to establish large sales and profits. 


Ask us for particulars regarding discounts and territories 


Western Distributors Eastern Distributors 


Fuller-Morrisson Co. | Lock-Stub Check Co. 


540 W. Randolph St., Chicago, III. 3 Bush Terminal, Brooklyn, N. Y. 
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New Machines—Continued from Page 36.) 
“Dr.” Carter on Type Hygiene. 

The Carter’s Ink Company, Cambridge 41, Boston, 
Mass., has placed on the market Carter’s type cleaner for 
use on any metal type employed in offices, such as type 
writers, billing, adding and 
numbering machines, etc. It 
appeals strongly to the ste 
nographer who prides _her- 
self on clean work, and can 
not secure that by merely 
brushing the type with dry 
bristles. Clean type is read- 
ily secured by the use of 
this detergent. Carter’s type 
cleaner is an effective sol- 
vent and remover of oil, 
grease and gummy dirt. It 
eliminates the need of pick- 
ing out dirt with a pin, and 
possibly damaging the type. 
The action is quick; the so 





“EVERY INCH SANITARY” 





lution is nonflammable and 

: non-explosiv: It does not 
CARTER’S TYPE CLEAN- affect the hands or metal 
ER Carter’s type cleaner is 

Showing the Handsome Car- packed in 114 ounce bottles 


ton ° : 
with convenient swab and 


7 cloth, enclosed in a decorat- ; 
od corn. Teo attracting apy sore ame eocloned wit “EVERY INCH SANI- 
TARY” office desks are 
designed by desk special- 


ists. fashioned from better 


Telephone Pad Holder Using Any Paper. 
The Eagle Envelope Company, 501-06, 431 South Dear- 
born street, Chicago, Ill., is now marketing the improved 
“Holdrite” telephone pad holder. It affords convenient 


y itil g F< cili ies for sers 7 SK ele y} ones. B if e ¢ ce seman ‘ 
e— pps ie Pe nots desk telephone The device raw mate! ials by expe- 
ceiver, and will not 2 : a ‘ 
ee Gee ee rienced, expert workmen 


The clamp securing the ee denial r 
‘re gg ca Cegpenpie Pg for the express purpose ot 
broad, and lined with . - 

felt. This makes it un- making good, usable office 


usually rigid, and meets 
with the approval of the 
telephone company. as 
the use of the “Holdrite” 
does not mar the instru- 
ment. The felt lining 
deadens the sound of 
writing on the telephone 
pad. The clamp is made 
of heavy gauge stamped 
steel, with an _ angle 
bracket The “Holdrite” 
does not require special- 
ly padded or punched pa- 
per—any loose sheets can 
be cut to size and held. 
A supply of paper is in- 
cluded with each “Hold- 
rite.” The stationer can 
furnish refills from _ his 
own stock of scrap pa- 
per, if desired, or they 
be obtained from the New AND IMPROVED 
agle Envelope Com- «HOLDRITR” TELEPHONE 
pany. PA D _HOLDER WHICH ; PO- 

AV “speed index” is pes. BRSOMR An or Vann: 
manently fastened to the TRACTIVE IN APPEARANCE 
holder, underneath the 
pad. It has a thumb index, and affords a convenient place 
for recording telephone numbers frequently called. The 
memo paper is secured by a substantial paper clamp, which 
holds the sheet firmly for writing, yet permits its removal 
intact. There are no unsightly, ragged edges left, nor 
loose stubs to litter up the desk. The finish harmonizes 
with the telephone instrument. 

“Holdrite” is an attractive device, which presents many 
unique features that add to its sales possibilities. The clamp 
does not interfere with the telephone receiver. The under- 
frame is a convenient place to place a lead pencil. 

Another device sold by the Eagle Envelope Company is 
the Eagle pad holder. It carries a supply of loose sheets 
about 3x5 inches, utilizing any paper of suitable size with- 
out punching or binding. A case with rubber-tipped feet 


desks which are every inch 
more sanitary, 


“EVERY INCH SANI- 
TARY” office desks are 
fitted to insure long and 
lasting service and in- 
creased satisfaction to the 
user and hence, to the 
dealer. 





Write for our catalog. The 
whole line will be of inter- 
est to you as a profitable 
proposition. 


JASPER MFG. CO. 


JASPER, IND. 
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SIKES 


Watch in the “Selznick 
News” at the “Movies” 
for exhibition of “Sikes” 
Big Chair. Quality— 
Service — Price — these 
three factors are the 
essence of Sikes Chairs. 


Our latest price list is 


dated August 1, 1921. 


The Sikes Company 


PHILADELPHIA, U. S. A. 
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supports the paper, which is retained in place by a metal 
frame, heavy enough to prevent the paper from scattering, 
yet permitting the removal of a sheet with one finger. The 
paper is supported at an angle suitable for easy writing. 


Paper Stapling Machine With Non-Clog Feature. 


The Compo Sales Company, Inc., 149 Church street, 
New York, N. Y., is marketing a new paper stapling 
machine. Its distinguishing feature is a guiding and 
straightening device, which prevents clogging. The il- 
lustration emphasizes the mechanism which accomplishes 
this. 

The guide follows behind and at the side of the sta- 
ple in position to be driven, and carries it in the correct 
position for fastening. It also straightens any staple that 
may be bent. Practically any No. 1 staple manufactured 
can be used on the Compo machine, any variation in 
width and spacing of the staples being compensated for 





THE GUIDE THAT PREVENTS CLOGGING 
COMPO PAPER STAPLING MACHINE 





by the accurate construction and fitting of the feeding 
device. This mechanism is substantially made, and com- 
prises but three moving parts. 

The staple, held in position by the guide, is cut off and 
forced through the paper by the plunger following the 
guide on the downward stroke. The plunger and the 
bar on which the staples rest are both “pack hardened” 
in a ten-hour heat treatment which hardens these parts 
throughout. Thus the cutting edges have the effect of 
a sheet metal shear, allowing the Compo readily to cut 
No. 1 staples of any thickness. As the cutting edges 
are hardened, they do not require presharpening. 

The body and base of the Compo paper stapling ma- 
chine are hard castings, finished either in nickel plate or 
oxidized. The top, or button, is of one-piece, pressed 
steel construction, shaped to fit the hand. The machin« 
is guaranteed for one year. If for any reason within that 
period the customer considers his machine unsatisfactory, 
it will be replaced. 


McGill Change Maker. 


The McGill Metal Products Company, 1640 Walnut 
street, Chicago, IIl., is marketing the McGill change maker. 
his device facilitates service to customers of retail stores, 
theaters and other amusement enterprises, restaurants, 
banks, etc. It is identical in principle with the method gen 
erally used in making change out of the cash register or 
till. The clerk builds up the change from the amount of 
the purchase. There are six keys, representing the com 
partments of a cash register. There are two for pennies, 
one each for nickles, dimes, quarters and halves. The 
McGill coin changer eliminates error, even though a rush 
of business taxes the clerks. 

The coins are stored in vertical magazines, which show 
the amount of coin in each. The chambers are easily 
filled. The coin cup, into which the change slides to the 
customer, is adjustable to six different positions. The 
coins appear in view of the operator, so that he can see 
the last coin delivered. The McGill change maker is manu- 
factured to give enduring service. All parts are stand- 
ardized. The machine presents an attractive appearance, 
and is guaranteed against defects in material and workman- 
ship. 
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STAMPLESS 
LETTERS 


The Post Office Department 
now permits the dispatch of let- 
ter mail without stamps affixed. 
The most efficient device for 
postmarking the necessary per- 
mit insignia is the postmarking 
machine developed during 25 years of experience 














in post offices for regular postmarking 

Our machines are used for this work in every 
part of the United States and in many foreign 
countries. Columbia machines are approved by 
the P. O. Dept. for permit as well as for regular 
postmarking. Some of the largest mailers in the 
country are now using our machines and have 
been since January, 1921. 

Write us for more information if you need it. If 
you already have your permit number order di- 
rect from the factory at our low 
price, which is based on the larg- ON 
est and most continuous quan- YY 
tity production of postmarking . 
machinery ever attained by any \ 


manufacturer. We guarantee Gage .\ 


our machine to do this work effi- Price, complete with electric motor and » 
° ’ . : a + all equipment to postmark 2c postage, $350. 
ciently and maintain it without — Extra postmarking heads for postmarking 


+s _ at. : . postage of other denominations, $25. 
additional charge tor one yeat ; 

3 : , 7 We sell outright at these prices. It is unnecessary to pay 
from date ot purchase. more to make the most efficient use of the new permit system. 


Columbia Postal Supply Co. 


SILVER CREEK, N. Y., U. S. A. 


WHAT YOU SAVE: AFFIXING OF STAMPS—LOSS FROM DAMAGE OR THEFT. 
OTHER ADVANTAGES: YOUR MAIL DELIVERED FROM 1 TO 24 HOURS SOONER—YOUR OWN PRIVATE POSTMARK—A CHECK 
ON THE POSTAL SERVICE AND EXACT EVIDENCE OF MAILING—ADVERTISING VALUE—THE LARGEST AND MOST PRO- 
GRESSIVE MAILERS ARE NOW USING THIS SYSTEM—MANY OTHER ADVANTAGES. 





Inquiry Blank | ORDER BLANK 
Columbia Postal Supply Co. 
COLUMBIA POSTAL SUPPLY CO. | Silver Creek, N. ¥., U. 8. A. 
SILVER CREEK, N. Y., U. S. A. Ship us a machine for 2c postage 
We are interested. Send us full in- | Our permit number is - PT LeTTT eee ee 
formation. We mail an average of | Voltage of electric current is ,ueveenes¢evesesenna nen 
Se eee letters daily. Current ig ....-.- : Seer eee eee ee eee eee eeesneeees 
° ees 5 (write direct or alternating) 
Heaviest mailing on any one day (If alternating) Cycles.. oo PROS. .65600.000d0seevenk beeen 
ES 8 es ee eee It is understood your machine is guaranteed to postmark required permit 
| indicia for letter mail efficiently and that you will maintain it without additional 
charge for one year from date of installation 








Re ae Oe ee eT PO 





208 OFFICE APPLIANCES 


WY 
Guaranteed 
chair irons 








NN 




























No. 336 
TYPEWRITER CHAIR IRON 


No. 334 
OFFICE CHAIR IRON 








Sa ibis eraceful 


MADE UNDER OUR OWN PATENTS 


COLLIER~KEYWORTA  Co., 
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Bringing the Cash Register to the Banker. 

One of the outstanding features of the New York Bus 
iness Show was system for providing banks with a 
mechanical audit and control from the original entries at 
the teller’s wind It was clearly demonstrated by The 
National Cash Register Company how this is possibl 
with their new banking register. 

Many years were spent in developing, testing and ex 
perimenting with this type of register in actual bank work 
Officers and employees of banks who co-operated in the 
development, suggested desirable teatures which have been 


incorporated in the completed register 


This banking register makes three separate, printed, un 
*-hangeable records cach time it its operated. These con 
sist of the entry on the pass book, ledger card, and teller 
sheet. Deposits, withdrawals, interest entries, old and new 
balances, account numbers, and tellers’ initials are printed 
on the teller sheet, and the same record, or such part of 
it as is necessary will appear on the pass book and ledger 
card. The new balance is mechanically extended and 
printed in the proper column of the three records The 


banking register has a maximum of twenty separate totals 
This makes it possible to have totals of deposits, with 
drawals, old balances, interest, new accounts, Liberty 
bonds, or special deposits, and one or more tellers. 














NATIONAL BANKING REGISTER. 


Each teller is provided with a key so that he can look 
up the total of his work without affecting other records 
The register shows also how many transactions of each 
kind are handled and how many each teller is responsible 
ior. The teller sheet is arranged to print visibly under 
glass so that several transactions including the last are in 
view. A total of the work is ready instantly at any time 
during the day or at the close of the day. The teller 


18 


ready to balance his cash as soon as the last customer has 
left the window The depositor reccives an unchangeable, 
printed receipt in his pass book. This makes a neater, 
more legible record and avoids disputes over poor figures. 


The work of bookkeeping is reduced to a minimum and the 
customer’s record is always the same as the bank’s. Sim 
plicity of operation, speed, and quiet motor are added re 
hnements. 


The John Hancock Cartridge Pen. 

The John Hancock Pen Company, Fairfield and New- 
bury streets, Boston, Mass., offers a radical development 
in writing instruments. The John Hancock cartridge pen 
eliminates difficulties in fountain pen filling through the 
use of a cartridge of ink. This is hermetically sealed, pro- 
tecting the ink against evaporation and sedimentation, pre- 
serving its quality indefinitely. A woman can charge the 
pen without removing her gloves—and need not fear 
spoiling the finest white kids. The stationer handling 
this line is assured of a repeat business denied when he 


handles the usual type, which can drink from any ink 
bottle. 

John Hancock eliminates the ink dropper, the rubber 
sac or the plunger. One end of the barrel is unscrewed, 


inserted, and the cap replaced. This 
operates the d feed system, breaking the seal, and 
allowing ink to flow freely and evenly. One cartridge is 
said to contain ink sufficient to write 30,000 words or more; 
three cartridges hold more ink in the aggregate than the 
aver: fifteen-cent bottle of fountain pen ink. 

Other new features embodied in the John Hancock car- 
pen are the new feed system and a new grade of 
rubber stock for the pen body. The line has been 
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VICTOR 


A Standard 8 Bank 
Adding & Listing Machine 





This new Victor Adding and Listing Machine, 
the first standard machine to sell for $100, does 
anything any standard machine will do. 

It weighs only 244 pounds, and may be readily 
carried from desk to desk. 

In considering the VICTOR, either for your 
own use, or as a machine to sell, forget price 
when you are judging quality. Concede nothing 
in your demands. Compare it point for point 
with machines costing twice as much. And 
remember that a machine with standard 8 bank 
keyboard, visible totals, and visible printing are 
recognized essentials to full and satisfactory ser- 
vice. 

Write today for full particulars of 
our exceptional proposition to ex- 
perienced dealers and sales agents. 


Victor Adding Machine Co. 


3037-3047 Carroll Ave., Chicago 
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INKS 


For Specialty Machines 


We have a complete, compre- 
hensive line of Superfine Inks 
which we offer for use with 


Addressing Machines, 
Numbering Machines, 
Stencil Duplicators, 
Multicolor Presses, 
Check Protectors, 
Addressographs, 
Multigraphs, 

Stamp Pads, Etc. 


Put your ink problems up to us. 
We are experts in our line. We 
aim to assist the users of dupli- 
cating processes to produce a 
better quality of work by sup- 
plying them with superior inks. 
Whatever your ink problems 
may be, we stand ready to 
solve them. Our fine, modern 
plant, fully equipped, is pre- 
pared to meet any peculiar ink 
requirement. 

Some territory still open for 
high grade sales representa- 
tives. 


CANODE INK CO. 


3015 Carroll Ave. CHICAGO, ILL. 
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limited to but three models, assuring rapid turnover of 
stock. The No. 4 gold pen nib is used, in various points. 
This selection was determined by the service given and 
the fact that No. 4 is the most popular seller. 


The Improved Model No. 10 Rex. 

Coincident to the announcement of the completion of 
the many improvements on the Rex model No. 10, the 
Rex Typewriter Corporation, Fond du Lac, Wis., lays 
claim to the distinction of producing a typewriter which 
requires for operation the least possible expenditure of 
time and effort. Chief among exclusive features is the 
caterpillar or crawling bearing, which is the improve- 
ment largely responsible for the elimination of some of 
the labor usually required for the operation of a type- 
writer 

Just how much the caterpillar bearing lessens the 
amount of labor required to move the carriage can be 
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REX MODEL 10 TYPEWRITER 


understood from the fact that to return the carriage of 
the Rex No. 10 to the start of the writing line requires 
one pound less pressure than usual. This fact was proved 
by actual test, and reduced to common, every-day reason- 
ing it means a daily saving of from 1,000 to 1,500 pounds 
of vital energy. The Rex Typewriter Corporation says, 
“It almost moves itself.” 

The caterpillar, or creeping bearing as it is technically 
termed, contains thirteen ball bearings. As the carriage 
rides on two of the caterpillar bearings, its travel is car- 
ried by twenty-six ball bearings. These ball bearings 





DETAIL OF REX CATERPILLAR 
BEARING. 


are in a track in the way rod. As they travel they rotate 
in the case so that while the carriage rides on only eight 
ball bearings at one time, each ball bearing is equally re- 
sponsible for the easy and speedy action of the carriage. 

Thus it can be seen that in addition to the effort and 
time saved in returning the carriage, which is made a 
reality by the caterpillar bearing, there is an appreciable 
difference in operating. There is little resistance to the 
travel of the carriage, the escapement works easily and 
speedily, which assures a very light operating touch. 
Owing to its unique design the bearing is self-adjusting 
and oilless. Hence it requires no attention and can be 
depended upon to meet capably all emergencies without 
becoming affected in any manner whatsoever. 

The other improvements made on this model include 
line space levers on both sides of the carriage. These 
make possible spacing with either hand, whichever is 
more convenient. The tabulator stops are visible and 
slide on the tabulator bar, which is graduated so that the 
operator, after swinging the paper table forward, can set 
them at any point desired without detaching them. 
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For a Quick Turnover 
Try This 


A single good profit today is 
worth two tomorrow. Ask the 
winners they know. The STEEL- 
CASE line of letter files represents 
a real opportunity for good quick 
profits. They move! 

Here you have a superb finished end 
filing cabinet of unusual quality and at- 
tractive appearance—a cabinet that hun- 
dreds of live dealers are keen to sell and 
thousands of buyers are proud to own. 


STEELCASE 
Letter Files 


have a net filing capacity 
of over 100 inches; each 
—"" is fitted with full pro- The 


The Aristocrat of all | gressive roller suspen- 
Four Drawer Cabinets sion. In STEELCASE 
; Metal Waste Basket 


letter files you will find --with Rubber Cushion Corners 




















66 9 











the most highly developed type of steel business A fitting office mate to 
: : shi fai S $ E let fil 
equipment available today. ~ pheny st — a 


office furniture. Rubber 
cushion corners give furni- 
ture protection. All steel 


No matter what line you are now handling it is to your inter- 
est to learn the profit and prestige possibilities of the STEEL- 





CASE line of four drawer letter files. A letter to us today will construction gives fire pro- 
bring you all of the facts promptly. Write us now. tection. : 
100% Profit 
METAL OFFICE FURNITURE CO. Regermtig eo oi 
Grand Rapids, Michigan quick seller and a money 


maker. There’s 100% profit 
on every sale and the 
basket is worth the selling 
price. 

Beautifully finished in 
Mahogany, American Wal- 
nut or Olive Green. 


: Find Out More About 
—found where business succeeds This Sure Winner Now! 
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THE 
STEEL LEDGER 








oerge time is here—you can 
sell more ledgers within the 
next few weeks, than at any other 
time of the year. 


The CESCO assortment of Loose 
Leaf Ledgers is most extensive— 
in size, grades and forms of rul- 
ings. The price range is sufficient 
to meet every requirement. 


Send for Catalog 


And note the new Cesco prices. 
They are from 10 to 25% lower 
than others—a mighty big advan- 
tage for Cesco Dealers! 





Che CE.SHEPPARD Co. 
Van Alst 73 148 StI ong Island City 
















her To2I 
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Dedicated to the Science 
of Record Protection 












































The Research Laboratory of THE SAFE- 
CABINET COMPANY, Marietta, Ohio, 


dedicated to the science of record pro- 


tection. The outgrowth of the first 
laboratory ever built for the purpose of 


testing record protection devices. 


THE SAFE-CABINET COMPANY 


Largest Manufacturers of Record Protection Devices in the World 


MARIETTA, OHIO 
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| 
IGHTNING 


etter Openers Envelope Sealers 











SOME SPEED! 


Lightning letter openers and envelope 
sealers are quick as a flash. That is why 
they are likened unto lightning. They 
are designed with the idea of speed para- 
mount. They are built for speed. Thus, 
as a natural consequence, speed is ap- 
parent in their operation. 


But, speed and durability are obtained 
only by skillful, scientific and honest 
workmanship. The consistent perfor- 
mance of the LIGHTNING machines 
has proven their reliability. 


Simplicity is the vital secret of LIGHT- 
NING machine success. There are less 
parts subjected to wear and tear. They 
are always in working order. 





You as our agent would have a live proposition 
to present your field. LIGHTNING Envelope 
Sealers and Letter Openers are going over in a 
big way where they are now represented. A few 
of the best producing territories are still open. 
Don’t delay—ask for particulars now. 


We have a large organization of special- 
ists in our sales department who can 
demonsirate to you that you need 
LIGHTNING machines. Write us now. 


The Bircher Company 


(Inc.) 


Rochester, N. Y. 
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The front feed roll system is new.. Instead of having 
several feed rolls operating together on a single shaft, the 
model No. 10 has three feed rolls, each of which operates 
independently of the others. This individual feed roll ac- 
tion insures a uniform feed regardless of what is inserted 
in the platen, and does away with the attendant inconve- 
niences of irregular feeding. 

The simplicity of removing the carriage and platen is 
another improvement. It is not necessary even to touch 
the draw band or use a screw driver to remove the car- 
riage. The carriage is slid to extreme left. The marginal 
release key pressed and off comes the carriage. And to 
remove the platen is easier. Release the latches that hold 
the carriage plate fasteners, lift the fasteners and take 
the platen out. 

For these many improvements D. C. Harris, inventor 
of the Rex, is responsible. He has persistently advocated 
the elimination of all labor not actually necessary to the 
efficient operation of a typewriter and with that end in 
view, designed the improved No. 10 Rex. 


Additions to ““U-Need-Me” Desk Pad Line. 
Geo. E. Fox & Company, 33 West Kinzie street, Chi- 
cago, Ill., has brought out a new line of folding desk 
pads in ornamented Spanish leather, displaying handsome 
two-toned embossed effects. These pads have already at- 
tained distribution in retail stationery stores. 








BOOTH OF CHAS. L. HELWIG COMPANY AT RECENT 
BUSINESS SHOW AT PORTLAND, ORE.—The company car- 
ries The I.-P. Line of Loose Leaf Devices and Supplies of Well- 
Known Mar.ufacturers in Other Lines. 











M. Norden Joins McGill Metal Products. 

M. Norden, long a typewriter salesman, has joined the 
McGill Metal Products Company, 1640 Walnut street, 
Chicago, Ill., as sales manager. He will attend to the 
marketing of the McGill change maker. Mr. Norden was 
with the Remington. Typewriter Company for nine years. 
Then he joined the Underwood Typewriter Company, and 
was handling a good Chicago territory at the time he re 
signed to take his new position with the McGill Metal 
Products Company. 


Sales Through Advertising. 

Russell E. Smith, P. O. Box 208, Indianapolis, Ind., has 
written a book, “Co-Operation, Merchandising and Pro- 
motion.” It covers definitions and general outline of the 
work; the merchandising survey; the compilation and use 
of route books or lists; securing of window displays, and 
demonstrations; the co-operation of the dealers; intro- 
ductions to the trade, broadsides, proofs and letters, port- 
folios, the office show-window; the merchandising news- 
paper for dealers, how to edit and use it; the collection, 
filing and use of data for advertisers and for solicitation; 
promotional work, the newspaper booklet, its preparation 
and contents, etc.; the general market analysis of territory. 


Filing School at Indianapolis. 

The W. J. Stewart Company, Indianapolis, Ind., has 
opened a free school of filing under the direction of Guy F. 
Boyd. The classes are open to all who desire a more inti- 
mate knowledge of filing, and who wish to increase their 
efficiency. 
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THE LIGHTWEIGHT CHAMPION il 
OF STANDARD TYPEWRITERS | 


gets 








Che 


(Holand 


BUILT Like a Big Machine 
LOOKS Like a Big Machine 
WORKS Like a Big Machine 





BUT 
Weighs Only 


95 pounds 


COMBINED OFFICE 
AND PORTABLE 
STANDARD TYPEWRITER 














The GOURLAND GIRL with her BABY-GRAND Typewriter 


Unbreakable frame 

Complete visibility 

Single shift—4 banks of keys 
3uilt-in tabulator 

Right and left hand shift keys 
Paper fingers—Marginal stops combined 
Carriage takes in large envelopes 
Removable platen 

Removable type bars 

Adjustable motion stops 
Two-color ribbon 

Back space key 

Right and left hand cylinder knobs 


Descriptive literature mailed to dealers on request 








= Gourland Cypetwriter 
Non-Folding —Non-Collapsible Corporation 


Therefore Strong and Durable 217 Broadway, New York City, U. S. A. 
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Ulrich Mail 
Distributor 
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Ulrich Flexible Desk Trays 'NG 
ricn textile es. ray SPace™ 


THE ULRICH FLEXIBLE GUIDES 


For Speed and Security in Sorting and Filing 


This new device receives letters and other papers as fast as they can be 
It is made for classifying letters, memo slips, cards, notes, checks, 
etc., this, between compression guides. These guides form wide funnels into 
which papers are easily inserted and securely held. 


handled. 



















Showing sorter 
hung on edge of 
table—Out of the 
way, yet ready 
for instant use. 


THE ULRICH PLANFILING EQUIPMENT CO. 














Ulrich Compression Guides are made of 
good quality press board with helical 
springs which distend guides. The peculiar 
spring construction of the compression 
guide allows the papers to be easily slipped 
in and when inserted, holds them securely. 
Their grip is sufficient to hold the contents 
safe against accident or drafts. The index 
is always in plain view, as the guides “fan 
out” whether sorter is fully or partially 
filled. 

We index to any scheme. The compactness 
of the Ulrich Flexible Guides makes pos- 
sible an extensive sorting scheme within 
small compass. Contrast this with the sort- 
ing in pigeon holes, requiring valuable 


ice Desks. 


Price Reduction: 


SIZES 


etc. 
No. 2—For Letters. 
No. 3—For Letters. 





Illustrating the peculiar 


helical springs in the guide. 


: Can be supplied with any number 
shape and action of the of compartments desired. possibilities. Write us today. 


space and much walking to sort any ac- 
cumulation of work. 

When not in use the Ulrich Sorter can 
be suspended on the edge of a table or a 
shelf, out of the way yet ready for in- 
Stant use. 

As the sorter, distributor of tray fills out, 
the guides compress, until finally the guides 
are flat. When fully compressed the Ulrich 
Compression Guides occupy no more space 
than the follower displaces. 

The frames of all Ulrich Products are 
made of metal, finished in olive green and 
mahogany, with rubber feet. They are 
shipped knocked down, by parcel post. The 
tie rod can be withdrawn for shipment. 


We devise office filing equipment to save time and space. 
Ulrich Flexible Sorters for notes, currency, checks, letters, etc. 
Desk Trays to take the place of ordinary desk baskets, Mail 
Distributors, Planfiling equipment for drawings, blue prints and 
photographs. Other items are Steel Filing Units, Red Rope 
Folders, Index Clips and Cases for rolled drawings and Serv- 


We are very glad to announce that we have 
reduced our prices of desk trays, sorters, etc., from 15%-25%. 


We want to expand our present 


No. 1—For notes, currency, checks, territory. If you do not carry the 


Ulrich Line we want to make your 
acquaintance, Ulrich Products will 
demonstrate their own superior 


JAMESTOWN, N. Y. 
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New Corona Plan to Handle Missing Machines. 


To eliminate some of the difficulties experienced by 
owners and agencies concerned in the theft or loss of 
Corona typewriters, the Corona Typewriter Company, Inc., 


has worked out a new plan. Dealers and owners of the 
‘personal writing machine” which has flitted in any of the 
methods so well known in the trade, will execute an affi- 
davit under notary seal—with a certificate of ownership, in 
of the legitimate purchaser of a Corona. These 
documents will be sent to the home office at Groton, N. Y., 
and the missing machine listed in a card index. Lists of 
missing machines will be published frequently, and cir- 
culated to typewriter dealers, police departments and pos- 
sibly pawn shops. A reward of $5 will be offered to any 
individual who reports a machine on the published list of 
issi ypewriters. Pawn brokers do not care to buy 
machines if the title is clouded. They will get in touch 
with the local Corona office, or wire the home office at 
Groton. Detectives on the “pawn shop detail” discover- 
ing listed machines will be entitled to the reward if the 
pawn shop man overlooked his chance. Repair men have 
an opportunity of getting the reward if they discover that 
machines they are working on are listed. The home office 
will provide proper documents to enable the finder to dis- 
pose of the machine in accordance with the affidavits. The 


the case 


missing 


home office will supervise the collection and payment of 
rewards. 
Legitimate owners of Corona typewriters whose ma- 


chines have been stolen, and are now listed under the old 
pian, must execute affidavits provided under the new plan 
to relist their machines. The company cannot list any 
such machines reported under the old system. 

















ITS COM- 
Exhibit by 
rebuilders of 


LOOKS REDUCED TO 


TYPEWRITER 
PONENT PARTS.—Portion of a 
Business Appliances, Inc., of New 
typewriters. 


HOW A 
Business Show 
Seems Bee Be 








Bank Reorganizes Foreign Department. 

The growth of the Foreign Department of The Bank of 
America, New York, has necessitated its reorganization 
into two separate departments in order to specialize in the 
service to manufacturers, exporters and importers. A 
new department is thus formed, the Foreign Exchange 
Department, which will deal with matters indicated by its 
name. This will be in charge of G. O. Moody, formerly 
manager of the Foreign Department. The new manager 
of the latter is L. B. Heemskerk, who is advanced from 
the assistant managership. 

A number of other important changes among the of- 
ficers are announced by President Edward C. Delafield of 
The Bank of America, particularly affecting the bank’s 
office at the important manufacturing and foreign trade 
center, the Bush Terminal in Brooklyn. Crowell Hadden, 
3d, becomes the new manager of the Bush Terminal office, 
rising from the position of assistant manager. The former 
manager, George Whitlock, becomes assistant cashier in 
charge of commercial business at the Franklin Trust office 
of the bank. J. DeMund Van Dien, assistant cashier of 
the Wall street office, is transferred to a similar position 
in the Fulton street Brooklyn office to take care of the 
increasing volume of business at the latter office. lex 
N. Nyland leaves the Fuiton office where he was assistant 
manager to become connected with the Bush Terminal 
office in a similar capacity. 

Amberg in New Location at Philadelphia. 

The Amberg File & Index Company, heretofore in the 
Widener building, Philadelphia, Penna., has moved to 
1001-05 Market street. Increased facilities permit the dis- 
play of larger and more comprehensive stocks of wood 
and steel cabinets, filing supplies, etc. 
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No. 160—Mahogany 


EXCELLO 
DESKS 


The acid test of desk popularity 
is turnover. A popular desk line sells 
consistently and rapidly. Excello 
Desks have demonstrated these ad- 
mirable qualifications. 


Excello Desks represent a splen- 
did line of medium grade desks 
made in both quartered oak and ma- 
hogany finish. The high grade con- 
struction, workmanship, and finish 
merit their popularity as real turn- 
overs and quick sellers. 


If you are not already acquainted 
with the Excello Line we urge you 
to communicate with us at once. 
We will gladly send you catalogue 
and complete information upon re- 
quest. 


Excello Products Corp. 


(Office Desks Exclusively) 


4820 W. 16th St. Cicero, Illinois 


All freight shipments made from Chicago 
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You were introduced 
to this charming lady 





















The painting has been 


several weeks ago, with lithographed in ten 
the suggestion that she Baers r o printings by Rusling 
would make you an ——— oo Wood, an artist who 
ideal calendar for 1922. #922 Sana 1922 knows how to repro 
She is an _ extremely ~~ i Say waco Kasey Stoning duce every subtle touch 
pleasing example of the f 2 3 + 5 6 7 of the brush It is a 
work of C. W. Ander- 8 9 10 il 12 13 % icture aa iamennive 
bay tho O pewemmmaal 15 16 17 18 19 20 21 Sa ee 
one of the leading mag 22 23 24 25 26 27 28 P a de iM b 

29 30 3l 5 ~ - o ealendar you will ¢ 


azine cover artists. And 
painted in brilliant 
color! 


proud to have repr 





sent you. 








Not too late 
to order the beautiful 1922 Calendar! 


You haven’t decided on a 1922 calendar yet? 
Little wonder, for it is an expensive proposi- 
tion at best, and yet you want a calendar that 
is beautiful, appealing and of artistic merit. 


Here is just the thing—a calendar first of 
unquestionable taste. This calendar, offered 
you at a price far below that which you would 
have to pay, is possible because of quantity 
production, although lithographing and paper 
costs remain very high to us. And in addition 
to the fair price which we can offer, it is still 
your calendar because of the generous space 
for your imprint. The only text besides your 


imprint is the phrase “The Carter Inx Girl.” 


But you must decide at once. We will be 
shipping the calendars the end of the month 
and orders must be received now. The exact 


size of the calendar is 8'4"x14". The calendar. 


is mounted on heavy cardboard, punched and 
ready to hang, with envelopes—all ready for 
delivery. These calendars are sold in lots of 150 
or more at $10.00 per hundred f.o.b. your city. 


Best order now. It is not too late, yet not 
too soon. The coupon clipped at once will in- 
sure their shipment. 


Don’t delay—send the coupon today 


Pe weed... ic. Carter 1922 


Calendars, not later than 


Adv. Dept., 








THE CARTER’S INK CO. 


Boston 41, MAss. 





Attached is a _ carefully 
printed (not written) sheet 
showing exactly the title 
of my firm and address as 
I want it to appear on the 
calendars. 
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MoM 
METAL HINGE BINDERS 


AMcM MetTALHINGE A CANVAS HINGE BINDER 


POST BINDER 
LOCKS SECURELY AGAINST ACCIDENTAL ALLIGNMENT OF COVER IS LOST 







OPENING. A QUARTER TURN OF KNOB SHEETS TEAR AT PERFORATIONS 
UNLOCKS BINDER. 


PERFECT 
ALIGNMENT 





METAL HINGE : 
NEVER WEARS OUT ‘\ CANVAS SEPARATES AT JOINT 


METALS LOOSEN FROM BINDING 
RUBBER ENDS DO NOT MAR DESKS 


DO NOT WEAR OUT AT HINGE 
THEY COST NO MORE 


THAN CLOTH HINGE BINDERS 








DEMAND THEM OF YOUR STATIONER 








McMillan Book Company, Syracuse, N. Y., U.S.A. 
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Thousands 
of possible sales for 

International typewriter 
keys right at your door. 


National 


| TYPEWRITER 


=" CUSHION 









VERY customer who buys typewriter supplies of any kind is a prospect for a set 

or sets of International Keys. Sell them on the thought that they increase 
operator’s speed, quiet machine noises, and take the glare out of the keyboard (the 
great reducer of all-day efficiency). Then again they may have some other keys 
already installed. Keys wear out—sell them replacements. There’s profit in sales 


suggestion—and selling International Keys. 


Munson’s International Keys are 
"73 quality goods—as good as the best— 
? You know the Munson reputation for 
| square-dealing and quality—we stand 
| back of every set—they must make 
| good. 
Stock International Keys and make a 
J liberal profit. 


Munson’s International Typewriter 








23 CITY HALL PLACE 


- (Eyexr}\. 
((falernalional rerewnsrer |P th 


© RUBBER CUSHION KEYS 





ss = —BRANCHES— 
Boston Cleveland Minneapolis Pittsburgh 
Buffalo Detroi Newark, N. J. San Francisco 


t 
The Key to Better Typewriting Chicago Los Angeles Philadeiphia Toronto, Can. 


MUNSON SUPPLY COMPANY 


Cushion Keys are supplied in boxes 
bearing your name and address. They 
advertise your store not only as the 
place to buy rubber keys but as the 
place to go for supplies of all kinds. 


Keys come in green, black and white 
rubber in all languages. 


Ask about our dealer co-operative plan. 


NEW YORK, U.S. A. 
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Thaddeus Davids Co. Conference. 


On Saturday, October 22, there was held at the offices 
of the Thaddeus Davids Ink Company, Inc., at New York 
City, a conference of all the various department heads and 
officials of the company. W. A. Berry, general manager, 


of the meeting, and he called upon each one 


was in charge 
upon matters appertaining to his particular 


present to talk 
department. 


E: ch one of the department heads was very optimistic 
as to the future There were a number of helpful sugges- 
tions brought out for the general benefit of the organiza- 
tion 

Among those present at the meeting were: J. W. R. 
Merckle, chairman of the Executive Committee; Harold 
Merckle, president; W. A. Berry, treasurer and general 
manager; Henry J. Bastier, assistant treasurer; T. H. Pan- 


coast, secretary and sales manager; William J. Woodman, 
factory superintendent; Willis Hoffman, chemist; Charles 
F. Young, manager of sealing wax department; Albert Mc- 
Guiness, purchasing agent; Raoul Gast, traffic manager; 
~eonard Daum, stock room manager. 

Among the men from the sales department were 
H. Callis, E. S. Bosanko, Lester Oberstein. 


George 























MARCHANT FLOAT IN INDUSTRIAL PARADE.—The pho- 
tograph below shows an exhibit of the Marchant Calculating 
Machine Co., of Oakland, Cal., in the annual industrial parade 
which preceded the opening of the Annual Industrial Exposi- 
tion at Idora Park, Oakland, Cal., October 2, 1921. The parade 








consisted of scores of automobiles and horse-drawn floats on 
which were displayed all of the products and commodities pro- 
duced by the 1,400 manufacturing concerns in the East Bay 
cities. 
Art Metal Workers Enjoy Outings. 

The fire brigade of the Art Metal Construction Com- 
pany, Jamestown, N. Y., held its annual outing at Midway 
Park last month. Various athletic competitions were held. 


Homer 
Larson, 


4 dinner closed the day. Short talks were given by 
Lombard, manager of the Dallas branch; A. J. E. 
and J. D. Rogers. 

Fifty of the engineers went to Aletona Park, Onoville, 
for a day of and an excellent “feed.” Music was 
provided by the engineering department symphony con- 
cert band. 


sports 


A Rearrangement of Territory. 


Mr. Gerbrick, secretary of the Central Paper Company, 


manufacturers of “Qualified” and “Accurate” adding ma- 
chine paper, recently spent a few days in their New York 
office at 377 Broadway. The visit resulted in an arrange- 


ment whereby the New York office will take care of the 
entire eastern territory extending from Washington, D. C., 








north to the state of Maine. A full stock of adding ma- 
chine papers will be carried in New York for immediate 
suipments. M. L. Jackson, manager, will visit the trade in 
this territory at frequent intervals. 
Boston Stamp Makers Meet. 

The Boston Stamp and Stencil Club held its first meet- 
ing of the fall series October 26. Harry Friedman, New 
York, was the guest. The meeting, which was attended 


about twenty, was directed by Harold Allen, president 


Boston Stamp and Stencil Club. 


by 


7 1 
of the 


Royal Export Manager Back Home. 

T. T. Malleson, export manager for the Royal 

writer Company, Inc., returned October 6 from 
tended European tour. 
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YOU CAN GIVE 








Quicker and Better Service 
to Your Customers 


in quoting on 


Special 
Mailing and Filing Envelopes 





by sending us 

in Your Initial Inquiry 

full specifications 
on size, quantity 

and exact use for which 


the containers are wanted 


ecurit 'y Envelope ompan 
ouse of Steel = 


MINNEAPOLIS, U.S. A. 


BRANCH OFFICES: 

New York, 141 Broadway 
Cleveland. 436-8 Schofield Bldg. 
Detreit, 407 Cengress Building 
Chicago, 445 Ist Natienal Bank Building 
204 Ist National Bank Building 


San Francisco, 
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An Interesting House Organ. 

“The Inside of the Case” is the name of a clever 
little house organ issued by the Dennison Manufacturing 
Company of Framingham, Mass. The October issue con- 
tains a number of articles including the following titles: 
“What Proportion of Your Rent Do Your Windows Pay?” 
“Sales for Jewelers,” “A Silk Purse from a Sow’s Ear,” 
“Labels for Repair Envelopes,” and others. 

The number before us contains 12 pages within its 
covers and is handsomely illustrated with half tone cuts, 
showing displays of goods in cases, the use of Dennison’s 
goods as adjuncts to displays, etc., etc. One of the most 
striking illustrations is the picture of an interior of a large 
jewelry store in Walla Walla, Wash. We note with in- 
terest another illustration which shows workmen busy on 
the third floor of a new Dennison building. This addition 
will furnish much needed space for manufacture. 











DR. R. E. RINDFUSZ, OF 


THE AMERICAN WRIT- 
ING PAPER COMPANY.— 
Chairman of the Manufac- 
turers’ Committee on Paper 
and Envelopes. His Report 
Appears on Page 189. This 
Likeness Came too Late to 
be Used in the Convention 
Section. 
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Typewriter Men 


can add substantially to their 
profits by selling 


AZORA AIR CUSHIONS 


TYPEWRITER SUP- 
PLY AND REPAIR 
MEN, in their calls 
upon the trade or 
waiting upon custom- 
ers have many oppor- 
tunities of showing 
these cushions to 
men who are real 
prospects. 

You can attach Azoras in a few seconds, while 
asking the customer whether he has ever used 
them. The beneficial effect is so immediately evi- 
dent that the rest is simple. 

Azora Air Cushions are built on the same success- 
ful principle as the automobile tire, a combination 
of air chamber and rubber—of the _ greatest 
resiliency. 

Azora Air Cushions would work in with your busi- 
ness excellently. We'll be giad to tell you more 
about their sales possibilities—their nerve-saving, 
typewriter-saving, sanitary features. 


Let Us Hear from You 


AZORA RUBBER COMPANY 
54th Avenue & 20th Street CICERO, ILL. 





PAT. DECEMBER 21, 1915 


























Red Circle Club Meeting. 

The Red Circle Club held its monthly meeting in the 
council rooms of the Oliver Typewriter Company building, 
Chicago, October 27. This organization comprises mem- 
bers of the Chicago sales force of the Oliver Typewriter 
Company. Frequently the general office is represented at 
these sessions. They are usually preceded by a dinner 
at a nearby club or restaurant, and then the club session 
is held, generally in the council rooms. 

The sessions of the Red Circle Club are devoted to 
discussions of problems and policies of interest to type- 
writer salesmen. Frequently topics of thrift, health, hy- 
giene are taken up, assignments being given to different 
members to study upon on the various subjects and dis- 
cussing them at club meetings. 








An Attractive Window. 

The Williams Stationery Company of Minneapolis re- 
cently featured a special window display of Van Dyke 
drawing pencils. This display contains several hand- 
painted signs, two large hexagon pencils and a frame 
showing the various steps in the manufacture of pencils, 
erasers and rubber bands. 

In the foreground of the window are various pieces of 
the actual crude materials used in the making of a pencil. 
This is strikingly set off with green plush which 
covers the bottom of the entire window. 

This material is loaned to customers of Eberhard Faber, 
who will devote an entire window to such displays. 


C. I. Prouty Receives Advancement. 


The DeWitt-LaFrance Company of Cambridge, Mass., 
manufacturers of “Superite” pencil, announces the appoint- 
ment of C. I. Prouty, recently sales manager, as vice- 
president, with headquarters in the Bush Terminal! Sales 
Building, 42nd street, New York City, N. Y. 





Dexter’s Star Tissues 


(Superfine Fourdrinier) 


32 Numbers, in white and colors. 
Some of the many uses: 


For making Carbon Paper. 

For insulating Induction Coils and 
Condensers. 

For wrapping 
Corsets, etc. 





Silverware, Gloves, 


For making Artificial Flowers. 

For wrapping Medical Preparations. 

For making MUHoliday Festoons and 

Favors. 

For tracing Pictures or Plans 

For making Torpedos and Fireworks. 
These Tissues are famous for 
strength and permanency of 
colors. 


Send for a _ convenient Sample 
Book showing the range of 
colors, 


C. H. Dexter & Sons, Inc. “> iil 
Windsor Locks, Conn. =) | iT | 


Also Makers of Princess & Levant 
Cover Papers & Star Manifold Linens. | | 
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. The “‘ROSCO’ Feature 


The “Rosco” patented finger hole is here 
illustrated in actual use. This feature has 


66 99 made the “Rosco” glass desk pad the most 
popular on the market. 


EE LL 


(alate 


The “Rosco” glass desk pad answers a multitude of needs. It 
gives a perfectly smooth writing surface such as the user will not 
get from the desk itself. It provides a visible place for certain 
information, lists, schedules or other material most frequently 
referred to. It is an exponent of neatness. 


An important feature of the “Rosco” glass desk pad is the 
“Rosco” Patent Finger Hole, which distinguishes the “Rosco” 
pad from all others. It is found to be a decided advantage when- 
ever a person wishes to lift the glass for any purpose whatsoever. 


ERR 


KC 


ASAIO 


The “Rosco” glass desk pad is made of brilliantly polished plate 
glass fitted into a flanged frame. The built-up flanges are covered 
with the finest quality cloth-backed leatherette, in colors to match 
light oak, golden oak, weathered oak and mahogany desk finishes. 
The glass rests upon a pad of green color. We make eight stand- 
ard sizes in the four finishes. Special styles and sizes furnished to 
order. 
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Every commercial stationer, every office furniture dealer can 
make money selling the “Rosco” glass desk pad. It is a real live 
sales stimulant. If you are not carrying it now, write us and give 
us an opportunity to place our proposition before you. 


KEE 


SEE 


Ravenswood Office Specialties Company 


Originators of Glass Desk Pads 
1800-02 Newport Avenue Chicago, IIl. 


We also manufacture the ‘‘Ravenswood” Glass Desk Pads 


BER EERERE 
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Old Hampshire Gift Boxes 


Old Hampshire Gift Boxes are neat, 
attractive and dignified—containers in 
keeping with their contents. Old 
Hampshire Vellum boxes are covered 
; with brown, lettered in gold and em- 
bossed. The paper and envelopes are 
ribbon tied. Old Hampshire Bond 
boxes are covered with green, lettered 
in gold and embossed. The paper and 
envelopes are banded. 


There are eight boxes You have nothing that can 
Four are particularly for take their place 

men With them you will have bus- 
All are staple numbers iness you never had before 


You have nothing like them Don’t delay. Write at once 
in stock for full information. 





Fine Stationery Department 


Hampshire Paper Company 
South Hadley Falls Massachusetts 
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With Office Appliances in November. 


Features and News Items in 1906 When 


Pumpkin Pies Were Ripe. 


“The Good of Organization Among Stationers’ was the 
reprint of an address by Chas. H. Mann, president of the 
Philadelphia Stationers’ Association at the annual meeting. 

More than two pages were devoted to an address by the 
late Geo. H. Patterson on “Typewriters and Their New 
Fields,” presented at the National Business Show in New 
York. 

Miss Rose L. Fritz won two firsts in typewriter contests 
at the National Business Show—one half hour from dicta- 
tion and one hour from copy. She made a net of eighty- 
two words per minute on dictation; seventy-seven words 
a minute in copying. 

The new office building of the Oliver Typewriter Com- 
pany in Chicago was illustrated from an architect’s draw- 
ing, and the statement made that it would be ready for 
occupancy in May, 1907. 

I Business Show 
12-17. 


held in Horti- 
Campbell was 


was to be 
Chester pe 


he Boston 
cultural Hall November 
the manager. 

The Moon 
to omer a new 
near future. 

The Royal Typewriter Company had moved into its new 
factory in Brooklyn. 

Mittag & Volger had incorporated at Park Ridge, N. J., 
to manufacture typewriter ribbons and carbon paper 

An association of stationers was organized at Richmond, 
Va., promoted by Fletcher B. Gibbs. 

The Kalamazoo Loose Leaf Binder Company planned 
the early occupancy of a new factory at Kalamazoo, Mich. 

Che late G A. Olney celebrated his fiftieth anniver- 
in the company of enthusiastic friends. 


Hopkins 


machine 


Manufacturing 
from its St 


expe cted 
the 


Company 
Louis factory in 


J 


George 
Sary 
Oh! You Wallace Irwin! 

Hon. Journal of Commerce in New York seem to print 
for money pay from Jap schoolboy to seek for to 
find him a job position. (Note the tremendous load 

tained by the solitary period.) 

‘Business Expert—(Japanese)—Starter, Improver and 
Preserver—Inwardly, Plus Outwardly—Humbles while 
he humbles, esteems while he esteems, obliged to neces- 


this 


sus- 


sary; he is immaterial millionaire in brains property, as 
well as moral character if ever there is one; his brain 
and ears are like wireless telegraph for business news; 
his eyes are like microscope, telescope and X-ray for 


business inspections; he is like live wire for general busi- 
ness operations, in which is like electric current or run- 
ning water over standing board; he is like dead wire for 
terrific storm; compass of his life’s journey right points 
out his vocational destination even though he is a Jack- 
of-all-trades for business only; he is like magnet for busi- 
ness society as well as personal sociality; he is like live 
engine in himself, its indicator right points out positive 
degrees more and more, second by second, minute 
by minute, as if doing of second hand of watch; at pres- 
like new moon as human light, but firstly his 
wonderful natural reasoning powers together with sys- 
tematic method of differentiating and integrating busi- 
ness functions in general, making clear analysis and syn- 


dis we 


ent he is 


thesis plus effective prophecies in expanding complex 
function of capital, labor, and land, into business series; 
secondly his simple but effective tactics like + — X from 


arithmetic through calculus plus invincible nerve minus 
nervous, in which he has always made so noble and so 
efficiently with highest sense of honor in every danger 
and every difficulty in business hard fighting, putting forth 
right tactics rightly in right moment and right field, 
absolutely neither “peach ice cream before chicken soup. 
counting number of chickens before hatch, counting num- 
her of peaches upon seeing full blossoms, expecting cows 
before born” nor “efficient doctor after death,” looking 
forward always constructiveness minus destructiveness 
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The “Cook Quality” 
Sales Letter Contest 
Closed Nov. Ist 





The Winning Letter 
will be published 


in the next issue. 





This is one of our Best 
Sellers — especially in 
MOTOKLOTH. 


HAVE YOU ANY 
IN STOCK ? 





_ Make Your Chair a. Real “Pal” 








What Makes Customers Prefer 


THE WORK CLASSIFIER ? 


HE Work Classifier is wanted and bought— 

that’s an admitted fact. 

But why should—and do—customers insist on 
Work Classifiers in preference to other somewhat 
similar devices? 

Simply for the reasons that lead them to choose 
the clothes or other things they buy—right quality 
and right prices backed by a guarantee. 

The Work Classifier is carefully made of the 
best materials. Ycu can sellit at a lower price and 
a bigger profit than any other. Guaranteed to satisfy. 
Styles and sizes to meet all needs. 

Our proposition is interesting. Write for it today. 


BEIRACH BROS., INC,’ 


135 Bowery New York 


Also manufacturers of the B & B Line of Desk Pads, Pac Receipt 
Beoks Cloth Covered Filing Cabinets, Index Boxes, Transfer Cases, 


Shelf Boxes, etc. Specials made to order. . 





WORK CIASSIFIER 















MOORE 


CUT-OUT SWAGED POINT 


Thumbtacks 
10c 


Metal Boxes 
Fast Sellers— 


because they are 
made of superior 
steel, extra strong 
needle-like points. 


Ideal for school purposes 
pe Sg a a and where quantities of 


45 of No. 42, 7/16-in. diam. 
40 of No. 43, %-in. diam. thumbtacks are used. 


DEALERS: Three dozen metal 
tack packed in attractive, serviceable 
Orders accepted only in units of one carton or 


Get your order in early as the de- 
mand for these Thum btacks is heavy 


MOORE PUSH-PIN CO. 
Wayne Junction Philadelphia, P 


Manufacturers of the World-famous Moore Push-Pins, 
Moore Push-less Hangers, Screw Knobs, Maptacks, etc. 


boxes of one size 
counter cartons. 
more. 










products have 


For 21 years our 
the World. 


been the Standard of 














Royal Pen and Pencil Spring Clip 


is the newest addition to the well established 


“Indispensable” 


ARGUS LINES 


the new royal clip is the last word 
in a pencil and pen clip. It is made 
of brass with the added new fea- 
ture of a strong steel spring. This 
new clip is demonstrative of the 
entire Argus Line. Everything is 
right up to the minute—an expres- 
sion of modern efficiency. 





We carry a complete line of 


Paper Fasteners 

Pen and Pencil Clips 
Envelope Moisteners and 
Typewriter Erasers. 


Phone your jobber 
for samples and discounts 
or write direct to the 


ARGUS MFG. CO. 


1134 N. Kilbourn Ave. 
CHICAGO, ILL. 
U. S. A. 


fete 
aera aes 
Preeti yy 


=> 





EXACT SIZE 
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plus disappointment minus discouragement for business 
depression together with always hopeful future minus 
hopeless plus thinking minus sinking, and ultimately peace- 
maker minus piecemaker for hospitality against hostility, 
generating instantly spiritromotive force plus effective 
motive power for work to be done at instant notice in- 
tellectually and morally, even one-thousandth of second 
is worth taking into consideration for his business move- 
ments much after the same way as 1-1000 second acts 
among electrical engineering problems, his precise cal- 
culation of time in his business movements is essential 
to conduct himself always in time according to the spirit 
of the time; thirdly and lastly his executive ability of re- 
capitalization, may lighten him perhaps as full moon some 
future days; his promising future may crown perhaps your 
meritorious business, for will devote himself to your busi- 
ness development inwardly as well as outwardly plus 
upwardly minus downwardly together with inward under- 
standing plus outward understanding minus misunder- 
standing not only literally and quantitively but signifi- 
cantly and qualitatively for sake of business victory in 
the struggle for prosperous existence; seeks tactic field 
in large manufactory or industrial concern where his full 
qualifications closely will be appreciatea. Address Dia- 
mond Under Sands, 372 H., this office.” 


Thank You, Mr. Reed. 


E. J. Reed of the Waterhouse Company, Honolulu, Ha- 
waiian Islands, who was in this part of the country a few 
weeks ago, has sent Office Appliances a copy of the Press 
Congress of the World Edition of the Honolulu Star Bul- 
ietin, gorgeously illustrated in colors. The date of the 
edition is October 10. Mr. Reed urges us to read every 
the Islands. We hope to 





page and then come over to 

fulfill the first part of the injunction, partially at least 
before long, but we can not yet see how we can fulfill 
the second, much as we should like to do so. The color 
part of the Bulletin is devoted to Hawaiian views, lakes, 


mountains, valleys, seashore, etc., all most impressive 
and beautiful. The news portions cover the events of the 
day and present a report ot the ceremonies attendant on 
the greeting of the Press Congress with sketches and 
likenesses of the prominent men and women attending. 
Much space is devoted to presenting the industrial and 
social lite of the Islands and their many advantages. These 
articles are profusely illustrated with black and white re- 
productions of photographs. 

In the September issue we referred to Mr. Reed's visit 
to the mainland and the types made us refer to him as 
I. J. Reed. Our apologies. Mr. Reed takes us gently to 
task for referring to the Hawaiian Islands the Sand- 
wich Isiands. Well—we seem to remember that Cook so 
named them many years ago in honor of the Earl of 
Sandwich. Possibly our friends on the Islands regard the 
old appelation as so obsolete that no one should think of 
them under that name especially now that they are a part 
of the U. S. A. But old habits will crop out sometimes 
in spite of everything. We just couldn’t forget those Sand- 
wich Islands where, in the lively imagination of boyhood, 
almost any wonderful thing might happen. 


as 


Newspaper “Dope” On Lead Pencils. 


Popular information on lead pencils was conveyed in a 
recent newspaper article, inspired by the American Fores- 
try Association. 

x * * 

Where do all the lead pencils come from, and where 
do they go? Although almost everybody has one, many 
folks never buy one, but, even so, nearly a billion are 
manufactured for use in the United States every year, 
using up many thousands of cords of wood. 

But woods suitable for lead pencils are becoming scarcer, 
and many manufacturers are turning to paper. Red cedar 
and red juniper, says the American Forestry Association, 
are the woods chiefly used in making lead pencils. A hunt 
is on for other kinds of wood that will take the place of 
these. 

In East Africa a kind of cedar has been found with 
which expériments are being made. The production in 
the United States is about 80,000 cases of pencil slats 
per year. From each case 100 gross of pencils is made. 
This results in about 1,000,000,000 pencils of American- 
grown cedar. Since one-fourth of this number is sent to 
foreign countries, that leaves 750,000,000 pencils for the 
home market, which means an average of seven pencils per 
person, figuring on the last census. 
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ROGRESS LEDGERS are the 
most profitable line of popular- 
priced ledgers that any sta- 
all the 
requirements of the average mer- 


tioner can carry. They meet 
chant fora strong, serviceableledger, 
and the range of prices is broad 
enough to enable you to sell him a 
ledger at the price he wants to pay. 

Progress Ledgers are made in five 
styles of binding: 

Full canvas with red fabrihide 


corners. 


Tan corduroy sides and red fabri- 
hide back and corners. 

Black leather back and corners 
and tan corduroy sides. 

Red leather back and corners and 
tan corduroy sides. 

Tan fabrihide back and corners 
and green corduroy sides. 


The metal parts on all Progress 
Ledgers are made of cold rolled 
steel, strong and simple in construc- 
tion. Covers are attached by means 
of lugs and steel curved hinge 
plates. 


Consult price list for full description, sizes and prices 


Empire Binders: 
P ¢ This binder is a companion to the Progress 


Ledger, and was especially designed to meet the demand for a medium-priced, 
durable transfer binder. Has two styles of locking mechanism—endlock and key 
or toplock button fastener. They are bound in full light olive-color canvas with 
either black or red leather corners, and the sectional posts are made in two sizes 
—3/8 and 5/16. Can be used for transfer binders, sample books, journals—in fact, 
they have so many uses in the modern office it would be impossible to classify them. 


Order today a complete assortment of Progress 
Ledgers and Empire Binders 


BooruM & PEASE COMPANY 


New YORK 
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his is N 

Each assortment includes a 
mahogany display 
stand. 

One display card 









GO-SAFE 


MAILING BOXES 17 x 13 
The only item the public can buy Two smal] cards 
for mailing packages. 7x7 


Sold in two assortments. Making a fine display. 
Add this line to your store; it will 
be a great seller this Xmas. 


Write for information and prices 
Jobbers and Agents wanted 


Mailing directions and rates 
inside of covers. 


Lines for Addresses on 









YOUNG BROS. top of covers. 
722 Eddy St. PROVIDENCE, R. I. 
New adh coal use 
, BR vy, a 
Boston FRR Uncle Sam's &% 
Philadelphia ||| The PARCEL POS #5 | 
Chicago “Go Sate’ Hil 
St. Louis Mailing B i| 
Los Angeles — ded 


|!) CONVENIENT, EXSY ane suse |) 
oa HE 











MR. STATIONER: 


IF YOU WANT THE BEST 
AND THE MOST ATTRACTIVE 
LINE OF PENCIL SHARPENERS, 
PLACE YOUR ORDER FOR THE 











Manufactured by 


AUTOMATIC PENCIL SHARPENER CO. 


58 E. WASHINGTON ST. CHICAGO 











WRITE FOR PRICES, ALSO LITERATURE SHOWING 
THE MACHINES HANDSOMELY ILLUSTRATED IN COLORS 
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Century Leather Goods 
The Quality Line 


When your trade demands quality and moderate 
price in leather goods, it is to your advantage to 
procure a line with these features embodied 
Quality, long service, adaptability and moderate 
price are synonymous with the Century line. A 
wide variety of styles and sizes all of which 
possess quick-selling features, affords the dealer 
an excellent assortment to meet the demands 
of his trade. 





Ohe 
TELA-CARD ¢- 














Our catalog, and discount price list 
sheet will show the advisability of 
handling this quality line. 


Century Leather Crafts Co. 
350 Broadway New York,N. Y. 








The TELA-CARD is an automatic card finder,— 
— Locates any card, 
In an instant; 
No delay, 


TELA-CARD for quick desk reference. Fastest 
omen ~ . . 
card finding device. 
. © ¥ » ill be t ted 
D EALER S ° inthis 3 ‘moael, pte my > 
prox. 125 cards. Dealers’ prices on request. 


THOMAS P. FLEMING CO., Inc. 


Sales Dept.: First National Bank Building 
CHICAGO, ILL. 











. Ee eT = « 
Old Town 


Carbon Papers 


have established them- 


selves throughout the type- 











writer world as papers that 
stand up under the punch. 
The secret of their supe- 
riority lies in the formula 
used in their manufacture. 
Furthermore, they are sup- 
plied in all sizes in twenty 
different grades for type- 
writer, pen and pencil, in 





the various colors and 


Western Built for Service Desks 


finishes. 
The vital point in desk construction is QUAL- 


ee ITY. Materials, workmanship, design and 
and Crowfoot finish must possess the quality that is apparent 


. ° in the finished product. When these impor- 
Z ypewrti ter R | b b ons tant factors are present the desk will give 





bear the general qualifications that are apparent in the better and longer service, “Western Built for 
carbon paper. They are made under the same formula and Service Desks” are designed with the idea of 
are marketed in two brands, in ail colors. The same con- adaptability and convenience paramount. 
sistent performance and permanence is guaranteed for both Everything for the comfort and efficiency of 
They are furnished in attractive lithographed boxes Our the user is present. At the same time the price 
proposition will interest you. problem has met with our thorough consid- 


eration. These desks can be furnished with 
e center drawer at a slight charge of 75 cents 

Old Town Ribbon sdditional 
As a Weste Desk dealer y ) th means 

and Carbon Co., Inc. I which satisfied Custemsare Raat Caen orders 
are only a matter of course. Shall we send you @ 
catalog ? 

245-247-249 Centre St. 
New York City, U. S. A. Blair Avenue and Palm Street - ST.LOUIS, MO. 


SOURABLY> 


WESTERN FURNITURE COMPANY 



































230 OFFICE APPLIANCES November, 1921. 





NEW AND IMPROVED 


Stronger in every respect. 
Only loose sheets required. 










An ideal Xmas 
gift for the 
busy man or 
woman. 


Made to 
sell at $1.00 
with index. 


Made of cold 
rolled steel, 


will not 


bend 
Will not shift 


or sag. A 
better article 
for less money. 


HOLDRITE PAD HOLDER 


Put this dummy telephone in your window or on coun- 
ter and watch your sales. Write for prices today. 


EAGLE ENVELOPE CO. 
431 So. Dearborn St. (Salesmen Wanted) Chicago, Ill., U. S.A. 




















” Our OIL SOLUBLE 
PENCIL CARBON 


is conceded the cleanest and best manufactured. 


Made in 7, 10 and 15 pound weights, 
in Soft, Mepium and HARD finishes, 
and in colors of Biue and Purpte. 


Also Typewriter Ribbons and Carbon Papers for all purposes 








Write for samples and compare them 


American Manifold Products Corp. 
General Offices and Factory: 


2900 Darwin Terrace CHICAGO 
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PASSED AWAY 





R. H. Andrews. 


Reginald H. Andrews, until lately with the Southern 
General Fireproofing Company at New Orleans, died 
on October 18th at Morristown, N. J., from diabetes, at 
the age of thirty-six. Burial was in Sheffield, Mass., on 
October 21st. 

Mr. Andrews was a native of Bridgeport, Conn. He is 
survived by a widow, three children, three brothers and 
two sisters. When forced to give up his business last 
April on account of illness, the many friends he had made 
during his two years in New Orleans, especially fellow 
members of the Association of Commerce and Kiwanis 
Club, feared that he could not recover. 


- &F + 
John Hofstetter. 

John Hofstetter passed away at Philadelphia after a 
year’s illness in October. He was one of the founders of 
Hofstetter Brothers, Inc., manufacturing stationers, blank 
book makers and lithographers. Mr. Hofstetter was sev- 
enty-two years old, and though ailing, continued in the 
business until his death. He is survived by the widow, five 
sons and two daughters; his brother George is still active 
in the firm. 


' - § 
H. C. Murphy. 


Many of his friends in the typewriter field will read 
with regret the news of the death of H. C. Murphy, re- 
cently city salesman for the Underwood, at Kansas City 

Mr. Murphy was connected with the typewriter business 
for many years throughout the middle West. He was 
at one time branch manager at Des Moines, lowa. His 
death occurred at Albuquerque, N. M., September 30 


' & & 
Miss Julia Baxter. 


Miss Julia Baxter passed away October 27 at Long- 
mont, Colo. Two men widely known in the stationery 
trade are deeply bereaved in her passing. Her father, 
Fred Baxter, travels the Pacific Coast for the National 
Blank Book Company. A. W. Baxter, her brother, han- 
dles Chicago and Illinois for the same company. A 
wealth of sympathy from unnumbered friends is extend- 
ed the bereaved father and brother. 

+’ & + 
A. J. Stanley. 

A. J. Stanley, a pioneer business man of Seattle, died 
September 28, at his home in Seattle, following a brief 
illness. He was formerly owner of a stationery store in 
Yesler Way, but retired from active work when his health 
failed, a couple of years ago. Mr. Stanley came to Seat- 
tle from Hastings, Mich., in 1882 with his father, with 
whom he later went into business. He is survived by a 
widow and two daughters. 

+’ F & 
Herbert Palfrey. 

Herbert Palfrey died at New Orleans, September 29. 
He was president of the Palfrey-Rodd-Pursell Company, 
Ltd. As a young man he joined Palfrey & O’Donnell; 
later the firm of Palfrey-Dameron, Ltd., was organized. 
He was prominent in military and musical circles, and a 
member of several Masonic bodies, and of the B. P. O. 


Elks. 


- + +- 
Robert S. Brown. 


Robert S. Brown, for many years a member of the 
stationery manufacturing firm of Brown Brothers, To- 
ronto, Ont., passed away some time ago. He retired from 
the firm in 1904. Mr. Brown was born in England, and 
went to Canada in 1846. 


- FF & 
James Imrie. 

James Imrie, manager for twenty-five years of the Mon- 
treal branch of W. J. Gage & Company, Ltd., manufac- 
turing stationers at Toronto, passed away suddenly not 
long ago. He was born in Scotland seventy-six years 


ago. 
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BARSHAL BETTER-BUILT 
TRANSFER CASES 


Transfer cases can be made profitable by big vol- 
ume at the right season. This is the right season 


Large Brass 
Label Holder 























aE to stock up for the coming demand. 

= Serge: | [ “a | Barshal transfer cases will give you 

—— more satisfaction, hence more profits, 

at ars Low, Relrcd because of their better-built con- 

weiaroretng struction: Heavy channel reinforce- 
serseereeal ment at the front and back; Combi- . 

nation drawer strike and dust lip; 

Reinforced bale suspension; low 

drawer sides. The cases are priced 

below the market to move a large 

stock. These improved features put 

_ vitality and pep into your transfer 

fren case business. Write for our prices 





Foot Comings and circulars. 


bottom se 


Aut HEAVY STEEL TH 
‘een ieee FAL. 











Barshal cases are more than the average — 


depth and 26” over all. They give 10% STEEL EQUIPMENT 
more filing space than any other case. CLEVELAND OHIO 



























SIU TL 
we I YPEWRITERS 
BUILDERS OF GOOD BUSINESS 


FOR DEALERS IN THE TYPEWRITER TRADE 
















Our position as the leading firm of its kind is a guar- sold today than ever before! 

antee of everything that “good business” means to you If you are not acquainted with America’s Leading Inde- 
—perfect workmanship, surpassing quality, attractive pendent Typewriter House, an inquiry will bring the 
prices and a thorough understanding of your needs. whole story. 


ALL linked to a limitless, business-building co-opera- All Makes—All Languages—All Sizes—All Key-boards. 
tion that moves in irresistible manner toward “More VERY SPECIAL: We are featuring a special assort- 


Sales.” ment of Royals No. 10—both “Lincoln Rebuilt” and in 
“Good Business” is the report of all firms handling the “rough”—at very attractive prices. Ask for special 
“Lincoln Rebuilts.”. More of our machines are being circular. 


America’s Leading Independent Typewriter House 


LINCOLN TYPEWRITER CO. NEWYORK,U.S.A. MILAN, ITALY 


CABLE ADDRESS, LINTYPCO, N. Y. 
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ECONOMY SEAT CUSHIONS— 


All seat cushions should be comfortable—for 
comfort is the prime essential in seat cushion 
construction and design—and you can readily 
perceive that Economy Seat Cushions repre- 
sent the peak of seat cushion comfort. Then, 
if all seat cushions necessarily are comfortable, 
the deciding sales-compelling factor must be 
durability. Right there is where Economy Of- 
fice Cushions are superior. 


Economy Seat Cushions are an expression of better 
quality—the essential to durability. For conscien- 
tious, painstaking care is employed from the mere se- 
lection of high grade materials through the modern 
efficient manufacturing methods to the final inspection 
and examination before shipping. We know they are 
perfect before we send them to you. 


Our retail prices are within reason—ask how they 
may be made to represent profits to you. The idea is 
sold—you have but to show that Economy Cushions 
are far superior. 









Comfortable 
Practical 
Durable 
Attractive 
Economical 
Salable 
Profitable 


ECONOMY SEAT COMPANY 
CHICAGO, ILLINOIS 


3132 South Canal Street 

















Perforated Memo Tabs 


Convenient and economical. Round hole 
perforation and secure binding make them 
serviceable and practical. 

LIBERAL DISCOUNTS will be given from the 
price list according to quantity desired. 

FOR PEN USE—80 Leaves Each 


List Price 


Number Size per 1000 


1000 ST 6h. i Aim ends ues Glo eile ole 0d 6kk ean an $ 56.25 
1001 ee ee ee eee ee 65.50 
1002 pene... eases a” ee TOTS ee 
1003 EET Uh o deaewls chine eGo ba= 5 BE wEs 6 og6Re bes 88.50 
1004 4% x8 103.25 
1005 Dd ohee «> 60 vobes Hohe b Abate en Cares on 134.00 
1006 SEED ite ab 6 «bo 40 asian whee ob wae ae Ree oe 185.50 
FOR PENCIL USE—72 Leaves Each 

List Price 
Number Size per 1000 
2000 3 x 4% .-$ 26.10 
2001 DE «tue dedbsas~e sabe tad ei ereensanued 32.85 
2002 3%x 5%. ; ighale an ere ee 35.5) 
2003 44x 7% é tharadecudc ob wucdadedvws 45.10 
2004 ids 66 4.be ede adios Mees aoe 55.50 
2005 ) 2) aePPeerrreer er rrrrer ree 66.75 
2006 6%x11% 98.60 
200 oo i a ee ee ee ce eee ee 118.50 


Manufactured by 


ROCKWELL-BARNES COMPANY 


815 S. Wabash Ave. Chicago, Illinois 
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WAX SEALS 


E:108 N.DEARBORN ST. 
FACTORY:24 to 30 So. Jefferson St. — 
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Length . The “Universal” 
45 Inches a 

-s A Sperry 
Telephone 





Up! Down! Sideways! and Around! 


The regulation Standard Style Sperry Telephone Arm 
moves sideways, forward and back. 


With but slight additional expense we will send the 
“Universal Attachment” which will enable you to move 
your telephone “every which way.’”’ And this is a worth- 
while advantage—it makes your telephone flexible. You 
could hardly have greater flexibility if the instrument was 
on the end of a rubber hose—still it stays firm and rigid 
at any position. ’ 

The whole equipment is inexpensive. And it is a convenience that 


you owe to yourself. You are guaranteed (for five years) an appliance 
that will stand wear. Its strong construction assures it. 


Get a Sperry Telephone Arm, and, if you want “maximum move- 
ment” at a little additional expense, specify the ‘‘Universal Style.’’ 


Dept. 40 


Kellogg Switchboard & Supply Company 


CHICAGO, ILL. 
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on the happenings in the office 
appliance field. Know what oth- 
ers are doing and learn of new 
devices just as soon as they are 
ready for the market. A difficult 
matter, you may declare, but it 
will not be very difficult for you. 
Read OFFICE APPLIANCES 
every month and you will be well 
informed concerning all such de- 
velopments. Our force, assisted 
by a thousand sources of infor- 
mation, collects the important ma- 
terial and publishes it monthly. 


A suggestion for your benefit 
more than for ours: Send $2.00 
for a vear’s subscription (for 


Canada, $2.50; foreign, $3.00). 

















HUAN 


THe OFFICE APPLIANCE CO. 


417 S. Dearborn St. Chicago, Iil. 
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This Pressboard Folder, the most 
durable made, is only one of over 


700 items in the Oxford line. 


New illustrated catalog and price 
list to dealers on request. 


Oror FILING SUPPLY Co, 


FORMERLY RECORD CARD CO. 


382 Jefferson Street, Brooklyn, New York 


CHICAGO SALESROOM 
106 No. LaSalle St 


NEW YORK OFFICE PHILADELPHIA OFFICE 
23 White Street 939 Drexel Building 
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KNICKERBOCKER INKSTAND 


Stationers Specialties 





All stationery specialty lines are composed of about the same 
groups of articles. But, all lines are not of like quality. It 
is in quality that the Knickerbocker Line excels. 


Emeraline Bases for Inkstands 


These bases are made of highly polished Plate glass for tar 
wells (as per illustration), one well, for two inkwells and pin 
cup, or double desk equipment. They are made in rectangular, 
octangular, oval and odd shapes. 


Card Index Boxes 
These Card Index Boxes are made 
to accommodate 3x5, 4x6 5x8 cards. 
They are made of quartered oak, 
chestnut with light oak finish, and 
birch mahogany. They are especially 
well adapted for joggers and recipe 
boxes. 

Every stationer should have a stock of 


these useful and beautiful articles. Write 
for full particulars. 


SEND FOR OUR CATALOG 


: 
KNICKERBOCKER INKSTAND CO. 


LYNDHURST, N. J. 
UHL HTITUUUUULUUNLU AA EUR 
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THIS ILLUSTRATION SHOWS THE 


PERFORATING ATTACHMENT 
IN USE ON THE 
NELSON HEAVY DUTY 
PUNCHING EQUIPMENT 


As the accepted utility machine of the 
trade, it has other inexpensive attach- 
ments for round cornering, die cutting, 
index tab cutting, embossing and eye- 
letting as well as all kinds of punching. 


C. R. & W. A. NELSON, Inc. 


225 N. Michigan Ave., CHICAGO 








HOW TO REPAIR 
UNDER WOODS 


A new edition of our 
complete illustrated 
treatise on the mechan- 
ism of the Underwood. 


With this Book before 
him any one mechani- 
cally inclined can learn 
to repair Underwoods. 


Price $2.00 





79 Queen St. BOSTON, 
LONDON, E. C. Mass., U.S. A. 
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The Guest Book. 


During the past month the following friends have called 
upon Office Appliances and have inscribed their names 
in the Guest Book: 

JAMES McARTHUR of Glencoe, Ill., paid this office 
a visit on October 3. 

HORACE E. WILSON, Myer Store, Milbourne, Aus- 
tralia, visited this office last month. He spoke interest- 
ingly of conditions in the antipodes. 

ROBERT G. CURTIS, one of the most rapid type- 
writer operators in Europe and hoider of an accuracy 
championship, called on October 5. Mr. Curtis resides 
in London. He took part in the professional contest 
at the New York business show later in the month. 

P. A. HOFFMAN of the Smead Manufacturing Com- 
pany, Hastings, Minn., spent an hour in this office early 
last month, later attending the convention at Atlantic 
City and the business show in New York. 

EDWIN F. LEE called on October 6. He was about 
to leave for Java, accompanied by his wife. Mr. Lee 
will become manager for L. Zecha, whose interests in 
that island are extensive and varied. 

R. D. WYNN, president of the Molie Typewriter Com- 
pany, Oshkosh, Wisconsin, called on October 7. 

ERNEST WALLACE, well known in the office equip- 
ment field on the Pacific Coast, called October 7 on his 
way to the convention at Atlantic City and the business 
show at New York. 

DEWEY S. BEEBE, a former member of the staff of 
this journal, now in business at Minneapolis, Minn., called 
on October 11. 

THOMAS W. SHAY of the Rex Typewriter Corpora- 
tion, Fond-du-Lac, Wis., paid a visit to this journal on 
the 12th. 

MINER H. PADDEN, JR., of the L. C. Smith & Bros. 
Typewriter Company, Syracuse, N. Y., called at this office 
on October 18. 

GEORGE L. NORRIS of the Iron Clad Ribbon & Car- 
bon Manufacturing Company, New York, was a visitor 
last month. 

W. K. GERBRICK of the’ Central Paper Company, 
Menasha, Wis., spent a day or so in Chicago recently 
and called at this office for a tew minutes. 

F. WALTER BAILEY, who is connected with a lead- 
ing stationery manufacturing concern at Springfield, O., 
spent a short time in this office last month. 

H. W. JENNINGS of the Universal Index Tab Com- 
pany, Seattle, Wash., called October 27. He was on one 
of his trips visiting the trade in the interests of the com- 
pany, of which he is the head. 


Lyons Tours Europe for Proudfit Company. 


Phil. Lyons of the Proudfit Sales Corporation, Wool- 
worth building, New York, is at present in London. His 
itinerary covers England, France and Italy. Mr. Lyons 
is traveling abroad in the interest of Proudfit loose leaf 
devices and will remain away for some weeks. 





Timberman a Grandfather. 


O. J. Timberman of the Boorum & Pease Company, 
New York, is now a grandfather. His daughter, Mrs 
Mildred Cole, has a daughter six weeks old. The grand- 
daughter’s name is Virginia Elizabeth. “Tim” says he 
doesn’t feel a day older than he did when he was a 
youngster despite the distinction of being a grandparent. 


Alvers Promoted to Purchasing Agent. 

Fred Alvers has recently been appointed purchasing 
agent of the International Postal Supply Company, 634 
Prospect place, Brooklyn, New York. He has been con- 
nected with this concern for several years, starting hits 
career in the factory. 


Old Edison Invention Revived. 

One of the multitude of inventions by Thomas A. Ed- 
ison which never reached the market is to be revived 
by municipal engineers concerned in the removal of snow 
from city streets. The wizard of Menlo Park never per- 
fected the device, having “shelved” it for other ideas. Now 
it appears that it may be brought to life. The machine 
was originated forty years ago. It is a horse-drawn con- 
trivance which receives snow flakes and discharges them 
as cakes of ice, condensing to one-tenth of their former 
bulk. This will simplify the disposal of snow from city 
streets. Machines which melt the snow so it can run into 
the sewers have been tried, but they have not been adopted 
generally. 
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Extremely 
Popular 
ith 
Office 
Furniture 
Dealers 


Made as fine as 
the best kiln- 
dried hardwoods 
and skilled work- 
manship can 
make them. 





Write for 
Catalog 























SUPERITE | 


THE SUPREME PENCIL Through 
Jobbers 
The Superite Junior, for ladies’ use, has Only 
several unusual features which will 
readily commend themselves to your 
customers. 









It is the smallest metal pencil made— 
the lightest and daintiest, and embodies 
all the practical advantages of the 
larger Superite, including extra leads 
and eraser always in position for use. 
The leads glide easily in and out by a 


turn of the cap. Junior List 


(Actual 


Like the whole Superite line, the Junior Size.) 
is made to give hard daily service, and 

is fully guaranteed. DeWitt-LaFrance Co., Cambridge, Mass. 
New York Office: Bush Terminal Sales Building. 
Chicago Office: 36 South State Street. 

Canadian Selling Agents, A. P. Barrett & Co., Winnipeg, Canada, 


Compact display cases, which show the 
pencil at a very attractive angle, fur- 
nished on request. 
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OUR 1921 CREED 
Take Make Get 
less profit more sales some profit ' 


oe Americans see a glow aupedsing in the business 

sky. It is not optimism, it is faith that America 

will always come through. : 
Prices made by us on January first were based on ‘ 

anticipated lower costs. On July fifteenth our prices 

were fixed in the same way for the balance of the year. 


Do you wonder that business is good with. us. 


C.R.GIBSON 6 COMPANY 


826 -828 Broadway at 12% St, New York City 


J 


For fifty years Standard lines 
— Note! Brifi and Receipt Books 








DEFIANCE IMPROVED GEM and 
JUMBO GEM CALENDARS 





Pads printed on high grade bond paper. 
Arches made of steel wire and one piece. 


Easily attached. 


GEM SUPERBAS 





Brass plate, gilt edge, pad and leather top. 
Retail price, $3.00 
Gem Japanned Calendars JUMBO GEM CALENDAR 


Gem Brass Plate Calendars 

Gem Nickel Plate Calendars . . . . er ; ~ , 
Gem Copper Plate Calendars Can be supplied in all the finishes of the Gem 
Gem De Luxe Calendars 


. : 1: s . . c ; 
Carried in stock and immediate delivery can be made. Pads. Plain or with appointment hours. 


DEFIANCE MANUFACTURING CO., 384 Broadway.N.Y. 
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W. W. Killen Moves to Seattle. 


W. W. Killen, field manager of the Oliver Typewriter 
Company at Chicago, has moved to Seattle, Wash. The 
illness of his wife has made it advisable that they return 
to the West Coast country. He is succeeded at Chicago 
by Lawrence Williams, Jr., son of the late Lawrence 
Williams, formerly president of the Oliver Typewriter 
Company. 

A farewell dinner was given Mr. Killen at the Central 
Y. M. C. A. October 25, attended by members of the city 
and general oflice organizations. Mr. Killen was presented 
with a handsome watch as a token of the regard of his 
associates in the Oliver family. 

W. W. Killen had been in the service of the Oliver 
Typewriter Company eighteen years. Before taking the 
position at Chicago as field manager he had been branch 
manager at Cincinnati and at Seattle. 


New York House Opens Retail Store. 


The Phoenix Ribbon & Carbon Company, Inc., whole- 
sale stationer at 69 Cortlandt street, New York, N. Y., 
has opened a retail store at 74 Trinity place. A com- 
plete line of commercial stationery, law blanks and office 
supplies is carried. Later it is planned to add office fur- 
niture, filing equipment, typewriters and other office de- 
vices. The wholesale depot at 69 Cortlandt street will 
be continued. The business was incorporated in 1913, 
with Louis Glaser, president and treasurer, and Benjamin 
P. Blum, secretary. About a year ago the company 
opened its printing plant at 25 Cliff street. 


Bowling by Chicago Stationers. 

The bowling league of the Chicago Stationers’ Associa- 
tion inaugurated the season at the Bensinger alleys on 
Wabash avenue a short time back. There are teams rep- 
resenting The Carter’s Ink Company, Wilson-Jones Loose 
Leaf Company, Sanford Ink Company, Marshall-Jackson 
Company, Stevens, Maloney & Company, Shea Smith & 
Company and Faithorn’s. 





Protectograph Check Writer Stolen. 
Protectograph check writer No. 861,658 has been stolen 
from the National Welding Company, 2011 Avenue C, 
3irmingham, Ala. Dealers and rebuilders who come in 
contact with this machine are requested to report it to 
the Todd Protectograph Company, Rochester, N. Y., or 
S. W. Slaton, the Todd salesman at Birmingham. 
Stationer on Kansas City Election Board. 
Shannon C. Douglass, city sales manager for the Sam 
Dodsworth Book & Stationery Company, Kansas City, 
Mo., was appointed a member of the election board by 
Governor Hyde. Mr. Douglas is active in many local 
business organizations, and has taken a prominent part 
in civic affairs. 


National Filing School at Chicago. 

The National School of Filing has opened for the fall 
term at the Chicago branch of the Shaw-Walker Com- 
pany, 163 West Monroe street. The school is in charge of 
Miss E. M. Pope. The term lasts six weeks, instruction 
being given Tuesday and Thursday evenings. 

[Isaac Upham on Merchants’ Association Board. 

Isaac Upham, of the Isaac Upham Company, San Fran- 
cisco, Calif., is now a representative of retail interests on 
the board of directors of the Merchants’ Association of 
San Francisco. 

Horder’s Bowlers Crowding the Top. 

The first series in the Horder’s bowling league will be 
finished early in November. Ten or eleven teams are 
each possibilities for first place, so the remaining bowling 
nights will be crowded with excitement. 


Stafford Manager Travels Central West. 

H. A. Barrett, sales manager of S. S. Stafford, Inc., 
New York, visited Chicago late in October. He spent a 
little time in Milwaukee. Returning to headquarters he 
stopped off at Cincinnati. 


Neenah Paper Company Election. 
The Neenah Paper Company, Neenah, Wis., has elected 
D. K. Brown general manager, and Kimberly Stuart as- 
sistant general manager. 
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Adding, Listing and 
Calculating Machines 


Our rebuilt machines have gained recog- 
nition for reliability—the result of the 
infinite care given them in the process of 
reconstruction. Furthermore, we offer 
them to you at figures that permit you 
to realize substantial margins and at the 
same time are economical to your cus- 
tomers. Our illustrated catalog will be 
of value to you. You, Mr. Dealer, ought 
to have our confidential price list. Write 
us now. 


Adding Machine Corporation 
323 S. La Salle St. Chicago, IIl. 
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**Made for all filing systems’’ 





; 
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Prices greatly 
reduced 


Manila and pressboard. Tabbed 5th, 4th, 
3rd, and half cut. Printed alphabets, 
months, states, days of month. Metal tipped, 
celluloided. Superior quality. Minimum 
prices. Made for all filing systems. Full 
line of folders also, and card index supplies. 


Send for free samples 
and new price list. 


United Business Equipment Co. 
113-121 Albany St., Boston 11, Mass. 























Pierce Carbon Copy 
Attachment 





Produces a large number of good carbon copies on the 
regular correspondence machine. 


This simple, practical, efficient device corrects a fault 
that exists in typewriters. Its use in no way interferes 
with the regular operation of the machine. 


It is a money saver, and will return its small cost to the 
purchasers several times over each year. 


PRICE LIST 


Size Underwood Fan-fold Royal 
10” @ Gee "| Seen $6.00 
12” 6.50 $10.00 ecce 
14” — ' pene. 7.00 
16” 7.50 12.50 Sie 
18” 8.00 eenece 8.00 
20” oe) ”. wanece e008 
26" Be, fo eewes 


Literature FREE 
TYPEWRITER MEN, get this agency 


PIERCE SALES COMPANY 


231 Fifth Ave. Pittsburgh, U. S. A. 
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HOUSE ORGANS 





Manufacturer. 


The Eagle Pencil Company, New York, N. Y., issues a 
house organ called The Eagle News. 

he 

The Dennison Manufacturing Company circulates a 
house organ for dealers called What Next. 

ok ok * 

Scrits, the house organ of the Strathmore Paper Com- 
pany, has had incorporated with it a supplement working 
out selling ideas. 

x * * 

The October issue of Royal Standard quoted newspaper 
comment trom many parts of the country on the new 
Royal Special typewriter. 

1K * * 

The Elliott-Fisher Sales Record printed portraits of sev- 
eral groups of students who completed courses in the 
school for junior salesmen. 

x ok * 

“How About Your Eyes?” says an editorial in The Art 
Metal Welder, urging that shop workers observe all pre- 
cautions in protecting the eyesight against injury. 

i 


The Protectograph Bulletin skillfully gave old saws new 
teeth by revamping them. A sample: “A stitch in time 
saves nine—A Protectograph in time prevents crim: 

a = 


Users’ News for September contained an _ editorial, 
““Fascinators’ vs. Selling Pieces,” making a plea for com- 
monsense selling material rather than “riots of color.” 

2K * * 

Wilson-Jones Loose Leaf Notes remarks that Buddy 
check covers are ready for the trade interested in this line. 
A customer suggested them—but the idea was already “on 
the fire.” 

* ok * 

Monroe Results emphasized uses of Monroe adding and 
calculating machines in flour mills and elevators by num- 
erous illustrations of well-known plants in which the Mon- 
roe is used. 

* * * 

The September National showed a group of special 
bound books made up for stationers by the National Blank 
Book Company. They were remarkable for size, one 164%x 
26% inches. 

x * * 

Another one of those effective Horter drawings adorns 
the cover of Dixon’s Graphite for September-October. It 
shows the Fountain of Neptune at Trent, and was done 
with an Eldorado pencil, reproduced in high light-half 
tone. 

* * * 

The price situation was discussed in The Toledo Metal 
Furniture Company’s house organ, Dynamite, with clarity 
and vigor. The “deadly parallel” was used to show how 
present prices compared with three previous periods. It 
was a good support for the argument “buy now.” 

" * 


The Corona Bulletin told of a display in the window of 
the Corona Typewriter Company, Inc., on Forty-second 
street, New York, that stopped 2,000,000 people in a month. 
A marionette show running every half hour from mid- 
morning until five in the afternoon caught the crowds. 

x x 


The Faultless Bulletin for October featured “Space,” 
and showed how that commodity in real estate, in adver 
tising, in buildings and equipment had appreciated in re 
cent years. The conclusion indicated was the compact 
character of loose leaf devices now available to the book- 
keeper. 

x * * 

Whispers for October commenced a serial, “A Short 
History of the Noiseless,” which traces the development 
of the idea to the perfected Noiseless typewriter. The 
first installment is illustrated by portraits of C. C. Colby 
and W. P. Kidder, who were active in the early develop- 
ment of the machine. 


Dealer. 
The Baker Printing Company, 251 Market street, 
Newark, N. J., issues a house organ called Office Topics. 
(Continued on Page 262.) 
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OAKVILLE 
COUNTER 
DISPLAY 
CASE 


: All items on Display 
SES Case illustrat in 
; actual size and color. 
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OsnVaLE Tuner Ciaues 





Pia. == A permanent 

store fixture and 
silent salesman. 
Gives you a com- 
plete assortment 
at minimum 
cost. Oak or 
mahogany, size 
19x24. 


Ask your jobber, 
our representa- 
tive or write us 
‘How to 
Secure One”’ 


OAKVILLE CO. 
Stationery Dept. 
200 FIFTH AVE. 
New York City 
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WINNEBAGO 
DESKS 


Winnebago Desks prominently displayed in your furniture de- 
partment provide you with excellent advertising—literally, they 
advertise and sell themselves. Your customers cannot help but 
appreciate the durability, strength, service and attractiveness 
that are apparent in the superior design and construction of the 
whole Winnebago Line. 








A sale of a Winnebago Desk means a satisfied customer. Satis- 
fied customers mean return orders and a growing confidence in 
your establishment. Let us send youa catalog. Just your name 
and address will suffice. 


WINNEBAGO FURNITURE MBG. CO. 


FOND DU LAC : WISCONSIN 
nm ee ee eee eee 
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Imperial 


Steel Cabinet Co., 
2130-2152 Fulton St., 


Chicago, will furnish blue- 
prints and prices which will 
enable you to secure your 
customers’ orders for any 
kind of special metal cab- 
inet work. This company 
has been furnishing this 
class of work through the 
trade for eighteen years and 
has the proper equipment 
and facilities together with 
the necessary resources to 
take care of your require- 
ments in a first-class man- 
ner. You can make this a 
profitable branch of your 
stock cabinet department 
without additional outlay 
on your part. All work 
guaranteed and furnished 
subject to inspection and 
approval. 
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Orpin Five Ply 700 


A GOOD DESK TO MAKE A GOOD CUSTOMER 








Probably your trade talks like most other people—they which closes the sale will be followed by an excellence of ser- 
want the best possible value for their money. Orpin quality vice which makes satisfied customers and brings repeat orders. 
means real value. Show your customers Orpin desks and Let us tell you about Orpin desks. Full particulars will be 
you will make profitable sales. The first favorable impression mailed as soon as we hear from you. 


ORPIN DESK COMPANY, 121 Medford Street, Charlestown, Mass. 
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FURNITURE T gound Selling See 








why you should stock the 


. 
Chicago, Ill—The Edwin Barnes Company now car- Silent Secretary 


ries the “Seal-joint” filing safe, made by The National 
Safe Company. 

Chicago, Ill—AlI!. W. Scott, local manager for the Yaw- 
nan and Erbe Manufacturing Company, comments on 
the ready acceptance of the new Underwriters’ B-label 
filing safe. 

Chicago, Ill—The National School of Filing has been 
opened for the fall session. It is in charge of Miss E. M. 
Pope. The school is conducted at the Chicago branch 
of the Shaw-Walker Company, 163 West Monroe street. 

Chicago, Ill—A moving window display at the Marshall- 
Jackson Company attracted a great deal of attention in 
October. A battery of “Security” steel files was shown, 
one drawer of which opened and closed by electric power. 
Daily the “score” was changed, indicating the accumulated 


number of cycles of opening and closing the drawer. 








Thoroughly practical 
Keeps the desk always clear for action. 


Passers-by were invited in to note the silent operation of A new style desk file for instant reference. 
the drawer. Unusually attractive 
Indianapolis, Ind.—The W. K. Stewart Company has Design and beautiful finishes to harmonize perfectly 
started its fall session of the free filing school. It is under with finest office equipment, 
the direction of Guy F. Boyd of the educational depart- Moderately priced 


Quantity production insures correct pricing. 


ment 
z P ° 6 sectio 8.50, 9 section $4.50, 12 section 
Jamestown, N. Y.—A bowling team has been organized $5.50, List —_ m . 
by the stenographers, timekeepers and clerks employed by Genuine leather, $5.00, $6.00 and $7.00, List. 
the Art Metal Construction Company. They are expected Display of the Silent Secretary wil eaneee reeey, yee— 
45 7 ; ae sales are sure. e nove 
to uphold the reputation of the entire Art Metal organiza- gives compactness and takes only @ trife mere feem 
tion in contests with other girls teams in Jamestown. than on cedinary noe tga — ane a Re g prevent 
; fin : = ~ papers from protruding, us insuring orderly appear- 
London, England.—The Art Metal Construction Com- ance. Unique expansion feature prevents any hump or 
any, Jamestown, N. Y., has opened an office and sales- bulge when in use. A desk file that is highly appre- 
I - = - 7. pe . . “ P , ; ! 
room at 58 Holborn Viaduct, E C 1, in charge of Dr. ciated by business men! 
John T. Kerrin. Stocks of steel office equipment will be Write to Desk 9 for sample on approval. Liberal discounts to dealers. 
carried, and staffs to handle estimating, sales, engineering, If your dealer cannot supply you, send order direct, with his name ’ 


»rection and assembly will be maintained. 
Slces Giles Cae ane — W. E. THAYER CO., Inc., MOUNT VERNON, N.Y. 


New Orleans, Company 
moved its New Orleans branch to 714 Poydras street. 

New York, N. ¥Y.—The Art Metal Construction Com- 
pany has opened its new store at 369 Broadway, in charge 
of C. W. Taylor. The company has purchased the five- 
story building occupied. It houses the export department 
also. 

Philadelphia, Penna.—The Amberg File & Index Com- 
pany has moved from the Widener building to more ex- 
tensive quarters at 1001-05 Market street. The change 
makes it possible to carry larger and more comprehensive 
stocks. 

Philadelphia, Penna—The Library Bureau has taken 
three additional floors in the building at 910 Chestnut 
street now occupied by the business. Three upper floors 
in an adjacent building, facing Sansom street, have been 
engaged. 

Philadelphia, Penna.—The Standard School of Filing 
and Indexing was opened in October at Globe-Wernicke 
headquarters. The course requires three weeks, and is 
open to novices, filing clerks desiring to perfect themselves, 
office managers, private secretaries and others concerned 
in filing. 

San Francisco, Calif—R. J. Turner is visiting the trade 
for the Efficiency File Company, manufacturers of office 
specialties. The firm is now making index tables, etc. 
Mr. Turner’s headquarters are at 1058 Folsom street. 

San Francisco, Calif.—Carl Leeds, who has been in Los 
Angeles store of the Pacific Desk Company, has now 
joined the San Francisco force of that organization. The 
Pacific Desk Company here is featuring the Auto desk 

















CHARACTER 


companion, manufactured by the Automatic File & In- The quality of Tell City Desks is “built in.” 
dex Company, Green Bay, Wis., as the “right-hand aid” Nevertheless, “built in” quality is readily appar- 
to the busy business man. The fact that the Auto desk ent on the surface. For, correctness of design, 


careful and skilled workmanship and high grade 
finishing, essentials of ‘‘built in” quality, proclaim 
themselves at first glance. These qualifications 
cannot escape the notice of the prospective buyer. 
It is this atmosphere of quality that finally com- 
pletes the sale and keeps them sold. Write for 
our catalog. 


companion can be rolled to any point, with ease, makes 
it handy. 

San Francisco, Calif—R. S. Banks, manager of the fil- 
ing cabinet departments of the Rucker-Fuller Desk Com- 
pany, says that salesmen report much more interest on 
the part of buyers, since the settlement of the strike in 
the building trades. Many big office buildings are now 
being rushed to completion .and it is anticipated that “Tell City Desks Repeat” 
there will be no difficulty in disposing of space. At pres- 


ent, good office space is at -mium. 
pag Rag en: wel Calif--W. H. Randall has left for Los TELL CITY DESK COMPANY 
Angeles after conducting a school for a week at the Ruck- TELL CITY, INDIANA 


er-Fuller Deck Company’s headquarters on Mission 
(Continued on Page 266.) 
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Mr. Dealer: 


How many times during your 
business experience did a man 
walk into your office and offer 
to manufacture and ship best 
high grade typewriter ribbons 
with your name on the box in 
the usual place of the manufac- 
turer’s? Right at this very mo- 
ment we offer this very same 
proposition. The repeat orders 
—the prestige—the goodwill— 
satisfied customers—and profits 
go direct to you. 


If you are a wise dealer you will 
investigate our proposition—an 
unusual opportunity to reap the 
harvest of our experience. 


U. S. Typewriter Ribbon Mfg. Co. 


Sansom and 8th Sts. 
Philadelphia, Pa. 


COUUTAUELEGHORATANAEUAUEOUEUOUEOCCOUEOOUGOUEGOUEOUEGOUEOUECOUENUEOOUEOUOOOUEOUOOAUEONUEOUEOOEONOEOOEEOOEOUEOOOES: 
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Sentinel Check Writer 


So absolute is the protection of the New 
Rotary Motion, Springless Action Sentinel 
Check Writer, that the FIDELITY AND 
CASUALTY COMPANY gives free to 
every purchaser a $10,000.00 Insurance 
Policy guaranteeing against AMOUNT 
LINE ALTERATION, PAYEE NAME, 
DATE or NUMBER CHANGE. Here 
is combined, absolute protection with 
mechanical perfection. 


Hall-Welter Company 
Rochester, N. Y., U. S. A. 


Our Sales Manager has a valuable contract for specialty 
men of proven ability. Write him. 
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Cadillac, Mich.—C. L. Maurer is now representative here 
for the Woodstock Typewriter Company. 

Charlotte, Mich—The Brownie Typewriter Exchange is 
now handling Woodstock typewriters. 

Chicago, Ill—J. S. Mineau, manager for the Noiseless 
Typewriter Company, spent two weeks at Minneapolis in 
October. 

Chicago, Ill—John J. McCormick, president of the 
Corona Typewriter Sales Company, returned October 28 
from an Eastern trip. 

Chicago, Ill—Arthur Williams, export manager for the 
Woodstock Typewriter Company, made a trip into Canada 
after taking in the New York Business Show. 

Chicago, I1l—Lawrence Williams, Jr., has been appointed 
field manager of the Oliver Typewriter Company. He 
succeeds W. W. Killen, who has moved to Seattle. 

Chicago, I]l.—Robert Ward, formerly a junior sales- 
man, is now covering country territory adjacent to Chi- 
cago for the L. C. Smith & Bros. Typewriter Company. 

Chicago, Ill—F. H. Morse, manager of the British 
branch of the Royal Typewriter Company, Inc., visited 
Chicago while in the United States on a short business 
trip. 

Chicago, Ill—The Underwood Bowling team in the 
Central Business Men’s Bowling League led the field the 
end of October, with but few games left until the finish 
of the series. 

Chicago, Ill.—W. Davies, manager of the Oliver Type- 
writer Company, Ltd., London, England, spent a few days 
in Chicago during a visit to this country. He also spent 
some time at the factory, Woodstock, III. 

Chicago, Ill—Five graduates from the recent junior 
salesmen’s school at New York are now working in Chi- 
cago territories of the Elliott-Fisher Company. F. M. 
Anglim, the local manager, feels that he has some very 
promising material in the new men. 

Chicago, Ill—Dan McArthur, a veteran typewriter sales- 
man, has been made a special representative of the Wood- 
stock Typewriter Company. His previous affiliations in- 
clude the L. C. Smith & Bros. Typewriter Company and 
the Royal Typewriter Company, Inc. 

Chicago, Ill—The new price of the Oliver typewriter 
is heralded by prominent banners across the street floor 
windows of the Oliver building on North Dearborn street. 
The Oliver flag, 12 x 24 feet, flies from the staff, and at 
tracts attention from a great distance. 

Chicago, Ill.—The Caterpillar Manufacturing Company 
has purchased the patent rights of the Nott typewriter 
noise corrector. The Nott Typewriter Noise Corrector 
Company will be maintained as an auxiliary sales organiza- 
tion in the Transportation building. 

Cleveland, Ohio.—Carl F. Priday nas become sales man- 
ager for the Ohio Typewriter Exchange, Corona agents for 
the Cleveland district. Mr. Priday had been in charge of 
the Corona plant at Cortland, N. Y., since its opening last 
year, but wished to get into selling end. 

Fort Smith, Ark.—Jack Davis, alias J. J. Damerson, 
tried to beat two typewriter men, and came under the 
scrutiny of the grand jury. He rented a typewriter from 
the Underwood Typewriter Company, and tried to sell 
it to D. C. Baldwin. The deal looked fishy, so he got in 
touch with the Underwood office, and staged a quick 
arrest. 

Fort Smith, Ark.—O. B. Johnson, state manager for 
the Underwood Typewriter Company, spent several days 
here in October. He addressed the business colleges on 
the new Underwood plan of awards for speedy and ac- 
curate typewriting. The local Underwood office is in 
the lead in a cash contest conducted by the Little Rock 
branch.—E. S. Green has been added to the Underwood 
sales staff—D. W. Forbess, foreman of the Underwood 
repair shop, has worked up a unique plan of increasing 
business, and is leading all other mechanics under the 
Little Rock branch. 

Harrisburg, Penna.—The Harrisburg Typewriter & Sup- 
ply Company suffered a slight loss in a fire in the Arcade 
building October 1. 

Jefferson City, Mo.—B. A. Harrington, who handled the 
local field for the Woodstock Typewriter Company, has 
been made district manager for Tennessee. 
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‘‘We can see the past, and seeing it feel more 
hopeful for the future.’’—Abraham Lincoln. 


CROCKER 
CHAIRS 


A chair for every purpose 


Office Chairs will sell readily today. Crocker, as a manu- 
facturer who has been making chairs exclusively for more 
than forty-one ears, offers you the most improved and 
desirable office chairs in all styles. The Crocker chair-iron 
is the only one in practical use that is adjustable by simple 
pressure on the foot lever. This is a feature of all except the 
cheaper patterns. You can write for specific information. 


Shown At 


Furniture Exchange Central Market Furniture 





Building Building 
Grand Rapids 1414 S. Wabash Avenue 
Michigan Chicago 
CROCKER CHAIR COMPANY 
SHEBOYGAN, WIS. No. 6637-6CE 


BRANCHES: Chicago, New York, Minneapolis, Oakland 











Every { 
Day me ce 
Necessities 


Tubular stands for practically every office machine and device. 





Model O-S 





Plain portable designs as model O-S. 
Portable designs equipped with our own raising and lowering device (Pat. All’d) as model M-E. 
The casters are within the covers, shift lever and stand can be moved or locked as desired. 


Write for illustrations and quotations 


SIMPLEX STEEL STAMPING & MFG. CO. 


1900-1928 Gravois Avenue ST. LOUIS, MO. 
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EDGEWATER PAPER CO. 


MENASHA ee ee WISCONSIN 


“PREFERRED PAPER PRODUCTS” 





Adding Machine Rolls Gummed Tape 
Second Sheets Waxed Papers 
Bonds Waterproof Liners 





Mailing Paper 
Rewound Rolls of Every Description 


Makers of the Famous “Peerless” Adding 
Machine Rolls 
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Stationers Specialties 


Check Book Covers Valuable Paper Cases 










Equipped with 
heavy manila tag 
envelopes for fil- 
ing all forms of 
policies, legal pa- 
pers, wills, etc. 
Envelopes printed, 
eyeletted and at- 


Made of Black QU LIT Y ~ V } tached to cover by 
Water Grain Buffing A b ER I E, heavy cord. 

— Black Pin _ Seal 
Sheep—Green Span- SATISFACTION 


ish Sheep — Black 
Levant Fabrikoid 
and Black Levant 


Without Flap = sheep—cut flush. 








Your guarantee of 





With Button Flap 





Glass Desk Pads 







Card 





Index 
Cabinets 
: Desk Pads. 
Base covered with Green Felt. Top Drawer made of wood, shell of 
4 a i rae heavy binders’ board. Elsane pat 
and Bottom cut away for lifting glass. Sixty styles in Stiff Back and Flex- ented Two Rod Follow Block used on 
aa % pe ie ‘ c > * all cabinets. Drawer and shell cov- 
Nickeled Metal Corners. 3/16” Glass. ible. Leather and Brass Corners. ered with black cloth. Made in 1-2- 
an . 3-4 and 6 drawers for 3x5, 4x6 and 
Sizes, 18x24, 20x34, 24x36. Includes Folio Desk Pads. 5x8 cards. ; 


SAINBERG & COMPANY ““3iu'Soueci" 
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Juneau, Alaska.—E. S. Hewitt has sold his office equip- 
ment and supply business to Harry F. Dott. Mr. Hewitt 
has returned to the States, and will probably locate at 
Detroit, Mich., as sales agent for the Airdry Corporation, 
makers of an electric drying device. The Juneau _ busi- 
ness handles typewriters, adding machines, office furni- 
ture, supplies and other equipment. Mr. Dott, who is 
widely-known here, will move the store to the Valentine 
block. 

Lansing, Mich.—Allen & DeKleine Company has under- 
taken the sale of Woodstock typewriters here. 

London, England.—Alfred K. Haye, general manager 
of The St. Martin’s Typewriter Company, 95 St. Martin’s 
Lane, W C 2, made a trip to the United States to extend 
his facilities for supplying rebuilt typewriters. 

Minneapolis, Minn.—Paul S. Jones has become manager 
here for the Royal Typewriter Company, Inc., 61 East 
Sixth street. He was transferred here from St. Louis. 
Prior to that he handled Royal business at Springfield, III. 

New York, N. Y.—The New York office of the Royal 
Typewriter Company, Inc., led ail branches in its rentals 
at the end of September. 

New York, N. Y.—C. J. Warren, general foreign director 
of the Remington Typewriter Company, made a tour of 
France, Italy, Belgium and Scandinavia. 

New York, N. Y.—O. E. Schneider, continental repre 
sentative of The Noiseless Typewriter Company, journeyed 
from London in September to visit his connections in the 
United States 

Omaha, Nebr.—The Typewriter Service (Company has 
been taken over by F. A. Vercheval and located in the 
Wilkinson building, at Twelfth and Farnam streets. 

Omaha, Nebr.—Weiss-Pinne, typewriter specialists, are 
now at 106 North Eighteenth street. F. J. Weiss was with 
the Underwood Typewriter Company ten years; George F. 
Pinne is former Underwood man of ten years’ 
standing, 

Pasedena, Calif—H. C. Parker, who formerly conducted 
the Topeka Typewriter Exchange, Topeka, Kans., is now 
operating the Pasadena Typewriter Exchange at 386% East 
Colorado street. He has sold his Topeka business 

Sacramento, Calif—Among late incorporations filed here 
is that of the Super Seal Platen Ring Company, to do 
business at Hanford, Calif. The capital stock is stated to 
be $100,000: 10,000 shares at $10.00 each. 

Saginaw, Mich.—The Doyle Typewriter Exchange has 
been assigned distribution of Woodstock typewriters for 
Saginaw and Bay City. 

San Francisco, Calif—F. F. Wright, manager for this 
territory of the Elliott-Fisher Company, has just returned 
from a business trip East. 

San Francisco, Calif—W. B. Welch, formerly at Seattle 
for the Woodstock Typewriter Company, has been trans 
ferred to the San Francisco office. 

San Francisco, Calif.—G. B. Pelton, Western division 
manager for the Corona Typewriter Company, has been 


also a 


visiting the San Francisco offices. Mr. Pelton’s head- 
quarters are in Los Angeles. 
San Francisco, Calif—The new special “Quiet” Royal 


Typewriter, Model 10, is stated to be making a great hit 
in the West. The stock of the “Quiet” has reached San 
Francisco and is finding a ready sale, at the Royal offices, 
First and Market streets. 

San Francisco, Calif—Captain Lavat, assistant sales 
manager of the Royal Typewriter Company, Inc., was a 
recent San Francisco visitor.—D. B. Starrett, formerly a 
salesman for the Chicago office of the Royal Typewriter 
Company, Inc., has joined the San Francisco force. 

San Francisco, Calif—James H. Sait, San Francisco 
manager for the Hammond Typewriter Company, is about 
to leave for a week’s business trip at Los Angeles. Mr. 
Sait states that he is receiving very encouraging accounts 
of business conditions from the two Los Angeles agents 


for the Hammond, S. E. Hall and R. M. Pettes. 

San Francisco, Calif—C. A. Beemer, manager for the 
Uncerwood Tynewriter Company, has a window that is 
attracting much interest. An artistic-looking display 
stand, features three Underwood medals, with bars. They 


are the well-known gold, silver and bronze medals given 
to successful contestants in Underwood speed competi- 
tions. The names of the recent winners and the number 
of words a minute are also given. With this display are 
shown two Underwood typewriters, the large model and 
the portable. 

San Francisco, Woodstock Typewriter 


Calif.—The 


Company’s new offices at 447 Market street have been 
doing business for some weeks past. J. A. Gottlieb is 
district manager, and he is making the Woodstock an 


(Continued on Page 265.) 
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GLUEY SS GLUEY SS 


“GLUEY” STAYS STUCK 


The splendid results obtained by dealers now 
handling Gluey Paste brand it as a real sticker. 
For, over 900 Boards of Education, Colleges 
and Kindergartens have specified Gluey for 
the ensuing year. And, there is a need for 
Gluey in every walk of life. 





Gluey is a light colored paste of imported in- 
gredients. It has the bulldog tenacity of good 
glue and the creamy, smooth consistency of 
paste. Gluey is conveniently packed in con- 
tainers best fitted to the particular needs of 
the purchaser. You need Gluey in your stock. 
Write us. 


STUDY THESE PRICES 


Galion Stone, 

DOF GOR cccccces 
Gallon Tin Friction Tops, per doz... 13.20 
Half Gallons, Stone or Mason Jars. 





DOF GOB. 200 0n00st000s 0880s 5e0 86s 7.80 
Half Gallons, Tin, per doz.......... 7.60 
Quarts, Glass or Tin, per doz....... 4. 
Pints, Glass or Tin, per doz........ 2.75 
Half Pints, Glass or Tin, per doz... 2. 
subpes, No. 4, BOF GOR. isconstecvin 1. 
Tabes, Ne. & Pee GU srocescundkas 80 


Special Discount to jobbers 


The Commercial Paste Co. 
COLUMBUS OHIO U.S.A. 
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GLUEY GLUEY 
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BUILT FOR SERVICE 


The Sealograph is built with the idea of 
service paramount. Being easily adapted to 
the requirements of any business establish- 
ment, it offers a longer and better degree 
of usage. 


The model B electrically driven Sealo- 
graph (cap. 150 per minute) is equipped 
with brass cut gears, two sets of rubber- 
covered sealing rollers, furnished complete 
on an iron stand which allows a greater ca- 
pacity for sealed envelopes. 


THE SEALOGRAPH COMPANY 
Kansas City, Mo. 


1700 Brooklyn Ave. 










The Sealograph 

is waiting your Ka 
request for a 
demonstration. 
Particulars will 
be forwarded on 
request. 


$85.0 
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| 
| On the Ocean Front Fireproof 
Remarkable Reduction 

in Rates 


From September 19th, 1921 


| European Plan American Plan 
Af $2.50 up daily, Single 


} 


$4.00 up daily, Double 


$42 up weekly, Single 
$77 up weekly, Double 


| Hot and Cold Sea Water in all Baths 


Fireproof Garage on 
Premises 


New Golf Club 
Privileges 


‘HUNTS -ov7co PENS 
POINTED 

Character in Pens 

as in man, is often difficult to define. 


Nevertheless, you are soon aware whether 
4; or not it is present. 

f The SILVERINE and STEEL pens 
manutactured by the C. Howard Hunt 
Pen Company are typical of what is 
best in pens. 

The exact workmanship and careful 
examining assure the dealer ot reorders. 
The convenient slide box of light green 
(for the steel pen) royal purple (for the 
silverine) reflects character and is the 






a 


































user’s guarantee that each Pen 


is a PERFECT PEN. 


C. HOWARD HUNT PEN CO. 
CAMDEN N. J. 
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NOTE.—Manufacturers should read this deporiment, for 
here are announcements from firms at home and abroad 
regarding their requirements for goods. Many of these on- 
mouncements outline business opportunities of importance 
to manufacturers in this field. 





Chicago, Ill.—J. E. Sparrow, 223 West Madison street, 
travels Chicago and surrounding territory for a number 
of live concerns. He wishes to take on a few new non- 
competing lines. 

Enterprise, Ore—Edward G. Brown, Burnaugh building, 
kas opened the Brownie Stationery Company. He is in the 
market for a general stationery line. Catalogues are re- 
quested on all supplies and devices pertaining to office 
stationery and equipment. 

Kansas City, Mo.—The National Lithographing Com- 
pany, Jess Hadley, manager, wishes to add lines of steel 
office furniture, safe deposit boxes, bookkeeping supplies 
and equipment. 

Los Angeles, Calif.—The Herbert Green Company, 815 
South Hill street, is always in a position to take on new 
accounts representing meritorious specialties and staples. 
The company already represents a number of manufac- 
turers on the Pacific Coast. 

Madras, India.—The International Company, P. O. Box 
409, Triplicane, wishes to add office devices and require- 
ments to the present lines of calendars and advertising 
specialties. The company wishes to import and retail 
office devices and labor saving office appliances; type- 
writers, new and rebuilt, and their supplies; duplicators and 
accessories; school requisites, such as fountain pens, and 
all kinds of re-order specialties. All exclusive and best sell- 
ing lines are in view. Catalogues fully illustrated and de- 
scribed and price lists with full discounts are requested 
from all manufacturers in U. S. A. All possible samples 
should be marked as “Bonafide samples to merchants” with 
no prices declared and should be limited as little as pos- 
sible. All quotations should be given f. 0. b. New York, 
or the nearest port of shipment. The correspondence 
should be in English and must be prepaid at the rate of 
foreign postage. Payment twenty-five per cent with order, 
the balance against documents in Madras. Orders may be 
placed either direct or through the shipping agents. 

Marshall, Texas.—The Marshall Office Supply Company, 
1074 West Austin avenue, has recently organized a whole- 
sale and retail business covering office supply lines. Manu- 
facturers, distributors and jobbers of office supplies, office 
equipment, specialties, etc., are invited to send catalogues 
and propositions to dealers. 

Omaha, Neb.—N. S. Yaffe, 118 South Seventeenth street, 
handles a complete line of stationery and office supplies 
in conjunction with a modern print shop. He wishes to 


receive catalogues from manufacturers of stationery store 
stocks. 
Toronto, Ont., Canada.—Charles Ed. Potter, Tyrell 


building, wishes to secure for a client in England a line of 
pencils. Will consider the exclusive agency for a standard 
line of first class pencils, or similar goods with his imprint. 
He promises wide distribution. The concern is strong 
financially, is long-established and has a_ splendid 
organization. The territory includes Great Britain, South 
Africa, South America and India. * * Mr. Potter 
also is buyer for a group of concerns abroad dealing in sup- 
plies, furniture and labor saving and efficiency equipment 
for offices. He wishes particulars regarding any equipment 
or product of merit and quality that can be sold in high 
class stationery shops, and by specialty salesmen covering 
the office trade. He takes delivery of goods at seaboard 
and makes payment in New York funds. References 
Troy, N. Y.—The Renssalaer Shop, 511 Broadway, wishes 
to hear from manufacturers of all kinds of stationery 
supplies. ; 
Saint Omar, France.—Sphinx Omnium, 15 Rue de Vak- 
belle and 46 Rue Wissocq, desires to represent an Ameri 
can typewriter in France. This concern has previously 
represented American An opportunity to act 
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Wire Waste Baskets, Space Baskets, Correspondence Trays 


PAPER CLIPS AND FASTENERS 
Bank Pins, Thumb Tacks, File Spindles 
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No. 1201'4—Deep Tray 
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No. 1203—Three Space Basket 








There’s a Reason 


for the 


fast-growing popularity of the 


“Vamanco” Line. Our equipment, plus 
our ideals of quality and service and our 
knowledge of wire goods manufacture, 
form a combination hard to beat. We 
are not content with producing the “just 
as good” kind of merchandise. Our trade 
name, “Vamanco,” is a synonym for the 


_very best in wire products, and we invite 


your trial order to prove it. 


Samples of any items in which you are 
interested will be gladly supplied upon 


request. Write for our catalog “C” and 


dealers’ price list. 


Coun Clie 





Nos. 1, 2 and 3 


Ring Clips 


Q 


Nos. 1,2,3 and 4 


“C” Clip 


X 


Thumb Tacks 


Cut-Out Only 


Round and Flat Head 
Brass Fasteners 


Superior Quality 


Bank Pins 








VAIL MANUFACTURING CO. 


1752-58 E. 75th Street, Chicago, Ill. 




















THE GUNN ‘No’ DESKS 


Exclusively Equipped with 


INLAID “LINO” WRITING BEDS 


500 Grade 


(PATENTED) 





Wood Steel Desks 








Made with 
inlaid Lino 
slides and 
writing beds. 














All steel drawers 
in pedestal 





The Gunn ‘‘Lino”’ Desk and Tables are Superior in Style and Service because 
they are equipped with inlaid ‘‘Lino’’ Writing Bed. 








@ TITTY ele 
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eye—wears like iron—feels like kid—impervious to stain. 


Full particulars on request 


The Gunn Furniture Company, 


NEW YORK BRANCH, No. 11 E. 36th Street 


No Glare—restful to the 


Satin 
Lacquer 


The new color 
scheme finish 
with oxidized 
silver trim- 
mings, in 
matched suites. 


GRAND RAPIDS 
MICHIGAN 
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FREE 


How to Repair Damage 
to Varnished Surfaces 





It tells you how to remove packing 
marks, caster cup imprints, hot 
dish spots, lamp rings; how you 
can fix deep scratches and serious 
abrasions. In fact it explains 
how you can repair any marred 
and damaged furniture, quickly 
and without revarnishing. 


If you are interested in cutting 
down your refinishing expense 
write for your copy TODAY. 





If you are too busy to write a letter 
pin this ad to your card or letterhead and 
mailto us. We will forward booklet postpaid 


THE M. L. CAMPBELL COMPANY 
2334 Penn St., Kansas City, Mo. 




















Write for 
Wright Desks 


Desks designed for utility constitute the 
Wright Desk line. 


They are well made of excellent material 
and sell at moderate prices. 


Does your desk business need a stimulant? 
Try Wright Desks. 


Wright Desk Company 
Rockford, Il. 
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The Eureka Telephone 
Bracket 
Cannot Sag 












Three yous Features Are Shown 
in the Illustration: 

(1) ae joint allows ‘phone to be 

swung to any position on the desk. 
Emer fata allows ‘phone to be 

Se lowered at will or operator. 

(3) Hinge joint allows "phone to be 

turned in any direction. 







T is constructed on an entirely new prin- 
ciple. Sag is eliminated through the rigid 
support afforded by two metal sirips sliding 
in a steel jacket. The failure of most brackets 
is the tendency to sag. All parts of the New 
Eureka Telephone Bracket are riveted and 
welded together, and finished in heavy nickel 
and japan, and the bracket will fit any desk 
telephone without adjustment. 


Write for particulars about the 
New Eureka Telephone Bracket. 


The Eureka Blotter Bath Company 
3732-34-36 S. Wallace St. - CHICAGO, U.S.A. 




















INMVOTAALOAO ALAM ATO 


‘Dependability 


| 








Every good dealer needs carbon 
paper and typewniter nbbons of 
dependable quality. No foun- 
dation in business that will stand 
can be built on any other ground 
than goods you can depend upon. 


Our products will satisfy the 
most particular users and are 
capable of turning out the finest 
work, 


WRITE US REGARDING 
OUR NEW LINE 


AAA 


The Iron Clad Ribbon & Carbon Co. 


100 Grand Street 7 - New York, N. Y. 


MMA ATT 


T Whe 
NOMT TT 





eiMAI HULA 
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as sole agents for a year or two is requested; after having 
proved worth, a contract for an extended period could be 
negotiated. 

St. Paul, 
Wabasha street, 
can be sold through the mail. 

Zanzibar, British East Africa.—M. A. 


Minn.—The Typewriter Rental Agency, 436 
is interested in securing a few lines which 
Correspondence is solicited. 
Jeraj, 993 Malinai 
i wishes 


street, a general merchant and commission agent, 
to hear from American manufacturers of the following 
lines who desire a direct agent: blank books, bond and 


stock, blanks, blotter pads, bond boxes, book holders, book 
rings, coin bags and wrappers, dating stamps, desk calen- 
dars and trays, duplicators, envelopes and envelope sealers, 
erasers, finger pads, fountain pens, glass desk pads, inks, 
adhesives, inking pads and stands, key purses and rings, 
letter distributors, letter openers, loose leaf memorandum 
devices, moisteners, paper, paper fasteners, clips, pencils 
of all sorts, pen and pencil clips, thin lead magazine pen- 
cils, pencil printing presses, pencil sharpeners, pen holders, 
pins, pin tickets, postal scales, punches, push Bg ribbons 
and carbons, rubber bands, rubber stamp racks, rubber 
stamps, rulers, seals, notary and corporation seals, stamp 
affixers, embossed and engraved stationery, stenographers’ 
note books, tags, postcard albums. 


Opportunities For Foreign Trade. 


The business tips which follow are collected from the 
various points where the United States has consular offi- 
cers and commercial attaches. If the reader wishes to fol- 
low any of the prospects, he can obtain the name and ad- 
dress by requesting the information from the Department 
of Commerce, Bureau of Foreign and Domestic Commerce, 
Washington, D. C., mentioning the number which identifies 
each item. This information can also be obtained from 
the district and co-operative offices of the department. 
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_ 1 me COOPERATIVE OFFICES— 
DISTRICT OFFICES. Goatinued. 
Columbus, Ohio: Chamber of 

Commerce. 
Dallas, Tex.: 

merce. 
Dayton, Ohio: Dayton Cham- 

ber of Commerce. 
El Paso, Tex.: Chamber of 

Commerce. 
Indianapolis, Ind.: 

Commerce. 
Los Angeles, Calif.: 

of Commerce 
Newark, N. J.: 

Commerce. 
Norfolk, Va.: Hampton Roads 

Maritime Exchange 
Philadelphia, Pa.: 

of Commerce. 
Pittsburgh, Pa.: 

Commerce. 
Portland, Ore.: 

Commerce. 
Richmond, Va.: 

Commerce. 
Syracuse, N. Y.: 

Commerce. 


New York: 734 Customhouse. 

Boston: 1801 Customhouse. 

Chicago: 1424 First National 
Bank Building. 

St Louis: 1209-1210 Liberty 
Central Trust Co. Building. 

New Orleans: 214 Custom- 
house. 

San Francisco: 307 Custom- 
house. 

Seattle: 515 Lowman Building. 


Manila, P. I.: George L. Lo- 


gan, Mer. 
COOPERATIVE OFFICES. 


Akron, Ohio: Chamber of Com- 
merce, 

Baltimore, Md.: Export 
Import Board of Trade. 

Chattanooga, Tenn.: Foreign 
Trade Secretary, Southern 
Railway System. 

Cincinnati, Ohio 
Commerce. 

Cleveland. Ohio: 
Commerce. 


Most of these 
the Bureau of Foreign 


and 


Chamber of 


Chamber of 


items are quoted in full, 
and Domestic Commerce, in the 


Chamber of Com- 


Chamber of 
Chamber 


Chamber of 


Chamber 
Chamber of 
Chamber of 
Chamber of 


Chamber of 


as reported by 


thought that where a miscellaneous list of requirements is 


stated, 
vealed. 


the character of the inquirer’s business will be re- 


These items are given identifying numbers, to avoid pro- 


miscuous publications of the names connected with 


For- 


eign Trade Opportunities developed by the Department of 


Commerce. The names and addresses must not be pub- 
lished by their recipients. 
General. 
104—A mercantile firm Syria desires to secure 
agencies from manufacturers for the sale of American 
goods, and also secure the representation of marine and 


fire insurance companies. 


i110—A firm of importers in The 
secure an agency from exporters for the 
all kinds and for the exploitation of patents. 


goods of 


References. 


Netherlands desires to 
sale of technical 


Quotations should be given c. i. f. ports of the Netherlands 


or Hamburg. References. 


154—A commercial agent in Peru desires to secure the 


representation of firms for the sale of 
Correspondence preferred in 
No reference offered. 


that country. 


language. 


American goods in 
the Spanish 


143—An importing firm in Switzerland desires to secure 


agencies for the 
ties, and other 
offered. 


(Continued on Page 


sale of high-grade office-appliance special- 
articles of a similar nature. 


No reference 
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THE “SATELLITE” 
TYPEWRITER STAND 


Adjusiable to the natural position of any pair of 
hands. Every typewriter in your town, regard- 
less of its name, rep- 
resents an opportunity 
for profits for you. 
Every typewriting ma- 
chine represents a cold 
dollar and cents busi- 















iness investment 
to its owner. It 
is a part of his 


equipment—a vital part. He wants 
his machine to pay dividends—to 
turn out the greatest amount of 
work in the shortest space of time. 


The use of the “Satellite "Adjust- 
able Typewriter Stand will help to 
accomplish this. It has for offices 
like the Larkin Company, of Buf- 
falo, N. Y., using 612; the Daytun 
EngineeringLaboratoriesCompany; 
The White Motor Company, 
and others. 


ary 


It puts more results into 
the day’s work — pays 
positive dividends to the 
owner and easy profits to 
you. Our dealers’ prop- 
osition and booklet will 
interest you. 


Write Dept. A 


ADJUSTABLE TABLE COMPANY 


GRAND RAPIDS, MICHIGAN 





This is Model 2X 

















x ® 


“GRAND RAPIDS QUALITY” 


in office chairs will make easy sales for 
dealers who take advantage of the 
selling points. Write for catalog and 
price list. 


Grand Rapids Office Chair Co. 
37-45 Prescott St., Grand Rapids, Mich. 
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Guides 
Folders 
Index Cards 
Second Sheets 
Adding Machine Rolls 
Plain and Ruled Pads 
Wooster Brand Envelopes 
Elsinore T ypewriter Lines 


1 
1 








Elsinore Paper Co., Inc. 


MANUFACTURERS 


152-4-6 Wooster Street - New York 


MN 

















If You Bind Your Own 
Loose Leaf Devices 


We can show you how to cut the cost 
of making your special metals, at least 
in half. 


Whether or not you buy your Knock 
Down Metals from us, we want ycu 
to effect this saving, because we spe- 
cialize in the manufacture of Loose 
Leaf Metal Parts for the dealer who 
binds his own Loose Leaf Devices and 
therefore we want to co-operate with 
the purchasers of metal parts. All 
of them. 


We will gladly explain without cost 
or obligation to you the system we have 
devised to enable the dealer to make 
up his special metals accurately and 
economically. 


Write us. We are here to serve 


The Tenacity 
Manufacturing Company, Inc. 
Reading, Cincinnati, Ohio 
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OTHER MACHINES 





Silesky, of The American Multi- 
graph Sales Company; A. A. Bratton, Dictating Machine 


Baltimore, Md.—B. B. 


Company, and Leroy K. Murrill, of the Addressograph 
Company, were delegates to the convention at Springfield 
Mass., held by the Direct Mail Advertising Association. 

Boston, Mass.—The window dressing competition con- 
ducted here by the Automatic Pencil Sharpener Company 
was won by Ward’s, Inc. The George E. Damon Company 
was given the second prize. 


Chicago, Ill—L. D. Camps, general manager of the 
Lisenby Manufacturing Company, returned October 27 
from an Eastern trip. 

Chicago, Ill—The Rotospeed Sales Agency, A. F. 


Waltzinger, manager, 108 North Dearborn street, now 
has the agency for the Mute-A-Phone, a silencer for tele- 
phone mouthpieces. 

Chicago, Ill—As a result of intensive sales promotion 
F. M. Boughton, manager here for The American Multi- 
graph Sales Company, has found it necessary to add five 
men to his city sales staff. He now has tourteen men 
covering Chicago. 

Chicago, Ill—In looking over the list of salesmen rep- 
resenting the American Bank Machine Company, it was 
discovered that covering the country there are thirty-five 
former typewriter men, five former adding machine men 
and five former office specialty men. The sales staff totals 
seventy. 

Chicago, Ill—High officials favored the local offices of 
The Dictaphone with visits in October. C. K. Wood- 
bridge, sales manager, looked in on A. M. Walker, the 
local manager, in mid-month. George W. Hopkins, vice 
president and general sales manager of the Columbia 
Graphophone Company, called later in October. 

Fond du Lac, Wis.—An adding machine and cash regis- 
ter exchange has been established at 11 East Second 
street by M. C. Severin and M. H. Matteson. The firm 
will handle business in a territory extending to Sheboy- 
gan. Rebuilding, repairing and overhauling will be done. 


London, England.—Addressograph, Ltd., has moved 
from 91-92 Shoe Lane, E C 4, to ground floor quarters at 
79 Kingsway, W C R 4. The assembling works, at which 
many accessories are also made, is on Grange Road, Wil- 
lesden Green, N W 3. 

Oklahoma City, Okla—The Office Appliance Company, 
H. H. Bryan, moved November 1 from 504 West Main 
street to a new store at 502 West Main street. L. B. 
Goff, the former owner, moved to Portland in September. 
The company handles The Dictaphone, Lightning letter 
openers, Ideal stenci! cutters, Standard envelope sealers 
Standard stamp affixers, Ditto duplicators and Elliott ad- 
dressing machines. 

Rochester, N. Y.— Miss Mary Moore, who has filled an 
important position in the Todd Protectograph Company’s 
advertising department for twelve years, ,has left for the 
Pacific Coast to study advertising and sales methods. A 
farewell party was given her by fellow workers in the Todd 
organization. 

San Francisco, Calif.—L. V. Hitchcock, manager of the 
Mimeograph for the H. S. Crocker Company, Inc., Mime- 
ograph agents, said late last month: “October promises 
to be the biggest month we have ever had, if business 
keeps up its present gait. We find, in these days, that 
it is necessary to go after business, in order to get it, 
and go after it hard.” 

San Francisco, Calif—O. A. Halloway, formerly a sales- 
man in the Cincinnati offices, has joined the San Fran- 
cisco force of The American Multigraph Sales Company, 
working under J. A. Whiting, district manager. Mr. 
Whiting states that Northern California and Nevada are 
responding well to the slogan “Bring Back Industries by 
Being Industrious.” Reno, Nev., is showing an excep- 
tionally good list of recent sales for Multigraph products. 

San Francisco, Calif.—William L. Hovis is interest- 
ing prospective buyers of. Elliott addressing machines by 
showing them moving pictures taken at the factory in 
Cambridge, Mass. Mr. Hovis has a screen and project- 
ing room in his offices, in the Adam Grant building, 
where the prospects are shown “movies” of the factory 
work and of the machines in action. Hovis says that this 


picture work is part of the new campaign of his firm. 
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TRADE MARK REGISTERED 


“The Eight 
DeLuxe & Different 
Line” ul e] A, eC Numbers 





The Business Pencil 


Polished ivory black. 

Hard rubber stem. 

Can not tarnish. 

Warm and velvety to touch. 
Spring tip holds leads firmly. 
Impossible to jam or clog. 





aS 


Styles— 
The Business Pencil 
The Indelible 
The Ladies 
The School Pencil 
The Automatic 






Rubber “Nek 


Sensation of the age. 

Slight pressure on tip feeds lead 
proper length. 

Liberal dealers’ discount. 





Write for prices and full information. 


The Waldref Manufacturing Co. 
64 S. Robert St. St. Paul, Minn. 

















Typewriter Desk No. 1531—Size 54x30 


Good Desks 


DESKS THAT SELL EASILY 
AND STAY SOLD 


WRITE FOR CATALOG 


Evansville Desk Co. 


Evansville, Indiana 





























HE above illustration shows the actual 
size of a box of 32 INKLETS. J hese, 
dropped into water make a whole quart o! 


Perfect Writing Ink 


Clear—Fast Color—Non-Corrosive 


Inklets will cut your ink bill amazingly— 
more than 50%, and will give you results 
as satisfactory as any you ever obtained 
from prepared ink. Much cleaner, more 
convenient, climate proof, cannot freeze. 


Four fast colors: Blue-black, Red, Green, Violet 


At your stationers. Samples free on request 


General Eclipse Co., pep. 1 Danielson, Conn. 














Ge1s—— 


N-W-LAPER GOODS CO. 





The demand for a complete 
paper goods line is constant— 
you must supply the demand. 
This being true, the problem 
resolves itself into a proposi- 
tion which necessitates the 
handling of a higher quality 
line—one with a good margin 
—and one that may be pro- 
cured quickly. 

The Northwestern Paper Goods 
factory is centrally located. WE 
CAN SUPPLY YOUR NEEDS 
FASTER AND MORE ECONOM- 
ICALLY. This service will reflect 
on your balance sheet in a sur- 
prisingly pleasing manner. 


Write for our catalog 
and price list 


The Northwestern 
Paper Goods Co. 


Quality Park 
ST. PAUL MINN. 
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‘“*KEEPING TRACK OF YOUR 
INCOME WITH $ MY FINANCES $ 
IS A PLEASURE, NOT A 
DRUDGERY”’ 


Quotation from a User 


The Booklet of Directions furnishe 
with each copy shows how simple it is to 
keep a ready reference record of every 
phase of one’s personal finances. 


Your customers need this book. 


JF KF 
Size 6%x3%—No. 308............$3.50 $4.25 
Size 8%x5%—No. 311............ 4.25 5.25 


Style KF is No. 1 grade cowhide. Style JF 
is second grade cowhide. Trussell patented, 
one-piece, all-leather covers. 


Send for samples on approval 
and dealers’ discount. Window 
cards and mail enclosures supplied. 


TRUSSELL MFG. CO., Publisher 
3 No. Cherry Street 


Poughkeepsie, N. Y. 
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WATERMARKED THIN PAPERS \ 


Fidelity Onion Skin \ 
Emco Onion Skin } 
Superior Manifold 


Made of new rag stock in a quality mill. \ 


Light and strong 
Good looking and useful \ 
Thin and durable i 


c= 


S 


Ss 







They are right for important uses in every \ 
business office. q 


SS 


S 


MADE BY y 

ESLEECK MFG. COMPANY 
TURNERS FALLS, MASS. < 

Ask Dept. O for Samples f 





LIS 
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The 
Standard 
Stamp 
Affixer 


The Standard Stamp Affixer. 
Known as the simplest, light- 
est and speediest on the market. Saves 
time and money. 


It is a portable safe for your postage 
stamps. 

Endorsed by thousands of well-known 
users, including: 


Standard Oil Co. 

Bell Telephone System 
United Shoe Machine Co. 
Western Electric Co. 
Bauer and Black 
Willard Storage Battery Co. 
Eastman Kodak Co. 


and other prominent houses. 





DEALERS—We have an interesting proposition to make you 
which does not involve any outlay. 


STANDARD STAMP AFFIXER CoO. 
EVERETT, MASS. 




















KKK") \Z 


AION NOM 


WISN S NONE 


UNCLE SAM 
BUYS 


NEMCO 
EXPANDED METAL 


(NOT WIRE) 


BASKETS 


You'll find them the best selling 
“medium priced’’ baskets you ever 
handled. Rust-proof. Extra strong. 
Attractively enameled. 








Write our Sales Department for particulars. 


NORTH WESTERN EXPANDED 
METAL COMPANY 


983 Old Colony Building 
CHICAGO 


Sales Representatives 
H. E. HOOKER ERNEST WALLACE 
186 N. LaSalle St. 444 W. Market St. 
Chicago, lL San Francisco, Cal. 
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STATIONERY 





Atlanta, Ga.—Thomas E. Rybert & Company has pur- 
chased a site adjoining the printing and stationery manu- 
facturing plant on Auburn avenue, and wiil build an addi- 
tion. 

Boston, Mass.—The Alexander Paper Company has or- 
ganized to deal in stationery and paper; capital stock, 
$25,000; incorporators, James Alexander, Donald C. Alexan- 
der and Stuart L. Alexander, all of Brookline. 

Burlington, N. C.—The Carolina Office Supply Com- 
pany has been merged with the Burlington Printing Com- 
pany 

Chicago, Ill—The Arvey-Zenner Company, 146 West 
Lake street, has moved to Room 206 from Room 219. 

Chicago, Ill—The Moser Paper Company has taken on 
the fine papers of the Gilbert Paper Company, Menasha, 
Wis. 

Chicago, Ill—H. A. Stacy, who was in the loose leaf 
business here, is now handling sales for the Stauder En- 
graving Company, 231 North Wells street. 

Chicago, Ill.—L. A. Carrithers returned in October from 
an Eastern trip which included the stationers’ convention 
at Atlantic City, and a visit to New York 

Chicago, lll—The Ranier Supply Company 422 South 
Dearborn street, has incorporated to manufacture and 
deal in books, stationery, office equipment; capital, $10,000; 
incorporators, Frank E. Ranier, Henry L. Graf, R. Det- 
love 

Cincinnati, Ohio.—The Webb-Biddle Company, stationers 
and printers, has leased the building at 137 East Fifth 
street. The old location at 306 Walnut street will be 
abandoned. 

Conway, Ark.—The stationery business of S. E. Ander- 
son, established twenty-seven years ago, has been pur- 
chased by C. C. Jones. 

Grand Rapids, Mich.—Ernest Gonnesen has returned to 
the Tisch-Hine Company, after four years with the Sewell- 
Clapp Envelope Company, Chicago, IIL, as salesman 

Jamaica, N. Y.—M. Reiss has added stationery and 
kindred lines to his regular stocks of paper, paper bags, etc. 

Kansas City, Mo.—Oliver Wroughton, chairman of the 
Kansas City Stationers’ Association, has made a successful 
recovery from an operation. 

Louisville, Ky.—The National Distributing Company has 
organized to do a general publishing and stationery busi- 
ness; capital stock, $5,000; incorporators, J. W. Cross, Mrs 
B. Mottwiles and E. F. Conner. 

New York, N. ¥Y.—Charles S. Parker, stationer’s tinware, 
has moved to 273 Pearl street. He was at 83 Maiden Lane 
for twenty-seven years. 

New York, N. Y.—Franklin E. Ashley, now connected 
with the stationery business of James Shea, 36 Fulton 
street, was formerly with the Thaddeus Davids Ink Com- 
pany, Inc. 

New York, N. Y.—The R. J. J. Stationery Company has 
incorporated; capital stock, $10,000; incorporators, Max 
Jaffa, 1431 Forty-ninth street; Max Jacobs, 442 Vermont 
avenue, and Charles Kapit, 644 LaFayette avenue, 
Brooklyn. 

New Orleans, La.—A. J. Warner, a new store salesman 
for Hansell Brothers, was previously with the Chronicle 
Publishing Company, Alexandria, La. 

Omaha, Nebr.—N. S. Yaffe, stationer and rush printer, 
has located at 118 South Seventeenth street. The former 
address was 512 South Sixteenth street. 

Philadelphia, Penna.—The Office Requirements Com- 
pany, formerly at 1302 Filbert street, is now in enlarged 
quarters at 47 North Thirteenth street 

Philadelphia, Penna—Edward F. Bernhardt, chief of 
the stationcry department, Central News Company, has 
been obliged by ill health to take an extended rest 

Philadelphia, Penna.—The Continental Scriptex Ink 
Company and the Continental Paste Company will soon be 
located in commodious space at Howard and Berks 
strects. 

Philadelphia, Penna.—Francis B. Foerderer, 2051 Ger- 
mantown avenue, has taken larger quarters at 2227 Ger- 
mantown avenue. The printing and engraving departments 
are to be enlarged. 

Philadelphia, Penna.—Leslie W. Seward, former manager 
of the commercial stationery department of N. Snellenburg 
& Company, recently accepted a position as store manager 
for the Smith Printing Company, Williamsport, Penna. 


3 





FOR A CLEAN, 
LONG-LASTING 
IMPRESSION 


TYPEWRITER 





ALLEN & COMPANY 


MANUFACTURERS 
General Offices and Factory: 
11-13 Vandewater St. New York, N. Y. 














OFFICE 
CHAIRS 


That Conserve Vitality— 








A business man’s day is 
divided into three equal 
parts: sleep, recreation, and 
his office chair. The latter 
permits the other two. 
Hence the necessity for 
serious consideration of the 
chair. 


GUNLOCKE 
CHAIRS 


afford comfort during 
the day and lend 
themselves to better 
work. 


Not only do they con- 
serve vitality but they 
are so finished as to 
preserve their appear- 
ance of newness. Aside 
from the built-in qual- 
ity of this compre- 
hensive line, particu- 
lar attention is given 

to the final job—the Ne. 688 

matter of putting on the handsome, transparent surface that 
protects against dust and gives the chair a beauty and char- 
acter often remarked upon. 


You would find our catalog worthy 
of study. Send for a copy. 


W. H. Gunlocke Chair Co., 


WAYLAND, N. Y. 
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“The World’s Best Writing Machine’’ 


Victor Standard Typewriter 





A little higher in price—a lot better.in quality 
The Fundamental Reason 


for. the the euperiarity of the Victor is that it is designed and built right. 


bearings give a perfection and permanency of alignment 


aa is not equaled by any other method of visible writing machine construction 


roller bearings make certain carriage rigidity and eliminate the lost 


motion so destructive of alignment. 
These are but a few of the oe a that together stamp the Victor as 


grade visible writing mac 


highest 
Quality is vital—Price but incidental. 


DEALERS—For three years we were compelled to refuse three orders 
for every one accepted. Increased production will allow the development 
of some new territory. This is your opportunity. Immediate profit—a cer- 
future. Victor users are satisfied. Victor dealers successful. 


Write for Catalogue 


VicToR TYPEWRITER (COMPANY 
General Offices and Factory: Scranton, Pa., U.S. A. 


Address Department MM 
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Cuspidors 


—86 designs in Brass, in- 
clude three or four leaders 
of which you will sell the 
most. This profitable line 
will increase your sales. 
All are quality-marked— 


“AMCOIN” 





Write— 
ALDRICH Mfg. Co., Inc. 
57 Illinois St., Buffalo, N.Y. 


—‘‘Since 1879”’ 
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Pierre, S. Dak.—-The Foreshew Supply Company has 
been opened to handle stationery and office equipment. 

Seattle, Wash.—The Hurwitz-Block Stationery Com- 
pany, Stewart building, is going out of the stationery 
business. 

Seattle, Wash.—F. J. Hawley, assistant manager of the 
Lowman & Hanford Company, was East on a business 
trip in October. 

Seattle, Wash.—The Northwest Envelope Company, 
Bert E. Boles, president and general manager, is installing 
equipment in the plant at 617 Western avenue. 

Seattle, Wash.— Mrs. Annie Russell Butler, manager of 
the stationery department of the Pliny L. Allen Company 
for the past year, has resigned. It is understood that she 
will go into business for herself. 

Sheboygan, Wis.—The Office Supply & Printing Com- 
pany, 434 South Eighth street, will erect a modern build- 
ing to cost $50,000. It will house the office and plant. 
The structure will be of brick, 70x 70, two stories high 

Spokane, Wash.—Western Stationers, Inc., 425 Symons 
building, has opened to deal in commercial stationery and 
office supplies. A. J. Roe is president. 

San Francisco, Calif—George Fera called on the San 
Francisco trade in October, representing the Thaddeus 
Davids Ink Company, Inc. 

San Francisco, Calif—A. Carlisle & Company state 
that they will soon have one of the new display cases of 
push pins for maps and tacks. 

San Francisco, Calif—Neal, Stratford & Kerr report 
good sales for a new Los Angeles product. It is the 
Munkee-Silent Stamp pad, manufactured by the Munkee 
Products Corp., Delta Building, Los Angeles. 

San Francisco, sag Ee Carlisle & Company recently 
put in the Lefax line of blank book forms, manufactured 
in Philadelphia. Charles Nash is the Western representa- 
tive for the Lefax lines. They are in demand, both by 
business men and by college students. 

San Francisco, Calif—Reid & Gilmartin are showing a 
big line of Columnar commercial efficiency stationery, 
forms and pads, etc., manufactured by a _ rican 
Pad & Paper Company. W. L. Reid will be back at the 
factory of the American Pad & Paper Company, in No- 
vember, after a trip through the Pacific Northwest 

San Francisco, Calif—J. A. Patrick of Patrick & Com- 
pany, recently won the cup offered by Peter C. Gerhardt, 
chairman of the Rotary Club’s golf committee, at the 
Rotary tourney, at Del Monte. It was a hard-fought 
victory and occupied the better part of two days. Mr. 
Patrick defeated S. L. Schwartz in the final by three and 
two. 

San Francisco, Calif—E. H. Moses, president of the 
Moses Stationery Company, Hilo, T. H., sailed for his 
island home October 19, on the Maui. He had previously 
been here for two weeks, on his return from a business 
trip East, where he visited a couple of the factories he 
represents and also attended the Globe-Wernicke conven- 
tion. 

San Francisco, Calif—B. P. Jackson is now sales man- 


ager for Sanborn, Vail & Company. He has been an 
active member of the firm’s staff for some time and is 
very favorably known to the trade. A _ high tribute is 
paid, in the latest issue of the “Sanvail Bulletin,’ to 


Thos. W. Moore, the former sales manager, who resigned 
to become Western representative for the Wilson-Jones 
Loose Leaf Company. Mr. Moore was connected with 
Sanborn, Vail & Company for twenty-two years. 

San Francisco, Calif—There’s something about a broken 
plate glass window, of large dimensions, that makes pass- 
ers by stop to look. At any rate, that was the psycho- 
logical idea on which B. R. Lindgren arranged the ex- 
hibit of popular-priced Library Bureau cards in the show 
window of F. W. Wentworth & Company. The center 
of the window is occupied by a big packing case, filled 
with cardboard boxes of the cards, the whole looking as 
if it had been dumped down carelessly, so that the boxes 
are strewn about. One of these boxes seems to have 
broken clear through the plate-glass window. It is 
really cut in two, one half being pasted outside the window 
and the corresponding half pasted inside. Chalk marks 
radiating from the box, give the impression of the glass 
being badly cracked. 

Toronto, Ont., Canada——S. R. Wilkie has been made 
sales manager of S. R. Hart & Company, manufacturing 
stationers, King street. He has been connected with the 
company fifteen years. 

Winchester, Va—The Office Equipment Company, 
Hagerstown, Md., has opened an office here on the se: con d 
floor of the Farmers’ & Merchants’ National Bank building. 
Miss Bessie Emmart is in charge. 
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You Will Save 50 to 75% 


on your PRINTING BILLS if you 
purchase one of our 


REBUILT MULTIGRAPHS 


at approximately half new price. We offer all 
models for immediate delivery with or without 


attachments, also 

Addressing Machines, 
Duplicators, Folders, 
Sealers, 


Addressing Machine 
Cabinets, Frames, 
Supplies, etc. 


All Machines 


are thoroughly RE- 
BUILT by skilled 
mechanics and 


GUARANTEED Service- 
able as New 










EDEXCO - 
Graphic Marking Devices 











They’re Real 
Edexco fi--a Map Pins 





Old machines purchased 





Will not peel or scratch. Solid outright, taken in trade or 
glass heads—color runs all way handled on cunsignment. 
through—steel points—stay where you Price-lists, cuts, specifica- 
put them—2 sizes—16 colors. . tions, etc., will, gladly be 
DEALERS WRITE FOR SPECIAL PRICES forwarded upon request. 
Small stock will show good profits 
OFFICE DEVICE COMPANY 
EDUCATIONAL EXHIBITION CO, (Franklin 5896) 
522 Custom House St. Providence, R. I. 162 North La Salle Street CHICAGO 














Office Tables, Costumers 
Typewriter and Telephone Stands 


' o- s \\ 
i Vie 4 2305 to 2315 N. Broadway 


ST. LOUIS, MO. 


THE RUSH-FRASER DE LUXE 


The IDEAL Ink And Typewriter Eraser 
Used by Uncle Sam 


in engineering and governmental departments 


Used like a pencil; just a stroke and the letter or figure is erased- 
For quick, clean, invisible erasing it is incomparable. 


RUSH-FRASER 


An IDEAL Office Equipment Specialty 

combining luxury and economy 
THE FLEXIBLE DIAMOND 
BRUSH — ITS SECRET 


_— 


Sells at Sight to typists, steno- 
graphers, bookkeepers and 
draftsmen 
Made in 14K Gold finish. At 
your dealers or mailed direct 
stpaid insured for 50c in 
a Order or stamps. 
Liberal terms to the trade. 
Assembled twelve in handsome 
gold and silver display carton. 














‘SKEPOUSEE IT 
FLEXIBLE DIAMOND BRUSH ITS SECRET 

eee Rush Eraser 

a 5 Company 

920S A &K 
Building 

ne SYRACUSE, 

as Ss c Representatives for 


Holland 
and Dutch East Indies: 
BLIKMAN & 
SARTORIUS 
Amsterdam 
and Sourabaia, Java No. 508 


Costumer 





No. 1822, Telephone Stand 


Write for Special Folder 
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If your house adheres strictly to 
quality merchandise, you ought to 
handle GOODLINE “METAL TIP” 
GUIDES. For, in general, metal tip 
guides, because of their wide varia- 
tion and selection are difficult to 
sell. But, GOODLINE GUIDES 
have the features embodied in their 
make-up which guarantees a longer 
life and more serviceable satisfac- 
tion, because they are reinforced at 
the points where most guides are 
weakest. In short—GOODLINE 
GUIDES represent 100% quality 
which is apparent at the first glance. 
If you wish to make certain rapid 
turnover write for our splendid offer. 


THE GOODLINE COMPANY 


KENT, OHIO 


New York Office: 52 Park Place 


Typewriter Supplies Men 
Who Stock and Feature 


XTRAGOOD 
SUMMIT 
APEX 


Brands Typewriter Ribbons and 
Carbon Paper know that users 
appreciate their quality. Dealers 
who do not know these brands are 
now face to face with Opportunity. 


Write for samples today— 
a test will prove 
their excellence. 


Union Ribbonand Carbon Co. 


MAIN OFFICE and FACTORY 
Frent and Laurel Streets PHILADELPHIA, PA. 
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Solid Base or 
Sanitary Leg Base 


Dealers can now offer the choice of our all- 
steel storage cabinets with either a solid or 
a sanitary leg base. 


Rigidly constructed and beautifully finished. 
Adjustable shelves and dividers. Three-way 
locking device. 


Olive green, oak and mahogany. Sells at 
sight. 


Write for booklet and dealer proposition 








Terrell’s Equipment Company 
Hilton Street | GRAND RAPIDS, MICH. 

















PENS 





SERVICE under adverse conditions creates confi- 


dence—a confidence in their merchandise for wihch 
every manufacturer and dealer strive to gain 
SALZ PENS DE LUXE place fountain pen service 
on a higher plane. 

Our assortments of picked sales promoting pens 
attractively displayed in free display cases with 
service as the magnetic force, makes sales. 
Further information on these and other displays 


on request. 
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SALZ BROTHERS 


71 West 35th Street New York, N. Y. 
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Chicago, Ill.—Klos-Koefoot & Company, 213 West Aus- 


tin avenue, have organized, to loose leaf 


equipment for banks. 

Chicago, Ill.—John C. Williams, of the Boorum & Pease 
Company, returned late in October from a three-weeks’ 
trip in his Eastern territory. 

Chicago, IIlMiss Weiner, who has taken charge of the 
engraving department of the Commercial Stationery & 
Loose Leaf Company, was previously with Dunwell & 
Ford and the Marshall-Jackson Stationery Company 

Chicago, Ill—Ray Schumacher, formerly with the Wil- 


specialize in 


son-Jones Loose Leaf Company, is now with the Na- 
tional Blank Book Company. He is covering Michigan, 
Ohio, Indiana and Kentucky with both loose leaf and 


blank book lines. 


Chicago, Ill—The Chicago branch of the National Blank 
300k Company has made its impress on the trade and 
many dealers are visiting the display in the Converse 
building, Jackson at Desplaines. The new line of National 
machine bookkeeping devices described in the latest cata- 
logue is stocked. 

Chicago, Ill.—About 
clerks handling Tatum 
thorough demonstration 


twenty proprietors and retail 
loose leaf goods were given a 
of their use in machine book- 
keeping. F. M. Anglim, manager for the Elliott-Fisher 
Company, showed how the machine bookkeeping sup- 
plies are employed in modern offices. 


Kansas City, Mo.—R. A. Shannon, 3242 Bellefontaine, is 


organizing the Stronghold Manufacturing Company. Ad- 
vertising novelties and specialties will be produced. Mr. 
Shannon was until recently advertising manager of the 


Irving-Pitt Manufacturing Company. 

San Francisco, Calif—W. H. Palmer, representative 
of the Boorum & Pease loose leaf lines, is spending a 
few weeks in Southern California. 

San Francisco, Calif.—Local stationers are much pleased 
with the new forms that the Irving-Pitt Manufacturing 
Company is sending out, showing all the different sheets 
made by the firm. 

San Francisco, Calif—James H. Davidson, who recent- 
ly resigned from being the representative for the Wilson- 
Jones Loose Leaf Company, is considering the taking on 
of Pacific Coast representation for several Eastern lines. 
Thomas W. Moore, newly-appointed representative of the 
Wilson-Jones Loose Leaf Company, will, it is understood, 
shortly open local offices. 

San Francisco, Calif—M. Gagg, formerly connected 
with the New York offices of the Elliott-Fisher Com- 
pany, has opened offices in Room 557, Monadnock build- 
ing. He will supply business efficiency equipment. Firms 
which Mr. Gagg is at present representing are: C. E. 
Sheppard Company, “Cesco” loose leaf devices; the Uni- 


versal Fixture Corporation, display advertisers; the Art 
Roller Bearing Company, distributing agency for the 
coast; and also the Pacific coast agency for the Aero- 


Marine Airways, Inc., sea planes, which Mr. Gagg thinks 
will eventually be important, both for business and pleas- 
use. When Mr. Gagg recently visited California for his 
nealth, he resolved to make his future home here. He 
expects to add other lines to his representation. 





(Manufacturer—Continued from Page 249.) 
Paper. 

112—The American representatives of a mercantile firm 
in Australia desire to purchase and secure an agency for 
the sale of tools, padlocks, lanterns, lamp glasses or 
globes, table and pocket cutlery, meat choppers, and house- 
hold hardware lines, such as aluminum and enamelware. 
Samples and prices are requested of textiles, paper, and 
glass and porcelain tableware. Purchases to be paid for 
in cash. Reference. 

Pens and Pencils. 

182—A inornufacturing firm in Switzerland desires to pur- 
chase a machine with which to press designs (zigzag shad- 
ing) on the outside of hard-rubber fountain pens and pen- 
cils. 





When a man falls off the water wagon he always lands 
in a crowd.—The Webster Way. 
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LIBERTY PARCEL 
POST SCALES 


Our twenty-five years of specialization have 
given us the experience and facilities to 
reach an advanced standard of mechanical 
perfection which is evident in this scale. 
This scale has a slanting and extended dial 
that is in direct range of the eye with a 
chart so arranged that the indicator auto- 
matically points to the amount of regular 
postage and the amount of special revenue 
stamps. 





The Liberty Parcel Post Scale fashioned 
substantially from good steel is the last 
word in skilled and efficient workmanship. 









We invite your order 
through your jobber 


TRINER SCALE 
& MFG. CO. 


2714 W. 21st St. 
Chicago, Ill. 

















Reduction 
in Price of 
Quality 

Cuspidors 


Effective Aug. 15th 


PRICE LIST ON APPLICATION 





IRELAND & MATTHEWS 
DETROIT 
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‘Embossing Seals and 
Seal Presses 


The Star Seal Press is one of 
the best known and most 
popular seal presses on the 
market. It is made in four 
sizes for use by corporations, 
So offices, notaries, 
odges, etc. 


The “Aluminum” Pocket 
Seal is made particularly for 
notaries, lodge secretaries 
and others who want a light 
weight, handy seal that can be carried in the pocket 
or handbag. 

These seals have been established as standard for their 
particular kind of work for a long time; they are what 
the business public looks for in this line. We also have 
in stock seals for heavy duty. Description and prices 
are given in our Catalog No. 29A. Write for it. 


LOUIS MELIND CO. 


Designers and Manufacturers 
362 West Chicago Ave. - - CHICAGO 





We carry in 
stock acom- 
plete line of 
num bering 
machines 
and hand 
stamps. 
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**KEEPING TABS ON THINGS” 
WITH 








E 


INDEX TABS 


Sell Them Strips of 
U-KUT-EM INDEX TABS 


and let them make Index Tabs 
themselves the way they want 
them. 


Write for Samples and Prices 


UNIVERSAL INDEX TAB CO. 









































CATALOGUES 





Manufacturer. 


Supplement No. 1 to Price List No. 60 has been issued 
by the Wilson-Jones Loose Leaf Company, Chicago, III. 
x * * 


The American Crayon Company, Sandusky, Ohio, de- 
votes three new folders to blackboard crayons, pencils and 
paste. 

eon 

Catalogue No. 21 has been issued by the McMillan Book 
Company, Syracuse, N. Y. It represents important price 
revisions. 

* * * 

Revised prices on Uhl steel furniture are detailed in List 
No. 202, distributed by The Toledo Metal Furniture Com- 
pany, Toledo, Ohio. List No. 402 shows new prices on 
factory stools, tool trays and trucks. 

x * * 

The Holiday Card Company, 1013-15 Grand avenue, Kan- 
sas City, Mo., sends out a folder showing six special greet- 
ing cards, die stamped. Blank space is left for the senti- 
ment and name, to be printed by the stationer. 

x *x x 


The Sam’l C. Tatum Company, Cincinnati, Ohio, an- 
nounces that a new price list is in preparation. It shows 
reductions on many items. The new list became effective 
October 17, and invoices subsequent to that date showed 
the new prices. 

i 

Price lists dated October 1 have been issued by the 
Eaton Crane & Pike Company. One covers Berkshire 
typewriter papers; the other is devoted to Crane Com- 
pany’s bond, Old Berkshire Mills, and Crane’s Japanese 
Linen typewriter papers. 

x * * 

L. Hoffman, 45 Lafayette street, New York, N. Y., has 
published a new catalogue dated October 1. It is a six- 
teen-page booklet with heavy paper cover, copiously illus- 
trated, and fully priced. Dealers who have not received 
copies can have them on application. 

* * x 

The National Blank Book Company, Holyoke, Mass., 
has issued a new catalogue on loose leaf devices and sup- 
plies. Its 152 pages are copiously thumb-indexed. The 
book is fully illustrated, every page having its picture. 
A new feature is a delivery schedule, which indicates the 
shipping facilities on the various items.—“Ready Records 
for Accounting” is a twenty-four page catalogue in a 
striking cover. It shows the National line of forms for 
the loose leaf systems of retailers, professional men, time 
tickets, store’s records, case and collection dockets, real- 


tor’s records, stock records, etc. Dealers who have not 
received these publications can have them on application. 
Distributor. 


The Seaman Paper Company, 208 South LaSalle street, 
Chicago, IIl., circulates a price list of stock items in coated 
book papers, etc. 

x * * 

The Dartnell catalogue is devoted to the books, supplies 
and service furnished by The Dartnell Corporation, Ravens- 
wood and Leland avenues, Chicago. They are planned to 
help the salesmanager and the salesman. 

Dealer. 

An effective mail piece featuring office furniture and 

service, is distributed by Pierce, Inc., 10 Ford street, Hart- 


ford, Conn. 
x * * 


Frank W. Black & Company, 432 South Dearborn street, 
Chicago, IIl., distributes an appealing blotter in colors and 
gold, featuring a holiday greeting card service, 

x * * 


Cameron, Amberg & Company, 163-65 West Randolph 
street, Chicago, Ill., have issued catalogue No. 95 covering 


stationery, loose leaf devices, office supplies, etc. The in 
dex shows almost 400 classifications. 
x * * 


Horder’s, Inc., Chicago, sent out a complete suggestion 
book of Christmas and New Year greeting cards. Im- 
printing service in copper plate and letter press is fea- 
tured. Miscellaneous Christmas goods are shown, in- 
cluding “Buddy’s,” Waterman pens, Faber pencils and 
Eversharp pencils. 
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More Sales, More Profit 


with the 
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WORK- 


Dealers who go after it will find 
volume of business awaiting them on 
ORGANIZERS,—and at a good profit. 

Every desk you sell can be completely equipped 
with WORK-ORGANIZERS before it leaves your 
store. The time and labor-saving features of 
WORK-ORGANIZERS in ANY business, makes 
EVERY desk in EVERY office your prospect. 

Go after this business; show how WORK-OR- 
GANIZERS save time; explain the different sizes 
and styles of WORK-ORGANIZERS, and the easy 
way in which they handle all kinds of desk work. 
One dealer takes WORK-ORGANIZERS out by the 
dozen and leaves them with various desk-workers, 
as a trial. After using them a few days, they de- 
cline to give them up. 

WORK-ORGANIZERS continually repeat with a 

steady profit. Our reassortment plan keeps stock 

well balanced. Get our Sales Bulletin and Window 


Display suggestions to help boost your business. 
Write us for any assistance needed. 


Work-Organizer Specialties Co. 
725 W. Grand Blvd. Detroit, Mich. 
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THE BABY TYPEWRITER STAND 
A FAST AND EASY SELLER 


$6.50 


F.0.B. DETROIT 











Write for Liberal 


Dealer Proposition 


EVERY DEALER 
SHOULD CARRY 
THIS STAND 


IT IS 
THE BEST BUY 
ON THE MARKET 








A strong, well built 
stand, five ply oak 
veneered top, 17$”x14”. 
Easy to move about. 
Suitable for home use. 


26” high. 


FOR OUR LIBERAL PROPOSITION 





WRITE NOW 


AUTO PARTS MFG. CO. 


1814 Trombly Avenue DETROIT, MICHIGAN 
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Service and Pep. 


We produce everything known in loose- 
leaf devices. We have the most modern 
manufacturing facilities with which to do 
it. We do it in a quicker, efficient, more 
economical and original way. We want 
you to realize that we are experts for we 
have been actively engaged in loose leaf 
manufacturing for many years. We have 
not a new service, but a revival of the old 
reliable service with a new kick—the kind 
that gets you what you want when you 
want It. 


We manufacture complete lines of modern 
serviceable leaf devices. Our catalog 
describes them. We want you to have one. 
Write us and we will show you a real propo- 
sition that will interest you. 


The Chicago Binder & File Co. 


118 S. Clinton St. Chicago, III. 


Manufacturers of 


THE “Perfect” une 


lc OSC 
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Sail Every Roll in every 
| @ case is Guaranteed 
ey Eto be Satisfactory 
: é . » 


MANUFACTURED BY 


b 


“Vou re sure tobe 
right whenyouuse 
QUALIFIED ADDING 
MACHINE PAPER” 


Standard sizes: 50 roll and 100 roll cases 
Sold by good Stationers—Everywhere 


CENTRAL PAPER COMPANY 








Stationers’ 


Tarboard 
Goods 





are in demand. 


Advance Paper 


2727 Franklin Ave. 





An established line of filing boxes, trans- 
fer cases and stock boxes assures you of 
a steady income and regular turnover. 
Your customers know these goods—thev 


If you now handle these goods, get our 
proposition and see how it compares. 
If not, write for information about our 
sample assortment which provides a small 
stock and a sample of each number. 


Manufacturers of Plain and Fancy Paper 
Boxes, Filing Cases and Stock Boxes. 





Box Co. 


St. Louis, Mo. 








Aluminum Arch-Files 
and Clip Boards 
that find a 


ready sale 





Clip-boards have too long been constructed 
of wood or zinc. Arch-files, in like measure 


HOHNSBEEN SPECIALTIES 


are well constructed of heavy aluminum, possessing merits 
instantly recognized by your trade. Where properly dis- 
played, they sell themselves. 

The liberal discount to dealers has made 

Hohnsbeen Specialties popular among 

leading stationers and office outfitters. 


HOHNSBEEN MANUFACTURING COMPANY 
MINNEAPOLIS, MINNESOTA 
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Give a Thought 
to Pins 











Pins are so commonplace that the 
average user gives no thought to 
them, sc long as they’re good. And 
there’s the point—on 


Those Good 
Crescent Pins 


Uniformly good—keen points, solid. 
with ‘‘comfortable’’ heads, that push 
the points through thick wads of 
paper and ‘‘stay put.” Our pride 
in making good pins is your assur- 
ance of unvarying quality. 


Bank Pins—Pyramid Pins 


Crescent Brass & Pin Company 
Detroit, Michigan 


Southern Representatives: 


PHIL F. WEBSTER 
Box 873 San Antonio, Texas 


Western Representatives: 


BERT M.MORRIS COMPANY 
444 Market St., San Francisco 
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Crane & Company, Topeka, Kans., issued an eight-page 
folder, letter size, reproducing a large assortment of holli- 
day cards suitable for imprinting with copper plate im- 
pressions. The various groups are clearly described in 
text, so that selection is easily possible without visiting 
the store. Several pages of gift suggestions for Christ- 
mas are included in the folder. 








CHARACTERISTIC 
DISPLAY FUR- 
NISHED DEALERS 
BY THE REALITE 
PENCIL COMPA- 
NY, 3016 MON- 
TROSE AVENUE, 
CHICAGO, ILL. — 
This Piece, with 
Window Signs and 
Other Advertising 
Matter, Is Furnished 
with Three Dozen 
Pencils. 








4 2 aP 


Accessory Advertising Matter. 








The Philadelphia branch of The Ault & Wiborg Com- 
pany is distributing a telephone mouthpiece as an adver- 
tising specialty. . 

. 28 

The National Blank Book Company offers a handsome 

counter cabinet for the display of loose leaf pocket memo- 

















randa. It is National Assortment Cabinet No. 6050. 

No. L. = No. L 
“MONGOL” § “VAN DYKE” 
METAL METAL 

PENCIL 
35%" 35" 
LONG LONG 


No. 37 GENERAL ERASER SIGN 
SIZE 13's" x 12" WITH EASEL BACK 






ERHARD FA 
VAN DYKE 


RASER 





No. 36 ‘“‘MONGOL” 
METAL SIGN 
SIZE 14's" x 10° 


No. K “VAN DYKE”’ ERASER 
METAL SIGN SIZE 10° x 14" 
WITH EASEL BACK WITH EASEL BACK 
RECENT DISPLAY SIGNS FURNISHED BY THE HOUSE 
OF EBERHARD FABER, 37 GREENPOINT AVENUE, BROOK- 
LYN, N. Y.—Sent to Dealers Prepaid on Request, Upon Men- 
tioning Item Numbers Desired. 
















Poster and display card material to tie up local displays 
of The National Cash Register Company with national 
advertising is supplied from Dayton. 

* * 


Offices of the Oliver Typewriter Company are decorat- 
ed with a small display card, “More Business Can Be 
Had If You Go After It—Yours, Oliver.” The signature 
is in script. 

* + * 

The Joseph Dixon Crucible Company has issued the 
third edition of its portfolio descriptive of the advertising 
campaigns on Eldorado pencils in the magazines and engi- 
neering journals. 





Anybody can kick; we need those who can pull.—Par- 
rottalks. 
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Mr. Dealer: “Ajax Eyelet Fasteners,” “Samson 
Punches,” “Eyelet Tools,” etc., assure you of a quick, 
profitable turnover and re-orders. 


“The Ajax Eyelet Fastener” is a 
real necessity for binding valuable 
papers and documents, etc., where 
security, permanence and insurance 
against loss and substitution are 


paramount. 
[ aod CLINCHES IT 
ONE OPERATION 


Handles three sizes of Ajax 
Eyelets without any adjustment 


fim mam 


No. 1 No. 2 No. 3 
Long Med. Short 











‘‘The Ajax Eyelet Fastener’’ assures you 
of Repeat Orders for ‘‘Ajax Eyelets’’ 





*‘SAMSON” No. 1 HAND PUNCH 


Handles 7 
sizeso 
punches and 
dies 1/16 to 
% inch ina 
di iameter, 
easily inter- 

aged. 


“SAMSON” EYELET TOOL 















Will punch 
thre \ inch 
of paper or 


Zinc 
cardboard. Eyelets 
Write for Our Catalog and May Ist Price List 


THE MACHINE APPLIANCE CORP. 
351 JAY STREET, BROOKLYN, NEW YORK 

















MILO 
Ribbons 


Supplying MILO Ribbons to your trade can be 
made a very profitable department of your busi- 
ness. There is a good margin of profit, large 


volume of sales, and very little detail connected 
with the'r handling. 


MILO Ribbons are the best you can buy. We 
make them up in sufficient quantities to carry a 
large stock always on hand. We maintain a 
rapid service. 


MILO Ribbons are ready sellers. They have the 
prestige of an active advertising campaign behind 
them. The trade recognizes MILO Ribbons as 
quality goods. That is why jobbers and dealers 
find them the most profitable line they can stock. 





Small town overhead with large city facilities. 


MILO CAREGN CORPORATION 


PENN YAN, N. Y. 




















262 OFFICE 





DEALERS! 


New lines of the highest 
grade Carbon Papers for 
Special Imprint and in 
Reams. 


Compare the quality. 


Send for samples and 
prices. | 


“You will be pleased” 


CARRIB 


Manufacturing 
Corporation 
ROCHESTER, N. Y., U. S. A. 

















How many Business 


Offices in Your Territory use 
Direct Mail Advertising? Count 


them up—they are prospective buyers of 
the Mentges Folder, and they may be prospective 
buyers for you. We want live-wire sales repre- 
sentation all over the U. S. and several foreign 
countries and we have an excellent proposition for 
men who can qualify. 


The Mentges Folder has an established place in the 
mailing rooms of many nationally-known concerns 
where it has paid for itself over again in time, space 
and cost saved. Write for particulars. 


The Multicolor Sales Company 


421 South Dearborn Street Chicago, U.S. A. 
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PENS AND PENCILS 





Chicago, Ill—John N. Marley, local manager for the 
L. E. Waterman Company, was called to Milwaukee in 
late October because of the illness of the local salesman. 

Chicago, IllL—H. E. Waldron, vice president and gen- 
eral sales manager of the W. A. Sheaffer Pen Company, 
spent some time during October in Washington, D. C., 
supervising an advertising campaign in that city. 

Chicago, Ill—October window displays at the store of 
the L. E. Waterman Company attracted much attention. 
On the anniversary of the Chicago fire a large photograph 
showing a section of the ruins was displayed. Another 
window showed a reigning theatrical favorite. Silver- 
mounted pens were in the foreground—and the dancer was 
more filigree in costume than were the fountain pens. 

New York, N. Y.—The Ajax Pencil Company has been 
incorporated in Delaware; capital, $50,000; representative, 
M. N. Brown, 130 West Forty-second street. 

Oakland, Calif.—The Pacific Graphite Works has been 
purchased by the Carson Black Lead Company. The plant 
at Fortieth and Linden street is to be enlarged. 

Philadelphia, Penna.—Joseph C. Huss, president of the 
Turner & Harrison Pen Company, did a tour of grand 
jury duty as one of the privileges of citizenship. 

San Francisco, Calif—George Reindel, of the Eagle 
encil Company, visited the San Francisco trade in 
Jctober. 

San Francisco, Calif—Angy B. Thomas, coast repre- 
sentative of Eberhard Faber, is making a long trip through 
his territory. 

San Francisco, Calif—The Dunn Pen Company has 
established offices in the Phelan building, under the man- 
agement of Dennis B. Real. 

San Francisco, Calif—C. E. Gowdy, representing the 
Richard Best Pen Company, New York, N. Y., called 
on local stationers during October. 

San Francisco, Calif—L. A. Wagner, coast representa- 
tive of the Jos. Dixon Crucible Company, has returned 
from a long and satisfactory trip through his territory. 
His assistant, Frank H. Croucher, is in the Utah districts. 

San Francisco, Calif—H. F. Homer, representing the 
Esterbrook Steel Pen Manufacturing Company, has been 
calling in the local trade. In addition to his pen line, he 
is showing a new ball-bearing paper clip, put out by the 
Esterbrook Company. 

San Francisco, Calif—J. L. Warwood, manager for the 
W. A. Sheaffer Pen Company, says that holiday orders 
are coming in large numbers. The new ebony finish line, 
with gold mountings, is receiving very favorable notice. 
Mr. Warwood helped to arrange an exhibit of the “Safety 
First” pen for Smith Bros., the large Oakland stationers, 
at the Oakland “Safety First” exhibition held recently. 


P 
( 


(House Organs—Continued from Page 238.) 
N. S. Yaffe, 118 South Seventeenth street, Omaha, Nebr., 
issues Yaffe’s Printing House Organ, a snappy publication. 
* * 





Ward’s Service for October commented on the increased 
volume of advertising matter in a business man’s mail. It 
is taken as an indication of the fact that missionary work 
during a business lull is especially effective. It reaches 
men who have more leisure than during busy times. 

x *« * 

Parrottalks is a new house organ, coming from Matt 
Parrott & Sons Company, Waterloo, Iowa. The cover is 
decorated with a parrot in colors. An owl should be 
shown, for the contents are “wise.” “The First Stationers 
Were Brickmakers” is a gem of historic research, mingled 
with live modern sales talk. 

Internal. 

The Burrows Brothers Breeze for October published 
reminiscences of lower Euclid avenue, Cleveland, Ohio, in 
the early 80's. 

* * * 

A lead article in the October Woodstock Keyboard was 
“The Foreman,” showing his importance in the modern 
shop as a connecting link between the office and the 
workers. 

x * x 


The plant of the Central States Envelope Company, 
Indianapolis, Ind., was described in the September issue 
of The Hand Clasp, published by the United States En- 
velope Company. 
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Accurate Results Secured 
Users of the National Non-Slip Ruler 


The ruler is made from fiexible steel accurately 
graduated, having a Red corrugated rubber base, 
prevents slipping, which is so essential to the user. 


The combination of steel and rubber used in our 
Non-Slip ruler makes our product unusually attract- 
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srt National Rulers are modern 
(\ > 4\ in every respect. They rep- 

Y resent the greatest advance- 
x “ ment in ruler manufacture. 


¥ We make them to English 
and Metric standards. The edges are true and 
smooth. The rubber is undercut, which avoids 
danger of inky fingers and blurred lines in ruling. 


Catalog and Price-list mailed on request 


National Rule Company 
anufacturers 


Rochester New York, U.S. A. 








IDEAL TUBULAR STANDS 








Made in a wide variety of styles, for supporting err any 
of office machine. A crank raises the castors off the mt 
permits the rigid legs to take the load. Mount a typewriter, 
duplicating machine, a roller copier, an envelope sealer, an adding 
machine or a card index cabinet on an Ideal Tubular Stand, and it 
can be rolled to any position, lowered to operating position and used. 


Fowler-Manson-Sherman Cycle Mfg. Co. 
1445-1455 W. AUSTIN AVE., CHICAGO 
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The “Bump 
Stand Paper 


Fastener” 
is a dual mechanism 
—one capable of 
fastening sheets of 
paper as well as 
punching a round 
hole to accommo- 
date aquarter inch 
binder post. The 
Handy Hand Fast- 
ener is particularly 
convenient in cases 
where the machine 
must come to the 
work. 





to their trade find it capable 
also, of ready sale and healthy profit. 


Dealers offering the “Bump” 








If you will give us your name and address we 
will be able to offer you a high class proposition. 


BUMP PAPER FASTENER COMPANY 


La Crosse, Wis. 


SEYMOUR CONOVER, Eastern Representative 
350 Broadway, New York 















Get Into 
the Scrap 


Orders don’t happen in like they 
used to—now, you have to get out 
and fight. When you fight you are 
obliged to use fighting implements. 
Real quality, better and faster 
service and discriminate buying 
are your means to advance in the 
fight. Many dealers are winning 
and capitalizing on Aigner Index 
Tabs—for they have proven them- 
selves there with the goods. 


They are made the new way—high 
grade leather, stamped in XX gold 
leaf letters, strong gummed lining, 
uniform size, color and weight and 
are sold by the dezen or through 
special contract. Get your weapons 
now. 

Index Cards and Folders Our Specialty 
Our well Illustrated Catalogue will tell you 
more about our line, ask for it. Dept. S. 

Our address is 


G. J. AIGNER & COMPANY 
521-523 W. Monroe St., Chicago, Ill. 
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CraneLadies’ Stationery 


Sold by all Stationers and Booksellers 
These goods are suited to the tastes 
of the most select trade. Their mer- 
its are known the world over, and 
they yield a profit to the dealer. 
Once tried, the purchaser becomes 
a regular customer. 


Presented in the following 
Styles and qualities: 


SUPERFINE QUALITY: In Light Blue 
Boxes, containing % ream of Note paper 
each, and in separate boxes % thousand 
Envelopes corresponding. 

EXTRA SUPERFINE QUALITY: In 
Lavender Colored Boxes, containing %4 
ream of Extra Fine Paper each; in like 
boxes are Envelopes to match. 

Our papers are supplied in 
Bordered Goods and other 
specialties by EATON, 
CRANE & PIKE CO., Pitts- 
field, Mass., and 225 Fifth 
Ave., New York. whose 
boxes bear the word 
“CRANES” containing our 
oods. 

All this stationery can be re- 


lied on as represented 
MANUFACTURED BY 


This trade mark 
every box 





DALTON 
MASS. 
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THE ONLY ADJUSTABLE 
POST BINDER 
ON THE MARKET 


Here’s a simple device that enables the office boy to 
bind eg book form “‘in a jiffy’’ any kind of loose leaf 


The “‘F-B”’ Loose Leaf Holder 





Pat. May 13, 1913 


is adjustable to any distance between punch holes and 
to any size of paper. 
Advantages acknowledged in numerous testimonials. 
The retail price is $3.50 a dozen with liberal dis- 
counts to dealers. 


F. B. MANUFACTURING CO. 


1228 Intervale Avenue NEW YORK, N.Y. 


(Chicago Office, Frank Z. Woods, M@gr., 180 No. Market St.) 





ik 
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STATIONERY 
SPECIALTIES- 


In no other part of the office equipment field does 
the dealer experience greater competition than in 
the stationery specialty line. It, therefore behooves 
the aggressive dealer who desires to ‘‘get the jump’”’ 
on his competitor, to carry a line that is best 
equipped to meet his needs satisfactorily. The 
Hoffman Line of 


Cloth Covered Index Boxes 
Agate Paper Index Boxes 
Legal and Letter Cabinets 
Stationers’ Shelf Boxes 
Desk Pads, Etc. 


have taken an important part in the building of 
many dealers’ trade. They offer the opportunity 
to create rapid turnovers and repeat orders that 
guarantee satisfaction to both dealer and user. 


They 


Let us send you our catalog and price list. 
will demonstrate the Hoffman superiority. 


L. HOFFMAN 


45 LaFayette St., New York 


November, 1921. 





Widney Seat Pads 


“Miss Comfort Widney” 
Seat Pad to give a greater degree of com- 


We designed the 


fort. It is the only chair pad that “Moves 
as you move, but never leaves the chair.” 
The Patented Sliding Slot permits any edge- 
wise movement of the pad: forward, back- 
ward or sidewise. There is only one Pat- 
ented Sliding Slot type of fastener, and 
this fastener is the signpost of quality. 





Write us for our 
new proposition. 








THE WIDNEY COMPANY 
310K South Jefferson Street 





CHICAGO 
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RIEDONS & CARBONS 





Chicago, Ill—J. N. White, manager for the F. S. Web- 
ster Company, was absent from the office a few days in 
October on account of a cold. 

Chicago, Ill—H. A. Barrett, sales manager for S. S. 
Stafford, Inc., was in Chicago during October. He visited 
Milwaukee, also, and returned to New York through Cin- 
cinnati. 

Chicago, Ill—J. N. Holden, manager here for the Mill- 
er-Bryant-Pierce Company, returned October 27, from a 
trip to Monticello, Fla. He is interested in a pecan or- 
chard there, and found a good crop ready to market. 


Johnstown, Penna.—The Johnstown office of the Royal 
Typewriter Company, Inc., led the branches on August 
sales of ribbons and coupon books. 

Little Rock, Ark.—J. E. Jenson is now representing the 
United States Manifold Company, of Chicago. 

Milwaukee, Wis.—E. F. Staub has been appointed local 
representative of the United States Manifold Company, 
Chicago. 

New York, N. Y.—The Phoenix Ribbon & Carbon 
Company, Inc., has opened a new store at 74 Trinity place, 
including complete lines of stationery, law blanks and 
commercial stationery. The wholesale establishment at 
69 Cortlandt street is still maintained. 

New Orleans, La.—E. F. Keplinger & Son has moved 
to new quarters at 413 Carondelet street. Besides carrying 
ribbons and carbons the firm handles check writers, coin 
changing, counting and assorting machines, adding and 
calculating machines. 

San Francisco, Calif—The H. & M. C. Company re- 
ports that business is good in carbon papers and type- 
writer ribbons. 


(Typewriters—Continued from Page 245.) 

active factor in business circles—W. B. Welch, formerly 
of Woodstock headquarters at Spokane, Wash., has been 
assigned to the financial district of San Francisco for 
the Woodstock.—An employment department has been 
opened, at 447 Market street, under the management of 
Mrs. Celia Rainbow, who has sent out letters to prac- 
tically every business man in the downtown district. 

Santa Barbara, Calif—R. A. Phillips, manager of the 
typewriter department of the J. L. Hendricks Sporting 
Goods Store, has purchased the typewriter department, 
and will henceforth conduct it at the same place, under 
the name of R. A. Phillips Typewriter Shop. Mr. Phil- 
lips was formerly with the Tiernan Typewriter Company, 
of Santa Barbara, which was purchased by Hendricks. 

Scranton, Penna.—An office has been opened here by the 
L. C. Smith & Bros. Typewriter Company, in charge of 
George B. Leiter. He was formerly manager for the com- 
pany at Baltimore. 

Sioux City, lowa.—V. A. Hart, resident manager for the 
L. C. Smith & Bros. Typewriter Company, came here from 
Omaha, where he was with the Remington Typewriter 
Company. 

Sioux Falls, Iowa.—The S. G. Evalson Typewriter Com- 
pany has been incorporated; capital stock, $50,000; in- 
corporators—S., G. Evalson, M. P. Evalson and G. M. 
Olson. 

South Bend, Ind.—S. G. Garvey is now in charge of 
the local sub-office of the L. C. Smith & Bros. Typewriter 
Company, working under the Chicago branch. Mr. Gar- 
vey was formerly with the Young Typewriter Company, 
Chicago. 

Springfield, Mass.—C. H. Albertus has opened an office 
for the L. C. Smith & Bros. Typewriter Company at 384 
Worthington street. He was formerly with the Philadel- 
phia office. 

Utica, N. ¥.—The Utica Typewriter Supply Company 
has been organized by Homer I. Thompson, of this city. 








Oliver Continental Manager Visits America. 


W. Davies, manager of the Oliver Typewriter Com- 
pany, Ltd., London, England, was a Chicago visitor in 
October. He also made a trip to the factory at Wood- 
stock, Ill. The Oliver Typewriter Company, Ltd., has 
control of Oliver sales in the British Isles and continental 
Europe. 











A Safe and Seal Bank Specialty 


THE BANDLESS CURRENCY MAILING BOX 


A PERFECT MAILER of strong, heavy, durable manilla pres 
of exceptional strength throughout. Ends and sides do not 
in bending up over the currency and will stand the roughest kind 


of handling in the mails. 


The outside wrapper is genuine rope manilla as near cloth as paper 
can be made. It folds over each lap or fold at the ends to make 
a perfect, tight seal and attaches to the back of the box. It 
simply can not tear or pull away without destroying the entire 
box. No more danger of torn and tattered boxes on delivery. 
Each size contracts one half inch. In packing, squeeze the inner 
box tightly over the currency, moisten the gum on the outer 
wrapper and seal, bringing the end flaps over and Fone y tightly 
to the back of the box. You then have a perfect fit and a perfect 
tight seal. On account of its lightness, from 2 to 4 cents in postage 
is saved on each box mailed. 


Dependable bank stationers should have sample of this new line. 


No obligations to learn all about it now. 


The Smead Manufacturing Co. (Dept. ¢) Hastings, Minn. 


Makers of High Grade Bank Filing and Mailing Containers 














Increase Your Profits 


Many of your customers are users 
of coin bags in handling returns, 
pay rolls, receipts, etc. 


Stock Bemis Coin Bags—every 
bank, factory, store, and theater 
needs them. Bemis Coin Bags 
are stoutly made, long wearing 
and accurately sized to hold 
specific amounts. 


Write for prices, catalog, and 
special information for dealers 
Bemis Bro. Bag Co. 


Cupples Station 
ST. LOUIS - MISSOURI 
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ADDING MACHINES 


A big sel'er always—it jumps 
off the counter at Xmas 


IBERAL profit; cuntinuous de- 
mand; national advertising in 
The Saturday Evening Post, 
American Magazine and Sys- 
term; and a self selling display case 
make the Buxten KEYTAINER your 
ortunity right now. 
mas shoppers will be looking for 
them im your store. The self-sell- 


Buxton, Inc. Dept. P 


ing display case and our special 
Holiday cartons will boost sales. 
Each KEYTAINER wrapped in tis- 
sue, enclosed in carton, and packed 
in silent salesman display box. Nine 
different leathers. Three sizes, 
selling from 25¢ to $4. Generous 
sales help supplied free. Write 
for details. 


Springfield, Mass. 


BUXTON 
KEYTAINER 


The original patented Key-Kase 
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TRANSFER 


You can depend upon Watson 


to-order equipment for Banks, 


be stacked as high as you de- 


stacked without interfering 
with the operation of the 


three sizes—letter, cap and bill 
size, and furnished with posi- 
tive lock compressor when re- 
quired. 


Write for our latest catalog 


office furniture manufactured 


Watson Mfg. Co. 


STEEL 
CASES 


ducts for your— 


Steel Filing Cases 
Steel Safes 
Document File Cases 
Roller Book Shelf 
Cases 

Steel Omnibuses 
Note Cases and 
Desk Trays 

Security Boxes 
Customer Boxes 


specialize in special bulilt- 


rt Houses and Libraries. 
tson Transfer Sections can 


—8 or 10 sections can be 


wer. They are made in 


500 which is devoted to 


earried in stock for im- 
liate delivery. 


JAMESTOWN, N. Y. 




















Chicago, Ill—A conference of salesmen in the Chicago 
district was held by the Monroe Adding Machine Com 
pany the week of October 29. 

Chicago, Ill._—F. B. Willis, general sales manager of the 
Victor Adding Machine Company, has moved from the 
downtown office to the factory, to maintain closer touch 
with production. 

Chicago, Ill—A. N. Smith, general manager, and H. S. 
MacLain, sales manager, visited the Chicago office of the 
Wales Adding Machine Company in October. They also 
made Kansas City before returning to Wiikes-Barre. 

Peoria, Ill—C. R. Bone, of the Chicago office of the 
Wales Adding Machine Company, spent several days here 
the last week in October. 

San Francisco, Calif—W. W. Cooley, of the local offices 
of the Burroughs Adding Machine Company, says that 
every Burroughs representative of the West is certain 
to be in attendance when the Burroughs Convention of 
agency managers convenes at Detroit on November 5. 

San Francisco, Calif.—Jos. P. Warren, manager of the 
Comptometer for this territory, has just returned from a 
business trip to Los Angeles, and other southern points. 
The Comptometer has taken on a new salesman for the 
city territory, A. Isabell, who gained his selling experience 
in the East. 

San Francisco, Calif.—The Burroughs Adding Machine 
Company has made a number of changes auring the past 
month that are of considerable interest: N. B. Gregg, 
formerly of Portland, Ore., has been transferred to the 
Wall street district of New York; C. L. Philleber, of 
Sacramento, has been assigned to the Trinity district. 
These two promotions are regarded with pride by the 
Western force. L. W. Hobson, formerly of Bakersfield, 
Calif.. will take Sacramento and will be followed at Bak- 
ersfield by M. E. Ferral, of El Paso. E. J. Cavender, 
of Albuquerque, will take El Paso. H. W. Evans, form- 
erly of Billings, Mont., has been assigned to Portland, 
Ore., and is succeeded at Billings by R. L. Steele, form- 
erly of Great Falls. Hugo Dahling, of Walla Walla, has 
been transferred to Eugene, Ore. H. C. Baskett of 
Ogden, Utah, has been assigned to special work in New 


York. 


(Furniture—Continued from Page 241.) 


street. Mr. Randall, who is from Shaw-Walker factory 
headquarters, came to the Rucker-Fuller people because 
they are the representatives for Shaw-Walker products. 
He had about twenty students, from the Rucker-Fuller 
branches at Oakland, Sacramento and Fresno, as well as 
from the staff here. He greatly interested his hearers in 
the best uses of the latest Shaw-Walker products In 
Los Angeles he will hold school at the establishment of 
Barker Bros., Shaw-Walker agents for that city. 

San Francisco, Calif—Sam Rucker, of the Rucker-Ful- 
ler Desk Company, is president of the Retail Furniture 
Dealers’ Association of California, and it was his initia- 
tive which was largely responsible for “Furniture Fash- 
ion Week,” October 17-22. This state-wide movement 
was one in which dealers in all the leading cities of the 
state co-operated in an advertising campaign, and also in 
beautiful exhibitions of goods. The office furniture peo- 
ple did not participate very extensively in the campaign, 
as it was considered a back-to-the-home movement, but 
some of them made special displays. Speaking of fash- 
ions in office furniture, B. R. Lindgren, of F. W. Went- 
worth & Company, said: “The offices of well-to-do busi- 
ness men in San Francisco are becoming more and more 
a matter for careful consideration in the matter of ele- 
gance. Men realize that they spend about one-third of 
their lives in their offices, and they are very up-to-date 
here in demanding good color schemes and a certain 
amount of decorative art. Oak and mahogany are slight- 
ly passe. The demand at present is for domestic walnut. 
Office furniture seldom wears out. It passes out of style. 
The style for domestic walnut is likely to last, because it 
gives a wonderful chance to combine rich and fairly som- 
ber color schemes in carpets, drapes and chair upholster- 
ings.” Mr. Lindgren added that F. W. Wentworth & 
Company have just taken on the Klearflax color rugs, 
because the colors of these rugs enable them to be fitted 
harmoniously into any color scheme. 
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600 idan NEW 
REDUCED +1: SPECIALTY 
PRICES The Most Striking Changes CATALOGUE 
apply to 185 items comprising the products of our 
new GLAss Factory. : 


Customers who have not received the new catalogue 
will please advise. 
We desire also to send it to any others, upon request. 
KIMPTON, HAUPT & CO. 
WHOLESALE STATIONERS GLASS MANUFACTURERS 
53 Beekman Street, New York, U. S. A. 






































Corry-Jamestown Mfg. Corp. 
CORRY, PENNSYLVANIA 


You Can Make More 
Money Displaying the 


Wonderful 
‘‘Whispering 
Mouthpigee? 


This simple attachment for tel- 
ephone users gives privacy to 
the conversation, ease and 
comfort in talking and insures 
cleanliness. 


SOLD ON A 
GUARANTEE 


Hundreds of dealers 
have fi after a trial, 
that our handsome 
three color display card 
literally sells this - 
cialty on sight and o 
maximum profit wih 
minimum effort. 

Place a card on your 
counter at once. Infor- 
mation and prices on re- 
quest. 








Steel Age Filing Cases, Steel Furniture = E 
. . = : MANUFACTURERS 
p Sheet Metal Specialties . = \~4 b / Dept. -H. 565 W WASHINGTON BLVD. 
Medicine and Bathroom Cabinets \, CHICAGO 



































re Mil LER BRO s 






MILLER BRO'S 
tABowi POINTED 


The Original Bowl Pointed Pens. Styles to Please All Hands 


Meriden, Conn. MILLER BROS. 305 Broadway, N. Y. 
_MILLERIG RAND 


rac A 
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EEE EE ED EDP EEG G9 69 6999 IIE OHI EHS 
Established 1834 






V —the Master Craftsman Fountain Pen A triumph of thirty-eight years’ experience in 
Ri al . the manufacture of Fountain Pens. Wemanu- 


facture fountain pens for the trade, and specialize on imprints for the jobbing, retail and mail 
order trade. Prompt service in repairs, All work is done in our own shops. 


MEP ED ED ED E DS 


The export trade is skilfully handled. A host of busi- We make all modern designs in Lever Self-Filling, 
ness friends abroad testifies to our close study of their Screw Cap, Non Leakable and Slip Cap Fountain Pens; 
requirements. also Stylos—Fully Guaranteed. 


Get in touch with us at once. Our prices assure you good profits; Beaumel quality pleases users. 


D. W. Beaumel & Co., Inc., Office and Factory: 17-27 Vandewater Street, New York, N. Y. 


a 
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U-WAN-TA EYE SHADE 


Scientifically Created for the Comfort, Convenience and Protection of Your Eyes 


Made of high-grade Vulcanized Fibre 


Perspiration Proof Light in Weight 
Non-Inflammable Color Green 
Sanitary Dur_ble 





If subject to headache, nervousness, or have eye-strain, U-Wan-Ta Eye Shade 


DEALERS ATTENTION—Send for trial order now. The retail 
price is 25 cents. Big profits for you. 


»? U-WAN-TA NOVELTY MFG. Co. 


Pi Patentees and Manufacturers of ‘‘WHAT-YOU-WANT’”’ ; 
Patented Oct. 21, 1919 4353 South Vermont Avenue Los Angeles, California 

















Most widely distributed machines of their kind in the world. 6 Models, hand 
and electric, suitable for the largest or smallest mail. 





Standard Envelope Sealers are guaranteed to give a lifetime of good service at insignificant upkeep cost. 


Send for literature and free trial offer. 


STATIONERS AND OFFICE SPECIALTY SALESMEN—We have an interesting proposition to make you 
if we are not already represented in your district. Write for details, stating territory covered. 


The STANDARD ENVELOPE SEALER MFG. COMPANY 
EVERETT, MASS. 

















WE MAKE a WE WANT YOUR 
SPECIAL HIGH GRADE or Laacg Ys PATRONAGE 


IMPRINT 1 PENS G he : - r; ae a 


THE SLICKEST PEN EVER MADE 
SILVER-ALLOY PENS STANDARD STEEL PENS 


<i 


14 Numbers 33 Numbers Over 50 Styles 














The Turner & Harrison Pen Manufacturing Co., Inc. 
FALCON 
1211-1213-1215 Spring Garden Street PEN WORKS Philadelphia, Pa., U.S. A. 
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, ooo WEINMAN The Weinman Patent Handipad 


- | 7 P 4 E xX Perpetual Calendar AP 
MEMO BOOK a 




























2 Popular Sizes—12 Styles ORDER Perforated Memo 
NOW Slips tearoff easily 
PACKED IN ATTRACTIVE r 
FOR when matter has 
3-COLOR DISPLAY BOXES YEAR. heen disposed of. 
CARD No. 55 BI. Leather 3x5} in. 1.00 each | END Only one hand re- 


CASE quired. 





No. 30 BI. Leather 3x4 in. 1.00 each 


(Boxed with | extra Filler 

















Pp... par - ewe F — a? ao ery 
FOR ther Styles cto 3. each . 
SEMi-- without 

PERMANENT Trade Discounts, Samples, etc., upon request Cal. 
R 
aie: WEINMAN BROTHERS, Mfrs. M°PEL s-5 00 
» aaeree Ox. C 1- 
. Copper 
749 E. 42nd St. CHICAGO Bl. — PAT. APPLIED FOR Each 














WastePaper 
Baskets 


Letter Trays, Mail and 
Tape Baskets, Space 
Baskets, Build-Up 
Trays. 


UNIFORM MESH AND FULL 
GAUGE WIRE 


Special Baskets Made to Order 


PEERLESS WIRE GOODS COMPANY 


Write for Catalogue 20 East Jackson Blvd. CHICAGO 


PEERLESS SANITARY LINE 





ERLESS SANITARY L 
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= “PELOUZE” POSTAL SCALES = 
= are scientifically made. They show exact weight in ounces, also cost in = 
= cents on all classes of mail matter. = 
= eee 4lbs. MailandExp...... 16 Ibs. = 
= Calem. .<6sksied 2% lbs. Commercial ..... 12 Ibs. =— 
= Columbian .... . eee Gio crecess ce 4 Ibs. = 
= Dhlt i. wos kas el oa ae 2 Ibs. = 
= ee eee ee 1 lb. Standard ......... 4 lbs. —J 
= Parcel Post Scales = 
= Banks and business houses use ‘‘Pelouze”’ = 
= Scales because of iheir accuracy, reliability and = 
= durability. = 
= ASK FOR A “PELOUZE” SCALE = 
= PELOUZE MANUFACTURING CO. “STANDARD” = 
= 232-242 E. OHIO ST. CHICAGO = 
TTT RTT 











MORDEN SWIVEL RINGS 


MADE ON SCIENTIFIC PRINCIPLES 


The vital point to determine in selecting a loose leaf ring is its dependability to remain 
closed Loose leaf sheets exert a certain amount of strain, tending to force rings open unex- 
pectedly, especially when leaves are crowded, or are turned in punches. Morden Swivel Rings 
are scientifically constructed to counteract this strain. Instead of opening by a pull in the same 
directign as the strain exerted by the contents, they open by a sidewise push at right angies to 
this strain In addition, Morden Rings have no enlarged, clumsy joints to mar furniture, nor 
sharp projections to mutilate sheets. 

THE PERFECT SCHOOL NOTE BOOK RING 

Used for student note books, stenographers’ note books, eyeletted covers, metre reader books, 

band books, catalogs, swatch books, every conceivable variety of loose leaf books; and all loose 


sheets, charts, drawings, blue prints, maps, fashion plates, clippings, pictures, postcards, fabrics, 
in fact for any classified matter in loose leaf form. 

Loose leaf sheets need not be held in expensive binders. Heavy manila, or other material, 
cut to proper size to form outside protection covers, with Morden Swivel Rings inserted through 
such covers and sheets make a flat-opening book, costing but a few cents, yet as durable and 


convenient as the most expensively bound book 
Supplied in ten sizes % in. to 2 in. Liberal discount to the trade. Samples free. Cuts 


for catalogs furnished 


THE MORDEN MANUFACTURING CORPORATION 
WATERBURY, CONNECTICUT 
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You, Mr. Typewriter Buyer 


We have a complete stock cf rebuilt and rough typewriters of all makes and descrip- 
tions which has made the name of YOUNG symbolic of thoroughness. This thorough- 
ness is apparent in every phase—the quality in the machines themselves and the service 
rendered the purchaser. Young’s rebuilt and rough Typewriters are guaranteed <o give 
satisfaction and are at the lowest market prices. 


ASK FOR OUR NEW PRICE LIST, No. 900 
While we specialize in rebuilt or rough Remington Type- YOUNG TYPEWRITER CO. 


wrilers No. 10 self-starting (highest serial numbers) at 25 W. Lake Street 
present, we will be glad to submit prices on all other makes. CHICAGO - ILLINOIS 








































F R E 42 TEN DAYS TRIAL ON THIS 
“ Sears Roebuck, Montgomery 
Ward, thousands of othe rs, find 
the SO-EASY best for mois- 
tening stamps, envelopes, labels, counting 
@ money. Nomuss, nofuss, simple, durable, 
Speedy, handsome. $1.50 prepaid. Large 
label and tape moistener $4. Bo prepaid. One 
— pave See! it. O.K. or ~ oad returned. 
ay. Dealers wante 

A MoH ER, Box 453P, ateeee tn. 


avone OF 91 — | sTele) i<— 










A 
MAGAZINE 
PROGRESS 


. “tthe ttle 
"ti ; Ra 
EZ Ygrstno 
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TRADE MARK 


PERFECTION 


REG. U. S. PATENT OFFICE 
The largest and most complete assort- 


ment of DESK MEMO. CALENDARS made 


This line is superior in quality 
and covers everything that is 
practical in such devices. 
PERFECTION stands are made of 
Cast Iron, Wood and Steel. 


FEBRUARY, 1919. 

















A Great Campaign to Push American Office Appliances in India 
INDIAN BUSINESS" is a magazine that is read throughout every office 
in WY A great gampeigs is about to be started to eapuasiee American 











Devices a7 pubtehias & al Office Appliance number about Descriptive matter furnished upon 
September of October This will be in conjunetion with the opening asotienion. D 
ofsa Exhibition of of Labor Baving Machines. America @ manutd urers can 
da jpastouars of the scheme from The British and Colonial Press, 140 The date leaves are printed in 

born Street, Chicago, or from the Editor of ‘Sones “Appliances.” both ENGLISH and SPANISH. 
ardicte desling Sick thissubject,” Phouscraphs should be forwasded to The 

subjec ho phs shou 
tish and Coloni jal Press. The future oe Seen in India, Burma This form illustrates No. 

and Ceylon is tremendous and “BUSINESS” is out to secure the business 50 HALE SPECIALTY CO., Inc. 
A i *“*BUSINZSS” COSTS FIVE DOLLARS A YEAR. This com- 3 Forms of bases Sole Manufacturers 


appoints Sole Representatives in India, Burma and Cey- 3 Sizes 128 N. JEFFERSON S8T., 


fen for =F Thomas’ Many finishes CHICAGO, ILL. 


T. H, CAMPBELL-HOWES PUB. CO., 167-8 Grand Hetel Bildg., CALCUTTA 


— 


What Does Your Card Get for You? 







































Everybody recognizes character— them or supply them blank to your 
even the office boy. Use a Wiggins printer should type-printed cards 
Card and get into the offices you be desired. 

visit quickly, favorably. Recognize the important small 
Wiggins Book Form cards are clean, things—send today for sample tab 
finely engraved and snappy in and particulars. 

appearance and “‘feel.”” They can THE JOHN B._WIGGINS COMPANY 
be supplied in many sizes and with 1104S. Wabash Ave. y 


various cases. We expertly engrave 705 Peoples Gas Bldg. —Chicag> po 
. 


psi: CARDS 


<TMYUR KUNE 
1 ote wowed 
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Stationers Who Feature 


399 Tri-Ply Erasers 


Are Safe From Competi!ion—And From Critical Customers 


Weldon Roberts Rubber Co. Newark,N. J.U.S.A. 











X CLIMAX 


Pat. Dec. 12, '16 


SQUARE TOP PAPER CLIPS 


The Best and Most Economical Paper Fastener 
Prices furnished on application 


MADE BY 


CLIMAX PAPER CLIP MFG. CO. 


SUCCESSOR TO BUFFALO AUTOMATIC MFG. CO. 


457 Washington St. BUFFALO, N. Y. 








PEERLESS MEMO PAD 


250 FEET OF WRITING SURFACE 


Complete with Calendar { Oxidized Copper Finish $2.25 
6 Inch Writing Space (Black Enamel Finish $2.00 
Complete with Calendar { Oxidized Copper Finish $2.00 
4 Inch Writing Space (| Black Enamel Finish $1.75 
Without Calendar { Oxidized Copper Finish $1.50 
4 Inch Writing Space (| Black Enamel Finish $1.25 


STELEIX METAL PRODUCTS CO. 
BUFFALO, N. Y. 


Stationers: write for 
trade discounts 
and particulars. 























ENGRAVOGRAPHIA 
ENGRAVING 
PRINTING and 
EMBOSSING 


Prompt Service 


The American Embossing Co. 
192-96 Seneca Street BUFFALO, N. Y. 

















SIMONSON 


Patented Metal Tip Guides 


For Vertical Letter Files, Card 
Systems and Check Files, Are 
_ Indestructible 


None Genuine un- 

less stamped U. S. 

Patent No. 794,749 
on Metal Tip. 











‘ 
./ 











FREE Samples Sent on Request. 
Discounts to Dealers. 


R. A. SIMONSON & CO. 
122 S. Michigan Ave. CHICAGO 











on the market. 


G. N. HOSINGER, President 





MR. STATIONER: This is one of our lever self filling Stylo Pens 


which we guarantee to be the most successful self filling ink pencil 





Write for prices and discounts to dealers 


PARAMOUNT PEN CO., Inc., 63 Irving Street, JERSEY CITY, N. J. 


L. J. FARRELL, Treasurer 


Western Union Code “‘Paramount”’ 
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its superiority. 
papers, etc., absolutely firm. The patented crimp does “the 
work. It will be worth your while to send for samples and 


prices. 


618-20 Cherry St. 


PEET’S 


PATENT 


IMPROVED TRIANGLE cup 


Ue aon 


HOLDS PAPERS SECURELY 


PAT. MAY 22.1917. 


Only after trying this new paper clip can you appreciate 
It is so easy to slip on, and it holds the 


If your stationer does not carry them, write us direct, 


PEET BROS. 
Philadelphia, Pa. 








1422 Altgeld St. 


APPLIANCES 


Panama 
Improved Eye Shade 


Protects your eyes from those side lights. 


Made in Transparent and Opaque green 
celluloid. 





Sold by every leading Stationery store. a 


Manufactured by 


Chicago Eye Shield Co. 


2300 Warren Ave. CHICAGO, ILL. 
TOPUERDER DER EEAREAGEE REED EER DER GDEREER DETTE EEE ETRE ECCT 


' 


November, 1021. 
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~~ STEEL BACK 
, RAILROAD 
\ TARIFF FILE 











Because the back of this file is made of steel, no wood, 
no screws and no rivets, but all metal parts are spot 
welded, we claim to have the most durable file known. 
Equipped with two locks operated by single lever. 
Any style binding, standard sizes in stock, special 
sizes to order. 

Tariff File Uses—R. R. Tariffs, public service records, 
manufacturers’ cost records, samples, loose leaf cata- 
logs, price lists, etc. Write for price and description. 


STEEL BACK FILE & LEDGER CO. 


Chicago, Illinois 


EXTRA DOLLARS 


are added to the profits of the dealer who 
handles HEYER’S REFILLING COM- 
POSITION for use in filling hektograph pans 
and gelatine duplicators of all makes. 

The Heyer Duplicator Company manufac- 
tures Hektographs, Gelatine Duplicators, 
Film Duplicators, and Supplies. We 
also furnish the trade with Hektograph 
carbon paper and Hektograph type- 
writer ribbons at lowest prices. 








Write for literaiure. Domestic and 
foreign inquiries given prompt attention. 


The Heyer Duplicator Co. 
Dt N. Wells St. Chicago, IIl. 











teed 


G 


Fuaran- 
accurate 
dust- 
oret 

nd 


durable 


Has tamper-proof 









Your Production Costs \ 
Can Be Lowered! 


Received through reducing lost time 
A apsweread and obtaining more accurate 
“aporoved time records on various jobs, 
“paid by using 


ea. THE AUTOMATIC 
wont. TIME STAMP 


Eliminates guesswork and enables you 
to know. Proves conclusively who your 
best and poorest workers are; shows 
definitely where money leaks occur and 
helps you to plug them up: also dates 
and times all your letters, telegrams, etc. 

Write for illustrated folder and list 
of users—they are numbered by the 
thousands. 


The Automatic Time Stamp Co. 
159 Congress St., Boston, Mass. 


lock base 


y, 





LESS NOISE! 


The Cry cf the Age—the Demand of the Executive—the 
Need of the Stenographer is— 
LESS TYPEWRITER NOISE 
YOU KNOW IT! 


The most efficient neise stopper and shock absorl! 
NOISELESS AUTOMATICS 


Let us tell how they permanently remove the LUSK 
of the noise. Some companies use over 1,000 set 
Noiseless Automatics. Twelve years successful sal 
use attest their superiority. 

DEALERS WANTED—Write for full details, price and descriptive matter 


SPEED KEY MFG. COMPANY, Inc. 
28 Columbus Place Brooklyn, N. Y. 

















Hughes Ledger Metals 










544 WEST LAKE STREET 


Expansion 25% 
more than the 
ordinary ledger 
metal. 


All parts well 
anchored and high- 
ly nickel - plated. 
Double reinforced 
posts and tubes. 


Anything in the Loose Leaf Metal Line. 


Write for our latest catalog 


HUGHES LOOSE LEAF METALS CO. 
CHICAGO, ILL. 








A REAL CALCULATOR 
IN YOUR VEST POCKET 


A decisive, quick, reliable per- 
formance—calculates your costs, 
overhead and selling prices con- 
fidentially without the hours of 
hard, nerve-racking work with 
the old pencil. The HARMON 
CALCULATOR — the _ perfect 
midget calculator—runs through 
those lengthy and tedious calcu- 
lations with speed and precision. 
Everybody who uses a pencil 
ought to have one. 


DEALERS: Now is the time to 
capitalize on this new, practical 
and unique calculator. Our 
prices and our guarantees will 
interest you. Price (Retail), 
$7.50; with stand, $10.00. 


ERIE CALCULATOR CO. 
14 SCOTT BLDG. _ERIE, PA. 
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NEW MODEL 


BRISTOW 
RADIAL DISTRIBUTOR 


CLEARS THE DESK OF 
BASKETS AND TRAYS. Desk 


space occupied:—12x6} inches 
one- — less than occupied by 
a single desk tray. Maximum 
nus mber of compartments: —4 


partments: 7 inches wide 
x at top to allow 





oy 
ease 
s Mo lel is constructed Model 4 - ~- _ Price $5.00 
1 the same lines as our 
larger Models and is built with the same high standards in 
mind. The few compartments make it of use to clerks as well 


as executives, so everyone in an office needs one and is, there- 
fore, a good prospect. The result is many and large sale. 
This Model and larger sizes illustrated in our circuler which will be sent upon request 


STANLEY R. BRISTOW, 171 Washington St., Newark, N. J. 








New Martinsville Line | 


Stationers often consider 
glassware a “dead weight”— 
something that must be car- 
ried without profit. But NEW 
MARTINSVILLE _ glassware 
‘comes across” and it is prof- 
itable. Expert workmanship, 
superior raw materials and methods, attention to 
details produce attractive sales compelling ar- 
ticles. NEW MARTINSVILLE dealers show re- 
sults that substantiate our claims. Write us—we 
will explain how glassware may be made profit- 
able to you. 


NEW MARTINSVILLE GLASS MFG. COMPANY 





NEW MARTINSVILLE, W. VA. 























AGENTS WANTED 


Rema Calculating Machine 
SMALLEST MACHINE IN THE WORLD 
WEIGHT 7} LBS SIZE 4 IN. X 7 IN. 


> Adds 
Subtracts 





Multiplies GaP iiiiiity: | 
Divides ett Hitt A 


STANDARD MACHINE WHICH CAN BE CARRIED 
In Suitcase or Placed in Drawer of Desk 
Sole Distributor 
RALPH C. COXHEAD, Woolworth Bldg., New York 


THE TRINER 


POST OFFICE SCALE 
THAT SYMBOLIZES S?EED 


Dial and platform conveniently 
in front of operator. Indicator 
does not oscillate. 


96,000 Triner All- 
Steel Parcel Post 
Scales used by the 
Government. 


Write for Booklet No. 8 


Triner Sales Co. 


53 W. Jackson Blvd. 
CHICAGO, ILL. 





























a 
“BETTER VALUES” 
AVE, D SEAT Assure you MR. DEALER 


CUSHIONS © PAbs enema 


to whom you cater. 
TYPEWRITER ““FEL-PRO”’ Felt Office 
CUSHION 


Specialties in your stock 
x 5 means satisfied customers. 
DESK PROTECTOR 
PADS 


LET US GET ACQUAINTED 
’ 


THE LINE OF 
‘‘BETTER VALUES”’ 

Write jor our 1921 Folder and Prices 
FELT PRODUCTS MANUFACTURING CO. 
2419 W. 14th St. Chicago, Illinois 




















% CARBON 
¢ PAPER < 


2 S 


Standard Carbon & Ribbon Co. 


&y 114 Liberty Street 
& NEW YORK, N. Y. 


¢* TYPEWRITER 
s RIBBONS 











Y PEWRITERS 


QUALITY—SERVICE—PRICE 


EXPORT DOMESTIC 
ROUGH & REBUILT 


We are prepared to execute promptly 

all orders, any make or grade and with 
any language type. Send for our new prices, 
terms, etc. 

GUARANTEE TYPEWRITER CoO., Inc. 
39 South 10th Street 
PHILADELPHIA, PENNA., U, S. A. 

Cable Code: BOYERTYPE, A. B. C., 5th Edition 








CORONA brand typewriter ribbons 
and carbon papers have attained and 
held preeminence among such goods 
many years. 





They are non-drying and non-fading, 
Est. 1905 of remarkable durability and capable 
of clean, sharp work from beginning to end. 
Corona ribbons do not fill the 

type. 

In unoccupied territory, ex- 
clusive sales rights may be ob- 
tained by responsible dealers 
and agents. 


CORONA SUPPLY COMPANY 
Rochester, N. Y., U.S. A. 
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SALES EXECUTIVE and Organizer with 

a successful record desires a new connec- 

tion as Eastern Representative with a sound, 

progressive concern handling an American 
product of office equipment. 


Fourteen years intimate knowledge of the cffice 
specialty field. Thoroughly familiar with the Metro- 
pelitan field including the New York financial district. 
Capable of assuming responsibility and fully conver- 
sant with sales problems and sales work in handling 
large deals. 

Looking for an opportunity, net a job. Can finance 
himself if the proper opening is offered. Address KT-19, 
care Office Appliances, 417 S. Dearborn St., Chicago. 


Medium and 


HIAWATHA fin Grace 


TYPEWRITER PAPERS 


The highest grade of excellence at 
the fairest of reasonable prices 
with a superior service of prompt 
and immediate attention to all 
shipments. Our complete line in- 
cludes all qualities of typewriter, 
manifold, onion skin, ledger and 
bond papers and envelopes of all 
descriptions. We make a ~spe- 


cialty of shipping papers in the 
flat. Our catalog and book of 
samples will interest you. It is 


yours for the asking. 


HAMILTON CARD AND PAPER HOUSE 


27 Green St. A. S. Landsberg, Pres. New York, U.S.A. 




















KIPCO BRAND 


DUPLICATOR INK 


For Rotary Stencil Machines 





The quality of this ink is 
guaranteed by nearly half 
a century of practical ink 
manufacturing experience. 


Samples and prices sent on request, 


Kruse Printing Ink Co. 


437 Pearl Street NEW YORK 




















LONG SERVICE WITHOUT COST | 


Ne supplies needed, and prastically no repairs 
REYNOLDS ENVELOPE SEALER 
Thousands of users have testified to the reliability of the 

REYNOLDS 
Sarees the 
past nine 












machines are 
still in use. 
What it has 
done for 
others it 
will do 
for YOU. 


Simple 
Sure to 
Seal 


Reynolds Envelope Sealer Co. 
1kd N. Market Street, Chicago 














BUSIER THAN EVER 


That’s the answer this season to “‘How’s Business’. 


The ever-increasing demand for our “SUPER- 
GRADE” RE-MANUFACTURED machines is posi- 
tive proof of their high standard of excellence at a 
mighty reasonable standard of price. 

If you haven't learned this yet will you grant us 
the opportunity to prove it before you place your 
next order elsewhere. Our new price list No. 110 
now ready. 


fe =O UNITED TYPEWRITER EXCHANGE CO. 
WHOLESALERS 
137 High Street 


Cable Address “Unitypexo” Boston 


Boston, Mass. 














Trademarks 
and Copyrights 


Difficult and rejected cases specially solicited. No 
misleading inducements made to secure business. 
Over 30 years’ active practice. Experienced, personal, 
conscientious service. Write for terms. Book free. 


Specialty—Typewriting and Adding Machines. Address 


E. G. SIGGERS 


Suite 38 N. U. Building 
Washington, D.C. 




















ANALYSIS PAPER 


Buff and White—Four Grades— 
4 to 28 columns wide, in variety 
of styles, always carried in stock, 
padded or loose. 


Send for price list and samples 


L. H. BIGLOW & COMPANY, Inc. 
24 BEAVER STREET NEW YORK 











TYPEWRITERS 


‘‘Smithtype Rebuilts”’ 


The highest development of typewriter re-construction 
QUOTATIONS ON REQUEST 


TYPEWRITER COVERS 


‘*Smithtype Leatherette Covers’’ 


What (‘Finest cover I ever saw—send me 100 additional." . 
dealers) “Son value I ever saw—make rubber covers look like joke.” 





“Sample better than expected—quote us on 5000 and how 


say:— soon we could expect deliveries. 





Send 60c for ple—Special ¢ on quantity orders 


SMITH TYPEWRITER SALES CO. 


(Successors TO HARRY A. SMITH) 


218 N. Wells St. CHICAGO, ILL. 
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Sell More Waste Baskets 


to more customers. That creates more 
satisfaction than to sell frequently toa 
few, who must replace frail baskets that 
do not last. 


Daisy Baskets 


are sturdy, of sufficient capacity and 
lastlong. Madeof coppered wire with 
solid bottom. This construction assures 
strength and prevents fine trash from 
falling to the floor. 


WT 





























Write for particulars. 


The Massillon Wire Basket Company 
Massillon, Ohio 











Graywoop SERVICE— 


The Graywood all-purpose envelope sealer insures @& 
superior degree of service because of the simplicity 
of its construction. This enables the machine to be 
> made of a light though dur- 
= able material which allows 
the greatest possible speed 
in operation. There are no 
springs or belts to b 

or stretch—thus_ all 
possible friction is 
eliminated. It 
will be to your 
benefit to exam- 
ine our proposi- 
s tion. 











THE 
GRAYWOOD 


MFG. CO. 
LYNN, MASS. 

















Drawing !nks, Blacks and Colors 
Eternal Writing Ink 


Engrossing Ink 

Taurine Mucliage 

Pheto Mounter Paste 
Drawing Board and Library 


Office Paste Mucilage 

Liquid Paste 

Vegetable Glue, etc., ete. 
Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter Cup- 
plied to the Trade. Discounts and Trade Pricesgive 
good profits. 
Consumers, emancipate yourselves from the use of 
corrosive and ill- “smelling inks and adhesives and 
adopt the Higgins’ Inks and Adhesives. They will 
be a revelation to you. 


We protect the trade by referring 
all orders and inquiries thereto, 


CHAS. M. HIGGINS & CO., eined'inks “and Adbesives 


Main Office and Factory, Brooklyn, N. Y., U. S. A. New York-Chicago-Londen 


























Es aaa naes 
(TEMES EA EEL A 





For printing signs, show cards, price tickets, etc. 


HANS H. HELLESOE Ginccoo * intinots 





CARBON 
PAPERS 


Typewriter 
Ribbons 


‘* Are all write”’ 


Let us prove it 


PHILLIPS RIBBON & CARBON CO. 
ROCHESTER, N. Y. 








“ONE ON EVERY DESK” 


Eveready Paper Fasteners 
are rapidly replacing pins, 
clips and old style stapling 
machines, Representative 
Business Houses and In- 
dustrial Establishments in 
all parts of the world, after 
careful tests, have added 
an “Eveready” to the equip- 
ment of every desk where 


a stapling machine is re- 
quired. 


PAPER FASTENER 


EVEREADY MFG. CO. OF BOSTON, BOSTON, MASS. 


NO DESK COMPLETE WITHOUT AN EVEREADY 





MODEL D 








THE NEW 
CLOCK-SPRING 
RUBBER STAMP HOLDER 











Ca aa =_m i 





SUPERIOR TO ALL OTHERS 
Made With Real Clock Spring 


Round Style for 8 Stamps . . $1.25 
Long Style for 4 Stamps... .35 


Dealers and Agents Wanted 
Glad Tidings Publishing Co. 


202 S. Clark Street Chicago, Ill. 











a 
‘EXACTLY NINETY FIVE DOLLARS NO CENTS 


(Denominations in Black; Amounts in Red) 


Protectograph Check Writer 


(TRADEMARK REGISTERED) 


PROTOD Chemical-Fibre 
Forgery - Proof Checks 
and Drafts. (Insured.) 

The world’s standard of 

protection—in every coun- 

try, in almost every lan- 
guage and monetary sys- 
tem. 





Todd Two Color Patents 


Todd Protectograph Co. 


(TRADEMARK REGISTERED) 
(ESTABLISHED 1899) 
World’s Largest Makers of Check-Protecting Devices and Forgery-Proof Checks 








¥ 1129 University Ave., Rochester, N. Y. J 
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MACK’S 
TYPEWRITER OIL 


Pure, Odorless, Gumless and Colorless 
USED ON ALL DELICATE MACHINERY 
In Use All Over the World 


Write for Free Samples and Prices 


MACK BROTHERS 


WHOLESALERS—EXPORTERS 
Crawfordsville, Indiana 








Either Agency or Price Protection Proposition 


KEYSTONE CARBONS 


IK AMITY RIBBONS 
KEYSTONE CARBON PAPER MFG. CO. 


R.A. BECK, GENERAL SALES AGENT 


@20 Seuth Wabash Ave., CHICAGO 


New Orleans Los Angeles 


New York 





APPL 


This Typewriter Brush Sells Rapidly Because 


MORTON MANUFACTURING co, 





IANCES Vovemb. 








4 is made right and the price ms rij Ss The bristles are non-breakable. The 
inserted in the smallest openings without 


-— te the brush to 
he enamel. ghee Price per doz. $3.00 


a?) 








MORTON'S Washable Bristle 
TYPEWRITER CLEANING BRUSH 


Send 20c for sample postpaid and ask for dealer's terms. 
Louisville, Kentucky 














MAYVILLE FOLDERS 
Sell your customer MAYVILLE FOLDERS and show 


him how to use color classification in filing. 
A time-saver for him—a profit-maker for you. 


Geo. W. Millar & Co., Inc. 7*22%Lziszstts Street 


NEW Y 














SELF-FILLING INK PENCIL 


‘*INDEPENDENT’”’ 


Guaranteed Improved Fountain 
Pen. Eliminates fatigue. 
Promotes efficiency. 
Writes uniform 
A business ne. 
cessity, 












Meets 
all require- 
ments. Selt- 
filling, non-leakable, 
safety cap. Attached clip. 
Smooth writing gold point. 


Your Name in Gold — 35 Cents Extra 


AGENTS WANTED 
J.K. ULLRICH & CO. 


61 Washington St., New York 








tae Lipsctislins 


The only brush that wil! clean all parts of machines. Small end cleans type. 

large end cleans in between keys, under carriage, the type rods, and all hard-to- 

get-at place.. Total length 14 inches. All bristies. 

Adopted by Busines» and Public Schools, Public Institutions, Hospitals, U. S. 
Government and City Departments and the est Concerns in the Country 

OLEANALL TYPEWRITER BRUSH CO., Mfr. of Wire Twisted Brushes, 7 DOMINICK ST., NEW YORK 




















RUBBER BANDS oF quatity 
ASSORTED SIZES—RED AND GRAY 
OURARUTY 


DURABLE 
oS _ 


P. P. oT 


c LB. 
(Tee 
(Lote 
Prices on Quantities 


CHEAPER — asaaaele — BETTER THAN STRING 





Renniebut Rubber Company, 8 Van Wagenen Street, Newark, N. J. | 


90° 


The Standard Line 


Watermanis(dealFountain Pen 


Self-Filling, Safety and Regular Types 


L. E. Waterman Company, 191 Broadway, New York 


Boston 


Chicago San Francisco Montreal 





GOLD PEN ae Shapes and Styles 


Imprint Prompt 
Work a Re pair 
Specialty Service 





All makes Gold, Fountain, Stylographic Pens. Pencil Cases perfectly 
repaired and returned day received. Satisfaction guaranteed. 


GAYDOUL GOLD PEN CO., Inc., 64-68 Fulton St., New York 





READY FOR DELIVERY 
The Original Tim Calculating Machine 
Representatives now wanted for Oan- 


ada and Cuba, and the principal cities 
of the U. 8. 


THE TIMES-INTO CO. 


Sole Agents North America 


General Offices, 5 N. Wabash Ave., Chicago 








EMI-HEX 
PENCIL 


has won popularity through quality alone. 
from coast to coast by a best stationers. 


Made B 
PENCIL EXCHANGE, 


THE 


Sold 


JERSEY CITY, N.J., U.S. A. 





Universal Thrift given 
impetus by the war and 
the Volstead Act, places 
financial recording de- 
vices in the ranks of ne- 
cessities. Hence the de- 
mand for 


HALLOMAX 


RECORDERS 
which retail at $1.00 and 
are eupetes | a § strip 
fillers at box, 
each box ph» ; 


dozen strips. 

Trade discount 40 percent: 

te eater “aa 
3 8 er an 

jm MR vy 


For $10, we will send ene 


BROOKLYN, N. Y. 








aendesea..” 
KEEp = LANCE HALLOMAX CO,, Inc | 
2 AN ger 2718 Farragut Read 








SHIRLEY PENS 


are sold to consumers, only where not 
represented. Order from your Jobber, or 
NATIONAL SUPPLY COMPANY 


Distributors INDIANAPOLIS 
Send for samples, including our two newstyles 








The manufacturer with an article to be exploited 
among the office equipment trade finds 


“OFFICE APPLIANCES” 


a publication which brings satisfactory results. 
Advertising rates furnished upon request. 


THE OFFICE APPLIANCE COMPANY 
417 So. Dearborn Street, Chicago 
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‘Typewriter Ribbons and Carbon Paper 


For the Typewriter, Adding Machines 
Time Clocks. Put up for the trade. 


Official and Empire Brands, or in plain boxes with imprint if desired 


SNELLING & SON M=™ggigzazy Push, Terminal 


Exclusive Territory Rights Not Entertained 
































Modern Stationery Specialties and 


PAL—the Pencil 











Yi 
215 Fulton St. New York., N-Y. y 


[: The HOGE MANUFACTURING GO. Inc. 
ee 


BRASS 


PAPER FASTENERS 


COUNTING HOUSE BRAND 
ROUND AND FLAT HEADS 


SIZES | to 9 
PACKED IN PAPER BOXES 
OF 100 EACH ALSO IN BULK 


LIBERAL TRADE DISCOUNT 
THOMAS STATY. MFG. CO. 


SPRINGFIELD, OHIO, U.S.A. 


























SPEE aad Moistener 


The “New-way” for stamps; 
labels, envelopes, fingers. 


Guaranteed fast seller. 
‘Liberal dealer discounts. 














REAL EYE PROTECTION 





Working under adverse lighting conditions subjects the 
eyes to a strain that results in headaches, weak eyesight 
and sometimes more serious injury The Feather- 
weight Ey eshade is constructed to protect the wearer's 
eyes from glaring artificial or natural lights or brilliant 
reflections. Durz Fai hygienic, adjustable, lightweight, 
Where it touches the forehead, the celluloid is curled. 
presenting a smooth round surface—no binding to get 
dirty, no Metal parts to break out. Lies flat on deskor 
rolis up to ft pocket. Your inquiry willreceive promps 


attention 
The Featherweight Eyeshade Co., Merchantsville, N.J, 

















WRITER Get Dealers Discounts 

ALL MAKES ON 
aya. INC HAND 

SenpFor ouRNEWPRicELIST COVERS, INK, TYPE 


tt NASSAU ST.NYCITY 
AND PARTS 


RIVET-O MFG. CO. 


Dept. P. ORANGE, MASS, 
HEADQUARTERS iteuurs-nerains 





50c. Stenographers’--Friend 50c. 


Tor 











—— 


st c —- === — 

s SFAs This is the only Brush that 

cleans Typewriting ma- 

chines to do good work. Clean cut letters turned out, 

no fuzz. Once tried, always used. Price, 50 cents. 

Send for one NOW—you need it. Quantity price lower. 

J. J. KENNEY. 71354th. Street. Milwaukee. Wis. 
eae 


























“‘Stayon’’ Rubber Platen Twirler 


For All Typewriters 


<i, A new invention with a double flange. Guaran- 
= teed not to come off knob. A big seller and big 
=; profits. Buy the Nielson cushion foot shock ab- 
sorber; typewriter felts; and Rubber Key Caps 


Nielson Supply Company 
810 FIRST NATIONAL BANK BLDG., CHICAGO 








| Gold Pens for Fountain Pens 


Repairs on Gold Pens and Fountain 
<> Pens Attended to Promptly. 
EXPORT TRADE SOLICITED 
Acme Gold Pen Co., 17-27 Vandewater St., New York 
Established 1884 


Manufacturers of Fine Geld Pens 











CERTIFIED—GUARANTEED 


\ RUBBER BANDS 


Pure in Fact — Not in Name Only 


Clear, Pure Rubber Is Very Light in Weight 
3 More Bands in a Pound —Less Cost — More Durable 


1 to 10,000 Pounds—All Standard Sizes 


VULCO RUBBER FABRICS CO. 
Dept. O, 51 E. 8th Street NEW YORK CITY 














Many Different Kinds 
Our factory is equipped to take care 
of your needs. Write for prices 
Wholesale only. 
McCORKLE ENSIGN CO. Inc. 
Mfrs. of Display Hooks—Key Hooks 
Office and Factory: 428-432 ERIE ST., ELMIRA,N. Y. 











WRITE US FOR PRICES 


On adding, listing and calculating machines, typewriters, multigrapha, 
dictaphones, checkwriters, duplicating machines, mail-om-eters, time 
clocks, safes and steel lockers, new and second-hand office furniture, and 
all office devices. 

We are the largest dealers of the kind east of the Rocky Mountains 
and will save you half on Fa office needs. Bverything first-class; noth- 
ing cheap but the price. rite Today and Save Money. 


Chicago Safe & Merchandise Co. Gti 70" NS 











ADDING MACHINE ROLLS 


For all makes of machines 
THE PERFECT ROLL—guaranteed to contain 
250 linear feet. Edges free from lint or dust. 
Stock white wove’ hard-sized. Writing 18 pound 
folio basis. 

We make all si ze rolls. 

Write for prices’ giving detailed specifications. 


pein IRISH PAPER CO., Manufacturers 








BUFFALO, N. Y. 





| ee Strong” Coin Bags 


WITH T4E TAPES 


These bags are made from the best 
quality drilling with double lock stitct 


ALL DENOMINATIONS ARI 


PRINTED IN BOLD 
RED FIGURES 


User’s name imprinted in br 
ink where so ordered—a plea 
contrast. 


Send for Price List and Sampie 


SOLD BY LEADING STATIONERS 


The C. L. Downey Company 
941-943 Clark St. 


— 
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National 
Desks 


The Complete Line— 





The cut shows our series seventeen—a desk that any 
man would be proud to own, and to use. This series 
has the regular National Flush Construction, high 
grade materials and service qualities and a price to 
make it a good seller. Let us send you full particu- 
lars about this series. It will solve one of your furni- 
ture department problems. 





National Desk Company 


HERKIMER, NEW YORK 




















We Specialize on Steel Transfer Cases <P Sea pean pectin 
Your Order Shipped within Three to Five Days 520455 Steel Transfer Cases with Full 


Steel Sides. Note the channel frame which makes drawers operate no matter how high the sections are stacked 
The locking device is secure; yet it enables the stacks to be dismantled readily for moving or rearrangement 
Write for Prices and Discounts 


General Offices The Bentson Mfg.Company Aurora, Illinois 


Chicago Representatives and Show Rooms: Associated Stationers’ Supply Company, E. E. Blankemeyer, Gen’! Mgr., 201-15 North Franklin Sires 
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FOR EFFICIENL Y 
370OP HERE! 





Fulton Specialty Co. 
Elizabeth, N. J. 





Self-Ink Stamp Pads 
Non-Blurring Stamp Pads 
Office Stamp Outfits 
Daters 

Numberers 

Indelible Outfits 

Rubber Type Business Outfits 
Sign Markers 

Rubber Stamp Inks 














‘‘The Madas’”’ Calculating Machine 


for Multiplication— Automatic Division—Addition—Subtraction 





The Machine with Automatic Division 


This latest calculating machine is a product of 
Switzerland. It is designed for rapid work in Divi- 
sion, which is ABSOLUTELY AUTOMATIC. You 
merely set your two factors and turn the crank 
until the desired number of places are recorded in 
the Quotient. The turning of the crank is contin- 
uous, while the shifting of the carriage is AUTO- 
MATIC. Lightning-like results obtained without 
mental strain. Compact—Portable—Simple to Op- 
«rate. 


“The Millionaire” Calculating Machine 
The Durable Machine 


The only calculating machine that requires but one 
turn of the crank for each figure in the Multiplier 
or Quotient. We are now carrying a full line of 
these wonderful machines and deliveries can be 
made without delay. “The Millionaire” can be sup- 
plied in either Hand Operated, with or without key- 
board, and Electrically Driven, with or without key- 
board. 


W. A. MORSCHHAUSER., Sole Agent, 1 Madison Ave., New York City 
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READY SELLERS 


ROBINSON 
READIPAD 


Use a Coupon 
Save a Sheet 





Never covered up with papers. 
making notations 
torn out without 


sheet. Mounted on a brass fin- 

ished metal base with rubber 

feet. Perpetual calendar at the 

top. Pencil groove on the side. Wh 

One of the handiest things eve! Attended to 
placed on a busy desk! IT WILI 

DRAW BUSINESS TO YOIl "ROBINSON REMINDER 
TRY IT OUT. 






A Mighty 
Lively 
Number 


$1.50 


For 
which can be 
wasting a whole 


Robinson 


roducts 
NATIONALLY ADVERTISED 





| 


| 
| 
| 
| 








THE WORLD MEMORY JOGGER 
Each memo a perforated coupon, which when attended 
to, is torn out leaving LIVE NOTES ONLY No 
searching through obsolete notes. E verything ready 
for instant reference. There is a big business to be had 
ROBINSON REMINDERS Ladies’ Size 
with Extra Filler— with Pencil 





Size B SizeA Size L 
3x5 2}x3j in 
Robinson Leather. $1.25 
Cross Grain i 1.50 
| Cowhide.... 1.75 
| Calf Skin 2.00 
| Genuine Morocco 2.25 
Genuine Seal or Pig Skin 
Pre 1.50 
Patent Leather 1.75 
Cloth (no extra filler) 25 50 
Imitation Leather ; 75 1.00 1.00 
Imitation Leather (no pocket) 50 


DESK OR SHOP SIZES—lImitation Leather Covers, 
! 44x6}in., $1.00. 5)x 8} ,.$1.50 





PROFIT MAKERS 


ROBINSON 
WASTE PAPER BAG 








Saves Floor Space. Cannot Tip Over. Very 
Accessible But Out of the Way. Easily At 
tached Without Marring. Made of heavy 
duck. Always in Place. 
Step into an office where everything is spi 
and span and you distinctly scent the spirit 
of progress. The ROBINSON WASTE 
PAPER BAG is superior in every way to 
old style waste baskets. Sales draw repeat 
business 
No. 10 to fit desk having a space between 
panels of 17% inches to 23% inches $3.50 
No. 20 to fit desk having a space between 
panels of 24inches to 30 inches $3.75 
“_, 
7 
cm 
> 
7 
. ¢ 
CANNOT TIP OVER . 
OUT OF THE WAY 
OUT OF SIGHT 
ALWAYS HANDY 


YOU CAN’T FIND MORE SURE-FIRE SELLERS — Stock for Xmas 
Order Now Robinson Mfg. Co., Westfield, Mass. 























THE CLIMAX LINE DATER 


NAME PLATE DATER can 
nished with Wheels for all 
THE TRAUT & HINE M’F 


make thumb tacks, pencil clips and the 


well-known “Kon Kave 


Sharpener. 


CLIMAX NUMBERING MACHINE 
Patented, other Patents Pending 


CLIMAX NAME PLATE DATER 


an 
d Patented, otherPatents Pending 


also be fur- 
languages. 


A SERIES 
The Greatest TIME SAVERS on the MARKET 


These Machines are ALL METAL (with the ex- 


machine. 


of CLIMAXES 


ception of the Rosewood handle) with metal 

’ . type and figures, giving neat, clear-cut impres- 
G CO. also sions. They are self-inking, dust and rust 
proof, absolutely accurate, compact, neat and 

of exceptional appearance. The Climax ma- 

- p chines do identically the same work and in 
Kut Pencil just as satisfactory a manner as the highest 
priced. Our guarantee is given with every 


Prompt deliveries. 


CLIMAX LINE DATER 
Patented, other Patents Pending 











Three 


Six Wheels 
7 to 999,999 





yeas world 
— ANSWERED — one 
Duplicate. JUL 1 5 20 





Our proposition for 
dealers and agents in 
all countries of the 


is an 
Write 


illustrated catalog. 


attractive 


for 


our 











123456 


Facsimile o . Imprint 


Facsimile of Tmprint 


LIMAX 


9 


THE TRAUT & HINE M’F’G. CO. 


1 UNION SQUARE, NEW YORK CITY, U. S. A. 
FACTORY, NEW BRITAIN, CONN., U. S. A. 


Export Department for Europe an¢ the British Empire, 9 and 10 Cheapside, London, E. C. 





JUL 15°20: 


Facsimile of Imprint 
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Individuality in Desks | 


' 


Ba i ey 






2 2c CRy reer 
£3 fs bad 
cE ter 
ie 


Usually. to the ordinary buyer a desk is a desk. 
For all he can tell one desk in a big desk display 
may be as good as another. They may be of 
varying quality and still, to all appearance, quite 
similar 

But a Clemco Desk has an individuality all its 
own which gives the dealer something to talk 


about. The quality in a Clemco Desk stands 
out at first appearance. The buyer knows it is 
a better article. The design, which is distine- 


tive from other desks, the handsome large side 
and back panels, the highest grade finish known 
to office furniture, all these help to make the 









. 
Clemco desk one on which the dealer can build The Two-in-One Clemco 
the securest kind ol desk business. with the CLEMCO ball bearing, all steel 
Che Clemco catalog tells the story. mechanism, represents the best in type- 
Shall we send vou one? writer desk construction. It is as good 
7 - ‘ is any other flat top desk for clerical 


The Clemetsen Company teste io Sottriting hsce. “te aon 
3401-61 West ‘Division Street Sop sever ls SS nas = ee 
Chicago, IIl. 


ed with by the typewriter. 


LERICO 
IDIS SIX 


THE CLEMETSEN CO 
HICA’ . 











ei. seer 














TYPEWRITER DEALERS! 
ATTENTION!! 


HE foundation of our business, our advertising and our relations with our cus- 
tomers, dealers and friends is fairness. 







Our products are sold only to dealers and we have never considered 
competing in any form with those who purchase goods from us. 


Twenty years of constant adherence to this policy has built up a 
strong clientele which we protect and assist. 


We have built eighteen special machines which are ready to PLATENS 


give the dealer platen service in all parts of the world. STAND FOR 
Platens returned the same day we receive them. QUALTI 7 
Prices the same as before the war. 


AMES SUPPLY COMPANY 


607 S. Dearborn St., Chicago 


507 Mission Street 50 Lispenard Street 1627Champa Street 65 Moorgate Street 611 Fannin Street 50 O'Reilly Street 1-ade Capuchinas, 32, 305 Geerge Street 
San Francisce, Cal. New York, N. Y. Denver, Colorade Londen, E.C., Eng. Houston, Tezas Havana, Cuba Mexico, D F. Sydney, Australia - 
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MEILINK “MASTER MODEL” SAFES 
IN SMALL BUSINESS SIZES 


Inside Sizes 
No. 88—17” High, 133” Wide, 224” Deep 
No. 90—20” High, 15" Wide, 14” Deep 
No. 92—24” High, 18” Wide, 14” Deep 





May be used with Cabinet as shown, and 
as many adjustable shelves as desired, 
or with full size adjustable shelves with- 
out Cabinet. 


Small Safes for BUSINESS or HOME 
USE have always been sold on price. 


With the enormous need of better Fire and Thief Protection, 
we have designed three sizes to meet these requirements. 


A Fire Resistance Laboratory test of 1 1/2 hours at 1800° F. proves its efficiency. 


THE MEILINK STEEL SAFE CO. 


TOLEDO, OHIO 
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0.K. Even Print Device i Multigraph 


Every Letter an Original 


ve. invested your money in the Multigraph to attain results in 
your advertising—do you realize that the heavy short line re- 
duces those results? 

Your prospect knows that with actual typewritten letters the 
“Dear Sir” and “Yours truly” are not heavier than the body of the 
letter. ‘To keep him from throwing your letters in the waste-basket, 
you possibly tried — down the type to lighten the impression, and 
spoiled whole fonts of type so that many characters failed to pnnt up 
on subsequent letters. hy take a chance on this when you can 
remedy the whole matter with the 


O.K. Even Print Device 


SEND FOR SAMPLES OF WORK 


O.K. MULTIGRAPHING CO.), Lincoln Bldg., Philadelphia, Pa. 


POQUUAGGUEERORGUGOROGGUEERCEGORORCEGESCREEROREEGADROUGEREREREEREROETEEERSACERORTETARERCEOEEORCEREREREEGERERQEEOROREECEROREESEREGUUEREAGEGRDA GOOSEN CO ESEEEIENE 


SUUUEELODEEOUECOEOCUEOUEEUEOUUEOOREOUGDEGEOOOROGUROUEUOGHOGEOUEOUGHEOUNOGEEOONORECOOEOOREOUHOOUEUUEROUHEOUROOUOOS 


SQUCHUVUUUAEEUUUUGGUOOUUUGEEOOOGGOOAUGELOOOGOUEEOOOOEEOOOGAOOOOUEOOOUOENOOOOENADOONOROOONEONONOEONOGONS 


yy 
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CATALOG BINDERS 


Catalog covers are an ever increasing field for the loose leaf binder. The Stationery Store can 
handle this business easily no matter how special the order, and each order is always of considerable volume. 
Send us a copy of the catalog your customer is using now and we will submit a sample binder made especially 
for it, so complete, so individual and so attractive, that your customer is bound to be pleased. We will tell you 
what it will cost you in any quantity you say— 


ALL YOU HAVE TO DO IS TAKE THE ORDER 


RSS ae 





7 


or five hundred. The stubs are always of steel and 
hung onto the boards in such a manner that they can- 
not tear out. These things are exclusive Barrett fea- 
tures. Today there is real opportunity for the worker. 


The cut shows the mechanism of the Emerson Binder, 
only one of a number of standard types we make; any 
material can be used, either flexible or stiff. Emerson 
cleats and cords will hold one sheet tightly in position 


THE BARRETT BINDERY COMPANY 


725 FEDERAL ST. - CHICAGO, ILL. 
















x 
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Our profusely illus- 


trated catalog will 
demonstrate BENT- 
LEY AND _ GER- 
WIG superiority. 


Write us now. 


Bentley and Gerwig Desks 





prea P erate tetera tetra tatatatatatatatatatitatatitattatatatatatataratatates 


Bentley and Gerwig Manufacturing Co., Parkersburg, West Virginia 


The discriminating buyer readily 
perceives quality in BENTLEY 
AND GERWIG better constructed 
desks. 

Our operations are extensive. Our 
manufacturing facilities are of the 
best. We are located in the cen- 
tral market of the Great West Vir- 
ginia lumber industry. Therefore, 
we can readily and more satisfac- 


MARK RKKARKKARRAKA KA RAKA RAK XRAKAKARARARARARARAAAARAAA RAMA 


torily supply desk demand for bet- 
ter quality at rock bottom prices. 
Moreover, the same careful atten- 
tion, supervision and rigid inspec- 
tion is given every one of our fin- 
ished desks regardless of grade be- 
fore leaving our plant. 

The BENTLEY AND GERWIG 
line is complete and is always 
stocked to answer your every call. 
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100% 
VALUES IN 
PATTERNS 
MATERIALS 
FINISH and 
CONSTRUC- 
TION | 664-C Oak . | 
GUARANTEED in Shelbyville Desks 


Live Dealers Only, Wanted for Exclusive Sales Agencies 


SHELBY VILLE DESK CO. 


SHELBYVILLE, INDIANA 





td Se 

















“Mi BR 99 To us “M. B” stands for “MON BUREAU” 
° ¢ To you “M. B.” stands for “MORE BUSINESS” 


This business magazine is the most ‘valuable medium for you if you want to 
sell your goods in France. And why should you not? Don't you know that 
, Amenican goods and especially Office furniture and 


modern office appliances are very popular and 
much needed there? 


M. B. claims to be the most valuable advertising medium 
in France as far as business circles are concerned. This is 
a very logical and simple proposition; M. B. has been the 
first publication to advocate modern business methods in 
France. So it’s no wonder if it is read practically by 
every progressive firm in the country. Not only is it 
read, but it is carefully kept for reference and this 
accounts for the wonderful selling power of its publicity. 


MON BUREAU is particularly fitted to render you 
signal services if you wish to extend your trade on the 
Continent of Europe, in France, Belgium, Switzerland, 
Spain, Italy and Rumania. 









Ask for free copy. It is very likely to mean a most profitable 
turn in your affairs. 


The Advertising Manager MON BUREAU  2iici*s-Ssityhite 
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An Announcement 


We now are reserving space for these two proved successes. 


The Second 
San Francisco Business Show 


Civic Auditorium, March 6 to 11, 1922 
The Second 


Seattle Business Show 


The Arena, October 2-7, 1922 








A Message to Manufacturers and Distributors of 
Office Appliances and Equipment 




















expositions will be the biggest and most compre- the of l sults equals ACTUAL 
sive exhibitions of Business administrative methods D E Me NS TI ATIC oN of th pt du ct ‘to the people. There 
1 quipment ever held in either city The shows » other practical Ly oO ch a S... rge numbe er of 
be better by far than the wonderful successes that cenanemties buyers id be -~ m strations exc — 
ded them. through a Business Show : 

They will be vi ed by THOU SANDS of Business execu- Ar 1d th two shows » ff en RE Al. oppor rtunities to 

tir the Ww buy y¢ IU R pr ucts and the ones ap a harvest of NE W ‘Bu Ss. ‘ash in! Reserv 

LIN first MU ST convince f in sé v¢ OUR space now wh hoice is te rgest! * Ah 


Busiieaes aE soe ‘Compni 


508 American Bank Building., Los Angeles 
NATHAN W. TUPPER, President WALDO T. TUPPER, Sec.-Treas. 


No other single means a sales results equals actual demonstration of the product to the people 








DAVIDS 


ELECTRO CHEMICAL WRITING FLUID 


At first writing it is a pleasing BLUE 
and changes to an intense BLACK. 
It is waterproof. Try it today. 


QUALITY INK 
THADDEUS DAVIDS INK CO., Inc. 


Inks Adhesives Sealing Wax Carbon Papers and Ribbons 


NEW YORK CHICAGO BOSTON 


















O 


taught us what is best 
adapted to every pur- 


pose 


THE 


1466-68 EAST 55th STREET 
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‘LT ypewniter 
Ribbons 


HOME OF PRODUCTS 


UR experience of 
25 years has 





FACTORY AND EXECUTIVE OFFICES 





BRITAIN’S BIGGEST LITTLE BUSINESS MAGAZINE 


61 New Oxford Street 





IMPRESSIONS 


THERE IS NO MAGAZINE IN THE WORLD JUST LIKE ‘“‘IMPRESSIONS”. IT TREATS 
business as the most important thing in material life and shows in a fascinating manner how easy it 
is to get pleasure and living at the same time. There are no technical articles in ‘‘Impressions’’. 
The great subject of Business is handled in a way which provides inspiration for all, whatever their 
profession or trade or calling. ‘‘Impressions’’ stands for better business and better living in the 
highest sense of the term. It is the monthly mentor of our biggest business men, and in its own 
circle, carries an influence more powerful than outsiders can understand. 


IT IS EDITED BY G. E. WHITEHOUSE, WHO, IN A REMARKABLY SHORT TIME, HAS 
earned for himself an international reputation for being the most interesting, yet fearless, writer on 
Business subjects. He writes a large part of the magazine each month; says what he thinks and 
thinks so nearly right that big men believe in him and applaud his views. 


*‘IMPRESSIONS” IS NOW PRINTED IN A HANDY SIZE OF 7” x 4” WHICH YOU CAN 
carry in your pocket and read it whenever you have the time. You may not agree with every- 
thing ‘‘Impressions”’ prints, but there is a certain fascination which even hard-headed business men 
have found to be irresistible. The subscription price for United States and Canada is One Dollar 
a year. The best way is to send a Currency Note. If after receiving the first number, you express 
the slightest dissatisfaction, the dollar bill will be returned to you. ‘‘Impressions” has almost as 
many subscribers in North America and in Canada as in Gyeat Britian, and nobody has yet asked 


for the money back. 


IMPRESSIONS 


EALERS are solicited to 
write for our proposition 
for exclusive territory or 
special imprint arrangement. 


BUCKEYE RIBBON & CARBON CoO. 


CLEVELAND, OHIO 


London, W. C. I. 
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“U-Need-Me” Folding Desk Pad with Work Distributors 





A pad for use on a flat top desk where | 
everything is desired to be under cover. 
The end wings when folded maintain the 
privacy of your valuable papers. A dis- 





tributor is placed on the left wing or on 
both as desired. Each distributor has 
changeable index holders and six pockets 
which hold desk correspondence or mat- 


ters demanding atcention during the day. 


‘‘U-Need-Me’’ Folding Glass Pad with Work Distributors 


Made of the finest plaie glass with bev- 
eled edges resting on a soft pad of felt, 
whose upper surface is covered with moire 
cloth of maroon or brown shade to match 
finish of desk. The handy space under 
che glass used for memos, price sheets, 
reminders of all sorts requiring immedi- 
ate or constant attention. 





We have bought out and placed on the mar- 
ket a new line of Folding Desks Pads in 
ornamental spanish imitation leather and 
genuine leather with beautiful two toned 
embossed effects. 


George E. Fox & Company 


35 W. KINZIE ST. Manufacturers CHICAGO, ILL. 

















Flat Top, Roll Top and Typewriter Desks 


MAHOGANY AND OAK 


No. 9172 (closed back) 





VALLEY CITY DESKS 


We shall be pleased to send new catalog to dealers 


VALLEY CITY DESK COMPANY - Grand Rapids, Michigan } 
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Increasing terest 
in Better Office 
Methods and Equipment 


A record breaking number of 


exceptionally high class visitors 
attended the 18th Annual 
National Business Show in 
New York last month. This is 
proof positive that public inter- 
est in better office appliances 
is increasing. 


Definite dates of National 
Business Shows in 1922 will be 
announced soon. ‘Tentative 
plans have been made for Phila- 
delphia in March, Cleveland in 
September and New York in 


October. 


Manufacturers and distributors desiring 
to participate in the 1922 National Business 
Shows are invited to advise us as soon as 


possible. 


Annual Business Show Co. 


NEW YORK 


FRANK E. TUPPER, President 
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Pressure brings it UP! 
Dipping the pen depresses 
the plunger, (peeing the ink 
to the top of the well. 











Open, but can’t spill 


The same scientific principle 
which keeps the ink in this 
unsealed tube prevents 
AUTO SEAL from spilling. 


A new kind of bottle sells Stafford’s Inks 
faster than ever before 


ET vour customer ti ) it has increased enormously the ink sales 
P sis “ | ? f Stafford Dealers. 

turn it, knock it over. It 
can’t spill! The ink can’t . 

—— - —and Bigger Profits, too! 
evaporate! It comes up for 
a penful at every dip and inks Not only are your ink sales great- 
only the pen point. Gathers ink er, but your profit on every sale 
from the bottom that your pen is bigger. Prices and discounts 


DEALERS! point couldn’t reach—and then at the left show how your profits 
: the bottle can be refilled. swell with sales of AUTO SEAL. 
Auto Seal filled with wo 
ounces of Commercial Blue 
ee: Se eee A New Sales Appeal Send Your Order Today 
retalls a JC. P e¢ ith 
non-copying Carmine, Blue, AUTO SEAL sells fast on its Production has been far behind. 
Green or Violet, it sells at visible merits. It has all the use- We are just catching up. If you 
20¢ List price $24.00 and ful features of the most ex- want to get your share of the 
$28.00 a gross respectively, pensive ink-well, yet retails for profits AUTO SEAL is making, 
subject to usual discount 15c, only 5c more than the ordi get your order into the mails at 
Packed three dozen to a box ur two oun bottle. It has given onee. Send today for a trial carton 
nall pac zee a new impetus and of three dozen. 
Each carton contains a 


handsomely lithographed 


counter display that tells the S. S. STAFFORD, Inc., 603-609 Washington St., New York City 


whole story. Established 1858 


Chicago; 62 W. Kinzie Street Canadian Factory: 9 Davenport Road, Toronto 
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Letter 
Trays 


Waste 















































High in quality but not in price 











BARBEE WIRE & IRON WORKS 


Conway Bldg. 










































































CHICAGO, ILLINOIS 
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Registered U. S. Patent Office 
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Satistaction - 


Jrecdorm from doubt or worry, 


complete gratification , 











Merchandise bearing a Pecog- 
nized trade-mark—Tationally 
KNOWN—PCQUIPES 710 CX Pplaria- 
“IONS OP EXCUSES. 





The trade-mark isa silent 
understanding Letween the 
Monutacturer the Dealerand 
the Customer; a feeling of Gust 
and confidence; a Knowledge 
that the purchaser 15 protect 
ed aS to Quality and warkman- 
Ship; the Lurden of resoons!— 
bility placed squarely on the 
Shoulders of the makera 


PAPEROID stampedonevery red- 
Pope wallet and pocket made 
by the BUSHNELL COMPANY 
the last twenty-five years has 
created this highly desira- 
ble “silent understanding e 


SAT/ISHACTION Is assured 
in the use of “PAPEROID:” 

















Alvah Bushnell Company 


5 Park Row 925 Filbert St. 
NEW YORK CITY PHiLADELPHIA 
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Mail Containers 


The 


Bush Terminal—33 to 87 34th St., Brooklyn, New York 
Telephone Sunset 6000 

















are used in every line of business and they 
cover the mailing needs of any and all of 
your customers. 


The TENSION line includes open-end 
tension envelopes, double metal - clasp 
envelopes, single metal-clasp envelopes, 
metal-flap clasp envelopes, document 
envelopes, photo-mailing envelopes, filing 
envelopes, folders, mailing boxes, etc., etc. 


You will be especially interested, perhaps, 
in the Open-End Tension Envelope you’ve 
seen everywhere and the Metal - Clasp 
Envelopes, one type of which is illustrated. 


Our book, “Envelope Specialties,” is in itself 
an education in mail containers. Send 
for a copy. It’s yours for the asking. 


Tension Envelope Co. Inc. 
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: verywhere there 1s 

a demand for Prang 
W ater Colors and Crayons. 
Their use creates confidence. 
More sold during 1921 
than any previous year. 
Schools have opened. 
The sales repeat. Are 


you prepared ? 
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The American Crayon 
Sandusky, Ohio New York 
n USA 














| ESTABLISHED | 1835 ; 
SANDUSKY “OHIO: - - NEW YO! 
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These machines embody the latest ideas in 
Adding Machine and Typewriter Construction 


They are designed and built to do the most work with the least effort on the part of the operator. 
Note carefully the following superior features of the Federal Adding and Listing Machine. 


Total Wheels and Printed Items in plain sight. Correction, Repeat, Non-Add, Non-Print, Total 
and Sub-Total Keys all on the keyboard within most convenient reach. Flexible Keyboard. Total 
and Sub-Total keys can be used as General Correction keys. Only one stroke of handle is neces- 
sary to take Totals and Sub-Totals. Short and easy handle to pull. All parts quickly accessible 
and interchangeable. Manufactured by Colt Patent Fire Arms Manufacturing Company, of 
Hartford, Conn., under patents of The Federal Adding Machine Corporation. 


The Federal Typewriter is unequalled for speed and convenience of operation. Seven different 
sizes of carriages, up to 27 inches in width, instantly interchangeable. Has exceptional mani- 
folding capabilities. Feed Pressure equalized. Tabulating and Margin Release Keys and Bi- 
chrome Ribbon Shift on keyboard. Paper Feed and Back Space Levers close to keyboard. In- 
terchangeable Platens. Ribbon spools are instantly removable and interchangeable. Rapid car- 
riage escapement, and many other desirable features. European Languages. 


We have some desirable territories still open and will be pleased to consider applications from firms or indi- 
viduals who have the qualifications to act as exclusive dealers in their respective markets. 


putea — acs ORPORATION 


251 FOURTH AVENUE, NEW YORK CITY, U. S. A. 
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HOW PERFECTION WAS PERFECTED 


8 ei original Hotchkiss design can- 
not be successfully changed. It is 
perfect. Twenty-five years experience 
proves that. But in minor essentials 
refinements have been made that great- 
ly enhance its value. 


Notice — (1) the new solid piece 
rounded top; (2) the shortened plunger; 
(3) the grooved arm of the staple mag- 
azine, making doubly sure accurate 
feeding of Hotchkiss Staples; (4) the 
super hardened polished steel stapling 
anvil; (5) the improved base equipped 
with flat instead of round rubber feet, 
giving perfect balance. The whole 
machine is die-casted and beautifully 


nickel plated—a truly fine appliance. 


Now, Mr. Dealer - You'll likethenew 
Hotchkiss Paper Fasteners. Your cus- 
tomers will ask about them. A national 
advertising campaign is under way. 
Whether it is successful from your 
standpoint depends largely on you. 

By carrying all models of Hotchkiss 
Fasteners, by helping customers select 
those best suited to their needs, by sell- 
ing service, and the service of Hotch- 
kiss machines you can, with very little 
effort, build a profitable repeat order 
business. 

We'll be glad to help you. Write 


us now. 


HOTCHKISS SALES COMPANY, Norwalk, Conn. 


Vv & 





HW 


I mitation Staples clog 
Hotchkiss Fasteners. 
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PAPER FASTENERS 





TACKING MACHINES 


The Genuine have Blank 
Ends. Sell only théve 
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Cary Means to Safes What 14K Means to Gold 


It means quality throughout. When you see the name CARY on a safe 
you know that it is a real safe ;—one capable of withstanding the ravages 
of fire, and the tampering of thieves. 

Cary safes are built to the high standard of the company’s quality 


UNIFORM STRENGTH THROUGHOUT 


As a dealer, these are the kind of safes you want to sell, for they give 
you talking points which do not need to be exaggerated in order to get 


watchword. 


the order. 

Consider these selling features: 

Cary safe doors are as strong as Cary walls. 
is accomplished by Cary construction. The doors are built extra thick so as to 
accommodate the lock mechanism and at the same time to maintain uniform strength. 


Cary lock mechanism is automatic in its resistance to thieves. A mechanical 
tampering fingers. Behind the drill- 
} 


This achievement, unusual in safes, 


dog, positive in action, protects the lock from 
¢ 


The dog holds the lock—it cannot 


SeTve to trorce 


proof plate is a trigger device of special design 
forced. A sledge hammer blow on the combination spindle would only 
the trigger—and the dog would hold stubbornly. 

And Cary patented insulation keeps the contents of Cary Safes unharmed 
through fires. 
All you need to do to secure your prospect’s order when you sell Cary 
Safes is to point out the Cary advantages, and tell why they are advantages. 
By doing so you show that CARY means to safes what 14K means to gold 


1 cood one 


Dealers who do not now handle Cary Safes will find this line a 
to sell. Send for details of our dealer plan, as there is still available for 


Cabinets new dealers a few strategic selling territories. 







Deposit 


CARY SAFES 


CARY SAFE COMPANY 
Dept.105 - - BUFFALO, N. Y. 
Established 1878 


oxes Cable Address “Carysafe,” Bufialo. N. Y. Western Union Code 5 letter editio1 


"The Safe Investment” 
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Double-entry had Bae 
its origin in Genoa { 


Double-entry bookkeeping dates back to mediaeval 
Italy. The earliest known accounts kept by this method 
relate to municipal affairs, and were approved by 

: , HAVE you copies of our free book, 
Simone Boccanera, Doge of Genoa, in 1340. “Ready Records for Accounting,” to 





give to your customers ? If not, write 


The next great innovation in accounting had its ue tedden 


origin in America. The Loose Leaf System, introduced 
within the memory of most men who read these words, 


. : : Ledgers 
has brought about another revolution in bookkeeping Ledger Sheets 
methods. Post Binders 


Sheet Holders 
Bank Forms 
Price Bocks 


National Loose Leaf Books and Ruled Sheets are 
used in the accounting departments of many of the 


country’s largest financial and business institutions. Ring Binders 
Among these are the H. B. Claflin Company, Vitagraph, Columnar Sheets 
Inc., and the Clyde Steamship Company. Commercial Forms 


Memorandum Books 


Baltic Binders, made by National Blank Book Com- Studente’ BMesedielin 


pany, will please your customers. They are hand- 


somely made, easy to manipulate, and give long wear BALTIC BINDERS 
Heavy double board covers, steel hinges, 
Look for This Trade Mark When You Buy Bound in Corduroy with Red Cowhide 


back and corners, gold tooled. 


NATIONAL / 


Loose Leaf and Bound Books 


NATIONAL BLANK BOOK COMPANY 
113 RIVERSIDE HOLYOKE, MASSACHUSETTS 
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Put Vim into your Sales 


_ART METAL COMPANY 


—~ 


THE CANTON LINE includes only Quality 
Products—the value is there in the cabinet—in the 
sheet steel, in the seams, the cabinet work, the 
drawer fitting and finish. You don’t have to talk 
yourself hoarse; just show the goods, demonstrate 
their features. The prices are now where they 
were five years ago. 


While buyers are not engaged ina hectic clamor 


for goods, there is still a market and business men 
will buy if the proposition is put before them 
properly. The Canton Line has representation 
by exclusive agencies in nearly all important 
territories but there are a few good opportunities 
still open. Find out about our “different from the 
others’’ agreement. 


THE CANTON 


920 Market Avenue, South 
Canton, Ohio, U.S. A. 


Go after the special built-to-order contracts 
your territory. We are well equipped to 


in 


execute the orders for you. 
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WHICH MACHINE SHOULD I BUY? 


That all depends on the service you require of it. 


Since there are four operations in the figure work of account- 
ing—Adding, Multiplying, Dividing, Subtracting—a logical 
decision can only be reached when you know how much time 
you are spending on each of these operations. 


From a survey covering 25 different 
lines of business, it is shown that 
on the average, more than 90% of 
the time devoted to figure work is 
spent on Addition and Multiplica- 
tion. 


Naturally, the machine for you to 
buy is the one that will enable you 
to handle the heaviest part of your 
work with the greatest speed, ease 
and accuracy. 


Then, if that machine should prove 
to be quite as rapid and effective 
for the tag end of the job—Division 
and Subtraction—so much the 


better. 


Note the experience of the Cleve- 
land Metal Products Co., and the 
range of figure work they are han- 


dling with the Comptometer. 


Write for our booklet, ‘‘Better Methods of 
Handling Figure Work”’ 


FELT & TARRANT MFG. CO., 1713-35 N. Paulina St., CHICAGO 


CONTROLLED KEY 








— A BETTER TYPEWRITER — 


Designed to meet the need of something better in 
That we have succeeded can best be 
told by the enthusiasm of those who are using and 
selling the Woodstock—a splendid machine, a ready 
An exceptional oppor- 
tunity for profitable selling connections at home and 
abroad. Write for complete information, descriptive 
matter and local representation.—The Success of 


typewriters. 


seller, a satisfied customer. 


the Age. 


WOODSTOCK TYPEWRITER COMPANY 
CHICAGO, U. S. A. 


35 N. Dearborn St. 


Mr. W. E. Shepard, Secretary of Cleveland 
Metal Products Co., Cleveland, Ohie, sum- 
marizes their experience with the Comptome- 
ter as follows: 


“‘We have about 65 Comptometers in constant 
use in our home office and branches. Many of 
them have been in service for the past ten years. 


“The work done by these machines includes the 
figuring of Orders and Invoices; checking Pur- 
chase Invoices; compiling data for the Statistical 
Department; figuring the Payroll; in short, they 
do whatever figuring there is to be done. 


“And they do it with remarkable speed and 
accuracy. 


‘‘Some time ago we tried out a different machine, 
but after a short experience, we went back to the 
Comptometer. Not only have our Comptometers 
proven satisfactory, but we appreciate Felt & 
Tarrant service.”’ 








CABLE—LonpDon 


LONDON ENG 


(PARIS) 


15 JUN 21 MARCONI 
VIA M NEW YORK 


WOODTYPE CHICAGO 


CURTIS ON WOODSTOCK TYPEWRITER 
WINS EUROPEAN SPEED CHAMPION- 
SHIP AT MANCHESTER BEFORE 

9000 SPECTATORS 


(SIGNED) 


SUPERTYPE 








FROM PARIS 


International pig ae « of Perfection 
won by Curtis on Woodstock. ial | 

compliments of judges on beauty of work. 
National Championship of France won by 
Triouleyre on Woodstock. 

All machines represented. 
competitors. 






July 27, 1921 4 8G 


Thirty-one 
(Signed) Demarest 
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Used by 
Government 
Offices, 
Business Houses 
and 
Individuals 
Throughout 
the Civilized 

World 
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ROM the day it was invented, the Oliver 

Typewriter has symbolized progress. As 

all remember, it was the first to bring vis- 
ible writing—since adopted universally. 

And year by year The Oliver has ranked as 
the leader in design. Its betterments have in- 
fluenced the whole industry. 

The Oliver No. 9, our latest and best model, 
has never been equaled. Its basic superiorities 
“t cannot be obtained elsewhere. 


KERR RRR 





Ped For instance, The Oliver alone offers that 
a great advantage, an arch-shaped typebar, which 
affords downward printing. 
This construction, an Oliver idea since the 
beginning, solves many problems. 
It insures permanent alignment, it gives 
lighter touch, it brings clearer impression. And 


it adds to the fame of The Oliver for durability. 


The Oliver offers all that is obtainable in the 
finest standard typewriter PLUS its own exclu- 
sive betterments. Such a combination is not to 
be overlooked by the buyer who insists on the 
most for his money. 

No buyer, whether he is figuring on one or one 
hundred, should decide which is the best until he 
is familiar with The Oliver. Comparisons will 
enlighten. 





The Oliver Typewriter Company 
1528 Oliver Typewriter Bldg., Chicago, IIl. 


(77.02) 
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